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Meet  the  NEW  Middlemen 


It's  simple.  In  the  brave  new  world  of  elec¬ 
tronic  commerce,  those  who  Emmerce  now 
are  more  likely  to  emerge  as  winners  later. 
Which  is  the  best  reason  we  can  think  of  to 
contact  your  Computerworld  sales  repre¬ 
sentative.  Or  call  (800)  343-6474,  ext.  8 1 69. 


That’s  why  there’s  Computerworld  Emmerce  - 
the  magazine  and  webzine  from  the  award  win¬ 
ning  newsweekly  that  reaches  almost  a  million* 
readers  who  need  to  stay  on  top  of  the  IT  world. 


Computerworld  Emmerce  goes  right  to  the 
hearts  and  minds  of  the  audience  that  wants  to 
hear  what  we  have  to  say.  And  wants  to  see 
what  you  have  to  offer. 


*lntelliquest,  September  1 996 


Like  to  see  what  we’re  talking  about? 
Check  it  out  at: 

www.computerworld.com/emmerce. 


You  have  what  they  need.  And  in  the  incredibly 
fast  moving  world  of  electronic  commerce,  you 
have  to  let  them  know  what  you've  got.  Now. 


MANAGERS 
THAN  ANY  OTHER 

IT  DllRUf ATION. 


Every  week,  almost  a  million  IT  Lead¬ 
ers  read  Computerworld  religiously. 

And  from  what  we  hear,  some 
people  will  do  anything  to  get  their 
hands  on  Computerworld.  They’ll 
remove  it  from  the  company 
mail-room  or  even  right  off  their 
colleague’s  (or  boss’)  desk. 

So  you  ask,  what’s  so  special 
about  Computerworld? 

Is  it  the  solid  reporting?  Maybe 


it’s  rigorous  analyses  of  industry 
trends?  Straight  talk,  whatever  the 
subject... product  reviews,  soft¬ 
ware  problems,  feisty  editorials, 
career  management  articles  or 
the  hottest  news? 

In  this  industry  one  thing  is 
clear.  You’ve  got  no  time  to  waste. 
You  can’t  wait  to  read  someone 
else’s  copy  of  Computerworld. 

So  come  join  the  ranks  of  the 


super-informed. Those  who  get 
the  news  first. 

Order  today  and  you’ll  receive 
51  information-packed  issues  of 
Computerworld. 

Call  us  at  1-800-343-6474  or 
visit  us  on  the  world  wide  web  at 
www.computerworld.com. 

To  order  by  mail,  use  the  post¬ 
age-paid  subscription  card  bound 
into  this  issue. 


COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


Global  support  is  a  bear  for 
customers  and  vendors.  Global 
Innovators  Series  follows  page  36 
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Hardware  headroom 

►  New  appspush  capacity  planning  to  forefront 


uncover  smoking  guns 

►  Cybersleuths  glean  evidence  from  backup  tapes 


Staten  Island  University 
Hospital  CIO  Rick  Carney 
wanted  "to  rip  everything  up 
and  start  from  scratch" 

Risk-taker  leads 
radical  IS  update 

By  Thomas  Hoffman 
Staten  Island,  N.Y. 


WHEN  RICK  CARNEY  left  his 
job  as  vice  president  of  IS  at 
Swiss  engineering  giant  ABB 
Asea  Brown  Boveri  to  become 
the  chief  information  officer  at  a 
small  community  hospital  in 
early  1995,  his  friends  thought 
he  was  nuts. 

For  starters,  the  health  care 
industry  has  historically  been 
a  high-tech  laggard.  On  top 
of  that,  hospitals  are  under 
tremendous  cost  constraints, 
thanks  to  penny-pinching 
health  maintenance  organiza¬ 
tions.  That  trend  has  forced 
many  hospitals  in  the  New  York 
area  to  go  bankrupt  or  merge 
with  others  to  survive. 

But  Carney,  33,  has  never 
been  afraid  to  buck  convention¬ 
al  wisdom  or  stare  down  a  chal¬ 
lenge.  “I  saw  an  opportunity  to 
rip  everything  up  and  start  from 
scratch,”  said  Carney,  a  street- 
smart  New  Jerseyite  who  has 
done  just  that  in  his  first  27 
Risk-taker,  page  17 


By  Jaikumar  Vijayan 
and  Tim  Ouellette 


a  slew  of  fast-growing  busi¬ 
ness  applications  —  especially 
for  electronic  commerce,  intra¬ 
nets  and  data  warehousing  — 
are  blowing  the  lids  off  the  serv¬ 
ers  that  run  them. 

The  surging  application  de¬ 
mands  could  mire  users  in 
endless  rounds  of  upgrades, 
platform  migrations  and  un¬ 
comfortable  explanations  to 


By  Mindy  Blodgett 


it’s  always  something  in 
the  laptop  market. 

Last  year,  it  was  a  severe 
shortage  of  product.  Today,  us- 


their  managers. 

At  issue:  Figuring  out  just 
how  much  hardware  to  buy  and 
how  much  headroom  is  needed 
for  growth  —  without  over¬ 
spending  systems  budgets  or 
getting  stuck  with  too  much  idle 
capacity. 

‘‘If  you  underscope  your  re¬ 
quirement,  you  hit  the  wall. 
Then  you  are  out  of  service  . . . 
and  a  job,”  said  James  Garden, 
an  analyst  at  Technology  Busi- 
New  apps,  page  16 


ers  are  plagued  by  quality  prob¬ 
lems  that  industry  observers 
said  are  the  worst  ever.  And  if 
Gartner  Group,  Inc.  is  right,  the 
situation  probably  won’t  im¬ 
prove  until  Intel  Corp.  slows 
down  the  introduction  of  faster 
processors. 

“We  believe  the  notebook  in¬ 
dustry  is  in  a  crisis,  and  that  is 
not  too  strong  a  thing  to  say,” 
said  Leslie  Fiering,  a  Gartner  an¬ 
alyst  and  author  of  a  “problem 
watch”  report  on  the  subject. 

In  some  cases,  problems  are 
Quality  crisis,  page  16 


By  Kim  S.  Nash 


a  spot-check  of  employee 
electronic  mail  revealed  this 
alarming  message:  “I’ll  lose  my 
job  if  they  find  out  what  I  sent 
you.” 

Had  company  secrets  been 
transmitted  over  the  Internet? 
To  find  out,  anxious  officials  at 
the  West  Coast  company  called 
Computer  Forensics,  Inc.,  a 
Seattle  firm  that  combs  through 
hardware  and  software  for  evi¬ 
dence  that  some  people  expect 
to  be  hidden  or  erased. 

Enter  Joan  Feldman,  the  44- 
year-old  president  of  the  cyber¬ 
sleuth  firm,  rolling  her  hard¬ 
sided  Samsonite  suitcase.  It’s 
packed  with  portable  hard 
drives  and  proprietary  software 
tools  that  help  her  pry  open 


computer  files  and  backup 
tapes. 

As  it  turns  out,  the  E-mailer 
hadn’t  revealed  corporate  good¬ 
ies.  But  he  had  sent  pornogra¬ 
phy,  allegedly  to  a  minor  in  a 
chat  room. 

“The  good  news  was  the  guy 
wasn’t  a  thief.  The  bad  news  was 
he  was  a  potential  pedophile,” 
Feldman  said. 

Feldman  and  her  team  of 
former  Secret  Service  agents,  re¬ 
tired  military  investigators  and 
har-d-core  geeks  root  around  a 
company’s  information  systems 
and  look  for  evidence.  The  field 
is  called  computer  forensics. 

Sometimes  a  company  hires 
forensics  experts,  but  more 
often  they  are  hired  by  opposing 
attorneys  seeking  the  “smoking 
Cybersleuths,  page  26 


By  Mitch  Wagner  and  Barb  Cole-Gomolski  When  Net¬ 
scape  introduces  the  commercial 
version  of  its  Cvncrmrfcstor 
client  at  a  dev  c  r  infer¬ 

ence  this  wet  \  s  -rime 


Internet  wuntf  •  ‘  hi  face  a 


far  more  skeptical  user  audit 


•  er  before. 

fiCscapa,  page  115 


DODGING  THE  Y2K  BULLET 

Disaster  experts  missing  from  year  2000  front  line.  Page  6 

CAUTION:  INTRANET  BILL  AHEAD 

Beware  hidden  costs  lurking  in  LAN/WAN  infrastructures.  Page  6 

Get  a  real  life! 

Going  on  vacation?  How  to  deflect  electronic  mail.  Page  8 

PURE  AS  THE  DRIVEN  JAVA 

Sun  extends  100%  Pure  Java  to  broaden  market.  Page  12 

Quality  crisis  haunts  laptops 

►  Flood  of  new  chips  and  poor  testing  blamed 


E-mail  Rich  Tennant  at  the5wave@tiac.net 
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New  legacy 


Is  your  data  warehouse  your  next  legacy  system? 

Ridiculous,  you  say.  Data  warehousing  is  just  getting 
started.  We  can’t  possibly  worry  about  such  things. 

But  maybe  you  should.  When  you  think  about  it, 
data  warehouses  have  a  lot  in  common  with  other  legacy 
systems  —  mainframes,  minicomputers, 
office  automation  systems,  PCs  and  LANs 
—  that  you  already  support  in  your 
organization. 

All  moved  in  quickly,  driven  by  insatia¬ 
ble  demand  from  users  for  immediate 
business  benefits.  Like  their  legacy  prede¬ 
cessors,  data  warehouses  look  like  they 
will  rapidly  become  part  of the  corporate 
IT  fabric  before  anyone  has  given  much 
thought  to  integration  or  architecture. 

And  once  a  legacy  system  establishes  itself,  it  becomes  a  plat¬ 
form  with  which  future  technologies  must  be  integrated. 

Software  vendors  would  rather  you  not  give  this  issue  much 
attention.  After  all,  they’re  busy  selling  products.  But  a  lot  of 

the  warehouse  products  being  of¬ 
fered  aren’t  based  on  something 
else.  Many  of  the  vendors  are 
small,  one-product  companies. 
And  even  some  of  the  major  data¬ 
base  vendors  have  acquired  their 
way  into  this  market  in  a  rush  to 
get  a  foothold.  They’ll  worry  about  integration  later. 

I’m  not  trying  to  throw  water  on  the  warehousing  phenome¬ 
non.  This  is  probably  the  hottest  non-Internet  concept  to  hit 
the  IS  world  in  three  years.  Business  users  love  their  ware¬ 
houses  because  they  change  their  view  of  the  business.  IT 
folks  get  a  rush  out  of contributing  to  the  bottom  line,  and  ven¬ 
dors  are  obliging  with  more  products  than  you  can  shake  a 
schema  at. 

But  warehouses  are  only  going  to  get  bigger  and  more  per¬ 
vasive.  They  require  data  administration,  dedicated  hardware, 
new  software  licenses  and  interfaces  to  existing  systems.  You 
may  find  that  your  future  system  choices  are  limited  by  their 
compatibility  with  installed  warehouse  software. 

So  think  about  protecting  your  investment.  And  make  sure 
your  warehouse  vendors  are  in  this  for  the  long  run.  Because 
you  probably  already  are. 


Data  warehouses 
are  only  going  to 
get  bigger. 


Paul  Cillin,  Editor 
Internet:  paul_gillin@cw.com 


Slacking  on  tracking 


►  Survey:  One-third  of 
companies  don ’t  keep 
inventory  on  software 

By  April  Jacobs 

despite  the  fact  that  keep¬ 
ing  track  of  software  can  save 
companies  as  much  as  33%  of 
their  software  bill  and  time  in 
supporting  users,  one  in  three 
companies  doesn’t  do  anything, 
according  to  a  recent  study. 

The  study,  which  defined 
tracking  as  determining  the 
number,  size  and  location  of  ap¬ 
plications,  was  conducted  by 
Meta  Group,  Inc.  in  Stamford 
Conn.  The  research  firm  sur¬ 
veyed  873  Fortune  1,000  com¬ 
panies.  Most  said  they  had  infor¬ 
mation  technology  staffs  of 
more  than  100  people  and  bud¬ 
gets  in  excess  of  $50  million. 

According  to  the  study,  half 
the  companies  had  no  data  on 
how  their  software  had  changed 
in  the  past  year,  in  terms  of  up¬ 
grades,  deletions  or  new  pack¬ 
ages. 

“Tracking  software  is  like  do¬ 
ing  an  archeological  dig  for 
most  of  these  companies,”  said 
Howard  Rubin,  author  of  the  re¬ 
port  and  a  professor  of  comput¬ 
er  science  at  Hunter  College  in 
New  York. 

EASY  STREET 

But  companies  that  have  made 
the  leap  say  they  expect  to  make 
life  easier  for  their  support 
staff,  their  end  users  and  their 
wallets. 

At  publishing  giant  Random 
House,  Inc.  in  New  York,  a  soft¬ 
ware  and  network  management 
project  is  under  way  using 
IBM’s  Tivoli  management  tools 
to  get  desktop  costs  and  support 
issues  under  better  control,  as 
well  as  smooth  the  budget  pro¬ 
cess,  said  Michael  DeMasi,  di¬ 
rector  of  networking  and  com¬ 
puter  operations. 

“We’ll  not  only  be  able  to 
track  what’s  out  there  in  terms 
of  software,  but  distribute  new 
software  as  well.  We’re  really 
hoping  this  will  fill  in  a  lot  of  the 
holes  we’ve  had  in  terms  of 
knowing  what  people  have  on 
their  desktops  and  being  able  to 
provide  the  best  support  for 
that,”  he  said. 

“Managing  all  of  it  was  very 
complex,  and  there  is  no  need 
for  it  to  be  that  complex,”  De¬ 
Masi  said. 

Rubin  says  companies  can 
take  the  following  steps  to  help 
themselves: 


■  Make  a  list  of  key  applications 
to  be  managed. 

■Track  incoming  inventory. 

■  Do  the  dig;  start  a  database. 

■  Set  up  an  asset  management 
program. 

Gartner  Group,  Inc.,  also  in 
Stamford,  has  extolled  the  vir¬ 
tues  of  asset  management.  In  a 
recent  study,  Gartner  analysts 
said  measures  such  as  standard¬ 
izing  and  managing  hardware 
and  software  more  efficiently 
can  save  companies  as  much  as 
25%  of  their  total  IT  bill.  About 
two-thirds  of  a  desktop’s  cost 
over  its  three-year  life  can  be  at¬ 
tributed  to  support-related  is¬ 
sues,  according  to  another  Gart¬ 
ner  cost-of-ownership  study. 

Users  suggest  that  companies 
that  want  to  implement  a  track¬ 
ing  program  look  at  their  in- 
house  and  packaged  applica¬ 
tions  and  then  set  up  a  database 
to  begin  an  inventory  of  existing 
and  new  applications. 

RAPID  CHANGE 

Most  companies  have  a  hard 
time  tracking  their  software  as¬ 
sets  —  from  desktop  to  main¬ 
frame  —  because  of  the  number 
of  applications  on  hand  and  how 
quickly  they  change.  On  aver¬ 
age,  one-sixth  of  the  applica¬ 
tions  change  each  year. 

That  can  create  legal  and  fi¬ 
nancial  problems,  Rubin  said, 
because  some  companies  can 
get  caught  with  too  few  licenses 
for  users,  or  may  be  buying  as 
much  as  one-third  more  soft¬ 
ware  than  they  need. 

“It’s  a  cost  issue,  it’s  a  legal  is¬ 
sue,  and  it’s  a  support  issue,” 
said  a  purchasing  manager  at  a 
major  New  York-based  televi¬ 
sion  network,  who  requested 
anonymity. 

For  example,  the  manager 
said,  when  you  run  fewer  ver¬ 
sions  of  an  application,  you 
have  fewer  compatibility  issues, 
can  avoid  help  desk  calls  and 


According  to  a  recent  study: 

of  those  surveyed 
have  no  data 
on  their  inventory 
of  software 
applications 

of  those  surveyed 
have  no  data 
on  the  growth  rate 
of  their  portfolio 
of  software 
applications 

Base:  873  companies 

Source:  Meta  Group,  Inc.,  Stamford,  Conn. 

can  manage  applications  more 
simply. 

His  company  began  purchas¬ 
ing  its  software  about  two  years 
ago  from  Stream  International, 
Inc.  in  Canton,  Mass.  Stream 
tracks  all  its  licenses  and  cur¬ 
rent  packages.  “We  don’t  want 
some  people  working  with  Word 
2.0  trying  to  talk  to  someone 
with  Word  6.0.  We’ve  all  experi¬ 
enced  that  same  nightmare,”  he 
said. 

Prudential  Company  of 
America  in  Roseland,  N.J.,  in 
1995  started  a  comprehensive 
asset  management  program  to 
consolidate  its  purchasing  and 
standardize  its  hardware  and 
software  for  more  than  60,000 
desktops,  said  Russ  Pipitone, 
vice  president  of  purchasing. 
The  company’s  goal  was  to  re¬ 
duce  cost  of  ownership. 

The  company  hired  a  consul¬ 
tant  to  get  a  baseline  on  its  hold¬ 
ings  and  help  develop  requests 
for  proposals,  as  well  as  negoti¬ 
ate  contracts.  The  first  step,  Pip¬ 
itone  said,  was  figuring  out 
what  was  already  in  place. 

Prudential  found  it  had  so 
many  legacy  and  desktop  appli¬ 
cations,  it  hired  IBM  Global  Ser¬ 
vices  in  Somers,  N.Y.,  to  manage 
its  legacy  systems  so  it  could  fo¬ 
cus  on  desktop  issues.  □ 
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Solaris  gets  Java  jolt 


Sun  loses  first  battle 
in  Java  standard  quest 

►  Key  issue:  Who  will  control  changes  to  platform? 


By  Jaikumar  Vijayan 


it’s  java  time  for  Solaris. 

Users  of  Sun  Microsystems, 
Inc.’s  Solaris  will  get  a  taste  of 
native  Java  this  week  when  the 
company  announces  Solaris 
2.6,  the  latest  edition  of  its  Unix 
operating  system. 

Among  the  highlights  are  the 
following: 

■A  Java  Virtual  Machine  that 
lets  users  develop  Java  applica¬ 
tions  on  Solaris. 

■  An  integrated  Hotjava  brows¬ 
er  for  exploring  the  Internet. 

■  Web  Start,  a  browser-based 
utility  that  guides  users  through 
selection  and  installation  of 
both  Solaris  and  packaged  appli¬ 
cations. 

Users  looking  for  full  64-bit 
functionality  will  have  to  wait 
until  early  next  year  to  get  it.  But 
the  latest  version  of  the  operat¬ 
ing  system  does  support  large 
file  sizes  of  up  to  iT  byte.  Sup¬ 
port  for  large  files  is  a  core  com¬ 
ponent  of  64-bit  functionality. 
The  current  limit  is  2M  bytes. 

‘‘The  capabilities  certainly  are 
interesting,”  said  Rex  Hays,  a 
design  engineer  in  the  advanced 
development  product  group  at 
Eastman  Kodak  Co.  in  Roches¬ 
ter,  N.Y. 

“We  will  definitely  be  looking 
at  opportunities  to  exploit  some 
of  these  new  features,”  Hays 
said. 


By  Tim  Ouellette 


Amdahl  corp.  hopes  to  steal 
some  thunder  from  IBM’s  long- 
expected  mainframe  processor 
upgrade  announcement  this 
week. 

Amdahl,  a  Sunnyvale,  Calif., 
mainframe  maker,  will  try  to 
one-up  IBM  by  outlining  its 
own  upgrade  plans  for  the  next 
three  years.  The  plans  include 
processors  with  more  power 
than  IBM  can  muster. 


“The  story  with  Solaris  2.6  is 
increased  64-bit  capabilities,  an 
integrated  Web  server  and  in¬ 
creased  support  for  clustering 
and  high  availability,”  said  Jean 
Bozman,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Mountain 
View,  Calif. 

Sun’s  Solaris  makeover, 
which  comes  about  18  months 
after  the  last  major  upgrade, 
gives  it  some  of  the  same  capa¬ 
bilities  as  Unix  versions  from 
Hewlett-Packard  Co.  and  IBM, 
analysts  said.  But  it  doesn’t 
break  much  new  ground  in 
terms  of  64-bit  capabilities  or 
high-availability  capabilities, 
they  said. 

"In  some  places,  they  are  fill¬ 
ing  the  gaps,  in  other  places, 
they  are  catching  up,  and  with 
some  features,  they  are  cutting- 
edge,”  said  Tony  lams,  an  ana¬ 
lyst  at  D.  H.  Brown  and  Asso¬ 
ciates  in  Port  Chester,  N.Y. 

For  example.  Sun  is  the  last 
among  the  major  Unix  vendors 
to  announce  support  for  large 
file  sizes.  And  it  is  likely  to  be 
last  in  the  race  to  deliver  full  64- 
bit  functionality,  analysts  said. 

Unix  rivals  HP  and  IBM  al¬ 
ready  support  large  file  sizes, 
and  both  claim  they  will  deliver 
full  64-bit  functionality  by 
year’s  end.  Digital  Equipment 
Corp.  and  Silicon  Graphics,  Inc. 
already  deliver  64-bit  function¬ 
ality.  □ 


The  move  is  meant  to  reas¬ 
sure  Amdahl  customers  and  let 
them  plan  for  future  upgrades 
—  at  a  time  when  competitors 
IBM  and  Hitachi  Data  Systems 
Corp.  have  been  taking  market 
share  from  Amdahl. 

“Amdahl  is  still  six  to  nine 
months  away  from  delivery  on 
this,  but  they  are  trying  to  hold 
their  place  in  the  market,”  said 
John  Young,  director  of  enter¬ 
prise  systems  planning  at  The 
Clipper  Group,  Inc.,  a  Wellesley, 


By  Sharon  Gaudin 


SUN  MICROSYSTEMS,  INC. 

lost  the  first  battle  last  week  in 
its  effort  to  turn  the  Java  pro¬ 
gramming  language  into  an  offi¬ 
cial  industry  standard. 

That  setback  has  some  users 
worried  that  if  Sun  is  denied  the 
role  of  “recognized  submitter” 
for  Java  standards,  the  language 
could  be  lost  in  a  proprietary 
tangle. 

A  U.S.  standards  committee 
—  just  one  of  many  internation¬ 
al  committees  that  will  be 
weighing  the  issue  —  voted  to 


Mass.,  consultancy. 

Amdahl’s  new  700  series 
CMOS  processors,  due  early 
next  year,  will  run  at  75  MIPS. 
IBM’s  G4  line,  due  this  sum¬ 
mer,  will  reach  60  to  65  MIPS, 
sources  said  [CW,  May  26]. 

“If  users  don’t  need  immedi¬ 
ate  capacity  relief,  they  will  get 
better  capacity  when  the  700  se¬ 
ries  ships,”  Young  said. 

Amdahl  officials  said  further 
improvements  in  1999  and 
2000  could  produce  a  150- 


deny  Sun’s  request  to  act  as  a 
standards  body  for  its  own  Java 
programming  language  and 
software  platform.  Granting  the 
request  would  have  enabled  Sun 
alone  to  receive  or  reject  sub¬ 
missions  from  other  computer 
vendors  to  change  or  update  the 
technology,  before  passing  those 
revisions  on  to  the  International 
Standards  Organization  (ISO) 
and  International  Electrotechni¬ 
cal  Commission  (IEC)  for  final 
approval.  The  ISO  and  IEC  are 
international  standards  bodies. 

“If  Sun’s  strategy  with  ISO  is 
approved,  you’d  have  the  best  of 


MIPS  system. 

But  IBM  has  one  twist  of  its 
own  this  week  for  high-end  data 
centers. 

It  will  add  hardware  to  its 
multiengine  RY5  models  that 
will  cool  down  the  air-cooled 
CMOS  processors  more  than 
usual  and  speed  their  perfor¬ 
mance. 

Previously,  those  high-end 
systems  couldn’t  match  the  per¬ 
formance  of  older  water-cooled 
mainframes,  a  situation  that 
kept  some  users  from  moving  to 
the  more-efficient  and  less-ex¬ 
pensive  CMOS  technology.  □ 


both  worlds,”  said  Larry  Hager- 
ty,  a  project  manager  at  Tampa, 
Fla. -based  GTE  Data  Services. 
“Sun  would  have  some  control, 
allowing  it  to  move  the  technol¬ 
ogy  along  rapidly,  without  get¬ 
ting  caught  up  in  the  red  tape  of 
a  large  committee.” 

The  committee’s  vote  came 
with  a  list  of  suggestions,  and  a 
spokeswoman  for  JavaSoft,  a  di¬ 
vision  of  Sun,  said  Sun  would 
be  willing  to  consider  making 
some  changes. 

Hagerty  said  he  can  see 
where  Sun’s  industry  competi¬ 
tors  would  cry  foul  at  Sun’s 
seeming  leg  up  in  the  Java  mar¬ 
ket.  “But  you  also  have  to  con¬ 
sider  if  this  is  any  less  control 
than  Microsoft  has  since  they 
turned  over  ActiveX  to  a  stan¬ 
dards  body,”  he  said.  “Microsoft 
really  still  has  control  over  that.” 

The  vote  by  the  U.S.  commit¬ 
tee,  which  includes  representa¬ 
tives  from  AT&T  Corp.,  Apple 
Computer,  Inc.,  IBM  and  Hew¬ 
lett-Packard  Co.,  came  as  no 
surprise.  But  this  isn’t  the  final 
vote,  because  about  a  dozen  oth¬ 
er  international  committees  will 
log  in  their  votes  next  month. 

“The  issue  becomes  not  so 
much  whether  Sun  gets  to  con¬ 
trol  Java,  but  what  happens 
next,”  said  Judith  Hurwitz, 
president  of  Hurwitz  Group. 
Inc.  in  Newton,  Mass.  “Does  it 
become  a  free-for-all,  where  no¬ 
body  is  really  allowed  to  control 
it  and  therefore  it  becomes  cha¬ 
otic?  Then  the  users  lose,  be¬ 
cause  that's  closer  to  becoming 
proprietary.”  □ 


A  SAMPLING  OF  WHAT'S  NEW  IN  SOLARIS  2.6 

Feature 

Function 

Java  Virtual  Machine 

•  Integrates  Java  with  Solaris; 
includes  Java  runtime 
environment  and  tools  for  Java 
applets  and  applications 

WebNFS  Software 

•  Allows  file  access  through  the 

Web 

Common  Desktop 
Environment 

•  Provides  consistent  look  and  feel 
across  Unix 

Amdahl  strikes  back  with  its  big  iron  plan 


STOCK  OF  SKILLS 


How  good  are  your  IS  staff¬ 
ers’  technical  skills?  Skills- 
assessment  software  ven¬ 
dors  say  their  products  can  give  you  a 
good  indication.  So  we  asked  IS  man¬ 
ager  Brian  Jaffe  (left)  to  try  some  and 
decide  if  he  and  his  peers  can  really 
rely  on  these  shrink-wrapped  sleuths. 
Managing,  Page  72 
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Janice  Roberts  refused  to  let  gender  An  eagle  conservation  program  is  a  Project  leader  Janet  Vask  says  focus 
bias  deter  her  Silicon  Valley  rise.  Computerworld  Smithsonian  Award  on  your  goal,  learn  from  mistakes. 
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Customer  service  key 
to  project  approval 


►  Manufacturers  rely 
on  client /server  installs 
to  meet  retail  needs 

By  Randy  Weston 


WHY  DO  MANUFACTURERS  gO 
through  the  multimillion-dollar 
pain  of  installing  enterprise 
client/server  systems?  To  keep 
their  retailing  customers  — 
such  as  the  ever-demanding 
Wal-Mart  —  happy. 

Several  project  managers  and 
analysts  said  it  is  much  easier  to 
get  senior  management  approv¬ 
al  for  big  client/server  migra¬ 
tions  by  highlighting  the  mod¬ 
ules  that  can  improve  customer 
service.  The  rest  of  the  enter¬ 
prise  resource  planning  (ERP) 
modules  can  then  follow. 

“Stick  the  tag  line  ‘customer 
service’  to  any  proposal,  and  it 
gets  approved,”  said  Vinnie  Mir- 
chandani,  an  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 

Mirchandani  said  many  man¬ 
ufacturers  are 
reacting  to  de¬ 
mands  from 
megaretailers  — 
such  as  Wal- 
Mart  Stores,  Inc. 
and  Kmart  Corp. 

—  for  suppliers 
to  cater  to  their 
unique  needs. 

That,  in  turn,  is 
forcing  manu¬ 
facturers  to  turn 
to  client/server 
systems  that  im¬ 
prove  delivery 
times  and  man¬ 
agement  of  cus¬ 
tomer  orders. 

For  example, 
the  systems  will 
let  companies  tell  a  customer  on 
the  phone  in  seconds  when  an 
order  can  be  filled,  immediately 
alert  plant  managers  of  a  new 
order  or  change  an  order. 

“Companies  that  don’t  have 
this  ability  now  [are]  at  risk  of 
losing  key  accounts,”  warned 
Greg  Girard,  an  analyst  at  Ad¬ 
vanced  Manufacturing  Re¬ 
search,  Inc.  in  Boston. 

That  was  the  concern  of  Para¬ 
gon  Trade  Brands,  Inc.,  a  Nor- 
cross,  Ga.-based  maker  of  ge¬ 
neric  diapers. 

The  $600  million  manufac¬ 
turer  decided  to  install  Redwood 
Shores,  Calif.-based  Oracle 
Corp.’s  application  system  de¬ 
signed  specifically  for  the  con¬ 


sumer  packaged-goods  industry. 

The  application  package  com¬ 
prises  modules  from  five  ven¬ 
dors,  including  an  order-entry 
management  system  from  In- 
dustri-Matematik  International, 
Inc.  (I M I)  inTarrytown,  N.Y. 

Paragon  officials  hope  the  sys¬ 
tem  will  let  them  keep  Wal- 
Mart’s  name  stamped  on  their 
diapers. 

Jim  Skinner,  vice  president  of 
logistics  and  distribution  at  Par¬ 
agon,  said  it  was  the  order-entry 
piece  from  IMI  —  and  not  the 
ERP  pieces  from  Oracle  and  the 
other  vendors  —  that  sold  his 
company  on  the  package. 

SURVIVAL  TACTICS 

“[Manufacturing]  companies 
like  ours  that  have  traditionally 
been  operations-driven  have  to 
become  more  market-driven  to 
survive.  And  the  only  way  to  be¬ 
come  market-driven  is  to  do 
business  like  your  customer  de¬ 
mands,”  Skinner  said. 

Paragon  is  beginning  the  in¬ 
stallation  pro¬ 
cess  and  hasn’t 
set  a  dollar  sav¬ 
ings  target.  But 
Skinner  said  the 
real  value  will  be 
in  keeping  Wal- 
Mart  as  a  cus¬ 
tomer,  because 
Wal-Mart  could 
choose  any  ge¬ 
neric  diaper  to 
stamp  its  name 
on. 

Even  for  a  mi¬ 
gration  to  SAP 
AG’s  R/3  sys¬ 
tem,  users  are 
looking  at  the 
order-entry  and 
supply  chain 
management  pieces  to  justify 
the  huge  projects. 

Nash  Finch  Co.,  a  $4.5  billion 
Minneapolis-based  wholesaler 
of  grocery  items,  moved  to  R/3 
specifically  to  improve  manage¬ 
ment  of  the  supply  and  demand 
chain  sides  of  its  business.  It 
uses  a  hodgepodge  of  legacy 
mainframe  and  IBM  AS/400 
systems  but  is  moving  to  R/3  to 
handle  2,200  customer  stores. 

Nash  Finch  has  an  on-time 
order  fulfillment  rate  in  the 
high  90%  range.  But  Patti  Gill, 
director  of  future  systems,  said, 
“As  we  grow,  it  was  doubtful  we 
would  have  been  able  to  main¬ 
tain  that  service  level  with  our 
legacy  systems."  □ 


Order-entry  system  will 
help  the  firm  keep  Wal- 
Mart  as  customer 


IS  YOUR  BACKUP  TOUGH  ENOUGH  FOR  THE  JOB? 

Is  your  critical  data  guarded  by  a  puny  backup  solution  that  doesn’t  scale  up?  Backup 
Express™,  new  from  Syncsort,  is  fast  and  powerful,  designed  specifically  for  today’s  distrib¬ 
uted  networks,  where  the  data  grows  every  day.  Backup  Express™ 
backs  up  and  restores  gigabytes  of  data  fast — whether  on  UNIX, 

NetWare,  or  Windows  NT.  If  you  want  a  backup  strong  enough  to  Tei  (201)  930-8200  -ept.  67cwb 
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keep  your  network  data  secure  and  bring  it  back  fast,  call  us.  http://www.syncs<  tcorr./67cwb 
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Intranets  can 
be  rife  with 
hidden  costs 

By  Bob  Wallace 


network  planners  with  ex¬ 
perience  designing  and  building 
intranets  are  warning  of  hidden 
costs  and  key  concerns  associat¬ 
ed  with  laying  the  LAN  and 
WAN  foundations  needed  to 
support  these  increasingly  pop¬ 
ular  networks. 

Users  can  expect  to  pay  for 
higher-capacity  networking 
hardware,  extra  WAN  band¬ 
width,  specialty  intranet  effi¬ 
ciency  packages  and  outside 
help  to  get  the  projects  going. 

That  warning  is  backed  up  by 
a  survey  from  Infonetics  Re¬ 
search,  Inc.  in  San  Jose,  Calif., 
in  which  about  half  of  the  re¬ 
spondents  said  building  intra¬ 
nets  is  the  top  reason  for  up¬ 
grading  to  high-speed  LANs. 

LOCATION,  LOCATION  . . . 

The  location  of  intranet  servers 
in  the  enterprise  network  can 
generate  hidden  infrastructure 
costs,  said  Sheryl  Olguin,  an  in¬ 
tranet  project  leader  at  Harris 
Corp.  in  Melbourne,  Fla. 

“We  had  a  group  that  wanted 
the  server  located  in  a  specific 
area,  which  required  us  to  buy 
some  Ti  [WAN]  lines  and  rout¬ 
ers  to  support  that  request,” 
Olguin  said.  “We’re  looking  at  a 
onetime  $10,000  to  $11,000 
charge  and  a  $6,000  annual 
charge.  Where  you  locate  serv¬ 
ers  has  a  big  impact  on  network 
topology  and  costs.  And  people 
don’t  think  of  network  architec¬ 
ture  when  they  plan  intranet 
applications.” 

Harris  also  expects  to  buy 
proxy  servers  —  another  hidden 
cost  —  to  conserve  intranet 
bandwidth.  Proxy  servers  collect 
web  page  requests  from  end 
users  and  save  capacity  by  re¬ 
trieving  the  popular  pages  once 
and  caching  them  locally  for 
follow-up  requests. 

Users  can  expect  to  pay 
$10,000  to  $15,000  for  a  work¬ 
station  that  can  be  used  as  a 
proxy  server,  said  Tom  Plaster, 
an  analyst  at  Strategic  Network 
Consulting,  Inc.  in  Rockland. 
Mass.  Sun  Microsystems,  Inc.’s 
SPARCstations  are  the  most 
popular  systems  used  as  proxy 
servers,  but  regular  servers  can 
be  configured  to  perform  the 
same  functions,  he  said. 

Mercy  Healthcare  System  of 
Southeastern  Pennsylvania  is  in 
the  middle  of  a  sweeping  net- 


What  applications  are 
influencing  the  purchase  of 
high-speed  LANs? 


Corporate  intranet 


Distributed  database 


Image  transfer 


internet  connection 
and  access 


Base:  107  large  LAN  users;  multiple 
responses  allowed 


Source:  Infonetics  Research,  Inc.,  San  Jose,  Calif. 

workwide  3Com  Corp.  equip¬ 
ment  upgrade  that  will  let  its 
enterprise  network  support  an 
intranet  and  medical  imaging 
applications. 

“We’re  deploying  switched 
Ethernet  to  the  desktop  to  re¬ 
place  shared  Ethernet  and  are 
moving  toward  an  [Asynchro¬ 
nous  Transfer  Mode]  backbone 
for  the  network,”  said  Mike 
Bannon,  communications  man¬ 
ager  at  Mercy  Healthcare  in 
Bala-Cynwyd,  Pa.  “We  needed 
an  infrastructure  that  could 
handle  desktop  and  intranet  ap¬ 
plications.” 

Those  types  of  upgrades  typi¬ 
cally  cost  between  a  few  hun¬ 


dred  thousand  dollars  up  to 
more  than  $1  million  when 
completed,  analysts  said. 

Another  hidden  cost  involves 
paying  for  outside  help,  such  as 
consultants.  “Lots  of  [informa¬ 
tion  systems]  staffs  in  health 
care  are  lean,  to  say  the  least, 
and  need  additional  manpower 
and  expertise  for  these  proj¬ 
ects,”  Bannon  said. 

Eastman  Kodak  Co.  in  Roch¬ 
ester,  N.Y.,  plans  a  Cisco  Sys¬ 
tems,  Inc.  LAN  infrastructure 
upgrade  to  support  an  intranet 
that  features  multiple  high- 
bandwidth  applications  based 
on  video,  multimedia  and  Java. 

Network  system  engineer 
Trey  Layton  said  special  soft¬ 
ware/hardware  combinations 
needed  to  apportion  calls  across 
multiple  intranet  servers  will  be 
a  hidden  cost  for  many. 

"As  demand  for  access  to  in¬ 
tranet  applications  increases, 
users  will  find  it  more  difficult 
to  get  by  with  one  server,”  Lay- 
ton  said.  ‘When  you  go  to  multi¬ 
ple  servers,  you  need  packages 
that  can  spread  out  the  calls  so 
server  utilization  is  even.  That 
helps  keep  users  happy  access- 
wise.”  Analysts  said  those  pack¬ 
ages  cost  from  several  thousand 
dollars  to  more  than  $15,000.  □ 


Start-up  aims  to  link 
Gigabit  Ethernet,  ATM 


By  Bob  Wallace 

there’s  help  in 
store  for  users  who 
want  to  link 
Gigabit  Ethernet 
switches  to  Asyn¬ 
chronous  Transfer 
Mode  (ATM)  cam¬ 
pus  and  wide-area 
networks. 

Gigabit  Ethernet 
switch  maker  Alte¬ 
on  Networks,  Inc., 
a  start-up  in  San 
Jose,  Calif.,  is 
working  on  what  could  become 
an  industry  first:  a  Gigabit 
Ethernet  switching  system  that 
can  feed  traffic  to  ATM  net¬ 
works. 

That  runs  counter  to  the  com¬ 
mon  notion  that  the  two  tech¬ 
nologies  compete  with  each  oth¬ 
er.  Information  systems  manag¬ 
ers  soon  will  have  the  flexibility 
to  connect  the  technologies  in 
their  enterprise  networks. 


Wake  Forest's  Ron 
Rimmer  says  neither 
technology  is  the 
definitive  answer 


Few  contingency  plans  reported 


By  Thomas  Hoffman 
Chicago 


your  vendors  say  they  are 
making  their  software  year 
2000-compliant,  and  you  are 
determined  to  convert  and  test 
the  dickens  out  of  applications 
developed  in-house. 

But  if  any  of  your 
systems  go  wacky 
and  don’t  perform 


YEAR  2000 

COUNTDOWN 


as  expected,  does  your  company 
have  a  fallback  plan? 

A  chorus  of  “I  don’t  know” 
and  "I’m  not  involved”  echoed 
eerily  from  most  of  the  dozen  or 
so  disaster  recovery  coordina¬ 
tors  interviewed  by  Computer- 
world  at  Comdisco,  Inc.’s  annual 
user  conference  here  last  week. 

Given  that  the  year  2000  date 
problem  could  cost  businesses 
up  to  $  1  trillion  worldwide,  ac¬ 
cording  to  the  latest  analyst  esti¬ 
mates,  disaster  recovery  coordi¬ 
nators  are  noticeably  absent 
from  fending  off  what  could  po¬ 
tentially  become  the  world’s  sin¬ 
gle  biggest  business  disaster. 

“There’s  a  lot  of  wishing  and 
hoping”  in  the  industry  and  not 
a  lot  of  check-point  testing  and 
involvement  by  business  conti¬ 
nuity  planners,  said  Allan  J. 
Graham,  a  senior  vice  president 


at  Comdisco.  He  is  responsible 
for  the  Rosemont,  Ill.-based  ven¬ 
dor’s  year  2000  testing  services. 

For  example,  Graham  said  he 
is  aware  of  20  Comdisco  cus¬ 
tomers  trying  to  dodge  the  mil¬ 
lennium  bullet  by  converting 
their  core  legacy  systems  to  a 
client/server  package  such  as 
SAP  America,  Inc.’s 
R/3  software.  Of  that 
group,  only  two  are 
making  contingency  plans  to 
run  their  legacy  systems  in  par¬ 
allel  —  in  the  event  that  the 
client/server  applications  aren’t 
installed  and  tested  in  time,  he 
said. 

NOT  FOOLPROOF 

Yet  migration  to  a  third-party 
client/server  package  such  as 
R/3  is  far  from  a  foolproof  es¬ 
cape  hatch,  according  to  Capers 
Jones,  chairman  of  Software 
Productivity  Research,  Inc.  in 
Burlington,  Mass. 

Companies  that  haven’t  yet 
begun  to  migrate  their  legacy 
applications  to  client/server 
packages  such  as  R/3  or  People- 
Soft,  Inc.  software  probably 
won’t  make  it  in  time. 

That’s  because  thousands  of 
function  points  have  to  be  con¬ 
verted  and  tested  during  the 


next  29  months,  Jones  said. 

One  exception  is  Carter- 
Wallace  Co.,  a  Cranbury,  N.J., 
manufacturer  of  consumer 
health  and  beauty  products. 

The  company  chose  William 
Deakin,  its  disaster  recovery  co¬ 
ordinator,  to  spearhead  year 
2000  work. 

Senior  management  “recog¬ 
nized  the  experience  I’ve  had  on 
both  the  mainframe  and  PC 
side  [of  disaster  recovery],  so 
they  thought  it  was  a  natural 
fit,”  said  Deakin,  a  19-year  veter¬ 
an  of  disaster  recovery.  He  is  di¬ 
recting  efforts  to  coordinate  year 
2000  testing  with  all  electronic 
data  interchange  partners.  He  is 
also  testing  fax  machines,  copi¬ 
ers  and  other  hardware  with  em¬ 
bedded  chips  that  might  be  date- 
sensitive. 

It  also  is  important  to  begin 
early  testing  of  so-called  year 
2000-compliant  vendor  soft¬ 
ware,  because  some  analysts 
predict  that  up  to  35%  of  such 
software  might  not  actually 
work  in  2000.  “That  scares  the 
heck  out  of  me,  so  we’re  doing 
as  much  testing  in  that  area  as 
possible,”  said  Wayne  S.  Gard¬ 
ner,  an  information  systems  op¬ 
erations  specialist  at  Drake  Bak¬ 
eries  in  Wayne,  N.J.  □ 


Although  Ether¬ 
net  technology 
rules  in  building 
LANs,  ATM  has 
been  widely  de¬ 
ployed  to  link 
buildings  within 
campuses  and  con¬ 
nect  those  campus¬ 
es  to  form  WANs. 

“There’s  a  real 
need  for  products 
that  bridge  Gigabit 
Ethernet  and  ATM 
technologies,”  said 
Tom  Nolle,  presi¬ 
dent  of  CIMI  Corp.,  a  consultan¬ 
cy  in  Voorhees,  N.J.  “The  big¬ 
gest  benefit  is  that  it  enables 
Gigabit  Ethernet  switches  to  use 
ATM  WAN  services.” 

Users  need  a  way  to  cross 
over  from  Gigabit  Ethernet 
LANs  to  ATM  WANs  because 
carriers  don’t  offer  Gigabit 
Ethernet  WAN  services. 

Users  expressed  interest  in 
mixing  ATM  and  Gigabit  Ether¬ 
net  technologies. 

“I  don’t  see  either  as  the  de¬ 
finitive  technology  answer  for 
an  entire  enterprise,”  said  Ron 
Rimmer,  network  manager  at 
Wake  Forest  University  in 
Winston-Salem,  N.C.  “Products 
like  these  will  be  beneficial  to  a 
large  number  of  users  because 
they  enable  you  to  go  with  famil¬ 
iar  Ethernet  technology  in  build¬ 
ings  and  use  ATM  to  connect 
them.” 

SEPARATE  STRENGTHS 

Gigabit  Ethernet  is  gaining  sup¬ 
port  as  a  superhigh-speed  data 
scheme,  while  ATM  has  won  ac¬ 
claim  for  its  ability  to  support 
voice,  data  and  video. 

Rimmer  said  he  doesn’t  buy 
in  to  the  one-or-the-other  posi¬ 
tioning  of  the  two  high-speed 
technologies.  “Gigabit  Ethernet 
will  complement  ATM  in  some 
ways,”  he  said. 

Alteon  is  working  with  NEC 
America,  Inc.  to  build  an  add-on 
to  its  Gigabit  Ethernet  Ace- 
Switch  so  it  can  connect  to  ATM 
networks.  It  will  ship  this  year. 

Alteon  also  has  plans  for  a 
device  that  will  link  Ace- 
Switches  to  100M  bit/sec.  Fiber 
Distributed  Data  Interface  net¬ 
works,  which  are  also  widely 
deployed  to  form  campus  back¬ 
bone  systems.  □ 

Mortgage  company's  early 
frame-relay  choice  pays 
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Got  them  vacation  E-mail  blues? 

►  Users  offer  up  strategies  to  deflect  the  crush  of  unwanted  mail 


By  Sharon  Machlis 
and  Barb  Cole-Gomolski 


when  dan  barth,  chief  in¬ 
formation  officer  at  Pinnacle 
Brands,  Inc.,  came  back  from 
his  most  recent  vacation,  he 
didn’t  have  to  face  a  mountain 
of  unread  E-mail. 

Instead,  he  checked  his  mes¬ 
sages  while  he  was  away. 

Barth  isn’t  alone.  More  and 
more  information  technology 
workers  are  taking  their  laptops 
on  holiday  to  cope  with  what 
otherwise  could  be  a  staggering 
amount  of  electronic  correspon¬ 
dence  upon  their  return. 

“I  can  have  hundreds  of  mes¬ 
sages  waiting,”  said  Dennis 
Murray,  head  of  cooperative 
technologies  for  clinical  de¬ 
velopment  and  regulatory  af¬ 
fairs  at  Novartis  Pharmaceuti¬ 
cals  AG  in  East  Hanover,  N.J.  “I 
just  decided  to  dial  in  through 
my  vacation.” 

Electronic-mail  use  is  mush¬ 
rooming.  According  to  research 
firm  Creative  Networks,  Inc.  in 
Palo  Alto,  Calif.,  the  average 
E-mail  user  sends  18  and  re¬ 
ceives  30  messages  per  day.  An 
estimated  2.6  trillion  messages 
will  be  generated  by  U.S. -based 
networks  this  year,  up  from  776 
billion  three  years  ago,  accord¬ 


ing  to  the  Electronic  Messaging 
Association. 

So  the  E-mail  deluge  is  only 
going  to  get  worse.  Staying 
plugged  in  is  one  of  the  most  ex¬ 
treme  ways  of  managing  E-mail 
that  piles  up  during  vacation 
time.  Other  suggested  strategies 
include  the  following: 

■  Setting  up  an  automated  reply 
telling  people  you  are  away  and 
suggesting  an  alternate  address 
for  issues  that  can’t  wait  by 
using  automatic  reply  genera¬ 
tors  found  in  many  major  mail 
packages. 

■  Automatically  forwarding  mes¬ 
sages  to  someone  else  to  deal 
with  while  you  are  gone. 

■  Setting  up  filters  for  your  mes¬ 
sages  to  screen  out  lists  and  oth¬ 
er  regular  mail  not  likely  to  be 
relevant  by  the  time  you  return, 
if  your  E-mail  system  supports 
creating  rules  or  agents. 

“Probably  the  majority  of 
users  don’t  have  the  ability  to  fil¬ 
ter  messages  out  or  send  back 
vacation  messages,”  said  Ron 
Rassner,  a  vice  president  at  Cre¬ 
ative  Networks. 

“This  is  when  you  find  out 
whether  your  mail  system  is 
flexible  enough  to  meet  your 
needs  across  the  enterprise,  and 
individuals  find  out  if  they  have 
a  good  filtering  structure  in 


place,”  said  Tim  Sloane,  direc¬ 
tor  of  Internet  infrastructure  re¬ 
search  at  Aberdeen  Group,  Inc. 
in  Boston. 

For  example,  Simple  Mail 
Transfer  Protocol  systems  and 
client-based  mail  engines  run 
rules  from  the  desktop  only  if 
the  vacationer’s  system  is  on 
and  logged  in  to  the  network. 
Server-based  systems,  such  as 
Lotus  Notes  and  Microsoft  Corp. 
Exchange,  run  rules  as  long  as 
the  server  is  up,  the  feature  is 
enabled  and  people  have  been 
trained  to  use  it. 

NOT  ALWAYS  USEFUL 

And  "I’m  away  on  vacation” 
messages  don’t  necessarily  dis¬ 
courage  correspondence.  Mark 
Calleran,  information  technol¬ 
ogy  manager  at  the  Salvation 
Army  in  London,  set  up  an  out- 
of-office  agent  in  Notes  while  in 
Jamaica  for  a  week.  There  were 
still  120  messages  waiting  when 
he  returned. 

Those  vacation  replies  also 
can  end  up  going  to  every  mem¬ 
ber  of  an  E-mail  distribution  list, 
either  in-house  or  over  the  In¬ 
ternet,  if  a  mail  system  has  been 
set  to  generate  a  reply  to  every 
incoming  message. 

Mass  recipients  are  often  less 
than  thrilled  to  get  those  notices 


HOW  TO  LIMIT  VACATION  E-MAIL  FLOODS 


I  Tell  people  who  E-mail  you  that  you  will  be  away 

I  Set  up  an  "I'm  on  vacation"  automated  response 

I  Use  filters  to  screen  out  junk  and  list  mail  you 
don't  want  to  see  on  your  return 

I  Forward  messages  to  a  colleague  while  you're  out 

I  Promote  general  company  policies  about  limiting 
E-mail  distribution  lists 


cluttering  their  boxes.  “I’m  on  a 
lot  of  list  servers,”  said  Robert 
Huss,  IT  manager  of  The  Hori¬ 
zon  Group,  a  real  estate  develop¬ 
ment  company  in  Muskegon, 
Mich.  “Some  lists  will  automati¬ 
cally  bump  you  off  if  they  get 
one  of  those  vacation  messages 
[from  you].” 

Not  all  administrators  want  to 
enable  the  feature.  It  could  in¬ 
crease  exponentially  the  amount 
of  E-mail  flying  around,  said 
Tom  Nesterak,  vice  president  of 
end-user  support  services  at 
J  &  H  Marsh  &  McLennan,  an 
insurance  broker  in  New  York. 
Instead,  his  firm  has  an  out-of- 
the-office  database  that  employ¬ 
ees  can  check  if  they  haven’t 
heard  back  from  a  colleague. 

And  not  everyone  cringes  at 
the  thought  of  high-volume 
E-mail  while  they’re  away.  “I’d 
rather  have  those  messages  than 
have  all  that  stuff  happen  and 
not  have  any  E-mail,”  said  Erik 
Betts,  manager  of  desktop  ser¬ 


vices  at  Shell  Services  Co.  in 
Houston.  “I  find  the  majority  [of 
the  messages]  to  be  useful.” 

But  Rassner  suggests  return¬ 
ing  vacationers  overwhelmed  by 
E-mail  not  waste  time  slogging 
through  week-old  mail.  “I’d  rec¬ 
ommend  that  people  only  look 
at  the  last  day’s  mail,”  he  said. 
“We  all  work  in  triage  anyway.” 

Murray  said  that  as  Novartis 
migrates  to  Notes  from 
CC:Mail,  the  company  will  be 
reviewing  all  E-mail  issues,  in¬ 
cluding  what  to  do  about  unread 
vacation  messages. 

And,  although  he  called  in  for 
messages  during  his  most  re¬ 
cent  vacation,  he  said,  “my  next 
one,  I’m  going  to  work  very  hard 
not  to.  There’s  a  fine  line  be¬ 
tween  computing  anytime,  any¬ 
where  and  computing  every 
time,  everywhere.”  □ 


Medium-size  firms  out¬ 
source  E-mail  in  face  of 
skills  crunch.  Page  53 
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Polfa  seeks  refund  from  CA 

Polfa  Tarchomin,  the  largest  pharmaceutical  company 
in  Poland,  has  asked  Computer  Associates  Internation¬ 
al,  Inc.  for  a  $i  million  refund.  Polfa  is  seeking  money 
returned  on  management  information  systems  provid¬ 
ed  over  the  past  four  years.  CA,  in  Islandia,  N.Y.,  volun¬ 
tarily  replaced  Polfa’s  initial  system  with  a  ManMan/X 
installation,  but  the  company  wants  a  new  system. 
“ManMan/X  is  an  example  of  very  good  software,  and  I 
personally  regret  that  Polfa  did  not  accept  it,”  said 
Andrzej  Staniszczak,  CA’s  manager  in  Poland.  The  case 
has  gone  to  an  independent  arbiter  in  Vienna. 

Hold  it,  feds  tell  Microsoft 

The  Justice  Department  has  requested  more  docu¬ 
ments  relating  to  Microsoft’s  April  acquisition  of 
WebTV  Networks,  Inc.  Although  it  is  standard  for  the 
federal  government  to  investigate  mergers  of  com¬ 
panies  with  sales  of  more  than  Sio  million,  industry 
watchers  said  there  may  be  concerns  about  Microsoft 
owning  a  significant  portion  of  Internet  broadcast  pat¬ 
ents  if  the  sale  goes  through. 

SRS  may  get  IS  expert 

For  the  first  time,  the  Internal  Revenue  Service  may 
have  a  computer  expert  in  charge.  President  Clinton  is 


reportedly  prepared  to  nominate  Charles  Rossotti  as 
the  head  of  the  IRS.  Rossotti  is  founder  of  American 
Management  Systems,  Inc.  in  Fairfax,  Va.,  an  $800  mil¬ 
lion  computer  consulting  firm.  He  worked  in  the  Penta¬ 
gon’s  Office  of  Systems  Analysis  under  Robert  McNa¬ 
mara  in  the  1960s.  The  administration’s  selection  of 
Rossotti  signals  its  response  to  persistent  complaints 
that  the  IRS  has  wasted  hundreds  of  millions  of  dollars 
on  new  computer  systems. 

PointCast  to  beta-test  tools 

Officials  at  PointCast,  Inc.  in  Santa  Clara,  Calif.,  last 
week  said  the  company  plans  this  summer  to  begin 
beta-testing  a  series  of  tools  designed  to  let  information 
systems  managers  better  manage  the  impact  of  Point¬ 
Cast’s  news  updates  on  corporate  intranets.  It  also  de¬ 
cided  to  give  away  its  existing  intranet  product,  Point¬ 
Cast  1-Server,  effective  immediately.  The  software, 
introduced  in  the  fall,  had  cost  $995. 

Online  lawsuit  a  draw 

A  lawsuit  was  settled  last  week  between  Total  News, 
Inc.  and  six  media  giants  over  the  rights  to  combine 
framing  and  hyperlinks  on  the  Internet.  Total  News  and 
other  litigants  such  as  The  Washington  Post  Co.  and 
Cable  News  Network,  Inc.  agreed  that  the  TotalNews 
site  at  www.totalnewi.com  could  continue  linking  to 


the  major  news  services,  but  it  would  discontinue  using 
World  Wide  Web-based  frames  technology  to  overlay 
parts  of  the  target  sites  with  TotalNews’  own  ads.  The 
suit  was  considered  a  possible  precedent-setter  in  de¬ 
termining  how  commercial  sites  can  legally  display 
links  to  one  another.  Another  suit  over  similar  issues, 
filed  by  Ticketmaster  Corp.  against  Microsoft  Corp.,  is 
still  underway. 

SHORT  TAKES  Advanced  Computer  Communica¬ 
tions,  Inc.  in  Santa  Barbara,  Calif.,  last  week  announced 
it  has  won  a  two-year,  $i  million-plus  contract  to  pro¬ 
vide  an  Integrated  Services  Digital  Network-based  rout¬ 
er  network  for  Western  Auto  Nationwide,  an  automo¬ 
tive  parts  chain - Vitria  Technology,  Inc.  in  Mountain 

View,  Calif.,  next  week  plans  to  announce  a  middleware 
product  called  Velociti  that  will  help  companies  avoid 
overnight  batch  processing  delays  when  updating  their 
suppliers,  customers  and  internal  departments.  Prices 
start  at  $4,995  on  Windows  NT  and  Unix  servers.  ... 
Sun  Microsystems,  Inc.  started  shipping  its  Java  Web 
Server  i.o,  a  platform-independent  Web  server  that 
uses  Java  technology  to  deploy  and  manage  Internet 
and  intranet  sites  on  the  World  Wide  Web.  After  a  free 
120-day  trial  period,  the  product  will  cost  $295  with  Se¬ 
cure  Sockets  Layer  and  $95  without. ...  In  a  pooling-of- 
stock  transaction  valued  at  about  $280  million,  TSW  In¬ 
ternational,  Inc.  in  Atlanta  and  The  Indus  Croup,  Inc.  in 
San  Francisco  will  merge. 


Micro  Focus 
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Business  analysis  tools  for  Web  on  tap 


By  Craig  Stedman 


the  top  two  vendors  of  desktop  deci¬ 
sion-support  tools  are  finally  ready  to  de¬ 
liver  technology  that  will  let  users  analyze 
business  data  via  the  World  Wide  Web. 

Archrivals  Cognos,  Inc.  and  Business 


Objects  S.A.  this  month  will  announce 
versions  of  their  software  that  run  on 
servers  and  support  data  analysis  from 
Web  browsers.  That  should  make  it  easi¬ 
er  and  less  costly  to  spread  query  and 
analysis  tools  to  end  users. 

Cognos,  Business  Objects  and  other 


vendors  already  support  static  views  of 
canned  reports  from  Web  browsers.  That 
may  be  good  enough  for  some  casual 
users,  but  some  decision-support  manag¬ 
ers  said  their  companies  need  the  full¬ 
blown  analysis  features  now  emerging. 

“Publishing  a  report  [on  an  intranet]  is 
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no  different  to  me  than  giving  someone  a 
paper  report  off  a  printer,"  said  David 
Bruce,  manager  of  database  systems  at 
Random  House,  Inc.  in  New  York.  If 
users  don’t  have  built-in  analysis  capabil¬ 
ities,  they  can’t  drill  into  the  data  on  their 
own  to  answer  questions,  he  said. 

Random  House  is  beta-testing  the  Web 
version  of  Cognos’s  PowerPlay  online  an¬ 
alytical  processing  (OLAP)  software  and 
plans  to  use  it  in  an  upcoming  data  ware¬ 
house  project,  Bruce  said.  The  server- 
based  software  will  let  the  book  publisher 
avoid  installing  and  maintaining  Power- 
Play  clients  on  each  PC,  he  said. 

But  Cognos  and  Business  Objects 
users  still  will  have  to  show  patience. 

The  first  Web  release  of  PowerPlay  has 
about  8o%  of  the  desktop  version’s  func¬ 
tionality,  but  Cognos  left  out  some  ad¬ 
vanced  features  such  as  the  ability  to 
build  new  calculations  on  the  fly.  Ran¬ 
dom  House’s  heavy-duty  users  initially 
will  require  the  full  desktop  PowerPlay, 
Bruce  said. 


UP  THEIR  SLEEVES 

Cognos 


Product  PowerPlay  Server 
Web  Edition 


Function 

Server-based  OLAP 
tool 

Availability 

Late  this  month  on 
Windows  NT;  Sept, 
for  Unix  beta 

Product 

Impromptu 

Function 

Query  tool  with  Web 
browser  support 

Availability 

04 

:  Business  Objects 

Product 

Weblntelligence 

Function 

Mixes  query  and 
OLAP  capabilities 

Availability 

In  beta  this  month 
on  Windows  NT;  will 
ship  in  second  half 

Ottawa-based  Cognos  also  isn’t  ready 
to  release  a  Web-enabled  version  of  its 
companion  Impromptu  tool,  which  han¬ 
dles  less-complex  queries  than  Power¬ 
Play.  Impromptu  won’t  get  the  full  Web 
browser  treatment  until  late  this  year, 
Cognos  officials  said. 

Business  Objects  wouldn’t  comment 
on  its  plans,  but  sources  said  the  Paris 
vendor  will  beta-test  its  Weblntelligence 
software  this  month  and  will  ship  it 
sometime  in  the  second  half  of  this  year. 
Code-named  Project  Darwin,  Weblntelli¬ 
gence  is  supposed  to  provide  the  same 
functionality  as  Business  Objects’  name¬ 
sake  desktop  tool,  the  sources  said. 

Bank  of  Montreal’s  electronic  financial 
services  unit  runs  PowerPlay  on  a  net¬ 
work  file  server  that  executives  and  busi¬ 
ness  unit  managers  can  access.  The  Web- 
enabled  version  will  let  the  bank  open  its 
data  vault  to  more  users  without  having 
to  install  network  drivers  and  other  code 
on  their  PCs,  said  Peter  Forrest,  a  manag¬ 
er  in  the  bank’s  finance  department.  □ 
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NO 
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Ail  eyes  on  Java's  purity,  speed 


Language  poky, 
but  users  say 
they  still  love  it 

By  Matt  Hamblen 
Atlanta 


the  vendor  debate  over  pure 
vs.  impure  Java  took  on  reli¬ 
gious  overtones  at  Comdex  last 
week.  But  users  in  the  trenches 
took  a  more  pragmatic  view  and 
worried  about  Java’s  sluggish¬ 
ness. 

"We  use  Java.  It’s  slower  than 
C++,  and  yet  we  are  Java  advo¬ 
cates,”  said  Anthony  Pizi,  a 
first  vice  president  at  Merrill 
Lynch  &  Co.  in  Plainsboro,  N.J. 
But  Pizi  said  he  disagrees  with 
Java  zealots  who  say  Java  will 
solve  all  information  systems 
problems. 

Like  several  IS  professionals 
interviewed  at  Comdex/Spring 
’97,  Pizi  didn’t  want  to  side  with 
either  of  the  polar-opposite  key¬ 
note  speakers,  Jeff  Papows,  CEO 
of  Lotus  Development  Corp.  in 
Cambridge,  Mass.,  and  Bill 
Gates,  chairman  and  CEO  of 
Microsoft  Corp.  in  Redmond, 
Wash. 

100%  PURE 

Papows  declared  that  the  future 
of  information  technology  de¬ 
pends  on  “religious  insistence 
on  100%  pure  Java”  applica¬ 
tions.  And  he  took  swipes  at  Mi¬ 
crosoft’s  divergence  from  that 
path. 

In  turn,  Gates  said  Microsoft 


"They  call  it  NC  because 
it  stands  for  'not  com¬ 
patible.' " 

-  Bill  Gates, 

Microsoft  CEO 

will  support  Java,  but  not  reli¬ 
giously.  “We  see  it  not  being 
the  only  computer  language,” 
he  said. 

Java  is  a  programming  lan¬ 
guage  that  can  run  the  same 
programs  on  any  computer 
platform  if  the  implementations 
adhere  to  the  pure  Java  stan¬ 
dard. 

Pizi  said  he  knows  about 
Java’s  strengths  and  weaknesses 
because  he  is  building  a  $1  bil¬ 
lion  intranet  application  for 
gradual  delivery  to  35,000  bro¬ 
kers  and  other  users  around 
the  world. 

The  intranet  gives  brokers 
and  analysts  updated  stock  in¬ 
formation  from  various  sources 
and  presents  it  via  one  user  in¬ 
terface.  The  interface  supports 
streaming  video  and  eventually 


will  support  desktop  videocon¬ 
ferencing  for  discussions  with 
customers. 

Christopher  Pelley,  a  webmas¬ 
ter  for  the  government  of  Sara¬ 
sota  County,  Fla.,  said  he  leans 
toward  Gates’  view  of  Java.  “I 
love  Java,  but  it’s  too  slow  for  ev¬ 
erything,”  he  said. 

For  example,  Java  is  too  slow 
for  building  a  spreadsheet,  Pel- 
ley  said.  “I  don’t  understand  the 
[pro-Java]  philosophy  that  you 
should  trade  performance  for 
the  ability  to  run  something 
anywhere.” 

GATES  DUCKS  QUESTIONS 

Sam  Kelly,  a  superintendent  at  a 
Georgia-Pacific  Corp.  plant  in 
Monticello,  Ga.,  complained 
that  Gates  “mostly  dodged” 
questions  about  what  Microsoft 
intends  to  do  about  Java,  leaving 
him  unclear  about  what  might 
happen  in  the  brewing  battle. 

Gates  drew  the  biggest  audi¬ 
ence  reaction  with  his  criticism 
of  the  network  computer.  “They 
call  it  NC  because  it  stands  for 
‘not  compatible,’  ”  he  said. 

Many  laughed,  but  one  listen¬ 
er  bristled.  The  total  cost  of 
PC  ownership  is  a  big  problem 
that  the  network  computer 
tries  to  address,  according  to 
Irfan  Hamid,  an  IS  consultant 
working  at  a  United  Nations 
agency. 

The  proliferation  of  support¬ 
intensive  PCs  has  overloaded  IS 
departments,  and  yet  “most 
people  only  use  the  PC  to  do  a 
memo  a  day,”  Hamid  said.  “I 
think  there  is  a  critical  mass  [of 
support]  for  the  [network  com¬ 
puter].”  □ 


Sun  adds  on  to 
100%  Pure  Java 

By  Sharon  Gaudin 


WHILE  MICROSOFT  CORP. 

hails  it  as  a  sign  of  Java’s  doom, 
many  users  say  Sun  Microsys¬ 
tems,  Inc.’s  move  to  extend  its 
100%  Pure  Java  program  is  a 
way  to  get  more  Java  applica¬ 
tions  running  in  their  compa¬ 
nies. 

Sun  last  week  added  a  catego¬ 
ry  to  its  100%  Pure  Java  pro¬ 
gram  for  applications  that  still 
have  non-Java  code  but  are  on 
their  way  to  replacing  that  code 
with  Java.  A  spokesman  for  Java¬ 
Soft,  the  Sun  unit  in  charge  of 
Java,  said  the  specific  details  of 
the  category  will  be  announced 
next  month.  Applications  will 
have  to  be  submitted  for  review 
and  registered,  and  software 
companies  will  have  to  commit 
to  becoming  100%  Java-compli¬ 
ant  within  a  certain  amount  of 
time,  the  spokesman  added. 

This  move  doesn’t  change  the 
criteria  for  becoming  100% 
Pure  Java  certified,  but  it  creates 
an  intermediate  stage.  Sun  de¬ 
fines  Pure  Java  as  an  application 
built  with  all  Java  code. 

“If  a  vendor  commits  to 
100%  Pure,  that  definitely  will 
push  me  toward  buying  from 
that  vendor,”  said  Kalman  Shor, 
assistant  director  of  MIS  at 
Michael  Anthony  Jewelers,  Inc. 
in  Mt.  Vernon,  N.Y.  “Even  if 
we’re  getting  partial  Java  up 
front,  I  want  to  know  who’s 
working  on  it.” 


Microsoft,  which  has  been  an 
outspoken  detractor  of  Sun’s  Ja¬ 
va  language  and  platform,  called 
Sun’s  latest  certification  move  a 
“relaxation  of  the  main  criteria 
for  purity.”  “There  is  virtually 
no  support  for  100%  Pure,”  a 
Microsoft  spokesman  said. 

Evan  Quinn,  an  analyst  at  In¬ 
ternational  Data  Corp.,  said  the 
truth  about  100%  Pure  Java  lies 
somewhere  between  the  two 
camps.  “Microsoft  has  a  few  le¬ 
gitimate  points  on  this,”  Quinn 
said.  “A  very  strict  100%  Pure 
approach  will  cut  out  some  mar¬ 
kets  for  Sun  because  there  are 
all  these  applications  out  there 
that  are  almost  ready  but  aren’t 
quite  there.  Sun  needs  to  recog¬ 
nize  that  developers  have  to  get 
from  point  A  to  point  B.” 

As  an  example,  Quinn  point¬ 
ed  to  Minneapolis-based  Active 
Software,  Inc.’s  Active  Web  ap¬ 
plication  development  tool. 
Active  Software  was  an  early 
Java-focused  start-up,  and  Active 
Web  has  received  good  reviews 
and  a  string  of  awards.  But  it 
couldn’t  carry  the  100%  Pure 
Java  tag  because  the  engine  ker¬ 
nel  was  built  with  C++. 

Tom  Obrey,  chief  information 
officer  at  Portsmouth,  N.H.- 
based  Pixel  Media,  a  multimedia 
development  firm,  said  if  soft¬ 
ware  is  pending  certification, 
that  is  all  he  wants  at  this  point. 

“Everything  is  a  progres¬ 
sion,”  Obrey  said.  “Everyone  in 
the  industry  understands  the 
volatility  of  the  technology  and 
the  speed  that  it  turns  around. 
Clearly  [Java]  needs  to  move  to 
100%,  but  you’ve  got  to  get  your 
tools  where  you  can.”  □ 


Vendors  scramble  to  head  off  FTC  role  in  'net  privacy 


By  Mindy  Blodgett 

a  variety  of  privacy  initiatives 
aimed  at  protecting  Internet  us¬ 
ers  will  move  to  the  Federal 
Trade  Commission’s  front  burn¬ 
er  this  week. 

In  a  series  of  hearings,  the 
FTC  may  decide  whether  it  will 
step  in  and  oversee  privacy  ini¬ 
tiatives  on  the  Internet  or  allow 
online  vendors  to  self-regulate 
on  issues  such  as  online  com¬ 
merce  and  commercial  electron¬ 
ic  mail  [CW,  June  2]. 

BEAT  TO  THE  PUNCH? 

Already,  several  vendors  and  on¬ 
line  advocates,  including  Net¬ 
scape  Communications  Corp. 
and  Etrust,  a  consortium 


formed  by  the  nonprofit  Elec¬ 
tronic  Frontier  Foundation  in 
Palo  Alto,  Calif.,  have  floated 
plans  aimed  at  setting  privacy 
standards.  Microsoft  Corp.  also 
is  expected  to  propose  privacy 
guidelines  this  week. 

The  flurry  of  pro¬ 
posals  was  sparked 
by  a  warning  last 
year  by  the  FTC  that  unless 
the  Internet  industry  made 
progress  in  setting  privacy  stan¬ 
dards  that  govern  the  exchange 
of  personal  information,  the 
government  might  step  in.  The 
vendors  hope  to  convince  the 
FTC  this  week  that  no  regula¬ 
tions  are  needed  to  protect 
users. 

“This  is  a  very  charged,  emo¬ 


tion-laden  issue,”  said  Iang  Je¬ 
on,  vice  president  of  electronic 
commerce  at  Liberty  Financial 
Cos.  in  Boston.  “Maybe  we  just 
need  public  awareness  and  edu¬ 
cation,  so  that  consumers  know 
they  shouldn’t  be  giving  out 
information  like 
credit-card  num¬ 
bers  to  just  any¬ 
body.  Otherwise,  it  is  a  slippery 
slope.” 

“This  is  probably  the  most 
important  issue  before  the  FTC 
right  now,”  said  Marc  Roten- 
berg,  director  of  the  Electronic 
Privacy  Information  Center 
(EPIC)  in  Washington.  “We  are 
hoping  that  the  hearings  this 
week  will  reveal  a  clearer  picture 
of  where  the  issue  of  Internet 


privacy  standards  is  headed.  We 
just  aren’t  sure  we  can  trust  the 
vendors  to  regulate  them¬ 
selves.” 

BUTTING  HEADS 

Groups  such  as  EPIC  are  fight¬ 
ing  for  comprehensive,  uniform 
privacy  standards  that  will  pro¬ 
tect  the  anonymity  of  Internet 
users.  On  the  other  side  are  ven¬ 
dors  anxious  to  force  online  us¬ 
ers  to  reveal  information  that 
would  prove  helpful  in  market¬ 
ing  efforts  or  making  sales. 

For  instance,  World  Wide 
Web  sites  currently  have  the 
ability  to  plant  “cookies”  —  or 
data  files.  Those  files  can  track 
the  Web  sites  a  user  has  visited, 
thereby  gaining  information 


such  as  a  user’s  hobbies.  This 
information  can  then  be  sold  to 
advertisers  and  lead  to  annoying 
or  intrusive  electronic  mail. 

Etrust  has  formed  a  consor¬ 
tium  of  companies  dedicated  to 
providing  a  seal  of  approval  for 
sites  that  maintain  users’  priva¬ 
cy.  Companies  pay  anywhere 
from  $500  to  $5,000  to  join, 
and  Etrust  sets  a  code  of  behav¬ 
ior  by  which  the  companies 
must  abide.  Members  will  be 
audited  by  selected  accounting 
firms  to  determine  compliance. 

Netscape  recently  proposed 
the  Open  Profiling  Standard,  a 
proposal  supported  by  60  com¬ 
panies.  The  plan  would  allow 
Web  surfers  to  stop  personal  in¬ 
formation  from  automatically 
being  sent  to  Internet  sites.  □ 

Senior  editor  Mitch  Wagner 
contributed  to  this  report. 
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'New  Girls  Network'  emerging 


By  Laura  DiDio 
Santa  Clara,  Calif. 


they  came,  they  networked 
and  now  they’re  ready  to  con¬ 
quer. 

That  was  the  consensus  of  the 
3,500  women  who  attended  the 
third  annual  Women  In  Tech¬ 
nology  International  (WITI) 
conference  here  last  week. 

Empowerment,  mentoring, 
building  a  “New  Girls  Network’’ 
and  the  positive  impact  that 
women  have  on  their  business¬ 
es’  fiscal  success  were  discussed 
at  the  three-day  conference. 

There  are  7.7  million  women- 
owned  businesses  that  provide 
jobs  for  15.5  million  people  and 
generate  nearly  $1.4  trillion  in 
sales,  said  Carolyn  Leighton, 
WITI’s  executive  director. 

In  a  recent  survey  of  400 
women  sponsored  by  Avon 
Products,  Inc.,  80%  said  tech¬ 
nology  was  a  good  way  to  get  in- 


By  Patrick  Dry  den 


whoever  said  "the  more  the 
merrier”  wasn’t  an  information 
systems  manager  responsible 
for  distributed  servers. 

Popping  up  all  over  are  Net¬ 
Ware  file/print  servers,  Win¬ 
dows  NT  application 
servers  and  Unix  sys¬ 
tems  of  all  kinds.  The 
overloaded  operations 
staff  must  keep  up 
with  their  growing 
numbers,  diversity  and 
complexity. 

So  desperate  IS 
managers  are  grabbing 
new  products  for  their 
already  bulging  tool 
kits,  such  as  two  server 
tools  being  launched 
this  week.  One  is  a 
multiplatform  perfor¬ 
mance  monitor  from 
Concord  Communica¬ 
tions,  Inc.;  the  other  is 
an  expanded  Windows 
NT  manager  from  NuView,  Inc. 

“It’s  a  big  deal  to  me  to  buy  a 
tool  off  the  shelf  that  can  change 
all  my  NT  Server  names  and 
passwords  at  once,”  said  Jack 
Cohen,  staff  systems  specialist 
at  Coastal  Corp.  in  Houston. 
NuView’s  ManageX  “directly 
saves  me  man-hours  for  mainte- 


to  male-dominated  fields. 

The  conference  was  inter¬ 
spersed  with  cold  hard  facts  on 
how  much  progress  women 
have  made  in  high  technology 
and  how  far  they  still  have  to  go. 

For  example,  a  WITI-spon- 
sored  research  paper  by  Anna 
van  Raaphorst-Johnson  found 
that  given  a  background  and  ca¬ 
pabilities  equal  to  male  candi¬ 
dates,  only  29%  of  500  women 
respondents  felt  they  would 
have  an  equal  chance  to  become 
the  CEO  of  their  companies. 

But  there  have  been  gains. 
Carmen  Parrish,  a  computer  sci¬ 
entist  at  Lawrence  Livermore 
National  Laboratory  in  Liver¬ 
more,  Calif.,  said  the  openly  sex¬ 
ist  behavior  of  a  decade  ago  has 
changed  dramatically  with  the 
rising  number  of  professional 
women  in  the  workplace. 

“When  I  was  first  starting  out 
in  1984,  I  was  walking  through 
another  department  when  a 


nance  tasks,”  he  said. 

The  energy  provider  will 
eventually  have  more  than  300 
Microsoft  Corp.  Windows  NT 
Server  systems  to  support,  so 
automation  is  vital  for  the  al¬ 
ready  fully  utilized  staff  to  cope, 
Cohen  said. 


Version  2.0  of  ManageX  adds 
50  management  functions  re¬ 
quested  by  early  users,  plus  en¬ 
hancements  such  as  console 
customization  and  the  ability  to 
consolidate  the  event  logs  for  all 
servers.  Houston-based  NuView 
said  the  price  tag  is  $299  per 
server. 


man  stopped  me  and  asked  me 
to  fix  the  copier  machine  for 
him.  He  thought  I  was  a  secre¬ 
tary,”  Parrish  said.  “That 
wouldn’t  happen  today  when 
nearly  50%  of  our  technologists 
and  researchers  are  women.” 

Lawrence  Livermore  and 
many  of  the  high-technology 
firms  present  at  the  WITI  con¬ 
ference  said  their  biggest  initia¬ 
tives  revolve  around  mentoring 
young  girls  and  women  to  en¬ 
courage  them  to  choose  technol¬ 
ogy  as  their  career. 

In  the  WITI  report,  van  Raa¬ 
phorst-Johnson  said  mentoring 
and  networking  activities  are 
crucial  for  women’s  continued 
success  in  technology  and  sci¬ 
ence  fields.  The  paper,  based 
largely  on  anecdotes  collected 
via  personal  and  electronic-mail 
interviews,  warned  technology 
companies  to  promote  women 
or  risk  losing  them. 

“It’s  very  difficult  for  compa- 


Meanwhile,  Concord  has  add¬ 
ed  server  coverage  to  its  Net¬ 
work  Health  suite  of  perfor¬ 
mance  monitoring  software. 
Here  the  goal  is  to  broaden  ad¬ 
ministrators’  view  of  internet¬ 
works,  applications  and  systems 
while  evaluating  service  and 
troubleshooting  prob¬ 
lems.  That  is  a  wel¬ 
come  development  for 
DSC  Communications 
Corp.  in  Plano,  Texas. 

“We  wanted  to  have 
the  same  reference 
points  and  sample 
time  for  routers,  serv¬ 
ers  and  everything 
when  someone  reports 
a  problem,”  said  Dave 
Kramer,  senior  manag¬ 
er  of  network  engineer¬ 
ing  and  operations  at 
DSC. 

Previously,  diagnos¬ 
ing  slowdowns  was 
tough  because  network 
and  systems  managers 
had  separate  tools.  Those  just 
keep  specific  alarms  and  events, 
Kramer  said,  not  a  baseline  to 
reveal  trends.  And  comparing 
reports  was  difficult. 

By  adding  Network  Health 
Server  to  his  Concord  kit,  Kra¬ 
mer  said  he  gained  “a  global  vi¬ 
sion  of  what’s  going  on.”  □ 


nies  to  find  enough  talented 
people  to  get  their  jobs  done,” 
van  Raaphorst-Johnson  said. 
"This  is  a  great  time  for  women 
to  be  looking  at  what  doors  are 
opening  for  them,  [and  instead] 
women  leave  companies  out  of 
frustration.” 

Yet  many  companies  don’t 
know  this,  in  part  because  wom¬ 
en  who  leave  don’t  disclose  their 
real  reasons  for  fear  of  being 
perceived  as  complainers  and 
possibly  impeding  their  career 


By  Laura  DiDio 


joe  marengi,  Novell,  Inc.’s 
president  and  chief  operating 
officer,  formally  resigned  from 
the  struggling  Provo,  Utah- 
based  software  company  last 
week.  In  an  exclusive  Computer- 
world  interview,  Marengi  said 
his  reason  was  simple:  turn¬ 
around  burnout. 

“I  just  didn’t 
want  to  spend  an¬ 
other  year  working 
on  a  turnaround. 

And  this  latest 
round  of  layoffs  of 
1,000  people  is 
tough.  A  lot  of  my 
friends  are  getting 
pink-slipped.  It’s 
been  a  great  nine 
years,  but  it’s  time 
for  me  to  go,”  he 
said. 

Marengi  said  he 
has  several  job  offers,  but  he  de¬ 
clined  to  be  specific.  “I  will  be 
with  Novell  through  the  end  of 
the  month  and  help  [Chairman 
and  CEO]  Eric  [Schmidt]  and  the 
board  with  the  ongoing  restruc¬ 
turing,”  he  said. 

Just  10  days  ago,  Novell  post¬ 
ed  a  stunning  $14.6  million  loss 
for  its  second  fiscal  quarter,  end¬ 
ed  April  30.  The  company  also 
announced  it  will  cut  about  18% 
of  its  workforce. 

Marengi  scoffed  at  reports 
published  elsewhere  that  said 
Schmidt  had  asked  for  his  resig¬ 
nation  or  that  his  departure  was 
prompted  by  Novell’s  financial 
woes.  “The  decision  was  mine 
— 100%,’’  Marengi  said. 

“And  Eric  has  been  very  sup¬ 
portive.  He’s  been  a  gentleman 
to  the  max.  And  I  have  no  doubt 
that  he  will  put  together  a  team 


progress  elsewhere. 

A  woman  manager  in  the  au¬ 
dience,  who  requested  anonym¬ 
ity,  said  she  finally  reached  the 
boiling  point  one  day  when  she 
made  a  suggestion  and  got  no 
response.  Ten  minutes  later,  a 
male  colleague  made  the  same 
suggestion  and  was  roundly  ap¬ 
plauded.  “When  one  of  the  exec¬ 
utives  said  he  didn’t  know  when 
he’d  ever  heard  such  an  innova¬ 
tive  idea,  I  stood  up  and  said:  ‘I 
do.  It  was  me,  and  I  made  it  10 
minutes  ago!  It’s  my  idea,  and 
no  one  else  is  taking  the  credit.’ 
They  tried  to  pass  it  off  as  an 
oversight,  but  they  never  ig¬ 
nored  me  again,”  she  said.  □ 


that  will  successfully  get  Novell 
back  on  track,”  Marengi  added. 

In  a  conference  call  last 
month  with  reporters  and  ana¬ 
lysts,  Schmidt  said  30%  of  No¬ 
vell’s  management  team  had 
been  terminated,  asked  to  leave 
or  resigned.  At  the  time, 
Schmidt  said  management 
“hadn’t  been  that  good”  at  deal¬ 
ing  with  Novell’s 
ongoing  sales 
slump  and  market- 
share  erosion  to 
Microsoft  Corp.’s 
Windows  NT  plat¬ 
form. 

“I’ve  heard  all 
sorts  of  wild  sto¬ 
ries,  but  the  truth  is 
very  straightfor¬ 
ward.  I  was 
brought  in  to  keep 
the  company  going 
while  we  searched 
for  a  new  chief  ex¬ 
ecutive.  I’ve  done  that,  and  it’s 
time  for  me  to  go.  It’s  just  the 
right  thing  to  do  —  for  me  and 
Novell,”  Marengi  said. 

Marengi,  a  nine-year  Novell 
veteran,  was  named  president 
last  September  when  former 
President  and  CEO  Robert  Fran- 
kenberg  resigned.  He  previous¬ 
ly  was  executive  vice  president 
of  worldwide  sales  and  field  op¬ 
erations.  Marengi  also  was  for¬ 
mer  vice  president  of  channel 
sales,  where  he  was  considered 
an  aggressive,  no-nonsense  ex¬ 
ecutive  who  was  great  at  rallying 
the  troops,  said  a  Novell  insider 
who  asked  not  to  be  identified. 

“It’s  not  going  to  be  any  pic¬ 
nic  around  here  for  the  next  few 
months.  We’re  all  walking  on 
eggshells  waiting  to  see  who’s 
going  to  get  pink-slipped,”  the 
source  said.  □ 


Coping  with  the  server  herd 

►  Tools  help  IS  managers  monitor  growing  number  of  distributed  servers 


Concord's  Network  Health  suite  lets  man¬ 
agers  profile  system  status  and  availability 


‘It's  time  for  me  to  go'; 
Marengi  exits  Novell 


Joe  Marengi:  Turn¬ 
around  burnout  at 
Novell  took  its  toll 


Connector?  It  looks  like  a  computer.  Well,  not  to  someone  from  AMP,  because,  as  the  worlds  premier  connector 
company,  our  people  have  been  stretching  the  concept  of  connectors.  Usually  thought  of  as  pieces  of  plastic  and 
metal  sitting  between  cables  and  circuit  boards,  connectors  are  being  redefined.  Were  broadening  their  definition  to 
include  entire  signal  paths.  For  example,  we  see  the  one  between  a  keyboard  and  the  computer  screen  as  one  long 
connector.  This  broader  definition  is  the  basis  for  our  future  direction.  By  building  on  our  traditional  strengths,  we’ve 
added  technologies  that  fit  into  our  vision  -  technologies  like  sensors,  switches,  optoelectronics,  circuit  boards,  and 
wireless  components.  And  today,  were  bringing  these  technologies  together  to  create  proven  connectivity  sv  .tv  •  ilm 
our  customers  can  incorporate  into  their  designs,  helping  them  reduce  costs  and  speed  their  product  development  So 
while  not  everyone  would  think  of  a  computer  as  a  connector,  our  customers  benefit  because  our  people  do. 


AMP  Incorporated,  Harrisburg,  PA  17105-3608.  Contact  your  regional  center:  USA  1-800-522-6752.  Canada  905-470-4425. 
United  Kingdom  44-1753-676800.  Singapore  65-482-0311.  Japan  81-44-813-8502. 


www.amp.com  AMP  and  Connecting  at  a  Higher  level  are  trademarks. 
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Quality  crisis  haunts  laptops 

CONTINUED  FROM  PAGE  1 _ 


Vendors  concede  problems 

Officials  at  laptop  vendors  said  they  are  trying  to  address  perfor¬ 
mance  and  service  problems.  IBM  PC  Co.  officials  denied  they 
have  serious  difficulties  with  dead-on-arrival  laptops  and  added 
that  they  submit  the  laptops  to  a  rigorous  testing  standard. 

“There  are  serious  problems  brewing  in  the  industry,"  said 
Steve  Ward,  general  manager  of  worldwide  mobile  computing  at 

IBM.  “But  it’s  not  Intel’s  fault _ Our  users  want  the  latest,  faster 

laptops.” 

But  Gartner  Group  said  the  vendors  and  Intel  should  work  to¬ 
gether  to  release  only  one  new  chip  per  year  to  allow  for  time  to  fix 
bugs.  And  users  agreed. 

“There  is  often  very  little  increase  in  performance  between 
chips,  such  as  between  the  133  and  the  150  [MHz],  so  it  seems  un¬ 
necessary,”  said  Fred  Winograd,  chief  technology  officer  at  Mont¬ 
gomery  Securities,  Inc.  in  San  Francisco.  “I’d  like  to  see  them  slow 
down."  —  Mindy  Blodgett 


forcing  users  to  get  tough  with 
vendors.  For  example,  Jon 
Sweet,  director  of  information 
management  at  Ducharme 
McMillen  &  Associates  in  Fort 
Wayne,  Ind.,  said  his  company 
grew  so  disgusted  with  Compaq 
Computer  Corp.  notebook  prob¬ 
lems  —  which  included  key¬ 
board  lockups  and  freezing 
screens  —  that  the  company  has 
stopped  buying  them. 

“We  have  people  on  the  road, 
and  it  is  critical  that  the  laptops 
work,  or  that  they  can  be  re¬ 
placed  quickly,”  Sweet  said. 
“The  main  problem  was  that 
screens  were  freezing  up  while 
you  were  typing.  ...  It  just  be¬ 
came  unacceptable.”  Compaq 
officials  said  the  company  has 
fixed  those  problems. 

TOO  MANY  CHIPS? 

Gartner  laid  much  of  the  blame 
for  the  quality  issues  on  the 
doorstep  of  Intel,  which  has  re¬ 
leased  a  rapid  stream  of  laptop 
chips  during  the  past  year.  The 
pressure  to  keep  up  has  greatly 
reduced  the  amount  of  time 
vendors  spend  testing  note¬ 
books,  Fiering  said. 

Charles  Carey,  product  launch 
manager  at  Intel,  said  the  com¬ 
pany  “realizes  the  predicament 
the  industry  is  in.  . . .  Notebooks 
are  very  complicated  to  design.” 


But  Carey  denied  that  the 
pace  of  chip  releases  is  to  blame 
for  quality  problems. 

“The  frequency  is  driven  by 
market  demand,”  Carey  said. 
“Slowing  down  releases  would 
not  be  a  service  to  users  . . .  who 
want  desktop  performance.” 

Because  of  the  competi¬ 
tive  nature  of  the  market, 
vendors  can't  afford  to 
delay  shipments  while 
they  iron  out  all  bugs. 

-  Leslie  Fiering, 

Gartner  Group 

Backing  Intel  is  Randal  Gius- 
to,  an  analyst  at  International 
Data  Corp.  in  Framingham, 
Mass.  “The  quality  problems 
are  definitely  the  worst  they 
have  been  in  the  past  two 
years,”  he  said.  “But  a  lot  of 
the  problem  is  that  because 
so  much  product  has  been 
shoved  out  into  the  channel  to 
meet  demand,  the  volumes 
are  bigger  and  problems  are 
magnified. 

“And  the  vendors  have  to  take 
the  blame  for  this,”  Giusto  said. 


“Not  all  the  vendors  are  having 
problems,  so  some  are  doing  it 
right.” 

LOTS  OF  BLAME 

Actually,  Fiering’s  report  casti¬ 
gates  the  entire  notebook  indus¬ 
try  for  a  litany  of  problems,  in¬ 
cluding  hard-drive  bugs  and 
failures  with  power  supplies 
and  memory. 

“The  quality  problem  is  really 
pervasive,  and  it  seems  to  be  af¬ 
fecting  pretty  much  all  the  ven¬ 
dors,”  said  John  Dunkle,  an  ana¬ 
lyst  at  Workgroup  Strategic 
Services,  Inc.  in  Portsmouth, 
N.H. 

Gartner  analyst  Ken  Dulaney 
said  users  of  laptops  from  No.  1 
laptop  vendor  Toshiba  America 
Information  Systems,  Inc.  have 
complained  about  an  inability  to 
get  repairs  done  swiftly  because 
of  a  lack  of  spare  parts  and  de¬ 
lays  in  getting  assistance  from 
customer  service. 

BETTER  SERVICE 

Maggie  Merante,  director  of  en¬ 
terprise  services  at  Toshiba,  said 
the  company  recently  signed  an 
agreement  with  PC  Service 
Source,  Inc.  in  Carrollton, 
Texas,  to  provide  more  spare 
parts  to  customers. 

The  company  is  also  adding 
customer  service  staffers  and  in¬ 


creasing  the  hours  for  call-ins, 
she  said. 

Merante  said  Gartner  is  over¬ 
stating  the  problem  in  the 
industry.  “I  wouldn’t  say  there  is 
a  crisis,”  she  said.  “There  has 
been  a  general  downward  trend 
in  the  industry  as  a  whole  . . .  but 
our  laptops  remain  of  very  high 
quality.” 

Because  of  the  competitive 
nature  of  the  market,  Fiering 
said,  vendors  can’t  afford  to 
delay  shipments  while  they  iron 
out  all  bugs. 

By  prioritizing  bugs,  the  ven¬ 
dors  can  ship  the  systems  and 
work  out  remaining  bugs  with 
fixes,  patches  and  help-desk 
support.  That  policy  leads  to 
headaches  for  users  who  waste 
valuable  time  and  productivity 


chasing  fixes  and  patching  lap¬ 
tops,  Fiering  said. 

“By  the  nature  of  the  form 
factor  of  a  laptop,  they  require 
much  more  testing  than  desk¬ 
tops,”  Fiering  said.  “You  have  to 
deal  with  the  trade-offs  between 
size,  price,  performance  and 
thermal  issues.” 

Dulaney  said  that  to  battle  the 
problems,  users  shouldn’t  stay 
loyal  to  one  vendor  but  should 
certify  more  than  one  in  case 
there  is  a  need  to  switch  to  a 
more  reliable  vendor  quickly. 

Industry  observers  said  users 
should  also  consider  purchasing 
extended  warranties.  □ 


PDA  use  grows  among 
health  care  workers. 
Page  39 


New  apps  drive  capacity  planning 

CONTINUED  FROM  PAGE  1 _ 


ness  Research,  Inc.  in  Hamp¬ 
ton,  N.H. 

For  example,  when  book  re¬ 
tailing  giant  Barnes  &  Noble, 
Inc.  opened  its  online  store  re¬ 
cently,  the  biggest  challenge 
John  Kristie  faced  was  figuring 
out  what  kind  of  volume  his 
server  platforms  could  handle. 

“We  knew  going  in  that  our 
site  would  be  very  large  and  that 
we  needed  some  robust  technol¬ 
ogy  to  handle  the  volume  we  ex¬ 
pected  to  have  from  the  start,” 
said  Kristie,  vice  president  of 
Internet  services  at  New  York- 
based  BamesandNoble.Com. 
“The  challenge  was  in  trying  to 
simulate  a  realistic  volume  be¬ 
forehand.” 

KEEPING  TRACK 

Bames  &  Noble  built  a  “Web 
farm”  consisting  of  several  Unix 
and  Windows  NT  servers,  each 
running  small  parts  of  the  appli¬ 
cations.  That  way,  the  company 
was  able  to  keep  better  tabs 


on  capacity  and  quickly  plug  in 
additional  hardware  where 
needed. 

Dunlop  Tire  Co.  in  Amherst, 
N.Y.,  also  follows  a  modular 
approach. 

“We  don’t  want  a  lot  of  excess 
capacity  sitting  around,  and  we 
don’t  want  a  big  generic  server 
to  handle  all  of  our  applica¬ 
tions,”  said  Dennis  Courtney, 
Dunlop’s  chief  in¬ 
formation  officer. 

The  company  is 
migrating  main¬ 
frame  applications 
to  several  small 
Unix  servers,  each 
tweaked  for  specif¬ 
ic  tasks.  “It  does 
require  a  little 
more  care  and 
feeding  to  have  a 
number  of  boxes 
like  these,”  Court¬ 
ney  said.  “But  it  is 
still  better  than 
putting  all  your 


applications  in  one  box”  and 
then  running  into  scalability 
issues. 

SIZING  SUITES  UP 

Underestimating  requirements 
could  be  critical,  especially  on 
the  World  Wide  Web.  But  users 
of  complex  client/server  suites 
from  companies  such  as  The 
Baan  Co.  and  SAP  AG  are  run¬ 
ning  into  similar 
capacity  planning 
issues. 

“We  look  at  our 
transaction  load 
and  expected  data¬ 
base  structure  and 
then  add  50%  to 
any  estimate  to 
determine  what 
[system]  we  need,” 
said  a  veteran  of 
many  client/server 
suite  installations 
at  a  manufacturing 
company  in  the 
Northeast,  who 


asked  not  to  be  named. 

Increasingly,  vendors  are 
pitching  in  as  well.  Companies 
such  as  Hewlett-Packard  Co. 
and  Digital  Equipment  Corp. 
offer  a  range  of  configuration 
services  and  benchmark  centers 
that  let  users  simulate  full  appli¬ 
cation  loads. 

HP  users  can  test  Baan  appli¬ 
cations  at  a  recently  opened 
Baan  competency  center,  and 
the  company  also  is  working 
with  Microsoft  Corp.  to  set  up  a 
similar  testing  facility  for  Web 
applications. 

Others  prefer  to  build  in  the 
headroom  up  front.  For  exam¬ 
ple,  one  user  who  piloted  a  data 
warehouse  on  a  Windows  NT 
server  discovered  he  would  need 
more  space  to  grow  and  jumped 
to  a  more-powerful  AS/400. 

“Data  warehouses  grow 
much  faster  than  other  applica¬ 
tions  because  you  keep  building 
additional  tables  and  adding 
subject  matter.  For  us,  the 
AS/400  has  a  huge  amount  of 
top-end  room  to  build  this  up,” 
said  Larry  Overstreet,  a  systems 
engineer  at  Dayspring  Greeting 
Cards  in  Siloam  Springs,  Ark.  □ 


Perot  unit 
bids  for  Nets 

a  perot  systems  corp.  sub¬ 
sidiary  has  offered  $9  million  to 
take  over  the  assets  of  Nets,  Inc., 
the  bankrupt  Internet  company 
headed  by  former  Lotus  Devel¬ 
opment  Corp.  chief  Jim  Manzi. 

PSC  Technology  Phoenix, 
Inc.  made  the  bid  May  30,  three 
weeks  after  Nets  —  a  developer 
of  a  business-to-business  Inter¬ 
net  mall  —  filed  for  Chapter  1 1 
bankruptcy  protection. 

Nets  agreed  to  the  offer,  but  it 
is  up  to  Bankruptcy  Court  Judge 
Carol  Kenner  to  decide  if  PSC’s 
bid  is  the  best  one  available.  A 
hearing  is  set  for  June  17.  Perot 
Systems  had  already  moved  to 
hire  Nets’  core  developers  by 
signing  up  60  engineers. 

Although  it  isn't  certain 
whether  all  creditors  will  be  paid 
in  full,  it  appears  unlikely.  In  its 
filing,  Nets  listed  liabilities  of 
$10.2  million  and  further  “fixed 
liquidated  unsecured  debt”  of 
$5  million.  —  Stewart  Deck 


Dunlop  Tire’s 
Dennis  Courtney: 


“We  don’t  want  a  lot 
of  excess  capacity 
sitting  around" 
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BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/T rade 
50.  Business  Service  (except  DP) 
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2.  TITLE/FUNCTION  (Circle  one) 

I  S/MIS/DP  MANAGEMENT 
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Asst  VP  IS/MIS/DP  Management 

21.  Dir./Mgr.  MIS  Services.  Information  Center 
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DEPARTMENTAL  MANAGEMENT 

5 1 .  Sales  &  Mktg.  Management 
70.  Medical,  Legal,  Accounting  Mgt. 

OTHER  PROFESSIONAL  MANAGEMENT 

80.  Information  Centers/Libraries,  Educators, 
journalists,  Students 
90.  Other  Titled  Personnel 
3.  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  □  Yes  □  No 
Networking  Products  O  Yes  □  No 

Intranet  Products  □  Yes  □  No 
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Please  complete  the  questions  below. 

BUSINESS/INDUSTRY  (Circle  one)  2. 


10.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/T  rade 
50.  Business  Service  (except  DP) 

60.  Government  -  Sate/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 

T  ransportation 

70.  Mining/Construction/Petroleum/Refining/Agric. 
80.  Manufacturer  of  Computers,  Computer- Related 
Systems  or  Peripherals 

85.  Systems  Integrators,  VARs.  Computer  Service 
Bureaus.  Software  Planning  &  Consulting 
Services 

90.  Computer/Peripheral  Dealer/Dist./  Retailer 
95.  Other _ 

(Please  Specify) 


TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice  President/ 

Assc  VP  IS/MIS/DP  Management 

21.  Dir./Mgr.  MIS  Services,  Information  Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele.  Comm., 
LAN  Mgr  ./PC  Mgr.,  Tech  F*lanning,  Admin.  Svs. 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 
3 1 .  Programming  Management,  Software 

Developers 

41.  Engineering,  Scientific,  R&D,  Tech.  Mgt. 

60.  Sys.  Integrators/VARs/Consulting  Mgt. 
CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  Presiderr.  Asst.  VP 

13.  Treasurer,  Controller.  Financial  Officer 
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DEPARTMENTAL  MANAGEMENT 

51.  Sales  &  Mktg.  Management 
70.  Medical.  Legal.  Accounting  Mgt. 

OTHER  PROFESSIONAL  MANAGEMENT 

80.  Information  Centers/Libraries,  Educators, 
Journalists.  Students 
90.  Other  Titled  Personnel 
3#  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Pevelgpment  Products  □  Yes  □  No 
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Intranet  Products  □  Yes  □  No 
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Risk-taker  leads  IS  revamp 


CONTINUED  FROM  PAGE  1 


months  at  633-bed  Staten  Island  Univer¬ 
sity  Hospital  (SIUH). 

In  just  two  years,  Carney  drove  the  fol¬ 
lowing  changes: 

■  Winnowed  the  hospital’s  45-member 
information  systems  department  and 
later  added  20  project  leaders  and 
PC/LAN  technicians. 

■  Junked  1,000  dumb  terminals  for  a 
fiber-optic  network  of  900  LAN-based 
PCs. 

■  Updated  the  hospital’s  core  informa¬ 
tion  systems  with  a  $5  million  suite  of 
client/server  packages  from  HBO  &  Co. 
in  Atlanta. 

■  Directed  a  $6  million  document  imag¬ 
ing  and  radiology  project  that  is  support¬ 
ed  by  a  new  $1  million  Asynchronous 
Transfer  Mode  (ATM)  network. 

Senior  and  middle  managers  through¬ 
out  SIUH  have  supported  Carney’s  grow¬ 
ing  IS  budget,  which  has  nearly  doubled 
since  he  joined  in  1995  from  $3.75  mil¬ 
lion  to  $7  million.  “Generally,  I  don’t 
have  skirmishes  over  [IS]  funding,”  Car¬ 
ney  said.  “Not  because  I’m  a  sales  guy  or 
a  smooth  talker,  but  I  do  my  homework 
and  explain  the  business  benefits  —  how 
do  you  argue  against  that?” 

So  far,  the  hospital’s  information  tech¬ 
nology  investments  have  been  pulsating 
paybacks.  On  the  teleradiology  project 
alone,  the  hospital  expects  to  save  $4  mil¬ 
lion  in  five  years  by  wiping  out  film,  stor¬ 
age  and  labor  costs  with  an  optical  stor¬ 
age  system. 

The  system  also  makes  it  easier  for  pa¬ 
tients  to  get  treated  by  the  hospital  be¬ 
cause  patients  —  especially  the  elderly  — 
won’t  have  to  be  shuttled  between  nurs¬ 
ing  homes  and  the  hospital  for  tests  such 
as  chest  X-rays.  The  tests  instead  could 
be  done  off-site  by  a  radiology  technician 
and  uploaded  on  to  the  optical  system, 
where  physicians  can  make  their  diag¬ 
noses.  The  hospital  expects  to  begin  pi¬ 
loting  that  system  by  year’s  end. 

Few  hospitals  have  taken  the  leap  into 
teleradiology,  largely  because  of  the  cost 
of  setting  up  an  ATM  or  other  high-band¬ 
width  network.  The  key  for  strategists 
such  as  Carney  is  to  cost-justify  these  net¬ 
works  to  support  multiple  applications, 
said  John  Piescik,  a  health  care  consul¬ 
tant  at  American  Management  Systems, 
Inc.  in  Fairfax,  Va.  Carney  did  that  by  il¬ 
lustrating  how  the  network  would  make 
it  easier  for  physicians  to  access  the  hos¬ 
pital’s  new  clinical  repository  off-site. 

STAFF-ECTOMY 

With  his  aggressive  approach,  Carney  al¬ 
so  has  faced  his  share  of  challenges.  For 
example,  when  Carney  handed  pink  slips 
to  several  of  the  hospital’s  longtime  IS 
staffers  just  six  months  into  the  job,  the 
air  was  let  out  of  his  car  tires  a  few  times. 

Downsizing  didn’t  sit  well  at  SIUH,  a 
community  hospital  that  historically  has 
been  a  lifelong  employment  center. 

“We  had  to  make  some  unpopular  de¬ 
cisions,”  said  Carney,  whose  on-the-job 
training  in  health  care  surrounds  him  in 


the  form  of  2-foot-high  stacks  of  trade 
magazines  on  his  desk. 

Fortunately  for  Carney,  senior  manag¬ 
ers  at  the  hospital  wanted  someone  who 
could  shake  things  up.  The  hospital  itself 
is  leading-edge,  having  pioneered  the  use 


of  stereotactic  radiation,  a  radiation  ther¬ 
apy  treatment  used  on  brain  tumors. 

One  thing  senior  managers  at  SIUH 
didn’t  want  was  a  grizzled  health  care  IS 
veteran  accustomed  to  the  old  way  of  do¬ 
ing  things.  They  wanted  someone  with 
vision. 

“Rick  is  a  breath  of  fresh  air,”  said  Jo¬ 
seph  Pisani,  executive  vice  president  at 
SIUH  and  Carney’s  boss.  Pisani  said  the 
hospital  recruited  Carney  from  the  ser¬ 


vice  industry  because  he  had  experience 
working  with  end  users  to  map  process 
changes  with  the  right  technology  for 
less  cost. 

“We  want  IS  to  be  the  center  of  SIUH 
and  the  health  care  community  —  not 
that  we’re  control  freaks  or  anything,” 
Carney  laughed,  gazing  at  the  Manhattan 
skyline  from  his  waterfront  office. 

For  Carney,  the  view  just  keeps  getting 
better.  □ 
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Five  straight  DBMS  Readers’ 

Choice  Awards  and  40,000  users  say  it  all. 

If  you  work  on  important  database  projects,  your 
design  tool  shouldn’t  be  anything  less  than  ERw/n! 

No  tool  works  harder  to  make  your  life  easier.  Natively 
supports  your  database.  Adds  real  productivity  to  application 
development.  Or  has  breakthrough  Complete-Compare 
technology  that  lets  you  iteratively 
design  and  maintain  your  database 
as  real  world  changes  occur. 

And  only  Logic  Works  offers 
MODELMART,™  the  industry-leading  model  management 
system.  ModelMart  scales  ER win  from  the  desktop  to  the 
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enterprise,  leveraging  the  power  of  data  modeling  across 
your  development  teams. 

There’s  no  better  time  to  get  the  best.  Why  use  a  second-rate  design 
tool  and  get  second-rate  results?  When  your  database  depends  on  you.  it’s  got  to 
be  ER  win.  Call  1-800-78-ERWIN  today,  or  visit  www.logicworks.com 
to  learn  about  special  trade-up  savings. 
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Anytime  Two  Companies  Like 


Compaq  and  Microsoft 

get  together 

You  Can  Expect  a  Long  List  of 


Impressive  Results. 


Say  We  Start  With  $1,000  In  Savings. 
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SQL  Server" 
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SMART- 2  Array 
Controller 


4.3GB  or  9.1GB 
hard  drive 


Buy  a  Compaq  ProLiant  2500,  Microsoft  Windows  NT ®  Server,  SQL  Server ,™  SMART-2  Array  Controller 
and  a  4.3GB  or  9.1GB  hard  drive  and  get  $1,000*  off  the  total  purchase  price. 


This  exceptional  OPPORTUNITY  FOR  SAVINGS  AND  EXTRA  VALUE  IS  only  AVAILABLE  UNTIL  jlJLY  31ST. 
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Self-service  groupware  rides  the  'net 


►  Suite  of  applications  eliminates  need  for  IS  intervention  of  Web-ready  groupware  applications 

that  users  can  try  without  information 

By  Barb  Cole-Gomolski  the  World  Wide  Web,  perhaps  they  are  systems  intervention. 

ready  for  self-service  groupware.  That  approach  could  save  IS  develop- 


if  users  can  cull  information  from  Changepoint  International  Corp.  last  ment  dollars  and  the  cost  of  installing 
intranets  and  get  their  electronic  mail  via  week  introduced  Involv  Intranet,  a  suite  groupware  on  desktops.  Because  the  li- 


Trend  Micro  Is  Now  #1  In  Enterprise-Wide  Virus  Protection 


*1 

*1 

#1 

#1 


#1 

#1 


In  Total  Protection:  Trend  Blocks  More  Access  Points  Than  McAfee 


In  Performance:  Trend  Products  Are  Faster  Than  McAfee's 


In  Usability:  Trend  Products  Are  Simpler  To  Install  And  Manage 
Than  McAfee's 


In  Technology:  Trend  Builds,  McAfee  Buys  Its  Core  Technology 

In  Time  to  Market:  Trend  Leads,  McAfee  Follows 

In  Detection:  Trend  Outperforms  McAfee  In  Independent  Reviews 


In  Windows  NT  Protection:  Trend  Has  NT  Products  At  Every  Level, 
McAfee  Is  Missing  Key  NT  Developments 


In  Customer  Priorities:  Trend  Specializes  In  Anti-Virus, 
McAfee  Diversifies 


For  complete  substantiation  and  more 
evidence  of  all  these  facts 


In  Server  Solutions:  Trend  Focuses  On  The  Server,  McAfee  Is  Still 
Tied  To  The  Desktop 


In  Value  For  Money:  Trend  Sells,  McAfee  Leases 


In  Strategic  Partnerships:  Trend  Products  Are  Recommended  By 
Internet,  Mail  And  Server  Leaders,  McAfee's  Aren't 


TREND 

MICRO  INCORPORATED 

Complete  Virus  Protection  for  the  Enterprise 


brary  of  groupware  applications  can  run 
on  Lotus  Development  Corp.’s  Domino 
server,  it  could  help  companies  better  le¬ 
verage  existing  servers.  Or  users  could 
rent  the  applications  running  on 
Changepoint’s  servers,  which  would  let 
sites  deploy  groupware  without  a  large 
investment.  “On  the  surface,  this  is  a 
good  idea  that  is  based  on  the  need  for 
groups  of  people  to  occasionally  plug  in 
and  form  a  group,”  said  Steve  Weissman, 
president  of  Kinetic  Information,  a  mar¬ 
ket  research  firm  in  Waltham,  Mass. 
“The  question  is,  how  many  people  really 
need  to  do  this?” 


CHEAPER, FASTER 

Phil  Usher,  first  vice  president  of  group- 
ware  at  Countrywide  Home  Loans,  Inc. 
Calabasas,  Calif.,  said  prewritten 


in 


groupware  could  reduce  development 
costs  and  speed  up  the  time  it  takes  to  de¬ 
liver  such  applications. 

“But  if  your  volume  of  transactions 
gets  really  high,  you’ll  probably  want 
to  integrate  the  groupware  application 
with  your 


“On  the  surface, 
this  is  a  good  idea 
that  is  based  on 
the  need  for  groups 
of  people  to 
occasionally  plug  in 
and  form  a  group." 
-  Steve  Weissman, 
Kinetic  Informatic 


own 

back-end  data  sys¬ 
tems,”  Usher  said. 

Changepoint,  a 
unit  of  Change- 
point  Corp.  in 
Richmond  Hill, 

Ontario,  will  offer 
a  bundle  that  in¬ 
cludes  a  corporate 
Web  site,  an  ad¬ 
ministrative  con¬ 
sole  and  unlimited 
end-user  access  for 
$25,000  per  year. 

The  groupware 
applications  — 

which  include  project  collaboration,  dis¬ 
cussion  and  software  management  fea¬ 
tures  and  a  custom  application  template 
—  will  cost  $5,000  each.  The  software 
will  be  available  at  the  end  of  this  month. 
Renters  can  expect  to  pay  $25  per  user 
per  month  for  the  collaboration  module 
and  $10  per  user  per  month  for  the  dis¬ 
cussion  piece. 

The  Involv  project  collaboration  appli¬ 
cation  lets  clients  easily  check  the  status 
of  projects  by  using  a  Web  browser.  It 
also  helps  bring  together  users  in  differ¬ 
ent  cities,  said  Andrea  Shaw,  interactive 
communications  director  at  Russell,  Inc., 
a  Web  site  development  firm  in  Toronto. 
“Part  of  our  team  is  in  Boston,  part  of  it  is 
in  Toronto  and  the  client  is  in  Chicago,” 
she  said. 

Previously,  developers  at  Russell  would 
swap  Microsoft  Corp.  Project  files  with 
clients  via  E-mail,  but  often  clients 
couldn’t  read  the  files  because  they  didn’t 
have  the  appropriate  software. 

A  custom  groupware  application 
wouldn’t  be  practical  for  Russell  because 
the  company  does  four  or  five  projects 
each  year  and  couldn’t  predict  which  plat¬ 
forms  would  be  installed  at  those  sites. 

Usher  said  it  user  concerns  about  se¬ 
curity,  not  a  lack  of  demand  for  such  ap¬ 
plications,  will  be  the  biggest  hurdle  for 
self-serve  groupware.  “Lots  of  businesses 
are  too  paranoid  for  something  like  this,” 
he  said.D 


PeopleSoft’s  workflow-enabled  applications  route  the  right 
information  to  the  right  people  at  the  right  time  in  the  right 
form.  That  can  not  only  improve  the  productivity  of  your 
organization,  but  can  also  facilitate  business  process  redesign, 
reduce  paperwork,  and  automate  administrative  tasks.  How’s 
that  for  working  hard? 

PeopleSoft’s  workflow  is  open,  so  it  can  integrate  with  a  variety 
of  third-party  products.  You  can  use  email  for  notifications,  and 
electronic  forms  for  turning  around  approvals.  Or  use  internet 
forms  and  interactive  voice  response  systems  to  communicate  with 
PeopleSoft  applications. 


And,  unlike  some  solutions,  PeopleSoft's  are  flexible  enough  for 
you  to  define  your  own  processes  and  procedures.  In  other  words, 
PeopleSoft  adapts  to  the  way  you  work,  not  the  other  way  around. 


No  wonder  1350  organizations  worldwide  have  chosen 
PeopleSoft.  For  more  information  on  how  PeopleSoft’s  workflow 
solutions  can  help  your  organization,  call  888-773-8277  and  ask  for 
our  workflow  white  paper.  Or  visit  us  at  workflow.peoplesoft.com. 
You’ll  discover  we  have  the  technology,  the 
people,  and  the  commitment  it  takes  to  help  you 
increase  your  productivity.  Without  increasing 
your  workload. 


Enterprise  business  applications  for  finance,  materials  management,  distribution,  manufacturing,  and  human  r 
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This  simple  chart  only  begins  to  explain  the  enormous 
difference  between  Unicenter®  and  IBM/Tivoli  TME  10. 

What  clients  want  today  are  complete  solutions  not 
just  software  initiatives  like  SAA, 

OfficeVision  and  SystemView.  The 
questions  are,  do  you  want  to  bet  your 
career  on  IBM’s  view  of  the  future?  Can 
you  afford  to  wait?  And  how  can  you 
have  confidence  in  a  solution  that  is  so 
IBM-centric  and  biased? 

Those  are  just  a  few  reasons  why 
thousands  of  clients  prefer  Unicenter.  It’s 
the  industry  standard  for  network  and  systems 
management.  Today,  more  than  93%  of  the 
Fortune  500  and  thousands  of  small  to 
medium-size  businesses  trust  CA  for 
enterprise  management. 


Unlike  TME  10,  Unicenter  TNG  supports  every  major  hard¬ 
ware  platform  and  operating  system.  It’s  open,  scalable,  extensi 
ble  and  vendor-neutral.  And  with  Unicenter  TNG’s  powerful  new 

features  like  advanced  agent  technology 
and  Real  World  Interfacer  Unicenter  TNG 
is  light-years  ahead 
of  TME  10. 


Unicenter  TNG 


It’s  real,  it’s  mission-critical  and  it’s  up 
and  running  in  thousands  of  sites  around 
the  world. 

If  that  sounds  good  to  you,  remember, 
it’s  your  choice. 

Call  1-888-864-2368 

www.cai.com 
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Software  superior  by  design. 
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Unix  users  stymied  by  Oracle  OLAP  delays 

►  Express  for  NT  updates  arrive;  Unix  support  not  due  until  fall 


By  Craig  Stedman 

oracle  corp.  is  trolling  some  new  bait 
for  its  Express  decision-support  software. 


But  users  will  have  to  keep  waiting  for 
the  choicest  morsel:  Unix  ports  of  the  lat¬ 
est  Express  Server  database. 

The  company  this  week  will  announce 


releases  of  several  products  in  the  Ex¬ 
press  family,  its  online  analytical  process¬ 
ing  (OLAP)  technology.  Included  is  an 
update  of  Express  Server  6.0  for  Win¬ 
dows  NT,  a  World  Wide  Web-enabled  im¬ 
plementation  that  first  shipped  last  fall. 

But  Oracle  officials  said  Unix  support 


for  Express  Server  6.0  won’t  start  materi¬ 
alizing  until  September,  nearly  a  year  be¬ 
hind  the  original  NT  release.  Unix  ver¬ 
sions  of  the  multidimensional  database 
were  originally  due  in  March. 

The  delay  is  complicating  things  for 
some  Unix-oriented  shops  that  rely  on 
Express  for  business  analysis  and  want  to 
tap  in  to  its  Web  capabilities  to  spread 
OLAP  tools  to  a  wider  user  base. 

For  example,  Thomas  &  Betts  Corp.  is 
implementing  a  new  release  of  Oracle’s 
Sales  Analyzer  application  for  Express 
that  includes  a  Web  browser  client.  That 
will  make  it  easier  to  expand  Express 
from  10  users  today  to  100  or  more  in  the 
future,  said  John  Tepedino,  a  systems 

"People  are  screaming  for  the 
information,  so  it  was  worth  the 
extra  time  and  effort"  to  bring  in 
an  NT  box  as  an  interim  platform 
for  Express  Server  6.0. 

-  John  Tepedino, 

Thomas  &  Betts 

analyst  at  the  Memphis  maker  of  elec¬ 
tronic  components. 

But  the  lack  of  Unix  support  drove 
Thomas  &  Betts  to  bring  in  an  NT  box  as 
an  interim  platform  for  Express  Server 
6.0.  “People  are  screaming  for  the  infor¬ 
mation,  so  it  was  worth  the  extra  time 
and  effort,”  Tepedino  said.  But  Express 
eventually  will  be  moved  back  to  the 
same  Unix  server  that  holds  the  compa¬ 
ny's  relational  data  so  end-user  access 
will  be  more  seamless,  he  added. 

KNOCKING  ON  ORACLE'S  DOOR 

Pacific  Gas  Transmission  Co.,  which  op¬ 
erates  a  natural  gas  pipeline  in  the  North¬ 
west,  wants  to  use  Express  Server  6.0  on 
a  Unix  server  for  a  new  application  that 
would  let  its  external  customers  read  and 
analyze  customized  usage  reports  via  the 
Web. 

The  Portland,  Ore.,  company  is  just 
finishing  an  installation  of  an  earlier  Ex¬ 
press  release  for  internal  analysis  uses, 
so  the  Web  project  hasn’t  been  a  pressing 
concern  so  far,  said  Bill  Toliver,  director 
of  Internet  services  at  Pacific  Gas.  “But 
we’ll  be  knocking  on  [Oracle’s]  door  for 
that  pretty  soon,”  he  said. 

David  Menninger,  senior  director  of 
Express  product  marketing  at  Oracle, 
said  the  Redwood  Shores,  Calif.,  vendor 
put  a  higher  priority  on  NT  because  the 
OLAP  line  previously  didn’t  support  the 
Microsoft  Corp.  operating  system.  Sales 
Analyzer  and  a  companion  financial 
analysis  tool  are  just  now  becoming  avail¬ 
able  on  NT  with  these  new  releases. 

The  Express  Server  6.0  update  for  NT 
boosts  performance  by  up  to  30%  and 
adds  support  for  changing  OLAP  data 
from  32-bit  Excel  spreadsheets,  Men¬ 
ninger  said.  Meanwhile,  Sales  Analyzer 
and  Financial  Analyzer  can  now  run  on 
slimmed-down  Windows  clients.  □ 


At  Computerworld,  our  editorial 
policy  is  simple. 

If  a  story  is  useful  and  accurate, 
it  runs.  If  it's  also  blunt  and  a  bit 
pugnacious,  all  the  better.  Our  goal 
is  to  provide  you,  our  reader,  with 
the  truth. 

As  IT  Leaders,  we  know  you’re 
under  siege.  1200  thankless  clients. 
Technology  that  changes  every  18 
months  or  so  and  impacts  all  you’ve 
painstakingly  built.  New  products 
you  need  evaluated  immediately. 


Changes  in  corporate  strategy  that 
could  impact  your  entire  department. 

One  thing  you  can  count  on. 
Computerworld.  In  our  pages  you 
get  solid  reporting,  incisive  industry 
trends,  timely  news,  unflinching  edito¬ 
rials,  unbiased  reporting.  We  know 
you  need  this  information  to  evaluate 
new  products. To  get  a  candid  view 
of  emerging  technologies. To  find  out 
the  inside  story  on  corporate  strate¬ 
gies. To  decide  whether  to  jump  ship 
or  stay  in  your  current  job. To  get 


the  edge  on  your  competition. 

Get  the  kind  of  straightforward, 
impartial  reporting  you  can  count 
on.  Because  we  never  forget  who 
we’re  talking  to. 

Order  today  and  you’ll  receive 
51  information-packed  issues  of 
Computerworld. 

Call  us  at  1-800-343-6474  or 
visit  us  on  the  world  wide  web  at 
www.computerworld.com.To  order 
by  mail,  use  the  postage-paid  sub¬ 
scription  card  bound  into  this  issue. 
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When  you’re  shelling  out  $4,000,000 
to  ring  in  the  Year  2000,  remember: 

SAS'  software 
didn’t  drop 
the  ball. 


While  other  software  companies  scramble  to 
help  you  adapt  your  programs  to  handle  the 
Year  2000  crisis,  SAS  Institute  has  just  one 
question:  What  crisis?  SAS  software  solutions — 
from  data  warehousing  to  data  mining,  OLAP  to 
applied  analysis— are  ready  to  handle  dates 
through  the  year  20,000  AD.  And  you  can  easily 
change  the  interpretation  of  two-digit  years  to  the 
100-year  span  of  your  choice. 

SAS  software  customers  won’t  need  to  shell  out 
the  estimated  $3-$4  million  it  will  cost  the  average 
company  to  address  the  Year  2000  issue.  So  isn’t 
it  time  you  invested  in  the  world's  best  decision 
support  solutions?  From  a  vendor  that  will  keep 
you  on  the  leading  edge  of  technology  into  the 
new  millennium— and  beyond?  Just  visit  us  at 
www.sas.com/y2k/  or  call  919-677-8200. 


SAS  Institute  Inc, 


E-mail:  cw@sas.com  www.sas.com/y2k/ 


The  Business  of  Better  Decision  Mating 


91 9.677.8200  In  Canada  1 .800.363 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1997  by  SAS  Institute  Inc 
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Cybersleuths  on  the  trail 


CONTINUED  FROM  PAGEJ 

gun”  that  could  lead  to  a  court¬ 
room  victory. 

For  example,  Vermont  Micro¬ 
systems,  Inc.  won  $25.5  million 
in  a  1994  trade  secrets  theft  case 
after  the  discovery  that  file 
directories  at  Autodesk,  Inc.  had 
the  same  names  as  the  original 
directories  at  Vermont  Micro¬ 
systems. 

Electronic  evidence  also 
played  a  role  when  Chevron 
Corp.  paid  four  plaintiffs  $2.2 
million  in  1995  to  settle  a  sexual 
harassment  case  that  involved 
allegedly  offensive  E-mail. 

Similar  lawsuits  involving  al¬ 
legations  of  sexist  or  racist  com¬ 
puter  messages  are  pending 
against  Citibank,  Morgan  Stan¬ 
ley  &  Co.  and  R.  R.  Donnelley  & 
Sons  Co. 


DIGGING  FOR  DATA 


An  example  of  how  a  forensics 
investigator  recovers  E-mail 
for  courtroom  evidence 


STEP  1 


Interview  IS  managers  and 
users  to  identify  where  the 
E-mail  is  likely  to  reside.  Some 
is  on  backup  tape,  and  some  is 
"active"  on  end-user  PCs. 


Make  evidentiary  copies  of 
backup  tapes  and  PC  contents. 
Adhere  to  strict  "chain  of 
custody"  reguirements. 


STEP  3 


Dump  E-mail  copies  into  a 
batch  file  for  text  searching. 
Remove  duplicates. 


STEP  4 


Print  a  list  of  E-mail  user  names 
and  subject  lines  for  review  by 
lawyers  on  both  sides. 


STEPS 


Print  full  copies  of  pertinent, 
requested  messages  for  lawyers 
to  submit  as  evidence. 


For  IS  managers,  the  arrival 
of  a  forensics  team  is  like  their 
worst  nightmare  come  true.  In  a 
formal  and  tense  interrogation 
called  a  deposition,  IS  managers 
have  to  explain  how  they  do 
their  job  and  why  some  comput¬ 
er  records  are  retained  and 
others  aren’t. 

“From  a  corporate  point  of 
view,  what  could  be  more  terrify¬ 
ing  than  thinking  someone  else 
will  come  in  and  feel  through 
your  underwear  drawer?”  asked 


Greg  Stem,  a  lawyer  at  an  East 
Coast  insurance  company,  who 
has  seen  the  process. 

So  IS  managers  would  do  well 
to  understand  how  old  backup 
tapes,  server  logs  and  other  un¬ 
sightly  computer  residue  can 
cost  their  companies  millions  of 
dollars  in  court,  experts  said. 

Electronic  files  contain  much 
more  information  than  paper  — 
and  the  most  telling  details  are 
the  ones  you  can’t  see  on  screen. 

“What’s  most  useful  to  us  are 
the  hidden  copies  of  a  docu¬ 
ment  people  don’t  know  exist. 
But  you  can  find  them  in  hard 
drives  and  backup  tapes,”  Feld¬ 
man  said.  They  can  reside  in 
printer  and  fax  buffers,  too. 

Feldman  got  into  computer 
forensics  in  1991  by  going  to 
work  at  a  start-up  called  Elec¬ 
tronic  Evidence  Discovery,  Inc. 
Nine  months  later,  she  quit  to 
start  a  competing  company. 

She  and  former  boss  John 
Jessen  are  still  bitter  rivals.  But 
the  two  are  the  best-known  com¬ 
mercial  detectives  who  work  the 
computer  turf.  And  they  are  in 
demand.  Experts  said  discovery 
requests  for  computer  files  have 
jumped  from  2%  of  all  discovery 
requests  to  30%  in  the  past  five 
years. 

GOOD  IDEA,  BAD  EXECUTION 

Still,  many  lawyers  don’t  under¬ 
stand  how  to  use  computer  files. 
Feldman  told  the  story  of  a  U.S. 
Department  of  Justice  case  three 
years  ago  in  which  the  depart¬ 
ment  demanded  electronic  evi¬ 
dence  from  the  defendant.  That 
was  smart.  But  agency  lawyers 
asked  that  it  all  be  converted  to 
WordPerfect  files.  That  was 
dumb. 

Converting  from  a  native  for¬ 
mat  wipes  out  information  that 
is  invisible  to  users  but  crucial 
to  computer  sleuths.  That  in¬ 
cludes  genealogy  tidbits  in  a 
header  that  indicate  when  a  file 
was  created  and  updated  and,  in 
some  cases,  by  whom.  (The  Jus¬ 
tice  Department  has  since  re¬ 
formed  its  practices.) 

In  fact,  different  operating 
systems  and  software  packages 
have  quirks  that  electronic  de¬ 
tectives  can  exploit. 

Windows,  for  example,  makes 
a  handful  of  unnecessary  copies 
of  a  document  that  it  stashes  in 
several  subdirectories.  So  it  is 
easier  to  recover  supposedly  de¬ 
leted  files  on  Windows  than  on 
Unix,  Feldman  explained. 

But  Unix  machines  generally 
keep  more  data  about  what  has 
transpired  on  the  system.  That 


Electronic  Evidence's  John  Jessen  and  a  team  of  25  find  legal  evidence  buried  in  backup  tapes 


is  useful  for  following  the  tracks 
of  wrongdoers. 

E-mail  discovery  is  more 
tricky.  Most  mail  systems  can’t 
be  searched  by  keywords  — 
which  lawyers  would  love  to  do 
—  because  messages  are  saved 
inside  the  E-mail  package  and 
are  usually  compressed.  So  re¬ 
covering  E-mail  is  a  lengthy  pro¬ 
cess  (see  chart). 

“A  lot  of  people  think  this  is  a 
flashy  business.  You  go  in,  get 
the  offending  E-mail  and  win 
your  client  millions  of  dollars. 
But  that’s  a  minority  of  the 
time,”  Feldman  said.  “It’s  a  lot 
more  drudgery  than  they 
think.” 

The  workload  can  be  huge.  A 
case  filed  in  1995  against  a  unit 
of  the  U.S.  Department  of  Agri¬ 
culture,  for  example,  has  so  far 
generated  53  G  bytes  of  data 
from  27  mainframes  and  sever¬ 
al  minicomputers  and  PCs  in 
four  states  and  the  District  of 
Columbia.  That  includes  a 
year’s  worth  of  E-mail  —  and 
doesn’t  include  the  6,000  back¬ 
up  tapes  Computer  Forensics 
has  yet  to  scour. 

STOLEN  SECRETS? 

Sometimes  Feldman  is  called  in 
when  a  company  is  only  con¬ 
templating  a  lawsuit.  That’s 
what  happened  when  a  depart¬ 
ing  scientist  left  his  PC  behind 
and  his  former  boss  was  wor¬ 
ried  about  trade-secret  theft. 

Leftover  E-mail  and  files 
turned  up  nothing  juicy.  But 
then  Feldman  looked  in  an  area 
of  the  Windows  3.11  operating 
system  few  users  know  about. 
There,  she  found  pieces  of  a 
PowerPoint  presentation  obvi¬ 
ously  created  for  the  ex-employ- 
ee’s  new  firm.  And  the  informa¬ 
tion  was  very  similar  to  the  old 
firm’s  proprietary  data. 


Feldman  asked  that  Compu¬ 
terworld  not  reveal  the  secret 
Windows  locale.  “It’s  one  of  my 
best  tricks,”  she  said,  winking  a 
blue  eye. 

But  here  is  some  free  advice 
from  the  woman  who  otherwise 
charges  $235  per  hour:  Destroy 
old  computer  files,  including 
E-mail  and  voice  mail,  on  a  reg¬ 
ular  schedule. 

“Many,  many  companies  will 
have  a  records  management  pol- 

Running  up  big  bills 


icy  for  paper  but  none  for  elec¬ 
tronic  information.  That’s  stu¬ 
pid,”  Feldman  said. 

But  —  and  this  is  a  big  one  — 
don’t  suddenly  start  purging 
files  after  your  company  gets  hit 
with  a  lawsuit. 

Judges  throw  the  book  at  de¬ 
fendants  who  erase  evidence 
after  a  legal  problem  surfaces, 
she  said.  “You  think  you're  help¬ 
ing,  but  destroying  evidence 
means  you  lose  everything.”  □ 


Producing  court-approved  electronic  evidence  isn’t  cheap;  it  some¬ 
times  runs  into  six  or  seven  figures.  The  question  is,  who  should 
pay  for  it? 

Some  judges  have  said  computer  files  are  no  different  from 
paper  files,  so  defendants  must,  at  their  own  expense,  collect  and 
produce  electronic  information  requested  by  plaintiffs  during  the 
evidence  discovery  process. 

But  other  courts  have  ordered  plaintiffs  —  who  usually  make 
the  request  for  evidence  —  to  pay  for  the  job. 

Either  way,  computer  evidence  is  expensive  to  identify,  locate, 
copy  and  produce.  In  corporate  cases,  costs  can  run  from  $30,000 
to  $100,000  or  more,  depend¬ 
ing  on  the  scope  of  the  inquiry. 

Million-dollar  price  tags  aren’t 
unheard  of. 

For  example,  sifting  through 
12  months’  worth  of  E-mail  cre¬ 
ated  by  50  people  would  cost 
$60,000  to  $75,000,  said  Joan 
Feldman,  president  of  cyber¬ 
sleuth  firm  Computer  Forensics. 

“You  can  really  burn  through 
some  money,”  she  said. 

No  kidding.  Feldman’s  com¬ 
pany  and  rival  Electronic  Evidence  Discovery  both  bill  like  lawyers 
—  time  and  materials  per  hour.  Rates  depend  on  the  investigator’s 
expertise,  but  project  leaders  typically  charge  $85  to  $175  per  hour, 
and  the  top  people  charge  even  more. 

“It  does  take  a  fairly  big  case  to  justify  retaining  a  computer  fo¬ 
rensics  specialist,”  said  Barry  Johnsrud,  a  lawyer  at  Eisenhower  & 
Carlson  PLLC  in  Tacoma,  Wash.  The  law  firm  has  hired  Feldman  for 
two  commercial  litigation  cases  in  the  past  two  years. 

Johnsrud  said  with  a  laugh  that  Feldman  herself  charges  nearly 
twice  his  $125  hourly  rate.  —  Kim  S.  Nash 


“It  does  take  a  fairly 

big  case  to  justify 

retaining  a  computer 

forensics  specialist." 

~  Barry  Johnsrud, 
Eisenhower  &  Carlson 
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Wit?i  moiv  and  more  networks,  applications ,  and  agent  technologies  entering  today's  enterprise.  Tandem  and  Computer  As 
partnered  to  take  control  of  this  cross-platform  environment  by  delivering  the  "best  of  breed"  in  enterpiise  management.  This  new 
level  of  control  combines  the  superior  heterogeneous,  end-to-end  management  capabilities  ofCA's  Unicenter  TNG  with  Tandem's 


reputation  in  reliable,  scalable  clustering  technology.  Visit  us  at  www.tandem.com  to  learn  more  about  this  alliance.  Or  call  l-SOO-N( 

to  receive  our  new  brochure  "Now  Business-Critical  Computing  Is  Manageable." 


(Computer® 

ft  SSOCIATES 

Software  superior  by  design. 


Business-Critical  Management 
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Your  browser  defines  what  your  intranet 
can  do.  We  assume  you  want  your  intranet 
to  do  everything. 


The  whole  idea  of  Microsoft'  Internet 
Explorer  3  is  to  make  your  intranet 
simpler.  So  let’s  keep  this  simple: 
Platforms.  Build  it  on  what  you  have. 
Run  it  on  what  you  use.  All  the  flavors 
of  Windows*.  Macintosh.  In  our  next 
version:  UNIX.  Content.  See  it  all. 
Write  it  all.  ActiveX”,  Java”,  VBScript, 
HTML,  even  humble  Microsoft  Office 
documents.  Administration  and  security. 
With  the  Internet  Explorer  Administration 
Kit,  you  have  the  only  tool  that  lets 
you  remotely  manage  and  secure  the 
intranet  from  your  desktop.  Please 
don’t  get  up.  Proof.  Download  Internet 
Explorer  3  at  www.microsoft.com/ie/ 
(it’s  free).  Then  join  corporations  such 
as  Shell,  Arthur  Andersen  and  Dayton 
Hudson  who  have  already  made  their 
commitment  to  Internet  Explorer  3. 
Future.  Yours  for  the  taking. 


Where  do  you  want  to  go  today? 

www.microsoft.com/ie/ 

>rauoo. 


©1997  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  Windows  and  Where  do  you  want  to  go  today?  are  registered  trademarks  and  ActiveX  and  the  Microsoft  Internet  Explorer  logo  are  trademark?  v  n'.  >vr 
Java  is  a  trademark  of  Sun  Microsystems,  Inc.  Other  product  and  company  names  used  herein  may  be  trademarks  of  their  respective  owners. 
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Amdahl  back,  with 
low-end  mainframes 


Briefs 


SCO,  Inc.  is  laying  off  120  em¬ 
ployees  —  io%  of  its  work¬ 
force  —  and  will  make  other  re¬ 
structuring  moves.  Officials  at 
the  Santa  Cruz,  Calif.,  supplier 
of  Unix  software  said  it  will 
combine  its  product  develop¬ 
ment  groups  into  one  engi¬ 
neering  and  marketing  divi¬ 
sion  and  distribute  software 
electronically  via  the  Internet. 
SCO  will  take  a  one-time  quar¬ 
terly  chargeof$8  million. 

Verity  to  report  loss 

Verity,  Inc.  officials,  blaming 
technology  acquisitions,  said 
the  company  expects  to  report 
a  net  loss  for  the  quarter  and 
fiscal  year  ended  last  month. 
Verity  didn’t  specify  the  loss 
but  said  in  a  preliminary  report 
that  it  expected  quarterly  reve¬ 
nue  to  hit  $11.1  million,  a  io% 
hike  over  the  same  quarter  last 
year.  The  Sunnyvale,  Calif., 
maker  of  search-and-retrieval 
software  this  month  pur¬ 
chased  64K,  Inc.,  a  developer 
of  relational  database  search 
tools,  for  $3.5  million.  Last 
month,  Verity  paid  $1.5  million 
for  the  Keyview  Windows  utili¬ 
ty  from  FTP  Software,  Inc.  in 
Andover,  Mass. 


By  Tim  Ouellette 


MAINFRAME  PIONEER  Gene 

Amdahl  has  gone  back  to  his 
roots. 

Unlike  with  his  first  company 
—  Amdahl  Corp.,  which  he  left 
in  1979  —  this  time  Amdahl 
won’t  be  competing  directly 
with  IBM’s  mainstream  main¬ 
frames.  Instead,  Commercial 
Data  Servers,  Inc.  (CDS),  his  lat¬ 
est  venture,  is  developing  low- 
end,  low-cost  mainframe  sys¬ 
tems  for  niche  uses,  while 
tweaking  IBM’s  air-cooled 


CMOS  mainframe  processors  to 
new  heights  on  the  high  end. 

That  nonconfrontational  strat¬ 
egy  should  help  CDS  post  a 
more  positive  record  than  some 
of  Amdahl’s  other  start-ups. 

Sunnyvale,  Calif. -based  CDS 
was  launched  in  1994.  Its  first 
salvo  is  this  week’s  shipment  of 
the  CDS104,  a  small-scale,  5-  to 
7-MIPS  mainframe  server  that 
will  come  bundled  with  IBM’s 
OS/390  mainframe  operating 
system,  a  high-end  I/O  system 
and  internal  disk  storage. 

CDS  104,  which  targets  the 


year  2000  problem,  will  be  sold 
as  an  easy-to-install  testing  plat¬ 
form.  The  $150,000  box  will 
cost  roughly  $6,000  per  month 
to  run,  almost  half  as  much  as 
other  small-scale  mainframes 
such  as  IBM’s  Multiprise  [CW, 
Feb.  10]  or  older  used  systems, 
according  to  Ron  Hankison, 
CDS’s  vice  president  of  product 
development. 

HELP  FROM  A  NEIGHBOR 

To  get  these  boxes  on  the  street 
with  fewer  than  50  staffers,  CDS 
has  turned  to  Amdahl’s  original 
creation,  Amdahl  Corp.  (right 
down  the  street  in  Sunnyvale), 
for  help.  The  firms  inked  a 
$22  million  deal  for  Amdahl  to 
do  all  the  installation,  service 
and  maintenance  for  the 
CDS104. 

But  CDS  won’t  limit  its  efforts 


to  small-scale  mainframes.  En¬ 
gineers  are  also  trying  to  im¬ 
prove  on  IBM’s  CMOS  proces¬ 
sor  technology  by  developing 
cryogenic  —  basically  deep- 
frozen  —  versions  of  the  proces¬ 
sors  to  speed  them  up. 

These  processors  could  run 
up  to  150  MIPS  at  -198  Celsius, 
double  the  speed  of  current  IBM 
systems  and  equal  to  the  power 
of  Hitachi  Data  Systems  Corp.’s 
Skylines. 

“With  the  CDS104,  they  want 
to  get  into  the  market  quickly 
and  get  some  cash  flow  to  keep 
them  buoyant  and  fund  re¬ 
search  and  development  on  the 
high-end  processors,”  said  Jerry 
Sheridan,  an  analyst  at  Data- 
quest  in  San  Jose,  Calif.  “Even¬ 
tually,  they  could  move  on  to 
have  a  completely  scalable  prod¬ 
uct  family.”  □ 


GENE  AMDAHL'S  BUSINESS  START-UPS  INCLUDE 


Date 

1970 


Company 

Amdahl 


Focus 

Mainframes 


Status 

Still  in  operation 


1980 

Trilogy  Systems 

Supercomputers 

Went  bankrupt 

1980 

Elxsi 

DEC-compatible 

systems 

Now  a  restaurant 
holding  company 

1987 

Andor  Systems 

Midrange  CMOS 
systems 

Went  bankrupt  in 
1994 

1994 

Commercial  Data 
Servers 

Mainframe-compatibles 

Still  in  operation 

No  cause  for  Intel  alarm 


Business  pushes  for  R&D  tax  credit 


►  Healthy  company  hit 
by  slow  sales  in  Europe 
and  product  transition 

By  April  Jacobs 

analysts  blame  slower-than- 
normal  European  sales  and  a 
transitional  phase  in  Intel 
Corp.’s  chip  offerings  for  poor- 
er-than-expected  second-quarter 
earnings. 

After  the  Santa  Clara,  Calif., 
chip  maker  announced  late 
last  month  its  expectations  for 
second-quarter  revenue,  its 
stock  dropped  13%  last  week,  ac¬ 
cording  to  Megan  Hackett,  an 
analyst  at  Standard  &  Poor’s  Co. 
in  New  York.  Intel’s  stock  was  at 
$145  on  June  5. 

On  May  30,  Intel  officials  said 
the  company  expected  second- 
quarter  revenue  to  be  5%  to 


10%  lower  than  its  first-quarter 
revenue  of  $6.4  billion.  That 
would  still  be  up  from  last  year. 
The  company  also  expects  ex¬ 
penses  to  be  7%  to  9%  higher 
than  first-quarter  expenses  of 
$1.3  billion. 

Intel  reported  revenue  of 
$4.64  billion  for  the  first  quar¬ 
ter  of  1996  and  $4.62  billion  for 
the  second  quarter,  which  ended 
June  29, 1996. 

SIGNIFICANT  MARKET 

Hackett  said  the  stock  hit  was  a 
fairly  significant  7  on  a  scale  of  1 
to  10  and  noted  that  European 
sales  amount  to  28%  of  Intel’s 
revenue. 

“Basically,  they’ve  really  em¬ 
phasized  the  fact  that  Europe 
has  been  weak,”  Hackett  said. 
Also  doing  less  business  are 
Intel’s  lower-end  product  lines, 
such  as  the  slower  Pentium 


chips  that  go  to  lower-end  PC 
manufacturers  in  Europe,  he 
said. 

Hackett  said  business  in  gen¬ 
eral  should  pick  up  to  an  equally 
rapid  pace  in  the  middle  of 
next  year,  when  Intel  ramps  up 
its  latest  chip  offerings,  includ¬ 
ing  the  Pentium  II.  Meanwhile, 
Stamford,  Conn.-based  Meta 
Group,  Inc.,  issued  an  advisory 
to  its  clients  May  12  to  hold  off 
on  major  purchases  of  Pentium 
II-based  machines  because  of 
expected  supply  issues  and 
pricing. 

But  Linley  Gwennap,  an  ana¬ 
lyst  at  “The  Microprocessor  Re¬ 
port,”  a  newsletter  in  Sunny¬ 
vale,  Calif.,  said  Intel  has  also 
lost  some  market  share  to  com¬ 
petitors  such  as  Advanced  Micro 
Devices,  Inc.  and  Cyrix  Corp. 
Both  had  stronger  second- 
quarter  offerings  than  in  the  re¬ 
cent  past.  Even  so,  Intel  is  still 
extremely  healthy  and  should 
have  no  trouble  in  its  longer- 
term  strategy,  he  said.  □ 


LEGISLATIVE  ACTION 


By  Randy  Weston 


corporate  America  is  rally¬ 
ing  to  help  keep  the  federal  re¬ 
search  and  development  tax 
credit  alive. 

Last  week,  the  American  Elec¬ 
tronics  Association  (AEA),  a 
Washington-based  group  with 
3,000  high-tech  company  mem¬ 
bers,  teamed  up  with  20  other 
associations  representing  1,076 
U.S.  companies,  to  ask  Con¬ 
gress  to  act  quickly  and  perma¬ 
nently  renew  the  tax  credit. 

The  credit,  which  gives  com¬ 
panies  a  tax  break  for  wages  and 
salaries  paid  to  employees  in 
R&D,  expired  May  31.  The  AEA 
and  other  businesses  are  push¬ 
ing  Congress  to  reinstate  it 
quickly  —  retroactive  to  June  I 
—  so  there  won’t  be  any  breaks. 

Jeff  McMillen,  the  AEA’s  tax 


counsel  and  director  of  tax  poli¬ 
cy,  said  his  organization  and  the 
other  associations  are  trying  to 
avoid  a  situation  such  as  last 
year  when  the  U.S.  went  without 
an  R&D  tax  break  for  a  year.  The 
credit  represents  $1.7  billion  an¬ 
nually  for  U.S.  businesses. 

The  problem  was  that  the 
code  expired  June  30,  1995,  Mc¬ 
Millen  explained.  An  extension 
then  got  hung  up  in  Congress 
for  a  year  before  a  new  one  was 
passed.  But  instead  of  making  it 
retroactive  to  the  previous  June, 
Congress  passed  an  extension 
good  only  from  June  1,  1996  to 
May  31,  1997.  So  companies 
didn’t  receive  tax  credit  for  June 
1995  through  May  1996. 

The  tax  credit  is  tied  to  a  larg¬ 
er  tax  bill  now  making  its  way 
through  the  congressional  com¬ 
mittees.  □ 


Register  op-line: 
http://www.informix.com 
or  call  1-800-784-6580 


Featured  Guest  Speaker:  General  Colin  L.  Powell,  USA  (Ret) 


Take  a  dill 


SMlBSi 


closest  fribiiua. 


II  rJ  ' 

UiiBf  Lujjib/bjjub 


Moscone 


-  .-Pi  'wzailf^Wm 


’ Ig 


1  9  9  7  CONFERENCE  SPONSOR 


•orporation 
,  nt  Corp. 
EMC  Corporation 
Hewlett  Packard 
IBM 

Legato  Systems 
NCR 


PLATINUM  technology  inc. 
SAP  America 

Sequent  Computer  Systems 
Silicon  Graphics,  Inc. 

Sun  Microsystems,  Inc. 
Unisys 


Then  dive  into 
database  innovation. 


Catch  the  next  great  wave 
in  database  technology. 
Explore  new  ideas,  new 
applications,  new  solutions. 
Meet  with  6,000  other 
Informix  users,  partners, 
and  industry  press  and 
analysts.  Attend  half-day 
technical  tutorials.  Tour  the 
exhibition  floor.  Brush  up 
on  new  product  releases. 
Learn  about  the  INFORMIX®- 
Universal  Server.  Gather 
tools  and  techniques  you 
can  apply  today  and  insights 
to  prepare  for  tomorrow. 

Hear  General  Colin  Powell 
talk  on  leadership,  Scott 
Adams  on  inspiration,  and 
Phil  White  on  innovation. 
And  do  it  all 
Come  o 


Unleashi 


The  following  are  worldwide  traded 
registered  in  the  United  States  of 
countries  worldwide:  INFORMIX,  Un1 


and  product  name* 


A. 


'D'  for  Effort  IS  academ¬ 
ics,  by  and  large,  are 
still  a  bunch  of  under¬ 
achievers. 


True,  there’s  good  news  from  information  systems 
ivy-land.  Enrollment  in  computer  science  and  IS  degree 
programs  is  up,  as  we  report  in  this  week’s  series  on  IS 
education  (page  92).  Companies  are  sponsoring  IS  pro¬ 
grams  and  internship  programs,  and  they  are  endow¬ 
ing  chairs  at  local  colleges.  Universities  are  updating 
their  curriculum  and  launching  “Techno-MBA  pro¬ 
grams.” 

But  while  the  outlook  for  teaching  is  improving, 
research  and  outreach  is  a  different  story. 

Few  college  IS  programs 
offer  conferences  and 
events  for  practitioners  in 
their  area.  Yet  the  demand 
is  clearly  there:  Hundreds 
of  local  IS  pros  are  drawn  to 
events  at  places  such  as 
MIT’s  Center  for  Informa¬ 
tion  Systems  Research, 
UCLA’s  I/S  Associates  and  Babson  College  in  Welles¬ 
ley,  Mass.  Why  aren’t  there  more? 

Too  much  academic  research  on  IS  is  unusable,  irrel¬ 
evant  and  unreadable.  Most  professors  seem  content 
to  write  about  jargon-filled  frameworks,  vague  theories 
and  marginalia  rather  than  help  solve  today’s  nagging 
problems  —  such  as  SAP  implementations. 

Junior  faculty  members  who  produce  good  research 
are  afraid  to  share  it  with  the  press.  If  they  do,  they  may 
ruin  their  chances  at  publishing  it  in  academic  journals 
and  wreck  their  chances  at  tenure.  I’m  haunted  by  an 
agonized  conversation  with  one  young  academic  who 
had  completed  an  outstanding  study  but  was  afraid  to 
share  it  with  Computerworld  for  that  very  reason.  The 
“publish  or  perish”  tenure  system  actually  punishes 
free  speech. 

University  IS  programs  certainly  deserve  credit  for 
attracting  more  students,  but  academia  is  still  out  of 
alignment  with  the  IS  mainstream.  How  much  better 
could  they  teach,  how  much  more  could  they  contrib¬ 
ute,  if  they  got  with  the  program? 

M 

Allan  E.  Alter,  Senior  editor,  Managing 
Internet:  allan_alter@cw.com 


Internet  has  many  uses 
that  aren't  gender-oriented 

It  was  with  disbelief  that  I  read 
Elizabeth  Heichler’s  article,  “In¬ 
ternet  lacks  content  for  women,” 
in  the  May  12  issue  of  Computer- 
world.  The  article  itself  is  a  poorly 
organized  jumble  of  quotations 
and  statistics,  only  a  few  of  which 
have  anything  to  do  with  gender. 

I  use  the  Internet  daily.  I  read 
and  send  electronic  mail  several 
times  a  day.  I  keep  up  with  five  to 
10  of  the  20,000  Usenet  news- 
groups.  I  may  spend  a  few  minutes 
researching  something  on  the  Web 
or  visiting  a  favorite  puzzle  site. 

I  use  a  couple  of  FTP  clients  to 
transfer  files  between  my  com¬ 
puter  and  various  file  servers 
around  the  world. 

Lately,  I’ve  been  using  a  special¬ 
ized  Telnet  client  to  access  a  MUD 
that  allows  me  to  play  Scrabble  on¬ 
line  against  other  human  players. 

None  of  these  activities  is  inher¬ 
ently  gender-oriented,  yet  I  don’t 
feel  that  I’ve  been  missing  any¬ 
thing. 

Susan  Hoover 
Houston 
hoover@  comp  userve.  com 

A  defense  -  yes,  really  - 
of  America  Online  service 

In  the  recent  article  [“E-mail 
flood  creates  logjam  at  America 
Online,”  CW,  April  14],  Zona  Re¬ 
search,  Inc.  analyst  Barbara  Ells  is 
quoted  as  saying,  “This  is  another 
indication  of  [America  Online’s] 
network  falling  apart.” 

Also,  the  article  states  that  pur¬ 
chasing  CompuServe  Corp.’s  net¬ 
work  would  solve  many  problems, 
because  “CompuServe  has  a  better 
infrastructure  and  a  much  more 
scalable,  Internet  standards-based 


network.”  In  my  opinion,  that  is  a 
very  uninformed  analysis.  Ameri¬ 
ca  Online  does  react  to  problems 
—  E-mail  or  otherwise  —  but  it 
never  stops  planning  for  additional 
capacity.  What  other  E-mail  system 
can  handle  10  million  messages  a 
day?  I  can  say  with  a  great  deal  of 
confidence  that  CompuServe  can’t. 

I  believe  most  of  America  On¬ 
line’s  problems  have  sur¬ 
faced  when  conditions  oc¬ 
cur  under  loads  that  can 
never  be  created  in  a  test 
environment. 

It’s  easy  to  take  potshots 
at  America  Online,  but 
first  consider  what  it  has  already 
accomplished. 

Jon  Arnett 
Omaha 
jramett@aol.com 

Enough  with  glass  ceilings 

Leilani  Allen’s  column,  “Set¬ 
ting  some  rules  for  vendors’ 
tactics,”  [CW,  May  5]  should  have 
been  titled  “Setting  some  rules  for 
hiring  competent  people.” 

Once  again,  Allen  has  managed 
to  paint  a  victim  scenario  using 
what  in  my  mind  seems  to  be  a 
case  of  ineffective  communication 
and  management. 

Witness  poor  Allison,  vice  presi¬ 
dent  of  technology  planning, 
whose  problems  are  (gasp)  “not 
having  enough  resources”  and 
“finding  out  too  late.” 

It  occurs  to  me  that  anyone  with 
that  title  should  be  able  to  get  the 
resources  and  stay  in  the  loop  —  or 
probably  should  not  have  the  posi¬ 
tion. 

I  can’t  help  but  feel  that  Alli¬ 
son’s  glass  ceiling  was  set  a  little 
too  high. 

Michael  Stewart 
Freehold,  N.J. 


Eliminating  spam  would 
relieve  bandwidth  crunch 

John  gantz’s  column  [“The 
coming  bandwidth  crunch,” 
CW,  April  28]  makes  a  point  that  is 
not  only  inarguable,  but  also  obvi¬ 
ous. 

However,  he  didn’t  address 
some  of  the  obvious  ways  to  allevi¬ 
ate  (but  not  cure)  the 
problem.  A  large 
part  of  the  growth  in 
traffic  is  in  the  form 
of  spam:  bulk,  unso¬ 
licited  E-mail  that 
the  recipient  simply 
discards.  This  usually  comes  with 
forged  headers,  making  it  difficult 
to  get  off  the  victim  list. 

A  new  mail  protocol  that  would 
provide  an  unforgeable  audit  trail 
would  go  a  long  way  toward  allevi¬ 
ating  that  problem. 

Another  fix  to  the  spam  problem 
would  be  to  explicitly  outlaw  spam 
and  make  forged  headers  a  felony. 
A  similar  law  for  junk  faxes  seems 
to  be  working  well. 

Of  course,  such  a  law  should 
require  an  E-mail  address  as  the 
contact  rather  than  a  telephone 
number. 

Shmuel  (Seymour  J.)  Metz 
Annandale,  Va. 

Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  Johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  500  Old 
Connecticut  Path,  Framingham, 
Mass.  01701.  Fax  number: 

(508)  875-8931;  Internet: 
letters@cw.com.  Please  include 
an  address  and  phone  number 
for  verification. 
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Postal  Service’s  technology  budget  misdelivers 

Gary  H.  Anthes 


Hill  e  lose  money  on  every  item  we  sell,” 

the  old  joke  goes,  “but  we  make  it 
up  on  volume.” 

The  U.S.  Postal  Service,  which  is  expected  to  finish 
next  year  $1.4  billion  in  the  red,  recently  outlined  to  Con¬ 
gress  a  strategy  for  growth,  both  in  its  traditional  snail 
mail  markets  and  in  new  products  such  as  E-mail  and 
encrypted  digital  postmarks. 


Pounded  by  competition  from  E-mail, 
faxes,  electronic  data  transfers  and  deliv¬ 
ery  services  such  as  FedEx,  the  Postal  Ser¬ 
vice  is  running 
scared.  From  1988  to 
1994,  it  lost  $6  bil¬ 
lion  in  revenue  to 
competitors. 

It  sees  electronic 
services  as  one  way 
to  regain  lost  busi¬ 
ness.  “Growth  is 
what  sustains  our 
network,”  Postmaster  General  Marvin 
Runyon  told  a  House  committee. 


The  Postal  Service  could 
end  up  with  money-losing 
deliveries  to  places  such 
as  Ted  Kaczynski's  cabin. 


Runyon  asserted  the  growth  man¬ 
date  as  a  kind  of  self-evident  truth, 
like  it  had  come  right  out  of  the  U.S. 
Constitution.  But  why  should  the 
Postal  Service  grow?  Why  should  it  care 
about  market  share?  The  quasi-federal 


agency  isn’t  a  Fortune  500  company  with 
obligations  to  shareholders. 

The  answer,  it  says,  is  that  it  must  pro¬ 
tect  its  revenue  base  in  order  to  fulfill  a 
legal  mandate  to  offer  universal  service  at 
a  low,  uniform  rate.  For  32  cents,  a  brave 
postal  person  on  a  mule  will  carry  your 
first-class  letter  to  the  bottom  of  the 
Grand  Canyon.  If  private  carriers  such  as 
MCI,  America  Online  and  FedEx  skim 
off  the  revenue  cream,  the  argument 
goes,  the  Postal  Service  will  end  up  with 
the  money-losing  deliveries  to  places 
such  as  the  Grand  Canyon  and  Ted 
Kaczynski’s  cabin. 

But  in  truth,  the  Postal  Ser¬ 
vice’s  biggest  financial  prob¬ 
lem  —  and  its  greatest  tech¬ 
nological  opportunity  —  is  on 
the  cost  side  of  the  ledger. 
Last  year,  operating  expenses 
rose  4.7%  while  revenue 
gained  just  3.9%. 

Despite  multibillion-dollar 
expenditures  on  automation 
stretching  back  15  years,  labor  still  takes 
80  cents  of  every  dollar  spent  on  postal 
operations.  A  mere  1%  reduction  in  labor 
costs,  which  are  expected  to  rise  6%  this 
year,  would  add  more  than  $400  million 
to  the  Postal  Service’s  bottom  line. 


Assuming  a  very  ambitious  profit  mar¬ 
gin  of  10%  on  those  new  electronic  ser¬ 
vices,  the  services  would  have  to  generate 
revenue  of  at  least  $4  billion  to  have  the 
same  impact  as  labor  cost  reductions. 
That  isn’t  likely  any  time  soon. 

In  any  case,  the  ability  of  the  $56  bil¬ 
lion  postal  gorilla  to  outmaneuver  the 
nimble  and  aggressive  technology  sector 
is  highly  doubtful.  The  Postal  Service’s 
E-mail  service,  E-com,  flopped  in  the  ear¬ 
ly  1980s  when  it  couldn’t  be  priced  low 
enough  to  attract  customers.  And  its 
Postal  Buddy  electronic  kiosk  was  un¬ 
plugged  in  1993  after  less  than  a  year  of 
service. 

The  Postal  Service  plans  to  invest 
$3.6  billion  through  2001  in  labor-saving 
technology  improvements  such  as  high¬ 
speed  sorting  and  bar-coding  equipment. 
That’s  just  where  its  techno-dollars 
should  go,  not  into  the  kind  of  electronic 
services  that  can  be  provided  so  ably  by 
the  private  sector. 

“Revenue  growth  and  cost  control  are 
essential,”  Runyon  told  the  House  com¬ 
mittee.  He  had  it  half  right.  □ 


Anthes  is  Computerworld's  senior  editor, 
special  reports.  His  Internet  address  is 
gary_anthes@cw.com. 


Anonymous  E-mail  fans  flames  of  corporate  conflict 

Michael  Schrage 


PC  Corp.  (not  its  real  name)  had  a  problem  with 
anonymity  that  was  driving  top  managers  crazy. 
A  rogue  piece  of  software  appeared  on  the  net¬ 
work  that  let  employees  send  anonymous  E-mail  mes¬ 
sages.  There  was  a  rash  of  sexually  suggestive  —  and 
even  obscene  —  E-mail  sent  to  female  employees. 


Unpopular  managers  received  insult¬ 
ing  E-mail  appraisals  of  their  personal 
style  and  professional  performance. 

More  ominously,  several  messages  de¬ 
tailed  serious  problems  with  PC  Corp.’s 
key  projects.  Like  kerosene  poured  on  a 
smoldering  fire,  these  anonymous  acts 
ignited  once-covert  resentments  and 
turned  them  into  openly  burning  issues. 
While  half  the  company  was  thrilled  that 
anonymity  raised  these  problems  for  cor¬ 
poratewide  discussion,  the  other  half  was 
furious  that  the  leakers  couldn’t  be  found 
and  punished. 

Ultimately,  PC  Corp.’s  top  managers 
pulled  the  plug  on  its  global  E-mail  sys¬ 
tem,  rewrote  its  network  software  to  as¬ 
sure  that  all  messages  could  be  tracked 
and  issued  edicts  that  forbade  anonymity 
on  the  intranet.  The  traffic  that  now  flows 


on  PC  Corp.’s  net  is  excruciatingly  polite. 

This  example  is  hardly  fictitious;  it’s  an 
unhappy  composite  of  real-world  con¬ 
frontations  that  have  occurred  at  several 
Fortune  1,000  companies. 

More  than  any  other  E-mail  issue,  ano¬ 
nymity  provokes  heated  debate.  The 
"right”  to  E-mail  anonymity  strikes  at  the 
very  heart  of  values  that  organizations  ei¬ 
ther  cherish  or  try  to  suppress.  Some  or¬ 
ganizations  see  anonymity  as  a  healthy, 
essential  part  of  their  internal  dialogue,  a 
mechanism  that  promotes 
free  and  unfettered  com¬ 
ment.  Others  see  it  as  a 
sleazy  software  mask  that 
lets  mischief-makers  and 
malcontents  get  away  with 
taking  cheap  shots  at  peo¬ 
ple  who  have  the  guts  to 


sign  their  names  to  their  messages. 

At  a  giant  aerospace  manufacturer  in 
the  Northwest,  for  example,  managers 
are  grateful  that  their  brainstorming  soft¬ 
ware  encourages  anonymous  contribu¬ 
tions.  “If  we  had  to  attach  our  names  to 
our  suggestions,  I  think  people  would  be 
less  forthcoming,”  insists  one  engineer 
there  who,  yes,  asked  not  to  be  identified. 
The  culture  of  the  company,  he  argues, 
makes  it  difficult  for  younger  engineers 
to  publicly  make  comments  critical  of  se¬ 
nior  engineering  decisions.  The  fact  that 
anonymity  effectively  subsidizes  the  ex¬ 
isting  culture  rather  than  encouraging 
a  more  open  and  honest  exchange  of 
ideas  is  dis¬ 
missed  as  politi¬ 
cally  unrealistic. 

The  issue  be¬ 
comes  even 
more  intense 
when  one  con¬ 
siders  the  speed 
at  which  organi- 


E-mail  anonymity  strikes 
at  the  very  heart  of 
corporate  values. 


zations  are  linking  their  E-mail  networks 
in  hopes  of  creating  virtual  corporations 
and  accelerating  the  flow  of  vital  data. 

Companies  are  hooking  up  E-mail  net¬ 
works  with  key  customers  and  suppliers. 
Suppose  a  customer  permits  and  even 
encourages  anonymous  messages,  while 
its  supplier  forbids  them.  When  these 
two  companies  collaborate  on  a  project, 
whose  E-mail  protocol  should  win? 

Ironically,  the  ability  to  E-mail  may 
lead  more  to  a  hostile  clash  of  values  than 
to  the  desired  goal  of  better  communica¬ 
tions.  Privacy  is  relative;  anonymity  is  an 
absolute. 

Market  forces  have  created  innovations 
for  anonymity.  Remailers  can  “launder” 
messages  in  ways  that  completely  obliter¬ 
ate  their  origins.  Although  companies 
can  use  remailers  to  send  anonymous 
messages,  there  are  no  known  Fortune 
500  companies  that  provide  such  remail¬ 
ers  internally. 

What  would  improve  open  and  honest 
communications  in  your  organization? 
Anonymity  or  attribution?  Ummm,  how 
do  you  know?  □ 

Schrage  is  a  research  associate  at  the  MIT 
Media  Lab  and  author  of  No  More  Teams! 
His  Internet  address  is  schrage@  media. 

mit.edu. 


Your  intranet  has  to  run  on  what  you  have. 
Your  browser  has  to  make  it  run  better. 


Microsoft’  Internet  Explorer  runs  on  the 
platforms  in  your  business.  The  difference 
is,  it  also  works  with  them.  That’s  because 
it’s  not  a  one-size-fits-all  browser  interface. 
Internet  Explorer  is  designed  to  take  full 
advantage  of  the  native  technology  of  each 
platform  you  use.  That’s  a  step-by-step 
process.  Starting  with  the  home  team: 
Windows* 95.  Windows  3.1.  Windows  NT*. 
Then  the  Macintosh.  And  in  our  next 
version,  UNIX.  So  whatever  the  platform, 
your  users  get  to  see  more  of  everything 
on  the  Internet  and  intranet.  Browser 
weirdness  goes  away.  And  you’ve  got  a 
browser  that  makes  it  simple  to  see  your 
intranet  on  whatever  you  have,  put 
what  you  want  into  it,  and  run  it  the  way 
you  want. 


Where  do  you  want  to  go  today? 


www.microsoft.com/ie/ 


©1997  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  Windows.  Windows  NT  and  Where  do  you  want  to  go  today?  are  registered  trademarks  and  the  Microsoft  Internet  Explorer  logo  is  a  trao-i  .  *■  _ 
Other  product  and  company  names  used  herein  may  be  trademarks  of  their  respective  owners. 
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Each  and  every  day,  thousands  of 


businesses  build  their  sites  on 
the  Internet  and  wonder:  When 
does  the  excitement  begin? 
Where  are  the  new  customers, 
the  improved  relationships, 
the  lower  overhead?  Surprise, 
surprise.  You  cant  expect  it  to 
happen  automatically. 


yippeee... 
we’re  on  the 
Internet! 
now  what?’ 


solution 


It  takes  a  solution.  The  good  news 
is,  a  call  to  IBM  can  help  put 
things  in  motion.  IBM  Internet 
solutions  provide  a  unique 
combination  of  technology, 
professional  services  and  know¬ 
how  that’s  enabling  a  world 
of  e-business  opportunities, 
changing  the  way  business  is 
done.  Here  are  a  few  customers 
already  reporting  results: 

Japan  Airlines:  uses  Internet 
reservations  to  boost  ticket 
revenue  by  $4  million. 

NHL’:  online  store  attracts  more 
than  a  million  hits  per  month. 

Arena  di  Verona:  online  ticketing 
expands  opera  house  audience. 

Supervox:  French  wholesaler 
finds  an  $8  million  opportunity 
in  previously  untapped  market. 

Find  out  how  the  Internet  can 
transform  your  business. 
Just  drop  by  www.ibm.com/ 
internetsolutions  or  give  us  a 
call  at  1  800  IBM-7080,  ext. 
NC01,  for  our  free  brochure 
on  commerce  solutions. 


Solutions  for  a  small  planet  " 


^Vteor’s 


Bearing  World  Burdens 


For  nearly  a  decade,  much  ado  has  been  made  of  customer  loy¬ 
alty.  Companies  have  dumped  millions  into  their  customer  ser¬ 
vice  systems  to  effectively  answer  and  even  anticipate  customer 
questions,  fix  problems  and  create  solutions.  In  its  annual  survey 
of  IS  management  issues  last  year,  Computer  Sciences  Corp. 
found  customer  service  to  be  the  No.  1  initiative  for  the  major¬ 
ity  of  new  systems  development  in  North  America  and  Europe. 

But  after  all  these  years,  companies  that  have  mastered  cus- 


Global  Met  Knits 
East  to  West 
at  Liz  Claiborne 


tomer  service  are  still  the  exception  -  certainly  not  the  rule. 
Even  with  state-of-the-art  call  centers,  24-hour  availability  of 
Web-based  help  systems  and  problem-sharing  systems,  you  still 
need  to  instill  an  "attitude"  of  service  and  find  a  way  to  moti¬ 
vate  support  representatives.  IT  plays  a  major  role,  but  some¬ 
where  along  the  way  science  must  give  way  to  charisma. 

The  game  gets  tougher  for  global  companies  with  cus¬ 
tomers  around  the  world.  With  the  trend  toward  call  center 
consolidation,  they  tangle  with  multilingual  call-routing  sys¬ 
tems,  multiple  countries'  telecom  and  currency  systems  and 
cultural  differences  that  refuse  to  be  mollified. 

It  doesn't  get  any  easier  on  the  receiving  end,  particularly 
when  it  comes  to  software  support.  Software  providers  have 
done  a  good  job  gaining  international  accounts,  but  they're 
still  wrestling  with  worldwide  support.  The  biggest  issue: 
finding  business  models  that  enable  local  service  providers  to 
share  in  the  revenue. 

In  this  issue,  we  explore  how  global  innovators  are  allevi¬ 
ating  their  support  burden.  From  the  sounds  of  it,  there's  still 
lots  of  work  to  be  done. 
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APPAREL  GIANT 
LINKS  U.S.  DESIGNERS 
WITH  MILLS 
IN  HONG  KONG 


What  do  you  do  if  your  Man¬ 
hattan  model  can’t  fit  into  a 
factory  sample  garment  that 
just  came  in  from  Hong  Kong? 
If  you’re  Liz  Claiborne,  Inc.,  a 
$2  billion  apparel  and  acces¬ 
sories  giant  based  in  the  U.S., 
information  technology  has  a 
lot  to  do  with  the  answer. 

Three  years  ago,  North 
Bergen,  N.J.-based  Liz  Clai¬ 
borne  faced  a  problem  similar 
to  that  confronting  other  U.S. 
garment  makers.  Designs  origi¬ 
nate  in  the  U.S.,  but  produc¬ 
tion  is  often  farmed  out  over¬ 
seas.  Keeping  tabs  on  product 
timing  and  quality  is  a  chal¬ 
lenge  when  contract  mills  and 
factories  are  a  dozen  or  so  time 
zones  away.  And  trimming  cycle 
times  is  a  must,  both  to  cut 
down  excess  inventory  and  to 
have  more  time  to  concentrate 
on  new  fashions. 

Liz  Claiborne  was  also  facing 
declining  profits.  According  to 
company  officials,  the  company 
had  stagnated,  both  in  design 


work  and  business  practices.  In¬ 
ventories  were  high,  and  the 
time  was  ripe  for  a  top-down 
change.  The  result:  LizFirst,  a 
project  intended  to  transform 
the  company  into  one  that’s 
first  in  responsiveness,  service 
and  total  value.  A  critical  piece 
of  that  project  was  an  invest¬ 
ment  in  IT,  according  to  John 
Thompson,  Liz  Claiborne’s 
chief  information  officer. 

The  major  goals  of  LizFirst 
were  to  reduce  excess  inventory 
by  50%,  reduce  cycle  time  in 
major  business  processes  by 
25%,  increase  responsiveness  to 
customers  and  improve  timeli¬ 
ness  and  accuracy  in  shipments. 

Two  years  into  the  project,  the 
company  is  about  70%  of  the 
way  toward  its  goal  of  slashing 
$  1 00  million  in  operating  costs. 
It  is  also  meeting  cycle  time  re¬ 
ductions  in  most  of  its  business 
processes,  Thompson  said.  The 
savings  have  come  primarily 
from  payroll  management, 
renegotiated  freight  agreements, 
facilities  management  and  li¬ 
censed  divisions. 

A  key  component  of  LizFirst 
was  to  streamline  textile  pro¬ 
duction  and  develop  garment 
patterns  and  specifications  in  a 
standard  format.  Before  the 
project,  a  great  deal  of  the  de¬ 
sign  process  was  manual,  ac¬ 
cording  to  Kathryn  Shipman, 
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KATHRYN  SHIPMAN  SAYS 
LIZ  OJpORNE  WOULD 
LIKElDtSIGN  IMAGES 
DELIVERED  RIGHT  TO  THE 
HONG  KONG  MILLS 
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are  combined  to  offer  speeds  of 
up  to  448K  bit/sec.,  Shipman 
said.  Where  ISDN  service  is  not 
available,  the  images  are  sent 
over  analog  lines  at  rates  up  to 
90K  bit/sec.,  she  said. 

For  the  pilot,  local  Liz  Clai¬ 
borne  staffers  bring  tape  copies 
of  the  CAD  files  to  factories 
that  use  CAD  or  print  them  out 
for  factories  that  don’t.  Ulti¬ 
mately,  Liz  Claiborne  would 
like  to  see  the  images  delivered 
to  the  mills,  Shipman  said. 


MAKING  IT  FIT 

Liz  Claiborne  also  uses  the 
DuPont  ESnet  service  to  facili¬ 
tate  “fit  sessions,”  during  which 
a  live  model  tries  on  a  factory 
garment.  Before,  if  a  sample 
from  Hong  Kong  was  too  big 
on  a  model  in  Manhattan,  de¬ 
signers  had  to  write  out  detailed 
instructions  describing  which 
alterations  to  make.  Now,  Ship- 
man  said,  designers  can  snap  a 
digital  photo  of  the  garment, 
annotate  it  in  U4ia  and  then, 
using  DuPont  ESnet  s  Image 


Link  software,  send  the  image 
to  the  manufacturing  office. 
They  can  also  shoot  a  video  clip 
to  show  a  tricky  alteration. 

To  standardize  pattern  specs, 
Liz  Claiborne  has  begun  rolling 
out  Style  Manager  by  Animated 
Images,  Inc.  in  Camden, 

Maine.  This  software  combines 
a  vector-based  drawing  package 
with  an  Oracle  Corp.  database 
for  storing  pattern  designs  and 
specifications.  All  information 
needed  to  produce  a  particular 
style,  such  as  color  and  fabric, 
starts  in  Style  Manager. 

Now,  under  a  pilot  that  began 
early  last  year  in  two  of  the  nine 
apparel  divisions,  manufactur¬ 
ing  reps,  design  liaisons  and  the 
mills  in  Asia  can  access  the  files 
stored  on  a  Hewlett-Packard 
Co.  HP  9000  server  in  New 
Jersey  via  their  desktop  PCs,  us¬ 
ing  a  frame-relay  service  offered 
by  Infonet  Services  Corp.  These 
staffers  work  with  manufactur¬ 
ing  and  product  development 
staffers  in  the  U.S.  to  ensure  Liz 
Claiborne  gets  the  quality  it 
needs  from  its  contracted  fac¬ 
tories  in  the  region. 

“As  we  implement  Style 
Manager,  they  will  have  access 
to  that  data  any  time  they 
need  it,”  said  Tim  Loftus, 
data  communications  man¬ 
ager  at  Liz  Claiborne.  “They 
won’t  have  to  wait  for  an 
E-mail,  which  can  take  a  long 
time,  especially  with  the  time 
difference.” 

Liz  Claiborne  also  uses  In- 
u,  fonet’s  frame-relay  service,  a 
2  recent  major  upgrade  of  its 
z  connectivity  in  the  region,  for 
£  applications  such  as  electronic 
<  mail  and  faxing,  Loftus  said. 

£  Please  turn  to  next  page 
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world  view 

LATIN  AMERICA 
GETS  CAUGHT 
UP  IN  'NET 

StarMedia  aims  fresh 
content  at  Latin 
American  Internet  fans 

by  Jeffrey  d.  zbar 


director  of  corporate  computer- 
aided  design  (CAD).  But  time 
is  of  the  essence:  Because  most 
of  Liz  Claiborne’s  divisions  cre¬ 
ate  fashion  lines  four  seasons  a 
year,  they  must  work  in  three- 
month  time  periods.  “There  are 
many  processes  that  are  being 
broken  down  into  shorter  cy¬ 
cles,  so  we  have  more  time  to 
research  better  designs,”  Ship- 
man  said.  “We  are  reallocating 
our  time.” 

Today,  a  global  network  knits 
together  designers  on  the  East 
Coast  with  manufacturing  rep¬ 
resentatives  in  the  Far  East.  For 
textile  design,  Liz  Claiborne 
standardized  on  U4ia  from 
Computer  Design,  Inc.  in 
Grand  Rapids,  Mich.,  as  its 
CAD  package,  Shipman  said. 
The  software  was  installed  in  all 
its  divisions  last  year. 

CAD  images  are  shipped  to 
manufacturing  offices  in  Asia 
over  an  ISDN  connection, 
through  a  pilot  project  with 
DuPont  ESnet,  a  subsidiary  of 
DuPont  Co.  Several  ISDN  lines 
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Continued  from  page  5 
The  hub  in  Hong  Kong  is 
connected  to  Infonets  frame- 
relay  network,  as  are  offices  in 
Taiwan;  Djakarta,  Indonesia; 
and  North  Bergen,  N.J.,  said 
Robert  DaGiau,  Infonets  vice 
president  of  transport  services. 
In  countries  such  as  Sri  Lanka, 
where  the  telecom  infrastruc¬ 
ture  is  not  sophisticated 
enough  to  support  frame  re¬ 
lay,  Liz  Claiborne  is  using  a 
direct  X.25  connection,  Da¬ 
Giau  said.  Liz  Claiborne’s  hub 
in  Hong  Kong  can  pass  traffic 
back  and  forth  to  the  X.25 
sites  through  Infonets  X.25- 
to-ffame-relay  gateway. 

Over  the  next  year  or  two, 
Liz  Claiborne  hopes  to  use  the 
frame-relay  service  to  give  its 
250  workers  in  the  Asia- 
Pacific  region  access  to  elec¬ 
tronic  data  interchange  data 
and  other  core  business  sys¬ 
tems,  Loftus  said.  Future  proj¬ 
ects  could  include  building  an 
event  management  system 
that  is  integrated  with  Style 
Manager,  Thompson  said. 

Liz  Claiborne’s  efforts  seem 
to  be  paying  off.  “They’ve  cut 
cycle  time,  they’ve  lowered 
costs,  they’ve  gotten  more  effi¬ 
cient,”  said  Laurence  Leeds, 
managing  director  at  the 
Buckingham  Research  Group 
in  New  York.  This  follows  a 
relative  slump  from  1991  to 
1994.  Chief  Executive  Officer 
Paul  Charron  “improved 
morale  in  the  company  and 
did  a  hell  of  a  job  in  revamp¬ 
ing  the  business.” 

“We’re  trying  to  work  more 
closely  with  our  factories,  and 
we’re  tiying  to  create  this  col¬ 
laboration  of  efforts  within 
Liz  Claiborne.  We  still  have  a 
litde  bit  of  a  ways  to  go,”  Liz 
Claiborne’s  Loftus  added. 


KALIN  IS  AN  IDG  NEWS 
CORRESPONDENT  IN  BOSTON. 


STARMED1A  AIMS 
FRESH  CONTENT  AT 


LATIN  AMERICAN 
INTERNET  FANS 


When  Jack  Chen  suggested 
launching  an  Internet  content 
service  in  China  last  fall,  part¬ 
ner  Fernando  Espuelas  replied, 
“Un  momento,  por  favor.” 
Why  not  Latin  America? 

After  all,  it’s  relatively  homo¬ 
geneous  in  culture  and  lan¬ 
guage.  It’s  also  increasingly 
bonded  by  PC  usage  among 
an  upscale  market,  and  it’s  a 
place  where  a  single  site,  if  po¬ 
sitioned  correctly,  could  cross 
national  borders  as  easily  as 
the  telephone  links  on  which 
the  service  would  be  carried. 
Furthermore,  consumers  and 
government  leaders  through¬ 
out  Latin  America  are  starting 
to  embrace  information  tech¬ 
nology  and  the  Internet,  Chen 
said.  In  1996,  the  Internet 
population  there  grew  to 
2  million  users. 

“Latin  Americans  are  noto¬ 
riously  enthusiastic  con¬ 
sumers  of  technology,”  Chen 
said.  “Fernando  convinced 
me  the  growth  down  there 
was  at  least  as  good  if  not 
better  than  Asia.” 

Latin  America  is  also  vastly 
underserved  by  Internet  con¬ 
tent,  as  are  many  non-English- 
speaking  regions.  Today,  the 
Internet  is  at  least  95%  Eng¬ 
lish  language,  making  it  ripe 
for  language-specific  content 
development,  he  said. 


And  that’s  exactly  what  Chen 
and  Espuelas’s  service  —  Star- 
Media  —  is  all  about.  The  two 
launched  the  service  in  Janu¬ 
ary,  styling  it  after  a  commer¬ 
cial  online  service  such  as 
America  Online  but  without 
the  network  infrastructure, 
meaning  that  users  need  their 
own  Internet  service  provider 
(ISP)  connections.  Since  that 
time,  StarMedia  has  built  its 
user  base  and  hit  counts  to 
more  than  1  million  per 
month,  said  Espuelas,  who 
serves  as  chairman  and  chief 
executive  officer. 

Since  January,  the  company 
has  hired  10  employees,  includ¬ 
ing  field  sales  representatives  in 


Brazil,  Argentina,  Colombia 
and  New  York,  and  contracted 
with  Cambridge,  Mass.-based 
BBN  Planet  to  host  its  site,  pro¬ 
viding  for  fast  and  secure  con¬ 
nections.  “We  can  add  value  on 
the  content  side  —  specifically, 
content  that  builds  a  commu¬ 
nity  where  people  can  be  a  part 
of  something,”  Chen  said. 

Today,  that  content  includes 
chat  rooms;  bulletin  boards;  a 
financial  information  system 
in  Spanish  and  Portuguese;  a 
new  “Imail”  electronic-mail 
system  that  sends  images  and 
post  cards;  and  a  channel  titled 
“Yo  quiero”  (I  want  it),  which 
solicits  suggestions.  Users  need 
an  ISP  connection  and  at  least 
2.0  versions  of  either  Micro¬ 
soft  Corp.’s  Internet  Explorer 
or  Netscape  Communications 
Corp.’s  Netscape  Navigator  to 
access  the  site. 

Most  important,  the  content 


Latin  America  is  vastly 

UNDERSERVED  BY  INTERNET  CONTENT, 
AS  ARE  MANY  NON-ENGLISH-SPEAKING 
REGIONS.  TODAY,  THE  INTERNET  IS  AT 
LEAST  95%  ENGLISH  LANGUAGE. 
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is  fresh  —  not  regurgitated 
from  other  sources.  “Were  not 
duplicating  something  that 
happened  in  the  U.S.  six 
months  ago  and  saying  Latin 
America  can  have  the  bad 
cousin,”  Espuelas  said. 

At  first,  the  network  will  tar¬ 
get  the  upscale  population  and 
develop  specific  content  for 
the  region’s  leading  markets, 
including  Brazil,  Mexico,  Ar¬ 
gentina,  Colombia  and  Chile. 
This  amounts  to  some  15%  of 
the  450  million  people  in  the 
region,  said  Jose  Chao,  former 
publisher  of  e3,  a  Spanish-lan- 
guage  consumer  electronics 
magazine. 

The  growth  potential  looks 
promising,  Chao  said.  Good 
signs  include  an  emerging 
home  computer  market  and 
investment  in  telecommunica¬ 
tions,  which  has  resulted  in  the 
installation  of  fiber-optic  tele¬ 
phone  lines  in  upscale  neigh¬ 
borhoods  and  business  dis¬ 
tricts.  This  should  help 
StarMedia  gain  acceptance  and 
consumer  usage  in  the  region, 
Chao  said.  ISP  subscription 
fees  are  also  on  the  decline, 
dropping  from  nearly  $300  to 
$30  a  month  in  Mexico  City, 
Espuelas  said.  “That  sort  of 
price  degradation  is  very  good 
for  us,  obviously,”  Chen  added. 

BUMPS  IN  THE  ROAD 

The  launch  has  not  been  with¬ 
out  problems.  The  company 
has  experienced  1,000% 
growth  during  the  past  four 
months,  Chen  said,  so  meeting 
capacity  remains  a  challenge. 
Keeping  up  with  traffic  and 
being  able  to  hire  talented  and 
bilingual  staffers  to  create  the 
site  was  offset  in  part  by  basing 
the  company  in  Greenwich, 
Conn.,  where  both  principals 
were  raised. 

And  although  most  urban 
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centers  have  reliable  ISP  ser¬ 
vice  that  approaches  U.S.  lev¬ 
els,  the  market  is  fragmented 
with  many  smaller  players,  and 
reliable  service  can  vary  by 
vendor.  Further,  though 
telecommunications  capacity  is 
growing  throughout  Latin 
America,  “it’s  still  more  diffi¬ 
cult  to  get  additional  phone 
lines  [there]  than  it  is  in  the 
U.S.,”  Chen  said. 

Chen  would  not  speculate  on 
future  expansion  beyond  Latin 
America  —  even  China  —  in¬ 
stead  saying  the  company  will 
focus  on  refining  its  first  net¬ 
work.  China  itself  presents 
plenty  of  obstacles.  In  addition 
to  the  government  itself,  there 
are  also  low  PC  penetration 
and  language  barriers  to  worry 
about. 

But  the  potential  upside  is 
promising.  Being  among  the 
first  in  the  market  with  such  a 
service,  StarMedia  has  cap¬ 
tured  the  “first  mover  advan¬ 
tage”  to  lead  content  and  site 
direction  in  Latin  America,  Es¬ 
puelas  said.  The  next  challenge 
is  to  continue  developing  new 
content  channels  and  to  lure 
advertisers  online.  The  site’s 
business  model  depends  in 
part  on  advertising  revenue.  So 
far,  two  advertisers  are  booked: 
Canal  Fox  and  MindQ,  a 
U.S. -based  educational  soft¬ 
ware  development  company. 

Whatever  happens,  Espuelas 
said,  he  sees  the  Internet  as  a 
great  opportunity  waiting  to 
happen  for  content  providers. 
“It’s  the  only  way  a  true  com¬ 
munity  can  take  shape,  to  be 
open  and  free  and  equally  ac¬ 
cessible  by  everyone.  We  think 
there’s  enormous  opportuni¬ 
ties  for  developing  markets,” 
Espuelas  said. 

ZBAR  IS  A  FREELANCE  WRITER  IN 
CORAL  SPRINGS,  FLA. 


NOTES  FROM  AROUND  THE  GLOBE 


EAST  AFRICA 

■  There  are  500,000  comput¬ 
ers  in  East  Africa.  Sixty-five 
percent  are  in  Kenya;  the  rest 
are  spread  equally  between 
Tanzania  and  Uganda. 

*  ■The  annual  growth 
rate  of  the  IT  market 
S'-  js  750/0.  The  highest 
growth  is  in  Uganda. 
■  There  are  6,000 
active  Internet 
users  in  Kenya,  2,000  in 
Uganda  and  1,200  in  Tanza¬ 
nia.  The  annual  growth  rate 
of  Internet  usage  in  the  re¬ 
gion  is  100%. 

■  In  the  past  year,  Kenya  has 
become  the  regional  head¬ 
quarters  of  IBM,  Compaq, 

Dell,  Microsoft,  Digital,  Ora¬ 
cle,  Corel  and  Apple. 

SOURCE:  UPSTART  LTD.,  AN  IDG 
LICENSEE  IN  EAST  AFRICA 

THE  RUSSIAN 
FEDERATION 

■  Continued  growth  of 
Western  companies  leaves 
less  space  for  Russian  soft¬ 
ware  in  local  and  export 
software  markets.  While 
Russian  companies  exported 
about  $30  million  worth 

of  packaged  software  a  few 
years  ago,  that  has  shrunk 
to  less  than  $15  million 
today. 

■  Five  years  ago,  there  were 
more  than  200,000  program¬ 
mers  in  Russia.  Today  there 
are  50,000  to  60,000. 

’  "Only  10  to  20 
Russian  software 
companies  produce 
shrink-wrapped 
software.  There  are 
also  about  100  to 
120  small  and  midsize  com¬ 
panies  that  produce  custom 
software  and  50  to  70  sys¬ 
tems  integration  companies. 


■  Software  piracy  is  in  the 
90°/o  range. 

■  About  4,000  to  5,000  stu¬ 
dents  graduate  with  university 
degrees  in  computer  science 
annually.  Only  10%  find  work 
specializing  in  computers. 

■  A  good  salary  for  a  Russian 
programmer  is  about  $12,000 
per  year  but  can  vary  from 
$4,000  to  $24,000  per  year. 

SOURCE:  JEANETTE  B0RZ0,  PARIS  BU¬ 
REAU  CHIEF,  IDG  NEWS  SERVICE,  AND 
MARC  FERRANTI,  NEW  YORK  CORRE¬ 
SPONDENT,  IDG  NEWS  SERVICE 
(THESE  FIGURES  WERE  COLLECTED 
IN  1996  AND  ARE  BASED  ON 
CONVERSATIONS  WITH  RUSSIAN 
RESELLERS,  VENDORS,  PROGRAM¬ 
MERS  AND  ANALYSTS) 


ASIA-PACIFIC  REGION 

■The  Asia-Pacific  PC  market, 
excluding  Japan,  reached 
more  than  7.4M  units  in 
1996,  up  from  more  than 
5.4M  units  in  1995.  This  rep¬ 
resents  a  36.5%  com¬ 
pound  annual  growth 
rate  (CAGR).  Dataquest 
expects  this  market  to 
hit  more  than  9M  ^  ^ 

units  and  grow 
by  only  22%  in 
'97. 

■  Korea,  Australia,  Taiwan  and 
Hong  Kong  account  for  more 
than  half  of  total  regional 
unit  sales  annually  in  the 
Asia-Pacific  region.  t 

■  China  was  the 
hottest  market  in  the 
region,  growing  by 
53%  CAGR  in  '96.  It 
outpaced  Australia  to 
become  the  second-largest 
market  in  the  region. 

■  The  Australian  PC  market 
slowed,  growing  only  10% 
in  '96.  Taiwan  also  suffered 
low  growth  of  14%. 

SOURCE:  DATAQUEST  HONG  KONG 
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THE  SUPPORT 
BURDEN 


Software  Support: 

Who  Carries  Whom? 

Jk 

M  s  a  global  company,  you  probably  have  little  trouble  per- 
suading  vendors  to  sell  you  software  licenses  for  even 
Jf  «.  the  most  far-flung  outposts  of  your  company.  But 

m  will  those  same  vendors  support  all  those  locations? 

And  with  what  level  of  quality? 

Although  the  leading  software  vendors  have  done  a  good  job  gain¬ 
ing  a  larger  percentage  of  international  business,  they  are  still  wrestling 
with  just  how  to  provide  better  global  support.  The  job  today  is 
falling  mostly  into  the  hands  of  a  central  information  technology 
staff,  which  needs  to  stitch  together  a  patchwork  strategy,  depend¬ 
ing  on  the  suppliers,  software  and  locations  involved.  “Sometimes 
an  IS  department  assumes  responsibility,  sometimes  a  company  will 
make  support  part  of  [a  purchase  agreement]  for  a  large,  mission- 
critical  application.  In  some  cases  they  outsource,  and  in  others  they 
just  stick  their  heads  in  the  sand,”  said  Carter  Lusher,  vice  president 
and  research  director  for  customer  service  and  support  strategies  at 
Gartner  Group,  Inc.  in  San  Jose,  Calif. 

One  company  that’s  definitely  got  its  head  above-sand  is  British- 
American  Tobacco  Co.  According  to  Agnes  Mak,  Hong  Kong-based 
management  services  manager  at  the  company,  taking  into  account 
the  support  requirements  of  local  operations  is  one  of  the  biggest 
challenges  information  systems  teams  face  when  putting  together 
standardized,  companywide  systems.  “You  need  to  check  whether  that  ven¬ 
dor  has  sufficient  support  available  for  local  operations,”  said  Mak,  who  has 
18  years’  experience  working  in  multinational  companies  around  the  world. 

IBM,  for  instance,  gives  an  international  volume-purchase  discount  to  the 
head  office  of  a  company,  which  allows  its  regional  operations  to  purchase  their 
[systems]  locally.  “  I  hat  means  the  local  IBM  office  is  winning  some  business 

Please  turn  to  page  14 
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RECEIVING  IT  BY  KATHLEEN  GOW 


Scoring  a  multinational  contract  is  cause  for  celebration.  But  too  many 
firms  would  rather  sweep  the  after-sales  issue  under  the  rug:  how  to 
support  customers  in  dozens  of  locations  worldwide.  And  on  the  buying 
end,  how  do  you  ensure  your  software  vendor  can  do  the  same?  Especially 
as  global  firms  standardize  on  worldwide  systems,  they  must  ensure 
consistent  software  support.  We  explore  both  sides  of  the  issue  below. 


Anytime,  Anywhere 
—  Noway,  Nohow 
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■  M  m  hen  a  $7  billion  U.S. -based  consumer  products 

i»  §  If  company  needed  to  build  a  call  center  in  Europe 

vUf  to  handle  its  customers  in  Western  Europe,  Switzer- 
11  land  seemed  a  natural  choice.  Because  both  French 
and  German  dialects  are  spoken  there,  company  officials  reasoned  it 
would  be  easier  to  staff  the  300-person  center  with  speakers  of  the  ma¬ 
jor  European  languages. 

“The  problem  was  that  the  Parisians  are  very  sensitive  to  accents, 
and  they  didn’t  appreciate  some  Swiss  French  speaker  giving  them  ser¬ 
vice,”  said  Carter  Lusher,  research  director  for  customer  service  and 
support  strategies  at  Gartner  Group,  Inc.  in  San  Jose,  Calif.  So  the  firm 
had  to  build  a  second,  smaller  call  center  on  the  outskirts  of  Paris. 

The  story,  Lusher  and  other  analysts  said,  perfectly  illustrates  the 
double-edged  problem  global  firms  face  when  providing  customer 
service  across  international  boundaries.  In  order  to  provide  more 
consistent  service  as  well  as  cut  costs,  more  and  more  companies 
feel  compelled  to  consolidate  their  call  center  operations  in  a  hand¬ 
ful  of  locations.  Yet  such  regional  solutions  may  fail  to  account  for 
local  cultural  differences  that  play  a  critical  role  in  determining  how  firms 
should  treat  their  customers. 

Plus,  some  vendors  still  struggle  with  how  to  account  for  revenue  in  this  sup¬ 
port  model,  said  Chris  Hjelm,  vice  president  of  worldwide  revenue  and  clear¬ 
ance  systems  at  Federal  Express  Corp.  “If  I  do  an  enterprise  sale  out  of  the  U.S., 
then  the  U.S.  team  will  get  credit  for  that  sale.  If  they’re  not  allocating  that  rev¬ 
enue  worldwide,  then  other  sites  tend  not  to  be  as  responsive,”  he  said. 

Such  problems  don’t  crop  up  solely  around  questions  of  call  center  man¬ 
agement.  Self-help  sites  based  on  the  World  Wide  Web  can  give  remote  cus¬ 
tomers  access  to  critical  product  data  and  software  patches.  But  few  of  these 

Please  turn  to  page  12 
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ILLUSTRATIONS  BY  LARRY  GOODE 


the 


does  anyone 


in  this 


company 


have  any  idea 
what’s  going  on?’  ’ 

solution 


Your  people  are  your  greatest 
asset.  Getting  them  to  work 
together  better  isn’t  just  more 
efficient.  It’s  more  profitable. 

But  where  should  you  begin? 
Just  call  IBM.  We’ve  helped  all 
kinds  of  companies  erase  time 
differences,  so  that  every  office, 
everywhere,  is  able  to  access 
up-to-the-minute  information. 
Using  Lotus  Domino™  and  the 
IBM  Global  Network™  we’ve 
helped  them  tighten  business 
processes,  all  while  maximizing 
their  existing  investments. 

That’s  the  power  you  get  with  an 
IBM  Internet  solution,  a  unique 
combination  of  technology, 
professional  services  and  know¬ 
how  that’s  enabling  a  world  of 
e-business  opportunities. 

Find  out  how  the  Internet  can 
improve  your  productivity. 
Just  drop  by  www.ibm.com/ 
internetsolutions,  or  give  us  a 
call  at  1  800  IBM-7080,  ext. 
NC03,  for  our  free  brochure 
on  intranet  solutions. 


Solutions  for  a  small  planet” 


fund  Center  serves  customers  worldwide 
and  operates  in  24  languages  as  diverse  as 
Japanese,  Arabic  and  Thai. 

Most  Thomas  Cook  operators  are  trained 
to  recognize  the  language  being  spoken  and 
pass  the  call  along  to  the  appropriate  oper¬ 
ator,  said  Tony  Ackroyd,  the  refund  center 
manager.  Call  details  are  entered  into  an 
Object  Design,  Inc.  database,  which  the  op¬ 
erator  can  query  for  details  of  the  original 
purchase.  In  the  few  instances  when  a  caller 
speaks  an  unsupported  language,  such  as 
an  African  language,  Thomas  Cook  pays  to 
use  an  AT&T  three-way  call,  with  simul¬ 
taneous  interpretation  service. 

While  companies  such  as  Thomas  Cook 
are  shutting  down  call  centers,  others  are 
improving  the  ability  of  diverse  centers  to 
share  as  much  data  as  possible.  Hewlett- 
Packard  Co.  is  replacing  its  10- 
year-old  knowledge-sharing 
system,  which  links  34  call 
centers  in  31  countries,  with 
an  intranet-based  system 
known  as  K-Mine.  The  sys¬ 
tem  serves  thousands  of  HP 
response  center  engineers  as 
well  as  third-party  engineers 
and  individu.il  customers,  who 
access  it  via  Netscape  Com¬ 
munications  Corp.  browsers. 

The  system  is  based  on  a 
Sybase,  Inc.  database  running 
on  HP  Unix  servers,  accord¬ 
ing  to  Paul  Primmer,  support 
technology  lab  manager  for 
HP’s  worldwide  customer  sup¬ 
port  operations  in  Roseville, 
Calif.  Three  redundant  sys¬ 
tems  exist  in  Singapore,  Brussels  and  At¬ 
lanta,  with  the  information  shared  via  a 
Sybase  replication  engine. 

The  new  system  houses  documentation 
on  more  than  20,000  parts  and  products, 
with  detailed  diagrams  available  on  about 
30%  of  those  parts.  It  also  stores  thou¬ 
sands  of  “solution”  documents  entered  by 
call  center  personnel  from  around  the 
world  detailing  specific  fixes,  as  well  as 
user  notes  that  field  personnel  submit  in 
real  time  via  the  Web.  The  system  also  al¬ 
lows  the  storage  of  voice  and  video. 

“The  vision  is  to  make  knowledge  avail¬ 
able  anytime,  anywhere,  anyway,”  Primmer 
said.  “Anytime  means  that  its  available  24- 


Providing  the 
Right  Support 


in  guilders,  which  would  in¬ 
volve  fluctuating  currency  ex¬ 
change  rates,  and  people  don’t 
like  that,  said  Arthur  Velasquez, 
product  support  manager  for 
Europe,  the  Middle  East  and  Africa.  De¬ 
spite  such  obstacles,  Velasquez  hopes  to  have 
these  issues  ironed  out  by  year’s  end. 

In  spite  of  all  the  challenges,  global  firms 
press  forward  with  sophisticated  attempts 
to  provide  consistent  service  across  inter¬ 
national  boundaries.  Call  center  consoli¬ 
dation  is  perhaps  the  most  obvious  trend. 
Thomas  Cook  Group  Ltd.,  a  London-based 
financial  and  travel  services  company  that 
supplies  30%  of  the  world’s  travelers  checks 
outside  of  the  U.S.,  recently  consolidated 
its  call  centers  into  a  single  240-person  one 
in  Peterborough,  England.  The  Global  Re- 


ABB  IS  MOVING  TO 

Notes  4.5  so  customers 
will  be  able  to  access 
support  applications 
through  browsers. 
“Customers  appreciate 
it  when  you  can  be 
as  flexible  as  possible.” 
WOLFGANG  VOGT, 

ABB  product  manager 
for  Lotus  Notes 


ctf 

73 

O 


od 

o 

< 

rn 

73 


H 

u 


Continued  from  page  9 
have  yet  to  be  offered  in  multiple  lan¬ 
guages,  and  those  that  have  face  difficult 
translation  issues,  according  to  Lusher.  It 
might  be  OK  to  use  command-oriented 
language  in  dialog  boxes  in  English-speak¬ 
ing  countries.  But  the  same  might  not  be 
true  in  Japan,  where  language  use  is  more 
formalized. 


WHAT  TO  WATCH  OUT  FOR 

There  are  other  pitfalls.  In  some  regions, 
for  instance,  high  tariffs  make  inventory 
costs  prohibitive,  limiting  availability  of 
parts,  according  to  Kurt  John¬ 
son,  an  analyst  at  Meta  Group, 

Inc.  in  Waltham,  Mass. 

Currency  differences  and 
telecom  regulation  also  com¬ 
plicate  global  support.  In  the 
U.S.,  customers  of  Symantec 
Corp.,  a  U.S.-based  PC  soft¬ 
ware  vendor,  either  call  a  900 
number  or  pay  for  phone  ser¬ 
vice  with  a  credit  card.  But 
when  several  countries  are  in¬ 
volved,  the  telecom  billing 
structure  gets  much  more 
complicated  —  so  complicat¬ 
ed  that  Symantec’s  Amster¬ 
dam-based  call  center,  which 
services  all  of  Europe,  has  no 
choice  but  to  give  away  phone 
support  to  its  customers. 

If  a  support  representative  in  the  Nether¬ 
lands  were  to  take  a  call  from  Germany,  for 
instance,  it  would  be  difficult  to  bill  that 
person  in  marks  using  the  Netherlands’  cred¬ 
it-card  processing  networks  or  to  figure  out 
how  to  work  with  the  caller’s  long-distance 
provider  in  Germany  to  receive  payment 
for  pay-per-minute  calls.  Secondly,  on  a  tele¬ 
com  level,  each  country  has  regulations  on 
how  much  to  charge  for  calls,  so  deciding 
on  a  per-minute  price  for  the  calls  would 
be  very  difficult. 

Thirdly,  Europeans  aren’t  keen  on  using 
their  credit  cards  over  the  phone  for  the 
credit-card  billing  option.  In  addition, 
Symantec  would  have  to  accept  payment 
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by- 7  worldwide.  It  has  to  be 
redundant  and  accessible,  even 
when  people  are  backing  it 
up.”  To  that  end,  HP  runs  its 
own  backup  utility  called 
Omni  Back  during  off-hours 
at  each  of  the  three  locations. 

This  type  of  knowledge¬ 
sharing  system  is  essential  to 
providing  strong  global  cus¬ 
tomer  service,  particularly  in 
remote  areas.  ABB  Asea 
Brown  Boveri  Ltd.,  an  engi¬ 
neering/construction  con¬ 
glomerate  in  Zurich,  uses  a 
Lotus  Notes-based  system 
extensively  to  support  its 
customers  (see  story  page  8). 

When  ABB  goes  into  a  grassy  field 
somewhere  in  the  Asia-Pacific  to  set  up 
a  power  plant,  for  example,  one  of  the 
first  things  it  does  is  set  up  a  mobile  field 
office.  The  unit  can  house  PCs,  a  LAN 
and  a  Notes  problem  tracking  system, 
which  communicates  to  the  regional  hub 
via  satellite. 

This  system  helps  the  ABB  engineers 
communicate  via  phone,  fax,  E-mail  and 
Notes  with  the  regional  support  center  dur¬ 
ing  site  construction.  But  once  construc¬ 
tion  is  over  and  telecom  lines  are  set  up,  the 
LAN  and  the  Notes  software  get  moved  in¬ 
side  a  regular  office  in  the  plant,  and  the 
problem  resolution  application  is  turned 
over  to  the  customer.  At  this  point,  the  cus¬ 
tomer  uses  Notes  to  contact  ABB  for  on¬ 
going  support. 

At  the  moment,  ABB  customers  need 
Notes  clients  to  use  the  company’s  customer- 
support  applications.  But  ABB  is  moving 
to  Notes  4.5,  which  incorporates  the  Domi¬ 
no  server  capabilities,  so  customers  will  be 
able  to  access  the  support  applications 
through  browsers. 

“Customers  appreciate  it  when  you  can 
be  as  flexible  as  possible,”  said  Wolfgang 
Vogt,  ABB  product  manager  for  Notes. 

Part  of  the  challenge  of  unified  cus¬ 
tomer  service  is  that  most  companies  start 
out  domestically  and  reach  global  stature 
only  over  a  period  of  years.  That  almost 
guarantees  that  the  goal  of  perfectly  ho¬ 
mogeneous  customer  service  will  remain 
an  elusive  Holy  Grail. 

“Most  companies  didn’t  grow  up  as  glob- 
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“The  vision  is  to  make 
knowledge  available  any¬ 
time,  anywhere,  anyway.” 
PAUL  PRIMMER, 
support  technology  lab 
manager  for  worldwide 
customer  support  operations 

al  organizations,”  Meta  Group’s  Johnson 
said.  “Now  they  are  trying  to  retrofit  a  glob¬ 
al  front  end  on  top  of  everything.” 

TSW  International,  Inc.  in  the  U.S., 
for  instance,  has  begun  to  make  the  Web 
an  integral  part  of  its  customer  service 
operations.  With  904  worldwide  cus¬ 
tomers  and  call  centers  in  Singapore, 
Australia,  Paris,  London  and  Atlanta,  the 
$50  million  maker  of  asset  tracking  soft¬ 
ware  recently  completed  a  two-year 
makeover  of  its  customer  service  ap¬ 
proach,  with  the  goal  of  increasing  effi¬ 
ciency  and  allowing  greater  interactivi¬ 
ty  with  users. 

“If  the  customers  come  to  us  electroni¬ 
cally,  we  have  found  those  questions  are 


logged  in  much  more  detail 
than  an  initial  phone  call,”  said 
Michael  T.  Nugent,  TSW’s 
vice  president  of  worldwide 
customer  service. 

The  Web-based  system, 
known  as  Care  Net,  com¬ 
prises  several  customer  ser¬ 
vice  modules  from  Vantive 
Corp.  in  Santa  Clara,  Calif. 
The  applications  handle  cus¬ 
tomer  support,  sales  and 
marketing  and  a  help  desk 
feature,  which  TSW  will  be 
implementing  in  the  next 
few  months. 

Customers  connect  to 
TSW’s  home  page,  housed  on  HP  Unix 
servers  at  its  Atlanta  offices,  via  the  Inter¬ 
net.  Once  connected  to  the  Vantive  ap¬ 
plications,  they  can  perform  queries  rang¬ 
ing  from  problems  with  software  to 
questions  on  new  installations.  Queries 
are  entered  into  an  Oracle  Corp.  database, 
where  they  are  scanned  by  the  Vantive  sys¬ 
tem,  which  ships  a  workflow  record  to  the 
appropriate  call  center.  TSW’s  call  center 
staffers,  running  Vantive  clients  on  their 
desktop,  can  either  reply  electronically  or 
call  the  customer  directly. 

“A  few  years  ago,  we  had  no  one 
method  of  communicating  with  our  cus¬ 
tomers  from  a  database  perspective,  and 
we  had  no  way  of  routing  work  between 
full  service  centers  around  the  world,” 
Nugent  said. 

The  system  so  far  is  primarily  English 
language.  However,  a  few  pages  are  avail¬ 
able  in  Spanish.  The  goal  is  to  eventu¬ 
ally  have  the  site  be  trilingual:  English, 
Spanish  and  French. 

Which  just  goes  to  show  that  as  com¬ 
panies  and  their  customers  continue  to 
go  global,  they  will  continue  to  live  in  an 
imperfect  world.  “You  will  always  find 
pockets  of  inconsistency,”  Johnson  said. 

DUFFY  IS  A  FREELANCE  WRITER  IN  SOMER¬ 
VILLE,  MASS.  CONTRIBUTORS  TO  THIS 
REPORT  INCLUDE  KRISTI  ESSICK,  AN  IDG 
NEWS  SERVICE  CORRESPONDENT  IN  LON¬ 
DON;  MARC  FERRANTI,  AN  IDG  NEWS  SER¬ 
VICE  CORRESPONDENT  IN  NEW  YORK;  AND 
REBECCA  SYKES,  AN  IDG  NEWS  SERVICE 
CORRESPONDENT  IN  BOSTON. 
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and  [has  the  incentive]  to  provide  high  lev¬ 
els  of  support  locally,”  Male  said. 

Chris  Hjelm  at  Federal  Express  Corp. 
agrees  this  is  important.  The  U.S. -based  IT 
team  at  the  Memphis-based  international 
express  mail  carrier  provides  a  good  deal  of 
support  in-house  for  its  globally  used  Sybase, 
Inc.  database,  and  it  is  working  to  develop 
and  hire  expertise  in  other  regions  of  the 
world.  But  it  relies  on  the  local  Sybase 
offices  for  support  on  an  as-needed  basis. 

“Slower  IT  growth  mar¬ 
kets,  like  Eastern  Europe  and 
Latin  America,  frequently 
don’t  have  a  vendor  presence 
except  on  a  contracted  basis,” 
said  Hjelm,  vice  president  of 
worldwide  revenue  and  clear¬ 
ance  systems  at  FedEx.  The 
problem,  he  said,  is  that 
Sybase  and  other  large  ven¬ 
dors  such  as  IBM  and 
Hewlett-Packard  Co.  will  in 
some  cases  contract  out  to  lo¬ 
cal  providers  that  are  not  as 
responsive  because  they  don’t 
receive  revenue  credit  for  the 
support  they  provide. 

You  can  address  most  of 
those  problems  by  working 
with  your  vendors  and  mak¬ 
ing  sure  they  understand  the  implications 
up  front,  Hjelm  said.  For  instance,  FedEx 
will  sometimes  ask  to  meet  with  vendors 
“so  they  can  build  a  relationship  with  their 
regional  counterparts  and  see  what  issues 
we’re  up  against,”  he  said. 

Another  way  for  subsidiaries  to  prevent 
unpleasant  surprises  in  service  quality  from 
local  resellers  is  to  insist  on  an  audit  of  the 
support  operation,  said  Neil  Hawthorne, 
product  manager  for  the  Australian  oper¬ 
ations  of  J.  D.  Edwards  &  Co.,  a  U.S.- 
based  supplier  of  enterprisewide  business 
applications.  “Get  them  to  show  you  their 
statistics  for  resolving  problems  within  [so 
many  hours].  Find  out  what  percentage 
is  resolved  locally  and  what  percentage  is 
sent  overseas,”  he  said. 


Great  audit  results  don’t 
mean  you  can  sit  back  and  re¬ 
lax,  though,  cautioned  Erik 
Keller,  vice  president  and  di¬ 
rector  of  research  at  Stamford, 
Conn. -based  Gartner  Group,  Inc.  Service 
and  support  is  very  fluid  because  it’s  made 
up  of  people,  and  people  are  mobile.  “A 
great  office  now  might  be  gone  in  six  to  12 
months,”  he  said. 

THE  OUTSOURCING  OPTION 

One  company  that  has  chosen,  by  neces¬ 
sity,  to  outsource  support  of  its  enterprise 
resource  planning  application  is  Swiss 
chocolate  maker  Lindt  &  Spriingli.  The 
company  is  upgrading  its  headquarters  of- 
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on  Microsoft  for  its  . 

1 5,000  PCs  worldwide. 
However,  with  opera¬ 
tions  in  more  than  100 
countries,  it  had  a  hard 
time  finding  a  company 
capable  of  supplying 
software  and  support  on 
a  global  basis. 

IAN  PETTIGREW, 
head  of  IT  purchasing 


flee  from  SAP  AG’s  R/2  to  the  R/3  client/ 
server  version  and  has  enlisted  the  services 
of  local  consulting  firm  IMG  Consultants, 
said  Lindt  spokesman  Marcel  Ebner.  The 
consultants  make  extensive  use  of  SAP’s 
software  support  service,  both  telephone 
and  online,  and  queries  are  typically  an¬ 
swered  within  1 5  minutes. 

Even  with  this  kind  of  response,  Ebner 
said,  the  support  picture  could  be  im¬ 
proved  by  increasing  the  number  of  ex¬ 
perienced  SAP  people  on  the  job.  The 
problem  is  finding  them.  Around  the 
world,  SAP  relies  on  local  contractors  for 
implementation  and  support.  Whereas  the 
supply  of  SAP  consultants  in  the  U.S.  is 
now  about  even  with  demand,  according 
to  industry  recruiters,  in 
Switzerland  it  is  still  very  dif¬ 
ficult  “to  find  the  right  per¬ 
son  with  the  right  experi¬ 
ence,”  Ebner  said. 

A  weekend  ad  in  a  Ger¬ 
man  newspaper  for  experi¬ 
enced  SAP  engineers  famil¬ 
iar  with  the  sales  and 
distribution  modules  yielded 
only  five  responses.  Lindt  & 
Spriingli  has  not  yet  decided 
whether  it  will  roll  out  R/3 
to  its  offices  in  the  rest  of 
Europe  and  elsewhere. 

STREAMLINED  STRATEGY 

Neighbor  ABB  Asea  Brown 
Boveri  Ltd.,  based  in  Zurich, 
addresses  the  support  chal¬ 
lenge  by  providing  its  approximately 
70,000  worldwide  users  of  Lotus  Devel¬ 
opment  Corp.’s  Notes  with  a  tiered  sys¬ 
tem  that  includes  Notes.  The  industrial 
giant  has  servers  around  the  world  that  tie 
into  ABB’s  five  main  technical  support 
centers,  which  act  as  a  clearinghouse  for 
support  issues  and  as  liaisons  with  Lotus. 

When  support  staffers  at  ABB’s  local  sub¬ 
sidiaries  can’t  handle  a  Notes  question,  they 
use  Notes  to  contact  one  of  the  technical 
hubs  in  Vasteras,  Sweden;  Mannheim,  Ger¬ 
many;  Zurich;  Singapore;  and  Windsor, 
Conn.  If  personnel  in  the  hubs  can’t  answer 
the  question,  they  escalate  the  problem  to 
the  next  level  —  Lotus  itself. 

In  Europe,  ABB  mainly  uses  Lotus’ 
“Support  via  Wire”  service,  a  Notes  help- 
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third-party  supplier  in  ex¬ 
change  for  a  quantity  dis¬ 
count.  With  Zeneca  operat¬ 
ing  in  over  100  countries, 
though,  there  were  few  com¬ 
panies  capable  of  supplying 
software  and  support  on  a 
global  basis,  he  said.  He  even¬ 
tually  chose  London-based 
ICL,  a  member  of  the  Fujit¬ 
su  group  of  companies,  to  act 
as  the  third-party  supplier  of 
Microsoft’s  Office  Professional 
suite  and  Back  Office. 

Zeneca’s  only  concern  over 
the  service  capability  of  ICL, 
which  operates  in  more  than 


desk-type  application.  In  oth¬ 
er  areas,  they  contact  Lotus 
by  electronic  mail  or  phone. 

By  reducing  the  points  of 
contact  with  Lotus  down  to 
the  five  hubs,  ABB  has  tried 
to  keep  communications 
streamlined.  “We  do  it  for  ef¬ 
ficiency,”  said  Wolfgang  Vogt, 

ABB  product  manager  for 
Notes.  He  added  that  it  helps 
prevent  different  businesses 
around  the  world  from  call¬ 
ing  Lotus  about  the  same 
problems.  In  fact,  there  aren’t 
too  many  vendors  in  the 
world  that  can  handle  support 
of  ABB’s  basic  data  and  communications 
applications  and  infrastructure  on  a  world¬ 
wide  basis. 

“You  have  to  look  at  which  outsourcers 
have  a  mature  enough  infrastructure  to  of¬ 
fer  support  on  a  worldwide  basis,”  he  said. 

Another  model  that  has  been  gaining 
acceptance  in  North  America  during  the 
past  several  years  is  to  outsource  global 
support  to  one  or  more  third-party  dis¬ 
tributors,  said  Tom  Sweeny,  director  and 
principal  analyst  for  software  services  at 
Dataquest,  Inc.  in  Westboro,  Mass.  The 
user  company  may  still  negotiate  its  soft¬ 
ware  license  with  the  software  vendor  di¬ 
rectly  but  then  hand  over  the  global  con¬ 
tract  to  a  third-party  supplier.  The  supplier 
acts  as  middleman  between  the  software 
vendor  and  the  user,  often  providing  dis¬ 
tribution,  support  and  invoicing.  This 
gives  the  user  a  large  discount,  simplifies 
administration  of  licenses  and  keeps  local 
users  happy. 

This  is  how  American  Home  Products 
Corp.  in  Madison,  N.J.,  handles  global 
support  for  both  Novell,  Inc.  NetWare 
and  Microsoft  Corp.  Office  applications 
in  the  145  countries  in  which  it  operates. 
American  Home  Products,  a  pharmaceu¬ 
tical  and  agricultural  products  company, 
negotiated  the  agreements  directly  with 
the  vendors  for  both  purchasing  and  main¬ 
tenance,  but  fulfillment  of  the  agreement 
is  handled  exclusively  by  Philadelphia- 
based  Soffmart,  Inc.,  an  international  sup¬ 
plier  of  software  and  services. 

American  Home  Products  prefers  this 
method  of  handling  support,  said  Joe  Vil- 
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lano,  director  of  corporate  technologies, 
“because  there  are  so  many  different  ven¬ 
dors  you  end  up  having  to  deal  with.  The 
administrative  burden  is  that  much  easier.” 

SUPPORT  FOR  100  COUNTRIES 
Increasingly,  this  model  is  being  adopted 
in  European  markets  as  well.  Soon  after 
its  spin-off  from  Imperial  Chemical  In¬ 
dustries  PLC  in  1993,  London-based 
Zeneca  Ltd.  decided  to  standardize  on 
Microsoft  desktop  applications  for  its  ap¬ 
proximately  1 5,000  PCs  worldwide.  This 
standardization  would  not  only  simplify 
communications  among  divisions  but  also 
allow  Zeneca  to  strike  a  better  deal,  said 
Ian  Pettigrew,  head  of  IT  purchasing  at 
the  pharmaceutical  and  agrochemical  firm. 

Microsoft  offered  the  company  “a  com¬ 
plex  but  attractive  deal”  called  a  Global  En¬ 
terprise  Agreement,  Pettigrew  said,  where¬ 
by  Zeneca  would  work  through  a  single 


80  countries,  lay  in  the  U.S.,  where  the 
international  IT  systems  and  services  com¬ 
pany  eventually  partnered  with  ASAP  Soft¬ 
ware  Express,  Inc.,  a  Buffalo  Grove,  111.- 
based  distributor.  Under  the  agreement, 
ICL  handles  software  distribution  and  sup¬ 
port,  invoicing  and  collection  locally  with 
each  of  the  companies.  Microsoft  delivers 
software  upgrades  in  CD-ROM  format  to 
ICL  every  45  days,  which  ensures  that 
each  of  Zeneca’s  participating  companies 
receives  them.  Additionally,  ICL  sends  a 
monthly  report  to  Zeneca  headquarters 
with  an  up-to-date  picture  of  who  is  us¬ 
ing  what. 

For  group  IS  manager  Derek  Newman, 
there  are  multiple  benefits:  In  addition  to 
the  substantial  purchase  savings,  “It  also 
means  we  don’t  have  to  deal  with  a  whole 
raft  of  suppliers.  Because  we  are  getting  sta¬ 
tistics  back  from  ICL,  we  have  a  good  pic¬ 
ture  of  what  is  happening  around  the  world, 
and  we  get  a  standardized  approach.” 

Zeneca  units  are  allowed  to  decide  when 
and  how  they  will  adopt  the  standard 
Microsoft  product  set,  although  a  sliding 
discount  encourages  a  wholesale  change 
sooner  rather  than  later. 

Another  potential  benefit  of  handling 
support  in  this  manner,  Dataquest’s  Swee¬ 
ny  suggested,  is  that  customers  may  actu¬ 
ally  get  more  comprehensive  support.  “By 
leveraging  their  economies  of  scale  and 
making  investments  in  multiple  vendors’ 
product,  the  direct  service  providers  have 
built  a  highly  skilled  work  force  that  is  in 
many  cases  as  proficient  as  the  vendors  in 
Please  turn  to  next  page 
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supporting  specific  technologies  and  per¬ 
haps  more  proficient  when  it  comes  to 
supporting  multiple  technologies.” 

Across  the  enterprise,  the  most  common 
response  to  global  software  support  still 
seems  to  be  a  hybrid  strategy  based  on  the 
type  of  software,  the  needs  of  the  company 
and  the  maturity  of  geographic  markets. 

“What’s  needed  to  support  desktop 
products  like  Microsoft  Office,  for  in¬ 
stance,  is  considerably  simpler  than  what’s 
needed  to  support  [enterprise  resource 
planning]  applications  such  as  SAP  or  Or¬ 
acle  that  have  been  heavily  customized,” 
Gartner’s  Lusher  said.  “There  is  no  par¬ 
ticular  trend,”  he  added,  “because  there  is 
no  perfect  method.” 

The  Benetton  Group,  run  out  of  a  cas¬ 
tle  near  Venice  in  Ponzano,  Italy,  uses  just 
such  a  hybrid  strategy.  A  mix  of  locally  sup¬ 
ported  office  applications  and  business  man¬ 
agement  applications,  maintained  central¬ 
ly  and  combined  with  a  worldwide  data 
network  outsourced  to  General  Electric  In¬ 
formation  Services  Co.,  has  allowed  Benet¬ 
ton  executives  to  build  the  company  into 
the  envy  of  apparel  retailers  across  the  globe. 

Tying  headquarters  to  its  Italian  plants 
and  offices  in  31  countries  is  a  custom- 
developed,  client/server  business  manage¬ 
ment  system  that  offers  purchase  order,  in¬ 
ventory  and  client  information  exchange. 
The  clothing  franchise  supports  this  mis¬ 
sion-critical  application  centrally  with  a  hot 
line  manned  by  only  three  people,  accord¬ 
ing  to  Bruno  Zuccaro,  vice  president  of  IS. 
Because  the  hot  line  operates  from  8  a.m. 
to  7  p.m.,  local  Italian  time,  time-zone  dif¬ 
ferences  occasionally  present  a  problem  for 
Benetton’s  dispersed  offices  around  the 
world,  he  conceded.  All  office  and  ac¬ 
counting  applications  are  supported  local¬ 


ly,  though,  by  whomever  the 
local  affiliates  choose:  vendor, 
value-added  reseller  or  consul¬ 
tant. 

-  Keeping  accounting  appli¬ 
cations  local  is  important,  Zuccaro  said, 
because  accounting  regulations  differ  from 
country  to  country.  In  the  world  of  the 
virtual  corporation,  the  more  ad- 
ministration  and  support  that  can  be  ^ 

off-loaded  from  central  headquarters,  _ ^ 

the  better,  he  said.  “The  local  offices  O 
know  which  suppliers  offer  good  ser-  ^ 
vice,  so  we  leave  it  up  to  them.” 

■  CONSULT  A  TASK  FORCE  from  IT  L/T 

divisions  around  the  world  before  se-  ^ 
lecting  global  software  standards.  ■<[ 

■  CHOOSE  MARKET-LEADING  n 

vendors  with  a  worldwide  presence.  ^ 

■  CHOOSE  SUPPLIERS  with  a  vari-  H 

ety  of  support  channels,  including  “d 

Internet  sites  and  virtual  hot  lines  ''/ 

that  can  be  routed  around  the  world. 

■  ASK  LOCAL  VENDOR  reps  or  third- 
party  partners  for  an  audit  of  their  sup¬ 
port  operation,  including  response  time 
for  problem  resolution. 

•  ENSURE  THE  LEVEL  of  support  you'll 
get  is  as  high  as  you're  promising  customers. 

■  IE  YOU  PLAN  ON  ADDING  your  own 
global  "enhancements"  to  packaged  soft¬ 
ware,  first  ensure  your  vendor  can  support  it. 

■  FOR  PARTICULARLY  challenging 
support  locations,  have  your  software 
vendor  or  supplier  meet  you  there  to  es¬ 
tablish  relationships  with  local  providers 
and  see  what  you're  up  against. 

■  PROACTIVELY  MANAGE  local  vendor 
support  to  ensure  that  the  local  provider 
has  a  monetary  incentive  to  be  responsive. 

■  MAKE  SURE  YOU  HAVE  at  least  one 
contact  well  versed  in  software  contracts 
and  services  who  will  be  available  to  con¬ 
sult  with  your  global  offices. 

■  EASE  ADMINISTRATION  and  purchase 
costs  by  consolidating  software  support 
via  an  international  software  distributor. 


Companies  that  intend  to  add  their  own 
global  enhancements  to  standardized  pack¬ 
ages  should  first  ensure  their  vendors  can 
support  them.  Ensuring  all  subsidiaries 
are  using  the  same  release  level  is  another 
issue  raised  by  enterprisewide  implemen¬ 
tations.  Typically,  it  means  global  com¬ 
panies  will  lag  six  to  12  months  behind 
the  general  community  in  terms  of  release 
levels,  J.  D.  Edwards’  Hawthorne  said. 

“Multinationals  tend  to  be  a  bit  slow¬ 
er  in  migrating  because  of  the  extra  time 
needed  to  take  modifications  to  the  next 
level  and  roll  them  out,”  he  said. 

Another  important  element  to  ensur¬ 
ing  that  software  can  be  supported  con¬ 
sistently  around  the  world  is  to  ensure 
your  selection  process  is  global.  British- 
American  Tobacco’s  Mak  advises  compa¬ 
nies  instituting  global  information  sys¬ 
tems  to  first  put  together  a  task  force  of 
representatives  from  geographically  dis¬ 
persed  operating  divisions  to  discuss  plans. 

Above  all,  AHP’s  Villano  cautioned, 
don’t  overlook  local  business  requirements 
in  your  drive  for  consistent  global  sup¬ 
port.  For  instance,  the  economics  of  a  cer¬ 
tain  business  may  not  lend  itself  to  cost¬ 
ly  upgrades.  Or  certain  locations  with  a 
high  priority  on  other  projects  may  not 
have  available  staffing. 

“You’ll  never  be  1 00%  consistent  glob¬ 
ally,”  he  said.  “What’s  important  is  to  stan¬ 
dardize  and  to  know  how  to  work  around 
the  differences  in  software  versions  so  it 
doesn’t  get  in  the  way  of  doing  business.” 

GOW  IS  A  FREELANCE  WRITER  IN  MED¬ 
FORD,  MASS.  CONTRIBUTORS  TO  THIS  RE¬ 
PORT  INCLUDE  RON  CONDON,  A  FREELANCE 
WRITER  IN  LONDON;  MARC  FERRANTI,  AN 
IDG  NEWS  SERVICE  CORRESPONDENT  IN 
NEW  YORK;  ANNA  FOLEY,  ASSOCIATE  EDI¬ 
TOR  AT  C0MPUTERW0RLD  HONG  KONG; 
MARGRET  JOHNSTON,  AN  IDG  NEWS  SER¬ 
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column 


Cementing  Relations 
With  a  Host  Country 


IT  IS  CENTER  STAGE  IN 
FORMING  A  HEALTHY  BOND 
WITH  LOCAL  GOVERNMENT 


Examining  the  role  of  IT  in  multination¬ 
al  corporations  is  key  to  understanding  the 
world  economy.  Consider  that  multina¬ 
tionals  today  account  for  the  bulk  of  world 
trade.  And  if  you  took  3%  to  5%  of  the 
total  annual  revenues  of  the  Top  2,000 
multinationals,  you’d  get  a  good  estimate 
of  worldwide  IT  expenditures. 

Although  these  global  networks  of 
computer  centers  represent  some  of  the 
most  expensive  and  complex  technolo¬ 
gy  ever  built,  it  is  not  entirely  clear  what 
they  really  do. 

I  have  identified  five  major  themes  of 
international  business  theory  that  can  be 
shown  to  have  a  direct  relationship  with 
IT.  What  follows  is  one  of  the  more  in¬ 
triguing  of  these:  The  relationship  between 
the  host  country  and  the  multinational. 

Consider  the  following  scenarios: 
American  Express  finds  it  must  build 
separate  data  processing  facilities  in  cer¬ 
tain  European  countries  to  meet  priva¬ 
cy  regulations.  Ford  finds  it  is  unable  to 
use  the  newest  front-end  communica¬ 
tions  processor  for  its  IBM  mainframes 
in  Brazil  because  they  are  not  licensed 
by  the  government  —  and  are  unlikely 
to  be  because  there  is  a  “substantially 
equivalent”  Brazilian  product.  The 
Swedish  Parliament  debates  the  nation¬ 
al  security  risk  of  having  the  Malmo  fire¬ 
house  connected  to  computers  in  Cleve¬ 
land.  Potential  investors  in  India  are  told 
indirectly  that  the  number  of  data  pro¬ 
cessing  jobs  they  transfer  to  that  coun¬ 
try  will  be  a  factor  in  whether  the  in¬ 
vestment  will  be  approved  by  the 
government. 


of  local  programming  skills  as  it  denies  work 
visas  to  employees  from  headquarters.  Gov¬ 
ernments  may  restrict  international  data¬ 
base  access  to  force  the  multinational  to 
build  a  duplicate  database  inside  the  host 
country.  They  may  use  prohibition  against 
private  networks  to  force  the  multination¬ 
al  to  use  more  expensive  volume-sensitive 
services  in  order  to  subsidize  an  inefficient 
national  bureaucracy.  They  may  enforce 
onerous  database  maintenance  requirements 
under  criminal  and  civil  penalties  in  the 
name  of  protecting  individual  privacy.  Last¬ 
ly,  they  may  make  stipulations  that  the 
multinational  operate  data  centers  within 
the  host  country,  regardless  of  economic 
considerations. 

There  is  no  apparent  limit  to  interfer¬ 
ence  in  international  computer  network¬ 
ing,  but  some  states  also  work  their  poli¬ 
cy  in  the  opposite  direction.  In  these  cases, 
state-generated  enhancement  of  telecom¬ 
munications  infrastructure  is  used  to  tip 
the  balance  in  favor  of  foreign  direct  in¬ 
vestment.  States  may  also  engage  in  ac¬ 
celerated  training  as  another  way  to  im¬ 
prove  factor  endowments. 


These  are  all  examples  of  how  govern¬ 
ment/multinational  relations  can  spill  over 
into  the  realm  of  IT.  It  has  long  been  ar¬ 
gued,  for  example,  that  some  nations  have 
used  privacy  regulations  and  other  data 
processing  controls  as  nontariff  barriers  to 
international  trade. 

There  are  many  factors  —  political, 
economic  and  cultural  —  that  determine 
the  balance  of  power  between  the  multi¬ 
national  and  the  host  country.  Some,  how¬ 
ever,  see  technology  as  the  key  driver.  For 
instance,  government  restrictions  can  be 
targeted  against  international  computer 


networking  and  the  equipment  needed 
to  support  it.  The  regulation  of  trans- 
border  data  flow  is  a  major  breeding 
ground  for  conflict. 

THE  LABOR  PROBLEM 
Host  country/multinational  relationships 
can  also  change  the  international  division 
of  labor.  Some  observers,  for  example, 
view  computerization  as  an  opportunity 
to  exploit  developing  countries. 

Governments  may  impose  restrictions 
—  on  hardware  and  software  availability, 
networking  and  the  use  of  applications,  for 
instance  —  to  alleviate  the  labor  problem. 
They  can  subject  computer  imports  to  high 
tariffs  and  fees  or  quantitative  restrictions, 
and  the  host  country  may  emphasize  use 


IT’S  A  PEOPLE  ISSUE,  TOO 

It  is  easy  to  imagine  how  the  management 
and  technical  challenges  imposed  by  host 
co un try/ multinational  conflicts  could  place 
the  IS  function  center  stage  in  developing 
a  national  (“local”)  business  strategy.  We 
can  see  the  disastrous  results  when  multi¬ 
nationals  choose  the  wrong  people  to  han¬ 
dle  host  government  matters  and  are  sub¬ 
jected  to  a  variety  of  government-imposed 
restrictions  such  as  bureaucratic  delays,  ad¬ 
ditional  restrictions  or  prohibitive  taxes. 

We  need  to  learn  more  about  how 
managers  can  prepare  to  cope  with  these 
host  environments  as  they  proceed  to  hire 
and  train  appropriate  staff  and  adjust  sys¬ 
tem  development  efforts  to  boost  sensi¬ 
tivity  to  host  government  concerns. 


ROCHE  IS  CHAIRMAN  OF  IFIP  WORKING  GROUP 
8.7  INFORMATICS  IN  MULTI¬ 
NATIONAL  ENTERPRISES  AND 
DIRECTOR  OF  RESEARCH  AT 
THE  C0NC0URS  GROUP.  HE 
CAN  BE  REACHED  AT 
EROCHE@EARTHLINK.NET. 
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the 

“there’s  got 
to  be  some 
money  hiding 
around  here 
somewhere’’ 

solution 


Are  you  sitting  on  assets  that 
could  be  making  money?  Do 
you  have  a  database  with  a 
market  that  you’ve  never  even 
considered?  An  IBM  Internet 
solution  can  change  all  that. 

Take,  for  example,  Knight-Ridder" 
Information  s  research  library 
with  over  1.5  million  titles.  We 
helped  satisfy  their  customers’ 
information  needs,  worldwide, 
by  offering  them  this  resource 
over  the  Internet.  Demand  is  so 
great,  they  project  a  tenfold 
increase  in  revenue. 

That’s  the  power  you  get  with  an 
IBM  Internet  solution,  a  unique 
combination  of  technology, 
professional  services  and  know¬ 
how  that’s  enabling  a  world  of 
e-business  opportunities. 

Learn  how  to  maximize  your 
assets  using  the  Internet. 
Just  drop  by  www.ibm.com/ 
internetsolutions,  or  give  us  a 
call  at  1  800  IBM-7080,  ext. 
NC06,  for  our  free  brochure 
on  commerce  solutions. 


Solutions  for  a  small  planet” 


u 


the 


how  do 


sell 


Growing  your  business  used 
to  mean  investing  in  brand  new 


infrastructure  and  all  that  goes 


we 
more 
stuff  to  more 


with  it.  IBM  Internet  solutions 
are  helping  to  change  all  that. 

Today,  companies  are  using  IBM 
Commerce  Point™  software  and 
services  to  build  virtual  stores 
that  go  beyond  Websites. 
A  customers  Web  visit  is  turned 
into  a  more  efficient  business 
transaction  that  can  boost  sales. 
Even  remote  customers  are  able 
to  order  merchandise  online, 


without  setting  foot  in  a  stoi 
That’s  the  power  you  get  with  £ 
IBM  Internet  solution,  a  uniqi 


combination  of  technolog 


professional  services  and  kno\ 
how  that’s  enabling  a  world 
e-business  opportunities. 

Learn  how  you  can  reach  ne 
customers  on  the  Interne 
Just  drop  by  www.ibm.con 
internetsolutions,  or  give  us 
call  at  1  800  IBM-7080,  ex 
NC04,  for  our  free  brochui 
on  commerce  solutions. 


people  in 

1  1  1  099 
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Solutions  for  a  small  planet” 


solution 


The  Ke»iwfcWfof  !r!iorfn3to»  lectmoloi 


And  you  thought  B-school  was 
competitive. 

A  lot  of  people  are 
^climbing  that  IT  ladder 
with  you.  Bold,  talented, 
aggressive  type-As,  most 
of  whom  are  trying  to 


grab  three  rungs  at  a 
time. 

How  can  you  hope  to  keep 
up,  or,  dare  we  say  it,  get  ahead? 

Allow  us  to  submit  for  your 
perusal  (or  fanatical  scrutiny  as  the 
case  may  be),  the  Computerworld 
Leadership  Series.  A  special  monthly 
insert  geared  to  senior-level  IT 
managers,  and  chock-full  of  case 


studies,  advice,  polls  and  crucial 
insights  into  the  latest  management 
trends  you  need  to  know 
about  to  run  your  business 
more  effectively.  (Are  you 
spending  enough  on  your 
electronic  commerce  infra¬ 
structure?  One  estimate  says 
the  cost  for  global  companies 
is  $18  per  desktop  per  month.) 

The  Leadership  Series  is 
free  with  your  subscription, 
which  you  may  order  by  calling 
I  -800-343-6474,  ext.  8 1  29,  or  go 
to  www.computerworld.com  on 
the  web.  You  just  might  find  that  the 
IT  ladder  has  a  passing  lane. 


Don't  miss  "Fatal  Attraction: 
The  Dangers  of  Too  Much  Techno¬ 
logy"  by  Clayton  M.  Christensen. 
History  has  shown  that  great  high- 
tech  companies  can  self-destruct 
by  offering  too  much  technology  in 
order  to  please  "power-user"  cus¬ 
tomers.  Coming  in  the  June  16th 
issue. 
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At  the  suggestion  of  our  engineers, 
the  price  of  our  Color  LaserJet  5  has  been  slashed  33.33889%. 


We've  lowered  the  price  of  our  Color  LaserJet  5  printer  by  $2,000.  That  means  that  you  can  get  the  industry-leading  color  laser  printer, 
with  its  low  cost  of  ownership  and  cost  per  page,  for  only  $3,999.  A  mere  fraction  of  the  original  price  (66.66111%  to  be  exact).  For  more  information,  log  on  today 
@  www.hp.com/info/coicrijad6,  or  call  i-800-LaserJet,  ext.  2347.  Built  by  engineers.  Used  by  normal  people. 
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Servers  &  PCs 


Large  Systems  ♦  Workstations  *  Portable  Computing 


Briefs 

Clustering  for  NT 

VincaCorp.  in  Orem,  Utah,  has 
unveiled  its  Co-Standby  Server 
for  Windows  NT,  a  software 
clustering  package.  Co-Stand¬ 
by  Server  allows  two  file 
servers  to  be  connected  with 
industry-standard  hardware.  If 
either  file  server  crashes,  the 
Co-Standby  Server  for  NT  will 
automatically  take  over  with  a 
full  copy  of  all  data  from  both 
servers.  The  package  will  ship 
next  month.  It  costs  $3,999. 

Promark  laptop 

Promark  Technology  East  in 
Laurel,  Md.,  has  released  a 
ruggedized  laptop  that  can  be 
used  in  direct  sunlight.  The 
portable,  called  the  l-series, 
weighs  less  than  15  pounds.  It 
has  a  ioo-  0M33-M  Hz  Pentium 
processor  with  memory  sizes 
from  4M  to  64M  bytes  and 
hard  disk  sizes  up  to  1.2C 
bytes.  Pricingwasn’tavailable. 

PC  Cards  for  56K 

Global  Village  Communica¬ 
tions,  Inc.  in  Sunnyvale,  Calif., 
has  released  PC  Cards  that 
have  56K  bit/sec.  speeds  and 
modem/Ethernet  PC  Cards  for 
Macintosh  and  Windows  note¬ 
book  users. 

The  cards  work  with  note¬ 
books  that  run  Windows  95. 
They  use  56K  bit/sec.  technol¬ 
ogy  from  Rockwell  Semicon¬ 
ductor,  Inc.  They  cost  be¬ 
tween  $219  and  $379. 

How  difficult  would  it  be  to 
persuade  top  management 
to  approve  network 
computers  for  some 
departments? 


Moderately 
difficult 
34% 


Extremely 
difficult 
47% 


Base:  95  respondents  responsible 
for  PC  management 

Source:  Computerworld  Information  Management 
Group,  Framingham,  Mass. 


Prudential  trims 
costs  from  desktop 


►  Insurer  seeks  to  drive 
down  IT  budget 

By  April  Jacobs 


when  prudential  Company 
of  America  wanted  to  trim  its 
$1  billion  IT  budget,  it  looked  at 
desktop  costs  with  an  eye  to¬ 
ward  consolidating  purchases 
and  standardizing  software  and 
hardware. 

Of  course,  there  is  more  to 
trimming  an  information  tech¬ 
nology  budget  than  desktop 
costs. 

But  according  to  Russ  Pip- 
itone,  vice  president  of  personal 
technology  procurement  at 
Roseland,  N.J. -based  Prudential, 
desktop  support  makes  up 
about  two-thirds  of  overall  desk¬ 
top  costs. 

So  the  first  step  Prudential 
took  several  months  ago  was  to 


look  at  ways  to  streamline  sup¬ 
port  for  its  60,000  users. 

“If  you  look  at  costs,  the 
biggest-ticket  item  on  the  list  is 
people  to  support  your  infra¬ 
structure,”  said  Bemie  O’Neill, 
vice  president  of  network  ser¬ 
vices  at  Prudential. 

STANDARDIZATION 

The  company  settled  on  tools, 
such  as  Microsoft  Corp.’s  Sys¬ 
tems  Management  Server,  that 
would  help  automate  and  sim¬ 
plify  troubleshooting.  The  com¬ 
pany  also  is  looking  at  tools  that 
will  distribute  software  remotely 
and  automatically. 

"Those  kinds  of  tools  will 
help  drive  a  lower  cost  of  owner¬ 
ship,”  Pipitone  said. 

He  said  Prudential  also  is 
standardizing  its  hardware  and 
software,  which  Stamford, 
Conn. -based  Gartner  Group, 


Health  care 
workers  take 
to  handhelds 

By  Mindy  Blodgett 


the  use  of  handheld  comput¬ 
ers  and  personal  digital  assis¬ 
tants  (PDA)  among  health  care 
workers  is  growing  because 
of  the  increasingly  competitive 
nature  of  the  field,  according  to 
industry  observers. 

"The  belief  is  that,  although 
you  have  an  upfront  cost  when 
you  institute  handheld  comput¬ 
ing,  by  making  the  operation 
more  efficient  and  eliminating 
paper,  you  can  thereby  eventual¬ 
ly  cut  costs,”  said  Philip  Red¬ 
man,  an  analyst  at  The  Yankee 
Group  in  Boston. 

ON  THE  UPSWING 

Diana  Hwang,  an  analyst  at  In¬ 
ternational  Data  Corp.  in  Fra¬ 
mingham,  Mass.,  said  the  top 
vertical  industries  that  use 
handheld  computing  are  health 
care,  transportation,  utilities, 


U.S.  handheld  market 

1 

Units 

Revenue  | 

1995 

908,000 

S1.89M 

1996 

1.25M 

S2.49M 

1997* 

1.69M 

$3.2  M 

1998* 

2.52M 

$3.89M 

•Projected 

Source:  World  Market  Strategies,  San  Francisco 


manufacturing,  distribution 
and  sales  and  route  accounting. 

Participants  at  the  recent 
Handheld  Computing  in 
Healthcare  conference  in  Bos¬ 
ton  said  the  development  of 
electronic  patient  records  has 
lagged  because  of  challenges 
such  as  cost  and  lack  of 
standards  among  medical  insti¬ 
tutions. 

But  the  use  of  mobile  com¬ 
puting  products,  including 
handhelds,  is  growing  in  health 
care,  they  said.  That  should 
speed  the  adoption  of  electronic 
patient  record  keeping,  they 
said. 

Dr.  Steve  LabkofF  at  Pfizer 
Pharmaceuticals,  Inc.  in  New 
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Prudential  has  addressed 
total  cost  of  PC 
ownership  by: 

•  Consolidating  the 
purchase  of  software 
and  hardware 

•  Standardizing  hardware 
and  software 

•  Working  with  full-service 
vendors 


Inc.  says  can  reduce  desktop 
costs  by  as  much  as  25%. 

The  more  standardized  you 
are,  the  fewer  problems  you 
have,  Pipitone  said. 

Prudential  is  standardizing 
on  Windows  NT,  although 
O’Neill  notes  there  will  still  be 
some  Unix  servers  for  high-end 
financial  applications. 

"NT  is  our  focal  point  for  our 
distributed  servers,  because 
while  we  still  have  some  corpo¬ 
rate  applications  running  on 
Unix  —  which  is  more  mature 
—  [Lotus]  Notes  and  application 
servers  will  run  NT,”  O’Neill 
said. 

The  company  also  consolidat¬ 
ed  its  procurement  efforts, 
which  used  to  be  distributed 
among  business  units  in  the 
U.S.,  Pipitone  said. 

Because  of  Prudential’s  size, 
Pipitone  can  get  volume  dis¬ 
counts,  which  also  helps  cut 
costs. 

Prudential,  page  42 


NT  MIGRATION? 

AS/400 


suits  some 
users  fine 


some  as/400  shops  that  are 
under  pressure  to  replace  that 
reliable  midrange  platform  with 
Windows  NT  servers  are  having 
second  thoughts. 

For  example,  Larry  Over- 


street,  a  systems  engineer  at 
Dayspring  Greeting  Cards  in  Si- 
loam  SDrines. 

Ark.,  scrapped 
a  Windows 

NT  data  ware¬ 
house  project 
and  moved  the 
work  back  to 
IBM’s  AS/400. 

“We  piloted 
the  warehouse 
on  Windows 

Users  say  more 
staffers  are 
needed  for 
distributed  NT 
servers  vs.  the 
AS/400. 

■  ■  .  1 

NT,  but  found 
that  systems 

management 

wasn’t  as  robust  as  the 
AS/400,”  Overstreet  said.  He 
cited  control  over  runaway  que¬ 
ries  as  one  example. 

“And  when  we  got  up  to  2G 
bytes  or  so  of  database  size,  the 
system  became  unmanage- 
AS/400,  page  42 


HP  bolsters  Unix  lineup 


►  Eases  move  toward 
mixed  environments 

By  Jaikumar  Vijayan 

hewlett-packard  co.  is  ac¬ 
celerating  its  efforts  to  let  users 
build  mixed  Windows  NT  and 
Unix  enterprises. 

The  company  recently  an¬ 
nounced  PA-RISC-based  Unix 
servers  aimed  at  high-end 
enterprise-class  applications 
and  will  follow  that  this  week 
with  Intel  Corp.-based  Windows 
NT  machines  for  lower-end 
applications. 

MIXED  BAG 

The  announcements  are  the  lat¬ 
est  in  the  company’s  unfolding 
Extended  Enterprise  strategy. 
Under  that  plan,  HP  will  deliver 


a  range  of  hardware,  software 
and  support  services  aimed  at 
letting  users  build  a  heteroge¬ 
neous  enterprise  composed  of 
Unix,  Windows  NT  and  legacy 
systems. 

As  part  of  the  strategy,  HP 
plans  to  deliver  by  2000  a  range 
of  highly  scalable  Unix  and  NT 
servers  based  on  its  PA- RISC 
chips  and  the  new  IA-64  micro¬ 
processor  architecture  it  is  de¬ 
veloping  with  Intel. 

The  company  also  is  develop¬ 
ing  software,  middleware,  inte¬ 
gration  suites  and  World  Wide 
Web-based  !r  Lnologies  that 
will  help  user:-:  tie  together  the 
different  en  viionments. 

"There  art  some  challenges 
associated  with  integrating  the 
two  environments,”  said  John 
HP,  page  42 


Give  yourself  remote  control  of  your  intranet. 


The  Microsoft*  Internet  Explorer  Administration  Kit  isn’t  much  to  look 
at.  Just  one  wizard  screen  after  another  asking  straightforward  questions 
about  how  much  power  you  want  over  your  intranet.  If  you  want  to  set 
your  users  loose  to  find  their  own  way,  set  them  free.  If  there  are  functions 
you  don’t  want  them  messing  around  with,  like  security  and  network 
settings,  lock  them  out.  If  you  want  to  replace  our  logo  with  your  logo  and 
our  name  with  your  name,  we  don’t  care.  Just  get  the  kit.  (We'll  send  it 
to  you.  It’s  free'.)  Set  up  your  browsers  the  way  you  want  them.  Deploy  them 
on  CD  or  floppies,  or  send  them  over  the  Net;  update  them  remotely 
or  automatically.  You  don’t  leave  your  desktop.  You  don’t  leave  your  desk. 
Unless  you  want  to  stretch. 


Take  what  you  have,  use  what  you  know,  and  put  something  new  on  your  intranet. 


Kewl.  More  Internet  technologies.  Now,  can  your  users  see  them?  Can  you  learn 
and  use  them  in  a  reasonable  time,  i.e.,  immediately?  Yes.  There’s  nothing  else 
out  there  with  all  the  tools  and  technologies  that  are  in  here.  And  you  already 
know  this  stuff.  Since  you  learned  Visual  Basic®  at  birth,  you’ll  find  it  easy  to 
learn  ActiveX”and  VBScript  and  extend  your  applications  with  hot  technologies 
like  Java”,  JavaScript,  Cascading  Style  Sheets  and  HTML  3.2.  You  can  even  view 
Microsoft  Office  documents  without  converting  them  to  HTML.  The  idea  is  to  get 


Where  do  you  want  to  go  today? 


www.microsoft.com/ie/ 


•Shipping  and  handling  charges  may  apply.  ©1997  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  Visual  Basic  and  Where  do  you  want  to  go  today?  are  registered  trademarks  and  ActiveX.  Aurnen*' 
Internet  Explorer  logo  are  trademarks  of  Microsoft  Corporation.  Java  is  a  trademark  of  Sun  Microsystems,  Inc.  Other  product  and  company  names  used  herein  may  be  trademarks  of  then  respect)  .  >  •• 
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AS/400  AND  NT:  AN  UNLIKELY  BATTLE 


Windows  NT  dominates  in  new  sites,  but  AS/400  shops  may 
be  more  inclined  to  stay  with  the  midrange  system  because: 

I  AS/400  offers  low-cost  terminals  or  network 
computers  as  clients  vs.  Windows  NT's  32-bit  PCs 

I  AS/400  shops  have  skills  more  suited  to  the 
system's  integrated  features  than  to  NT's 
component  approach 

I  No  long-term  economic  gain  for  AS/400  shops  to 
move  to  and  maintain  Windows  NT  Server 

I  New  AS/400  RISC  machines  are  easier  to  migrate 
to  and  more  powerful  than  latest  Windows  NT  boxes 

Source:  Aberdeen  Group,  Inc.,  Boston 


Vendors  back  off 
some  from  NetPC 


AS/400 
suits  some 
users  fine 
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able,”  Overstreet  added. 

Users  such  as  Overstreet  cite 
several  factors  that  make  the 
AS/400  a  better  choice  for 
higher-end  applications,  includ¬ 
ing  the  AS/40o’s  scalability  and 
management  features. 

Plus,  a  larger  staff  is  needed 
to  install  and  maintain  distribut¬ 
ed  Windows  NT  servers  com¬ 
pared  with  the  AS/400,  with  its 
integrated  database  and  suite  of 
applications  (see  chart). 

Baxter  Export,  Inc.  tested 
Windows  NT  for  its  new  data 
warehousing  project  but  decid¬ 
ed  it  was  easier  to  go  with  a 
small  AS/400  because  its  staff 
was  already  trained  in  that  area. 

‘‘The  new  AS/400  simplified 
and  streamlined  the  way  we 
worked  the  data  compared  with 
Windows  NT,  and  that  is  all  you 
really  need,”  said  Karen  Rojek,  a 
project  manager  at  the  Deer¬ 
field,  Ill.,  company. 

The  Windows  NT  issue  is 
pressing  on  users’  minds, 
though,  and  many  AS/400 
managers  will  meet  at  a  user 
conference  this  week  in  Dallas 


York  said  there  are  still  many 
obstacles  to  increasing  the  use 
of  handheld  computing.  Labkoff 
worked  on  a  pilot  of  PDAs  for 
patient  tracking  at  Brigham  and 
Women’s  Hospital  in  Boston. 

‘‘Many  of  us  think  [handheld 
computing  in  health  care]  is  the 
future,”  Labkoff  said. 

LACK  OF  STANDARDS 

But  Labkoff  said  hospital  infor¬ 
mation  services  staffs  are  wor¬ 
ried  about  the  lack  of  standards 
in  the  devices  and  in  electronic 
patient  record  keeping.  They 
don’t  want  to  staff  another  help 
desk,  he  said. 

However,  at  Kaiser  Founda¬ 
tion  Health  Plan,  Inc.  in  Walnut 
Creek,  Calif.,  a  pilot  project 
using  handheld  computing  to 
track  patients  and  billing  is 
about  to  become  a  full-fledged 
implementation. 


to  discuss  their  options  and  the 
plans  of  IBM  and  Microsoft 
Corp. 

ROOM  FOR  BOTH? 

“IBM  has  a  window  of  opportu¬ 
nity  where  users  are  waiting  to 
upgrade  to  Windows  NT  in  a 
few  years.  But  in  the  meantime, 
[they  are]  upgrading  their  use  of 
the  AS/400,”  said  Tom  Bittman, 
an  analyst  at  Gartner  Group, 
Inc.  in  Stamford,  Conn. 

Some  users  find  it  easier  to  let 
Windows  NT  handle  the  smaller 
duties  in  departments  while  still 
working  hand  in  hand  with  the 
AS/400. 

For  example,  Central  Talk,  a 
telemarketing  company  in  Fort 


Robert  Tuttle,  a  senior  consul¬ 
tant  at  Kaiser,  said,  “People  are 
starting  to  understand  the  cost 
benefits.  You  can  save  money  in 
time  and  efficiency.” 

Tuttle  said  about  4,000  health 
care  workers  in  Northern  Cali¬ 
fornia  will  be  equipped  during 
the  next  year  with  a  handheld 
computing  system  from  Cruise 
Technologies,  Inc.  in  Arlington 
Heights,  Ill. 

The  workers  at  Kaiser’s  health 
care  centers  will  be  linked  via 
wireless  LAN. 

To  mount  a  successful  hand¬ 
held  computing  implementa¬ 
tion,  Tuttle  said,  “you  have  to 
find  advocates  for  the  technol¬ 
ogy  from  the  [information  sys¬ 
tems]  administration  and  from 
the  doctors.” 

“When  the  advocate  is  a  peer, 
that  works  even  better  for  the 
medical  staff,”  Tuttle  said.  □ 


Lauderdale,  Fla.,  lets  Windows 
NT  servers  handle  smaller 
workgroup-specific  queries. 

“They  both  have  their  place 
and  work  real  well  together.  NT 
is  a  cheap  solution  for  small  file¬ 
serving  needs.  This  can  keep  fit- 
tie  queries  from  bogging  down 
the  AS/400,”  said  Ollie  Ayers, 
manager  of  information  sys¬ 
tems  at  Central  Talk. 

ASKING  FOR  NT 

IBM’s  AS/400  division  in  Roch¬ 
ester,  Minn.,  also  has  responded 
to  user  demands  for  Windows 
NT  interoperability  by  shipping 
a  version  of  its  client  access  for 
Windows  NT  workstations  and 
by  supporting  Windows  NT  on 
the  AS/40o’s  onboard  PC  server 
[CW,  March  3]. 

Ultimately,  Bittman  said,  with 
all  Microsoft’s  efforts  to  inte¬ 
grate  Windows  NT  tools,  fea¬ 
tures  and  applications  with  Win¬ 
dows  NT,  “in  many  ways  what 
NT  [Server]  is  trying  to  become 
is  an  AS/400.”  □ 

Prudential  tries 
to  slice  IT  budget 
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And,  Pipitone  said,  the  com¬ 
pany  looks  to  vendors  that  offer 
hardware  support,  systems 
management  and  other  ser¬ 
vices.  IBM,  for  example,  pro¬ 
vides  systems  integration  and 
configuration  support. 

No  surprises  there,  said  Rob 
Enderle,  an  analyst  at  Giga  In¬ 
formation  Group  in  Cambridge, 
Mass.  Enderle  said  Giga  recom¬ 
mends  that  its  clients  look  for 
package  deals  when  they  buy 
hardware.  Systems  managers 
should  preconfigure  machines 
whenever  possible  to  avoid 
spending  time  and  money  on 
the  task  once  the  machines  ar¬ 
rive,  he  said.  □ 


By  Wylie  Wong 


fearful  that  companies 
don’t  want  a  sealed-box  design, 
some  PC  makers  have  back- 
pedaled  from  the  NetPC.  They 
have  plans  to  market  similar 
computers  that  are  cheaper  and 
manageable  but  still  let  users 
configure  their  computers, 
some  analysts  said. 

Dell  Computer  Corp.  in 
Round  Rock,  Texas,  Acer  Com¬ 
puter  International  Ltd.  in  Sin¬ 
gapore  and  Gateway  2000,  Inc. 
in  North  Sioux  City.  S.D.,  each 
recently  announced  it  will  build 
“near-NetPCs”  that  include 
disk  drives  and  let  users  install 
hardware  and  software,  said 
Roger  Kay,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Framing¬ 
ham  Mass. 

“Everyone  wants  an  inexpen¬ 
sive  PC,  a  manageable  PC,  but 
not  the  third  item  —  a  sealed 
box,”  Kay  said. 

The  NetPC,  which  is  expected 
to  cost  less  than  $1,000,  is  the 
brainchild  of  Intel  Corp.  and  Mi¬ 
crosoft  Corp.  Unlike  a  tradition¬ 
al  network  computer  that  relies 
on  a  server  for  processing  power 
and  storage,  the  NetPC  can  run 
operating  systems  locally  and 
can  have  a  processor.  It  doesn’t 
have  a  disk  drive,  however. 

Dell  said  two  weeks  ago  that 
its  future  corporate  PCs  will 
have  manageability  features, 


Kristie,  vice  president  of  Inter¬ 
net  services  at  BamesandNoble. 
com,  the  online  subsidiary  of 
Barnes  &  Noble,  Inc.,  in  New 
York.  But  because  of  its  Unix 
heritage  and  its  more  recent  in¬ 
volvement  with  NT,  “HP  is  in  a 
good  position  to  provide 
unique”  ways  to  tie  the  two  envi¬ 
ronments  together,  he  said. 

The  Barnes  and  Noble  Web 
site,  which  went  five  last  month, 
is  based  on  HP’s  Intel-based 
Windows  NT  servers  and  HP 
9000  Unix  systems,  which  were 
integrated  with  HP’s  help,  ac¬ 
cording  to  Kristie. 

HP  late  last  month  bolstered 
its  Unix  server  lineup  with  an 
HP  9000  V-class  server.  The 
system  features  HP’s  200-MHz 
PA-RISC  8220  chip  and  will 
support  HP’s  64-bit  Unix  when 


such  as  Microsoft’s  Zero  Ad¬ 
ministration  for  Windows,  that 
will  help  companies  reduce  the 
cost  of  buying  and  maintaining 
the  machines. 

Dell  joins  Hewlett-Packard 
Co.,  IBM  and  other  vendors  in 
offering  manageable  PCs  across 
their  fines,  said  Rob  Enderle,  an 
analyst  at  Giga  Information 
Group  in  Santa  Clara,  Calif. 

COST  SHIFTING,  NOT  SAVING 

Frank  Petersmark,  an  informa¬ 
tion  systems  manager  at  Ameri- 
sure  Cos.  in  Farmington  Hills, 
Mich.,  said  NetPCs  will  shift 
costs  around,  not  save  money. 
He  said  he  is  more  interested  in 
the  near-NetPCs  because  he 
wants  better  manageability. 

Marty  Isozaki,  IS  director  at 
the  Long  Beach  Community 
Medical  Center  in  Long  Beach, 
Calif,  said  he  is  exploring 
whether  to  purchase  NetPCs 
and  near-NetPCs  for  employees 
who  don’t  need  a  powerful  com¬ 
puter.  The  NetPC  features  better 
security  and  offers  some  cost- 
savings,  he  said.  But  the  near- 
NetPC  lets  users  run  Windows 
programs  immediately  without 
having  to  wait  for  software  made 
specifically  for  NetPCs,  he  said. 

Kay  said  the  NetPC  may  be  a 
dud  when  Dell,  HP,  Compaq 
Computer  Corp.  and  others 
demonstrate  models  at  PC  Expo 
this  month  in  New  York.  □ 


that  becomes  available  later  this 
year.  The  new  server  supports 
up  to  16-way  symmetrical  multi¬ 
processing  (SMP).  Up  to  32-way 
SMP  capability  is  planned  for 
next  year,  according  to  HP  offi¬ 
cials.  Initially  at  least,  HP  will 
give  users  fully  preconfigured 
systems  with  bundled  high- 
availability  features  and  middle¬ 
ware  such  as  MC/ServiceGuard 
and  MirrorDisk/UX.  Prices  start 
at  $170,000. 

HP  will  follow  that  announce¬ 
ment  this  week  with  new  Win¬ 
dows  NT  servers  aimed  at  high- 
end  departmental  applications. 

The  Intel-based  systems  are 
available  in  a  range  of  rack- 
mount  and  multiprocessor  con¬ 
figurations.  They  come  with 
high-capacity  storage  options 
and  management  software.  □ 


Health  care  workers 
take  to  handhelds 


HP  bolsters  its  Unix  lineup 
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The  Only  Drives  That  Come 
With  No  Excuses. 
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1  and  4.4  Gigabytes.  Available.  Reliable.  Compatible.  No  Excuses™. 

We’ll  let  you  in  on  a  secret.  Fujitsu  is  not  only  the  second  largest  computer  company,  we  also  happen 

to  be  the  fastest  growing  disk  drive  company  in  the  world *  No  idle  claim,  and  we  have  a  full  line  of 
drives  to  prove  it. 

What’s  more,  they're  available  now.  No  Excuses. 

When  it  comes  to  reliability,  the  M2949  and  the  M2954  are  in  a  league  of  their 
own.  Fujitsu  backs  each  with  a  full  5-year  warranty,  so  in  the  unlikely  event 
something  goes  wrong,  we’ll  replace  it  within  two  business  days.  No  Excuses. 

If  you  want  to  talk  compatibility,  Fujitsu  drives  are  SCSI  and  fully-compatible  with  a 
variety  of  computer  systems.  They’re  also  designed  to  handle  the  storage  needs  of  everything 
from  severs  to  multimedia  PCs. 

Maybe  that’s  why  Fujitsu  is  a  major  supplier  to  some  of  the  biggest  names  in 
computers.  After  all,  when  you  consider  availability,  reliability  and  compatibility,  there  ’s 
no  excuse  to  buy  anything  else. 

For  more  information,  call  800-898-1322. 

Or  check  out  our  website  at  www.fcpa.com. 


©  1997,  Fujitsu  Computer  Products  of  America,  Inc.  All  rights  rescued.  Fujitsu  is  a  registered  trademark  of  Fujitsu  Limited. 

No  Excuses  is  a  trademark  of  Fujitsu  Computer  Products  of  America,  Inc.  All  other  trademarks  are  property  of  their  respective  companies.  *  Source  Dataquest. 
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INTRODUCING  POWER  NETWORKS.  Today,  at  the  Indianapolis  Motor  Speedway,  there's  something  moving  faster  more  reliably  and 
more  efficiently  than  ever  before:  their  new  digital  communications  and  computer  network.  A  Power  Network.  Designed  by  Nortel. 

Customized  to  Indy's  specific  needs,  the  Power  Network  integrates  and  enhances  all  of  the  Motor  Speedway's  existing 
c  ommunications  networks.  So  every  aspect  of  their  business  operations  -  from  their  telephone  system  to  global  Web  access  on  the  Internet  to  their 

call  center  -  works  faster  more  reliably  and  more  cost-efficiently. 

All  of  which  allows  them  to  truly  deliver  for  their  customers  From  the  drivers  and  teams  to  the  fans  both  at  the  race  and  around  the  world, 
nc  a  Power  Network  can  do  the  same  for  you.  Just  give  us  a  call  or  head  for  our  Web  site  and  find  out  if  your  business  is  moving  as  fast  as  it  can  be. 
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WIDE  AREA 
NETWORK 


RESULTS: 

CHACHING 


Do  you  have  a  Power  Network?  Visit  our  Web  site  at  www.nortel.com/powernetworks06  or  call  1-  800-4NORTEL,  department  06. 

3%$,  7  V* •‘V.C  W'-C.-  •  ’•  ©199?  Northern  Telecom.  Rower  Networks.  Nortel  and  the  Nortel  globemark  are  trademarks  of  Northern  Telecom.  Indy  is  a  registered  trademark  of  IMS  Corp  Used  with  pe*-*-  or 
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Software 


Client/Server  ♦  Development  ♦  Operating  Systems 


Briefs 

A«ent  security  for  NT 

Axent  Technologies,  Inc.  un¬ 
veiled  a  new  version  of  its 
OmniCuard  software  aimed  at 
dealing  with  some  recently 
reported  Windows  NT  security 
holes.  OmniCuard  Version 
4.4  also  tries  to  thwart  hacker 
password  cracking  by  report¬ 
ing  users  who  have  easy- 
to-guess  passwords,  officials 
at  the  Rockville,  Md.,  company 
said.  The  software  aims  to 
thwart  one  NT  security  bug  — 
potential  unauthorized  regis¬ 
try  access  using  an  anony¬ 
mous  log-on  —  by  reporting 
any  registry  that  hasn’t  been 
properly  protected. 

Manufacturing  tool 

Dutch  vendor  The  Baan  Co.  is 
integrating  a  new  manufactur¬ 
ing  plant  synchronization  tool 
into  its  Baan  IV  enterprise  ap¬ 
plication  package.  The  con¬ 
straint-based  planning  mecha¬ 
nism  is  based  on  technology 
Baan  gained  in  last  year’s  ac¬ 
quisition  of  Berdain  Croup, 
Inc.  in  Quebec.  The  software 
was  designed  to  let  users  syn¬ 
chronize  plant  and  supplier 
operations  and  to  schedule  re¬ 
sources,  from  labor  to  materi¬ 
als  to  equipment.  Such  func¬ 
tionality  is  meant  to  reduce 
manufacturing  lead  times.  The 
software  is  available  now. 


FUTURE  PLATFORM 


Percentage  of  mission-critical 
database  servers  that  various 
systems  are  expected  to 
host  in  2000 


Other  PC 
servers  -  2% 
Proprietary 
midrange  - 1% 


Base:  288  North  American  user 
sites  with  a  combined  total  of  2,861 
database  servers 

Source:  Strategic  Research  Corp.,  Santa  Barbara, 
Calif. 


Gap  styles  its  objects  to  keep  up  with  growth 


►  Web  and  data  warehousing  are  key  targets 


By  Sharon  Gaudin 


the  gap,  inc.  is  turning  to  an 
object-oriented  architecture  to 
provide  its  sales  force  the  infor¬ 
mation  it  needs  to  maintain  the 
company’s  20%  annual  growth 
rate. 

“Our  real  goal  is  to  be  a  lead¬ 
ing  retailer,”  said  Phil  Wilker- 
son,  director  of  technical  archi¬ 
tecture  at  The  Gap  in  San  Fran¬ 
cisco.  “We  knew  we  needed  to 
get  away  from  mainframes  and 
a  two-tier  architecture  and  get  to 
the  Web  and  data  warehousing. 
That’s  the  key  for  us.” 

The  Gap  has  1,900  stores 
around  the  world  and  posted 
$5.3  billion  in  sales  last  year.  Its 
fast  growth  rate  poses  some 
serious  issues  for  the  interna¬ 
tional  chain’s  3,000  users  and 
its  information  technology  de¬ 
partment. 

Part  of  the  challenge  in  that 
kind  of  growth  environment  is 
keeping  everyone  connected 
and  giving  them  immediate  ac¬ 


cess  to  the  most  up-to-date  in¬ 
formation  available.  And  at  The 
Gap,  that  information  is  spread 
across  a  wide  array  of  iron.  Gap 
has  IBM  mainframes  running 
on  the  back  end,  Sun  Microsys¬ 
tems,  Inc.  Solaris  servers  on  the 
middle  tier  and  OS/2  and  Win¬ 
dows  NT-based  desktops. 

SIMPLIFY  THE  PROCESS 

That  means  World  Wide  Web¬ 
enabling  information  on  sales, 
inventory  and  shipments  is  go¬ 
ing  to  be  a  little  more  complicat¬ 
ed.  For  The  Gap,  it  means  bring¬ 
ing  in  Common  Object  Request 
Broker  Architecture  (CORBA) 
—  a  platform-independent, 
object-oriented  architecture  — 
along  with  Java,  a  cross-platform 
language  designed  to  speed 
across  the  Internet. 

“We  have  merchants  and 
planners  in  offices  around  the 
world.  They  need  access  to  pur¬ 
chase  order  information,  like 
styles  and  quantity,”  Wilkerson 
Objects,  page  46 


IBM  seeks  client/server  database  foothold 


By  Craig  Stedman 

after  several  years  of  effort, 
IBM  hasn’t  made  a  huge  dent  in 
the  client/server  database  mar¬ 
ket.  But  the  computer  giant  is 
still  giving  it  the  old  college  try. 

IBM  hopes  to  gain  a  technical 
advantage  over  Unix/Windows 


Lotus  goes  retro 
with  upgrade  of 
16-bit  SmartSuite 

By  Lisa  Picarille 

while  most  software  develop¬ 
ers  are  racing  to  deliver  the  sec¬ 
ond  iteration  of  their  Windows 
95  applications,  Lotus  Develop¬ 
ment  Corp.  is  attempting  to 
make  inroads  with  the  large 
number  of  users  looking  for  up¬ 
dated  functionality  from  their 
Windows  3.1  software. 

According  to  San  Jose,  Calif., 


NT  rivals  such  as  Oracle  Corp. 
by  shipping  in  September  a  ver¬ 
sion  of  its  DB2  database  that 
combines  what  had  been  sepa¬ 
rate  multiprocessor  and  parallel 
products. 

DB2  Universal  Database  also 
is  being  accompanied  by  a  se¬ 
ries  of  steps  aimed  at  correcting 


market  research  firm  Dataquest, 
more  than  80%  of  desktops  in 
large  corporations  still  run  Win¬ 
dows  3.1. 

To  take  advantage  of  that, 
Cambridge,  Mass. -based  Lotus 
last  week  started  shipping 
SmartSuite  4.5,  an  updated  ver¬ 
sion  of  its  16-bit  desktop  pro¬ 
ductivity  suite  for  the  Windows 
3.1  environment.  Although  Mi¬ 
crosoft  Corp.’s  Office  still  has 
the  dominant  position  in  the 
16-bit  suite  world,  Lotus  hopes 
to  carve  out  a  small  but  po¬ 
tentially  lucrative  slice  of  the 
pie  with  users  whose  primary 
interest  is  getting  more  Inter- 
Lotus,  page  46 


IBM’s  biggest  weakness:  invisi¬ 
ble  marketing. 

But  client/server  DB2  still  can 
be  a  tough  sell,  even  to  some 
users  who  swear  by  the  main¬ 
frame  version  of  the  database. 

For  example,  The  Guardian 
Life  Insurance  Company  of 
America  in  New  York  chose  Or¬ 
acle  over  IBM  to  run  a  Windows 
NT-based  sales  proposal  system 
for  its  group  insurance  unit, 
even  though  it  uses  DB2  on  the 
mainframe. 

DB2  was  less  proven  on  NT 
and  fell  short  of  Oracle  on  man¬ 
agement  tools  when  the  deci¬ 
sion  was  made  late  last  year,  said 
Thomas  Baker,  vice  president  of 
information  technology  at  The 
Guardian.  “Oracle  also  had  a 
good  customer  base,”  he  said. 
“That  speaks  to  the  quality  of 
support  you  can  expect  [from 
application  vendors]." 

A  lack  of  key  packaged  appli¬ 
cations  has  been  a  roadblock  for 
DB2.  SAP  AG,  PeopleSoft,  Inc. 
and  The  Baan  Co.  support  DB2 
IBM,  page  48 


Beefing  up 
E-commerce 

By  Randy  Weston 
Boca  Raton,  Fla. 


Logistics  planning  software 
vendor  Industrl-Matematik 
International  Corp.  (iMI)  is 
heeding  customer  demand 
and  beefing  up  its  electronic- 
commerce  system  to  better 
handle  communications  be¬ 
tween  user  companies  and 
their  suppliers, 

IMI,  in  Tarrytown,  NX  an¬ 
nounced  at  its  user  group 
conference  here  that  it  is 
integrating  art  intelligent  mes¬ 
saging  system  hoto  F:  jntec 
AMT,  Inc.  in  m  m,  Conn., 
into  IMi’s  co  ./st  -rn  ESS 
product. 

The  ir.-ei;  product  is 
meant  to  let  :r~<-  of  iMI’s  de- 
mand-chv  “  *ning  soft¬ 
ware  rear?  '*  /  •■O  order 
changes  -d  to  prob- 

'  wet  ce,  page  46 
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Objects  maintain  Gap's  growth 


CONTINUED  F  ROM  PAGE  4  5 


said.  “Because  we  deal  with  a  va¬ 
riety  of  suppliers  in  various  loca¬ 
tions,  they  need  to  be  able  to  get 
this  information  wherever  they 
are,  whenever  they  need  it. 

"In  six  to  eight  months, 
they’ll  be  able  to  access  that  in¬ 
formation  off 
our  mainframe 
through  their 
browser,”  Wilkerson  said. 

A  lot  of  IT  people  have  been 
pontificating  about  using  a  Java / 
CORBA  object  combination,  but 
the  ones  to  actually  jump  in  are 
still  on  the  cutting  edge  of  the 
curve,  according  to  Amin  Shahi- 
di,  western  regional  director  for 
technology  at  Kurt  Salmon  As¬ 
sociates  in  Los  Angeles. 

TRAILBLAZER 

“Gap  obviously  is  betting  that 
they  can  deploy  their  applica¬ 
tions  faster  and  drive  costs  low¬ 
er  by  going  with  objects  and 
Java,”  Shahidi  said.  “A  lot  of 
people  have  been  talking  about 
it,  but  few  have  taken  that  bet,  so 
Gap  will  be  blazing  some  new 
trails.” 

Wilkerson  plans  on  using 


OBJECT-ORIENTED 

ARCHITECTURE 


CORBA  Object  Request  Broker 
(ORB),  from  Visigenic  Software, 
Inc.  in  San  Mateo,  Calif.,  to 
serve  as  the  middleware  plumb¬ 
ing  that  will  connect  users’ 
browsers  to  information  in  vari¬ 
ous  databases. 

Because  the 
ORB  is  cross¬ 
platform,  it  can 
usher  information  to  and  from 
any  database,  whether  it  is  sit¬ 
ting  on  a  Unix  machine,  a  main¬ 
frame  or  an  NT  server.  Running 
Java  on  the  front  end  will  let  Wil¬ 
kerson  easily  send  that  informa¬ 
tion  over  the  Internet. 

Wilkerson  explained  that  to¬ 
day,  users  need  to  have  specific 
hardware,  software  and  exact 
protocols  to  access  that  kind  of 
information.  “We’re  trying  to 
sell  pants.  I’ve  got  to  get  them 
the  information  they  need  to  sell 
pants,”  he  said.  “Right  now,  my 
support  costs  are  up  because  I 
have  to  supply  all  these  people 
with  all  this  hardware,  software 
and  networks.” 

“We  would  still  characterize 
Java  adoption  at  this  stage  as 
early  adoption,”  said  Evan 


Quinn,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Framing¬ 
ham,  Mass.  “A  lot  of  people  are 
turning  to  Java  and  CORBA  to 
get  access  to  distributed  infor¬ 
mation.  They  need  objects  for 
that,  but  adding  Java  makes  it  a 
lot  easier.” 

TEST,  TEST,  TEST 

Putting  this  object-oriented  sys¬ 
tem  together  is  a  big  job.  There 
are  a  lot  of  pieces  —  a  lot  of  ways 
to  go  wrong.  So  Wilkerson  is 
using  testing  tools  from  Sunny¬ 
vale,  Calif. -based  Mercury  Inter¬ 
active  Corp.  to  perform  stress 
tests  on  the  hardware,  software 
and  networks. 

“With  Mercury,  we  run  test 
cases  through  the  whole  system. 
You  always  find  something.  It’s 
critical  because  we  can  have  a 
fabulous  system,  and  if  it 
doesn’t  perform,  it’s  useless,” 
Wilkerson  said. 

He  said  he  runs  the  testing 
with  actual  load  and  volume. 
“Systems  don't  fail  because  they 
don’t  work,”  he  added.  “The 
pieces  simply  fail  to  perform  to¬ 
gether.”  □ 


Lotus  goes  retro  with  SmartSuite 


A  sampling  of  features  in  Word  Pro  97  Edition 
for  Windows  3.1: 

•  A  feature  set  that's  on  a  par  with  SmartSuite  Windows 
95/NT  versions 

•  Ability  to  find,  share  and  publish  information  on  the 
Internet 

•  Performance  enhancements  to  speed  common  tasks, 
such  as  load,  open  and  save 


CONTINUED  FROM  PAGE-45 _ 

net  functionality  without  mov¬ 
ing  to  Windows  95  or  Windows 
NT. 

SmartSuite  4.5  includes  the 
1-2-3  spreadsheet,  Lotus  Free¬ 
lance  Graphics  presentation 
graphics,  Lotus  Approach  data¬ 
base,  Lotus  Organizer  personal 
information  manager  and 
ScreenCam,  a  multimedia  utili¬ 
ty.  It  also  offers  overall  perfor¬ 
mance  enhancements,  includ¬ 
ing  the  speeding  up  of  common 
tasks,  such  as  load,  open,  save 
and  copy. 

But  the  16-bit  update  focuses 
on  enhancements  to  the  Word 
Pro  word  processor  —  which  is 
now  on  par  with  its  32-bit  coun¬ 
terpart  —  by  including  facilities 
for  accessing,  sharing  and  pub¬ 
lishing  information  on  the  In¬ 
ternet. 

GOOD  BRIDGE 

Several  users  of  Lotus  Smart- 
Suite  4.0  the  previous,  16-bit 
version,  said  SmartSuite  4.5 
makes  a  good  interim  product 
as  they  contemplate  or  attempt 
to  complete  a  move  to  Windows 
95  or  NT. 

“This  is  an  excellent  move  on 
Lotus’  part  because  there  is  still 


a  fair  amount  of  users  [for 
whom]  the  only  thing  missing 
from  their  perfectly  suitable 
Windows  3.1  desktops  is  easier 
access  to  the  Internet,”  said  an 
information  systems  director  at 
a  chemical  company  in  the  Mid¬ 
west,  who  asked  not  to  be 
named. 

The  update,  called  Word  Pro 
97  Edition  for  Windows  3.1,  lets 
users  download  documents 
from  the  World  Wide  Web,  save 
them  and  search  for  any  word  or 
key  phrase  from  within  Word 
Pro. 

The  revamped  word  proces¬ 
sor  also  lets  users  publish  docu¬ 
ments  to  Web  pages  and  in¬ 
cludes  more  than  30  profession¬ 
ally  designed  templates  to  create 


Web  pages.  Users  also  can  use 
the  new  authoring  tool  to  create 
links  and  apply  tags  to  docu¬ 
ments  from  directly  within 
Word  Pro. 

Word  Pro  users  also  can  open 
documents  from  Hypertext 
Transport  Protocol  or  file  trans¬ 
fer  protocol  servers,  which 
makes  it  easier  to  publish  and 
access  documents  that  reside  on 
corporate  intranets,  extranets  or 
the  public  Internet. 

SmartSuite  4.5  costs  $399. 
Users  of  previous  versions,  indi¬ 
vidual  Lotus  desktop  applica¬ 
tions  for  Windows  3.1  or  com¬ 
peting  suites,  spreadsheets, 
word  processors,  databases  or 
presentation  graphics  packages 
can  upgrade  for  $149.  □ 


IMI's  enhancements  to  its  demand-chain  planning  software 

I  Enhancement 

Function 

Availability  a 

Messaging 

system 

Integrates  intelligent 
messaging  system  from 
Frontec  AMT 

Immediately 

Transportation 

Ties  complex  transport 
management  functions 
from  Metasys  to  IMI's 
demand-chain  planning 

Q1  1998 

Service 

management 

Manages  postsale 
product  and  field- 
service  activities 

Q4 1997 

Beefing  up  E-commerce 
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lems  in  an  order  and  communi¬ 
cate  up  and  down  the  supply 
chain. 

“We  have  spent  a  lot  of  time 
and  effort  to  get  [electronic-com¬ 
merce]  communications  going 
between  the  manufacturer, 
wholesaler  and  retail  partners,” 
said  Frank  Cahill,  a  project  lead¬ 
er  at  Campbell  Soup  Co.  in 
Camden,  N.J.  “IMI  really  fell 
short  in  this  area.  We  have  mod¬ 
ified  the  [existing  IMI]  system 
to  allow  us  to  do  what  we  need 
to  do.  But  now  IMI  is  address¬ 
ing  the  whole  picture  so  we  can 
get  the  enhancements  in  the 
package.” 

Cahill  said  one  of  the  prob¬ 
lems  with  the  existing  system  is 
that  it  won’t  reconcile  problems 
in  an  order. 

For  example,  if  a  warehouse 
worker  enters  an  order  as  com¬ 
plete,  but  the  shipping  depart¬ 
ment  could  only  fulfill  part  of 
the  order,  then  the  current  soft¬ 
ware  won’t  recognize  that  the 
order  was  incomplete. 

The  new  system  was  designed 
to  not  only  alert  a  user  to  this  in¬ 
compatible  entry  but  also  let  the 
user  view  the  entire  order  pro¬ 
cess  to  locate  where  the  order 
was  entered  incorrectly. 

Cahill  said  that  while  he  is  op¬ 
timistic  IMI  will  deliver  a  usable 
messaging  system,  the  proof 
will  be  in  the  final  product, 
which  is  now  available. 

Vinnie  Mirchandani,  an  ana¬ 
lyst  at  Gartner  Group,  Inc.  in 
Stamford,  Conn.,  said  this  add¬ 
ed  functionality  puts  IMI 
squarely  in  the  pack  with  other 
client/server  software  system 
vendors  such  as  German  soft¬ 
ware  giant  SAP  AG.  But  he  add¬ 
ed  that  as  a  group,  enterprise  re¬ 
source  planning  software  ven¬ 
dors  have  lacked  robust  elec¬ 
tronic-commerce  functionality. 

Mirchandani  said  the  vendors 
may  have  missed  key  opportuni¬ 
ties  because  many  “sophisticat¬ 


ed  supply  chain  companies”  de¬ 
veloped  this  type  of  system  “on 
their  own  and  didn’t  wait  for  the 
vendors,”  who  are  just  now 
catching  up. 

For  Jim  Skinner,  vice  presi¬ 
dent  of  logistics  and  distribution 
at  $600  million  generic  dispos¬ 
able  diaper  maker  Paragon 
Trade  Brands,  Inc.,  timing  is 
everything. 

"E-commerce  never  flew 
like  it  should  have,  but 
now  companies  are  get¬ 
ting  serious  about  it." 

-  Jim  Skinner, 

Paragon  Trade  Brands 

Paragon,  in  Norcross,  Ga., 
makes  diapers  for  retailers  such 
as  Wal-Mart  Stores,  Inc.  in  Ben- 
tonville,  Ark.  Skinner  said  his 
company,  which  lacks  a  known 
brand  name,  needs  to  be  more 
reactive  to  customer  demands  to 
compete  with  brand-name  com¬ 
petitors. 

Part  of  that  effort  is  tied  heavi¬ 
ly  to  communicating  and  react¬ 
ing  quickly  to  changes  in  cus¬ 
tomer  needs  to  keep  customers 
from  turning  to  other  manufac¬ 
turers  of  generic  goods. 

That  was  the  main  reason  his 
company  turned  to  IMI,  Skin¬ 
ner  said. 

“The  more  work  [IMI  does]  in 
the  electronic -commerce  area, 
the  better,”  Skinner  said. 

IMI  also  announced  an  inte¬ 
gration  and  joint  marketing  deal 
to  integrate  its  ESS  System  with 
transportation  management 
software  from  Metasys,  Inc.  in 
Charlotte,  N.C.,  and  the  inclu¬ 
sion  of  a  new  service  manage¬ 
ment  module  in  System  ESS  for 
business  equipment  and  indus¬ 
trial  goods  manufacturers.  □ 
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IBM  enhances  client/server  DB2 


on  RS/6ooos  but  not  on  non-IBM  Unix 
servers.  And  of  that  trio,  only  SAP  has 
committed  so  far  to  deliver  a  Windows 
NT  version  of  its  software  for  DB2. 

Still,  IBM  is  hardly  chopped  liver  when 
it  comes  to  selling  databases. 

The  Armonk,  N.Y. -based  company  is 
the  only  vendor  that  comes  close  to  Ora¬ 
cle  when  all  manner  of  databases  are  tak¬ 
en  into  account. 

But  most  of  IBM’s  DB2  business 
comes  on  the  mainframe  and  AS/400, 
where  it  enjoys  near-monopoly  status 
(see  chart). 

By  contrast,  IBM  was  sixth  in  the 
client/server  database  market  last  year, 
according  to  estimates  by  International 
Data  Corp.  (I DC)  in  Framingham,  Mass. 
And  most  Unix  DB2  sales  are  still  tied  to 
IBM’s  RS/6000  hardware.  “It’s  virtually 
nonexistent  elsewhere,”  said  Carl  Olof- 
son,  an  analyst  at  IDC. 

Janet  Pema,  who  became  general  man¬ 
ager  of  data  management  products  at 
IBM  last  fall,  is  trying  to  beef  up  DB2’s 
marketing.  Among  other  moves,  IBM 
has  quintupled  its  channels  marketing 
staff,  created  sales  SWAT  teams  to  work 
with  application  vendors  and  increased 
the  DB2  advertising  budget  sevenfold. 

Growing  DB2’s  Unix  market  share 
won’t  be  easy,  because  rival  Unix  hard¬ 


ware  vendors  “aren’t  crazy  about  calling 
in  an  IBM  sales  rep,”  Perna  said.  But 
IBM  hopes  to  have  better  luck  with  large 
enterprises  that  are  adopting  Windows 
NT,  she  said. 

MAINFRAME  TIES  HELP 

Texas  Guaranteed  Student  Loan  Corp.  in 
Austin  is  going  with  DB2  for  its  heavy- 
duty  Unix  and  Windows  NT  applications. 
The  affinity  between  mainframe  and 
client/server  DB2  “was  a  big  factor”  in 
choosing  IBM  over  Oracle,  said  Andrew 
Bergstrom,  assistant  vice  president  of 
new  products  and  services  at  the  non¬ 
profit  insurer  of  college  loans. 

Blue  Cross/Blue  Shield  of  Tennessee 
runs  its  data  warehouse  on  mainframe 
DB2  and  is  looking  at  the  Unix  version 
for  a  series  of  data  marts.  The  ability  to 
easily  share  information  between  the  two 
flavors  of  DB2  “is  a  real  incentive  to  stay 
close  to  IBM,”  said  Frank  Brooks,  man¬ 
ager  of  data  resource  management  at  the 
Chattanooga  health  insurer. 

But  Blue  Cross/ Blue  Shield  also  is  con¬ 
sidering  other  databases,  such  as  Sybase, 
Inc.’s  Sybase  IQ,  for  the  data  marts. 
IBM’s  relatively  small  standing  in  the 
client/server  database  market  “is  why 
we’re  looking”  at  other  options,  Brooks 
said.D 


simultaneously  access  the  server  copy, 
Schendel  said. 

Openlngres  2.0  also  lets  users  specify 
the  size  of  the  pages  used  for  physical 
storage.  In  previous  releases,  those  pages 
were  fixed  at  2K  bytes.  Openlngres  2.0 
lets  users  define  page  sizes  as  large  as 
64K  bytes.  Users  can  choose  the  most  ap¬ 
propriate  size  for  the  hardware. 

Page  sizes  can  be  specified  on  a  table- 
by-table  basis,  and  the  larger  pages  let 
users  create  larger  tables,  up  to  512G 
bytes.  The  new  version  also  provides  row- 
level  locking  in  pages  larger  than  2K 
bytes  on  a  table-by-table  basis,  according 
to  CA. 

Other  internal  database  enhancements 
include  moving  the  replication  capture 
system  into  the  core  of  the  replication 
database  server  engine.  □ 

Ferranti  writes  for  the  IDG  News  Service  in 
New  York. 


CA  adds  Internet  features  to  Openlngres 


By  Marc  Ferranti 


computer  associates  International, 
Inc.  is  set  to  roll  out  a  major  new  version 
of  Openlngres,  in  the  hope  that  a  host  of 
new  features,  including  new  multi¬ 
threading,  page-size  and  Internet  capa¬ 


bilities,  will  satisfy  current  users  and 
help  CA  make  inroads  against  competing 
relational  databases. 

Openlngres  2.0,  due  to  be  released  in 
three  weeks,  has  had  a  history  that  has 
taken  it  through  a  variety  of  vendors. 
Originally  sold  by  Relational  Technology, 


Inc.,  it  was  picked  up  by  ASK  Group,  Inc. 
and  then  was  acquired  by  Islandia,  N.Y.- 
based  CA  in  1994.  One  of  its  strengths 
throughout  its  history  has  been  its  ease 
of  use,  said  longtime  users. 

While  maintaining  ease  of  use,  CA  has 
added  key  features  to  the  product,  per¬ 
haps  the  most  important  of  which  are  op¬ 
erating  system  threads  and  the  ability  to 
have  large,  user-defined  page  sizes,  said 
beta-tester  Karl  Schendel,  a  vice  president 
atTelesis  Computer  Corp.  in  Pittsburgh. 

Previously,  one  copy  of  Openlngres 
was  required  for  each  CPU  that  was  go¬ 
ing  to  run  the  database,  according  to 
Schendel.  Now,  with  Openlngres’  sup¬ 
port  of  operating  system  threads,  admin¬ 
istrators  can  run  one  instance  of  Open¬ 
lngres  on  a  server  and  have  various  users 
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TWO  SIDES  OF  THE  COIN 


IBM  is  second  in  overall 
database  sales... 


...  but  DB2's  client/server 
business  is  tiny 


1996  estimated  worldwide 
database  server  market 


Oracle 


Others 


1996  estimated  market  share  of 
DB2  on  various  systems 


AS/400  100% 


Mainframe  90%* 


Unix/Windows  NT  4% 


Total  revenue:  $5.7B 


♦Or  more.  Includes  both  DB2  and  IBM's 
IMS  hierarchical  database. 
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CALL  THE  BUILDERS 


Information 

sliders. 


In  Canada,  call  (41 6)  364-2760 

Cactus  is  a  trademark  of  Information  Builders,  Inc.  New  York,  NY. 


www.ibi.com 

(800)  989-INFO 


Microsoft  Certified 
Professionals  undergo 
extensive  testing 
in  a  variety  of 
technical  areas. 


Intranet 


Database  Design 


Application 

Development 


Client/Server 


Systems  Integration 


Applications  Support 
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StorageTek 
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“The  CIO  said,  ‘let  me  see  if  I’ve  got  this  straight.  You’re  saying  you  can  implement  a  worldwide  storage 
system  that  will  actually  increase  the  company’s  performance  and  reduce  costs?’  Without  skipping  a  beat, 

I  said  yes.  And  without  skipping  a  beat,  he  said,  ‘you  have  sixty  days  to  show  me  how.’  I  remember  the  day 
StorageTek5  presented  their  recommendations.  Because  that  was  the  first  night  I  actually  got  some  sleep.” 
Call  StorageTek  today  at  1  800  786-7835.  Or  visit  us  on  the  Web.  Because  in  this  world  of  multiplatform 
right  choice  in  storage  can  mean  the  difference  between  proving  yourself  every  day  —  and  proving  yourself 


computing,  the 
once  and  for  all. 


www.storagetek.com/hotshot 


C  Copyright  1997  Storage  Technology  Corporation  All  rights  reserved  StorageTek  is  a  registered  trademark  of  Storage  Technology  Corporation 
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LANs  ♦  WANs  ♦  Network  Management 


Briefs  Frame-relay  choice  pays  big  dividends 


How  many  users  do  you 
run  per  server? 

Lotus  Notes 
Release  4  -  67  users 

Microsoft  Exchange 
Release  4  -  189  users 

SMTP/MIME  Internet 
mail  system  -  233  users 

Base:  66  IS  professionals  at  large 
organizations  in  North  America 

Source:  Creative  Networks,  Inc.,  Palo  Alto.  Calif. 

Business  in  a  box 

Emerging  Technologies  Solu¬ 
tions,  Inc.  in  Greenwood  Vil¬ 
lage,  Colo.,  is  shipping  Busi¬ 
ness  In  A  Box  4.5,  a  suite  of  20 
groupware  applications  that 
runs  on  Lotus  Development 
Corp.’s  Domino  messaging 
and  Web  server. 

The  suite  —  which  in¬ 
cludes  sales  force  automa¬ 
tion,  human  resources  and 
accounting  applications  — 
may  be  customized  with 
Domino-compliant  develop¬ 
ment  tools.  The  product  costs 
$695  for  one  server  and  five 
client  licenses. 

Wireless  Token  Ring 

Fairlawn,  Ohio-based  Aironet 
Wireless  Communications, 
Inc.  recently  released  a  set  of 
wireless  building-to-building 
Token  Ring  bridge  products. 
The  products  will  support 
communications  over  dis¬ 
tances  of  up  to  25  miles  and 
work  at  4M  bit/sec.  and  16M 
bit/sec.  speeds.  They  are  avail¬ 
able  now  and  start  at  $3,495. 
Antennas  cost  between  $650 
and  $995. 

Layer  3  LAN  switch 

Anritsu  Corp.  in  Morgan  Hill, 
Calif.,  recently  announced  its 
entry  into  the  Layer  3  switch 
market  with  the  DN8000,  a 
LAN  switch  that  can  route  at 
500,000  packets  per  second. 
Layer  3  switches  have  built- 
in  routing  that  can  eliminate 
the  bandwidth  bottlenecks 
caused  by  stand-alone  routers. 
The  DN8000  switch  costs 
$18,600  and  will  ship  in  thefall 
with  a  base  unit  and  routing 
module. 


►  Mortgage  firm  avoids 
ATM  hype,  quadruples 
network  performance 

By  Bob  Wallace 


five  years  ago,  vendors  and 
analysts  were  hyping  Asynchro¬ 
nous  Transfer  Mode  (ATM)  as  a 
panacea  for  wide-area  enterprise 
networks.  Each  supplier  had  a 
can’t-miss  product/service  strat¬ 
egy  that  they  said  users  would 
be  fools  to  ignore. 

Jim  Fey  was  just  such  a  fool. 

By  choosing  an  equally  na¬ 
scent  but  less  complex  wide- 
area  network  service  in  1992, 
the  director  of  strategic  technol¬ 
ogies  at  PMI  Mortgage,  Inc.  in 
San  Francisco  more  than  qua¬ 
drupled  network  performance 
and  saved  tens  of  thousands  of 
dollars  per  month  compared 
with  ATM.  And  he  steered  the 
firm  clear  of  the  quagmire  that 
ATM  fast  became. 

Fey  became  one  of  the  first  to 
sign  up  for  frame-relay  service, 
which  quickly  emerged  as  the 
hottest-selling  data  service  on 


By  Barb  Cole-Gomolski 


faced  with  a  dearth  of  IS 
skills,  medium-size  companies 
are  increasingly  handing  off  In¬ 
ternet  mail  and  other  messag¬ 
ing-related  services  to  outsourc¬ 
ing  firms. 

Outsourcing  Internet  mail 
and  services  such  as  virus  scan¬ 
ning  and  World  Wide  Web¬ 
site  hosting  makes  sense  for 


Pros: 

|  Costs  less  than  setting 
up  and  managing  mail 
gateways 

|  Lets  companies  get  by 
with  fewer  mail 
administrator  services 
such  as  faxing  and  Web 
hosting 


the  planet.  It  replaced  a  private¬ 
line  network  that  PMI  used  to 
send  mortgage  insurance  appli¬ 
cations  from  branches  to  head¬ 
quarters. 

Meanwhile,  ATM  service  has 
made  little  progress,  analysts 
said. 

Between  1991  and  1993,  “us¬ 
ers  with  immediate  problems  to 
solve  went  with  frame,  although 
the  hype  of  ATM  clouded  the  is¬ 
sues  and  made  the  decision  a 
tough  one,’’  said  Beth  Gage,  a 
senior  broadband  consultant  at 
TeleChoice,  Inc.,  a  consultancy 
in  Verona,  N.J. 

“I  even  got  hate  mail  from 
some  [vendors]  after  we  decided 
to  go  with  frame  relay,”  Fey  said. 

A  FORTIFIED  NETWORK 

Using  money  it  would  have  E 
spent  on  ATM,  PMI  has  contin-  \ 
ually  enhanced  and  fortified  its 
network.  It  has  installed  Inte¬ 
grated  Services  Digital  Network 
lines  to  back  up  about  two  doz¬ 
en  frame  sites  and  has  bought 
test  equipment  to  verify  network 
operations. 

With  network  performance 


some  companies  because  it 
can  cost  less  than  setting  up  an 
Internet  mail  gateway  and  man¬ 
aging  end-user  accounts.  As 
electronic-mail  outsourcers  add 
services,  information  systems 
departments  are  finding  that 
other  mail-related  functions 
can  be  off-loaded  with  good 
results. 

E-mail  outsourcers  generally 
handle  the  delivery  of  Internet 

Cons: 

|  Cost  savings  may  erode 
for  companies  that  have 
high  mail  volume 

|  Services  usually 
support  limited  mail 
systems 


optimal.  Fey  said  he  is  focusing 
some  of  his  time  trying  to  per¬ 
suade  vendors  to  simplify  and 
enhance  their  communications 
security  products.  He  is  also 
building  an  intranet,  examining 


E-mail  but  don’t  store  messages. 
Clients  still  use  their  existing 
E-mail  client  software  and  store 
messages  locally. 

“I  planned  to  add  a  fax  gate¬ 
way  to  our  [Microsoft  Corp.] 
Mail  system  but  never  found 
the  time  to  do  it,”  said  Cornell 
Stamoran,  manager  of  planning 
and  systems  at  R.  P.  Scherer 
Corp.,  a  drug  capsule  manufac¬ 
turer  in  Troy,  Mich.  The  compa¬ 
ny’s  corporate  office  now  uses 
Fabrik  Fax,  an  Internet-based 
faxing  service  from  Fabrik 
Communications  Corp.  in  San 
Francisco. 

Stamoran  said  he  previously 
turned  to  Fabrik  for  Internet 
mail  connectivity  when  he  de¬ 
cided  he  “didn’t  have  the  budget 
or  people  resources  to  support 
an  Internet  mail  gateway.” 

John  Cwik,  MIS  director  at 
Ogden  Manufacturing  Co.,  a 
Firms  outsource,  page  54 


virtual  private  network  offerings 
and  boning  up  on  Java. 

The  frame-relay  network  runs 
at  56K  bit/sec.,  which  is  the  low¬ 
est  dedicated  frame  speed  but 
Frame  relay,  page  54 

Vendors  put 
own  identity 
on  Rmon  2 

By  Patrick  Dryden 


the  pressure  to  track  service 
from  the  user’s  point  of  view 
is  forcing  information  systems 
managers  to 
consider  a 
risk:  bypass¬ 

ing  the  safe 
path  of  open- 
systems  inter¬ 
operability  for 
a  single-vendor  shortcut  to  vital 
performance  monitoring. 

For  example,  at  PageNet,  Inc., 
the  business  goal  of  supply¬ 
ing  wireless  messaging  services 
to  more  than  9  million  subscrib¬ 
ers  requires  iiigh  availability 
and  responsiveness  for  billing 
functions. 

To  meet  that  goal,  IS  opera- 
Vendors,  page  54 


OUTSOURCING  E-MAIL 


•  Midsize  firms  outsource  E-mail 

IS  lets  others  send  the  messages 
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Vendors  tweak  Rmon  l 


Tool  evolution 


Firms  outsource 
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tors  now  must  be  able  to  mea¬ 
sure  response  time  experienced 
by  users  to  reveal  potential  bot¬ 
tlenecks,  said  Ken  Owsley,  net¬ 
work  design  analyst  at  PageNet 
in  Plano,  Texas. 

“Once  we  build  profiles  for 

normal  response  _ 

times  between  sys¬ 
tems,  we  can  set 
thresholds  to  trigger 
alarms  when  perfor¬ 
mance  slows,”  Ow¬ 
sley  said.  At  that 
point,  the  operators  can  “apply 
their  tools,  to  troubleshoot  the 
cause  down  at  the  packet  level.” 

Owsley  is  evaluating  tools 
from  four  vendors  that  promise 
such  help.  But  he  and  other  IS 
managers  in  this  situation  face  a 
problem. 

Each  tool  measures  response 
times  differently,  despite  being 
based  on  the  same  second- 
generation  Remote  Monitoring 
(Rmon  2)  standard.  It  is  one  ex¬ 
ample  of  how 


CLOSER 


Rmon  2 
standard 


each  vendor 
extends  in  its 
own  way  the 
standard 
methods  for 
gathering  per¬ 
formance  data 
in  hardware 
and  analyzing 
it  in  software 
(see  story  at 
right). 

Those  pro¬ 
prietary  extensions  happen  be¬ 
cause  standard-setting  takes  so 
long  and  vendors  seek  to  differ¬ 
entiate  their  products,  said  Mark 
Bouchard,  an  analyst  at  Meta 
Group,  Inc.  in  Westport,  Conn. 

The  standard  approach  ends 
up  providing  “the  lowest  com¬ 
mon  denominator”  of  informa¬ 
tion,  Bouchard  said. 


TRACKING  SERVER  USE 

That  information  is  still  very 
valuable.  Any  Rmon  2-com- 
patible  product  lets  operators 
track  which  servers  and  World 
Wide  Web  sites  users  visit,  for 
example. 

“Rmon  2  breaks  down  the 
traffic  to  show  where  it’s  going, 
and  that’s  better  than  utilization 
statistics,”  said  Bob  Napier,  a 
network  engineer  at  a  Lockheed 
Martin  Corp.  campus  that  has 
15,000  Ethernet  nodes.  “If  we 
can  characterize  the  traffic,  then 
we  can  find  bottlenecks  easier.” 

To  do  more,  I S  managers  risk 
getting  locked  into  one  vendor, 
Bouchard  said.  That  can  be  a 
problem  when  companies 
merge,  he  said,  because  the  re¬ 


sulting  mix  of  monitoring  prod¬ 
ucts  can’t  exchange  the  neces¬ 
sary  performance  data. 

“Proprietary  monitoring  ex¬ 
tensions  are  not  such  a  bad 
thing,  because  we  get  added 
functions  not  provided  through 
the  standard  today,” 
said  Paul  Edmunds,  a 
senior  network  man¬ 
agement  analyst  at 
Duke  Power  Co. 
in  Charlotte,  N.C. 
“It’s  worth  the  incre¬ 
mental  risk  of  working  with  a 
single  vendor.” 

But  for  managers  at  one  of 
the  world’s  largest  data  net¬ 
works,  the  trade-off  between 
usefulness  and  interoperability 
has  prevented  widespread  adop¬ 
tion  of  Rmon  2. 

"Every  tool  we’ve  tested  puts 
a  different  spin  on  remote 
monitoring,”  said  Jim  Park- 
hurst,  a  senior  staff  engineer  at 
MCI  Communications  Corp.  in 
Washington.  Advantages  are 
lost  because  the  back-end  analy¬ 
sis  software  recognizes  only 
information  defined  by  the 
standard,  not  the  extensions 
gathered  by  different  vendors, 
he  said. 

Competitive  vendors  try  to 
give  customers  a  perceived  ad¬ 
vantage,  but  that  approach  will 
backfire,  Parkhurst  said. 

“I  can’t  justify  the  product 
value  to  my  management 
when  each  implementation  is 
unique,”  Parkhurst  said.  “They 
frown  on  me  tying  the  compa¬ 
ny’s  success  to  the  ability  of  a 
single  vendor’s  development 
group.”  □ 


Vendor  support  for  the  Rmon 
specification  —  which  de¬ 
scribes  the  utilization,  errors 
and  packets  within  individual 
segments  —  has  been  wide¬ 
spread  for  years. 

It  allows  modules  within 
internetworking  gear  or 
stand-alone  probes  to  gather 
Rmon  data  so  that  central 
technicians  running  analysis 
software  don’t  have  to  visit 
remote  LANs  to  capture  pack¬ 
ets  and  diagnose  low-level 
traffic  problems. 

In  January,  the  Rmon  2 
specification  standardized 
Rmon  extensions  that  ven¬ 
dors  had  pursued  individual¬ 
ly.  Rmon  2  defines  matrices 
to  identify  the  endpoints  of 
client/server  traffic,  for  exam¬ 
ple,  and  tracks  application  in¬ 
formation  passing  end-to-end 
across  a  network. 

So  far,  vendor  Concord 
Communications,  Inc.  in 
Marlboro,  Mass.,  and  integra¬ 
tor  International  Network 
Services,  Inc.  in  Sunnyvale, 
Calif.,  provide  software  to  an¬ 
alyze  Rmon  2  data.  Vendors 
gathering  this  data  include 
3Com  Corp.,  Bay  Networks, 
Inc.,  Hewlett-Packard  Co.  and 
NetScout  Systems,  Inc. 

But  vendors  continue  to  ex¬ 
tend  Rmon  2  in  their  own 
ways.  For  example,  Technical¬ 
ly  Elite,  Inc.  in  San  Jose,  Calif., 
plans  to  enable  its  probes  and 
software  to  measure  applica¬ 
tion  response  time  next 
month.  HP  and  NetScout  will 
follow  by  the  fall. 

—  Patrick  Dryden 


E-mail  services 
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maker  of  heating  elements 
in  Arlington  Heights,  Ill.,  said 
E-mail  outsourcing  saves  his 
company  money.  Previously, 
the  firm  sent  frequent  faxes  to 
suppliers  in  Mexico.  Because 
calls  are  billed  to  the  nearest 
minute,  faxes  cost  about  $3 
each,  even  if  the  call  took  only  a 
few  seconds.  The  company  now 
pays  about  20  cents  per  mes¬ 
sage  to  E-mail  its  Mexican  trad¬ 
ing  partners  through  an  Inter¬ 
net  mail  outsourcing  firm. 

“Nine  months  ago,  there 
probably  wasn’t  much  of  a  mar¬ 
ket  for  E-mail  outsourcing,  but 
now  there  are  a  lot  of  companies 
that  are  seriously  considering 
it,”  said  Bob  Lewin,  principal 
analyst  for  collaborative  com¬ 
puting  at  Dataquest  in  San  Jose, 
Calif.  That  is  largely  because 
midsize  companies  don’t  have 
the  in-house  skills  needed  to 
maintain  today’s  messaging  net¬ 
works,  he  said. 


tion  list,  scanning  for  viruses  in 
E-mail  attachments  and  hosting 
Web  sites. 

Interliant,  a  Houston-based 
company  that  already  hosts 
Lotus  Development  Corp.  Dom¬ 
ino  Web/ Notes  servers  on  its 
network,  recently  announced 
plans  to  host  rentable  collabora¬ 
tive  applications  as  well  as  verti¬ 
cal  applications  for  the  legal, 
health  care,  financial  and  phar¬ 
maceutical  markets. 

Interliant  will  host  the  appli¬ 
cations  on  its  servers  and  make 
them  available  to  users  with  ei¬ 
ther  a  Web  browser  or  Notes  cli¬ 
ent.  MCI  Communications 
Corp.  has  plans  for  an  E-mail 
outsourcing  service  based  on 
Microsoft  Exchange. 


MORE  SERVICES 

Companies  such  as  Fabrik  — 
along  with  Internet  service  pro¬ 
viders  —  are  also  broadening 
their  services.  Fabrik  this  week 
will  announce  several  services, 
including  delivering  business 
information  from  Internet- 
based  news  services  to  users’ 
desktops,  filtering  messages 
based  on  size  and  other  charac¬ 
teristics,  sending  personalized 
messages  to  users  on  a  distribu- 


Frame-relay  choice  saves  mortgager  thousands 
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about  five  times  faster  than  the 
9.6K  bit/sec.  private  lines  the 
frame  links  replaced.  Users  said 
they  felt  the  performance  boost 
immediately. 

“We  used  to  wait  forever  for 
screens  to  change,”  said  Sue 
Nakata,  a  senior  regional  under¬ 
writing  manager  at  PMI’s  Seat¬ 
tle  office.  “But  once  the  network 
change  was  complete,  we  got 
much  faster  response  times  and 
found  we  could  handle  a  higher 
volume  of  applications.  It  en¬ 
abled  us  to  become  twice  as  pro¬ 
ductive  and  really  helped  morale 
around  the  office.” 

ATM  is  even  faster,  but  it  had 
a  major  shortcoming. 

Even  if  the  long-distance  car¬ 
riers  gave  away  their  portion  of 


"We  used  to  wait  forever  for  screens  to  change.  But 
once  the  network  change  was  complete,  we  got  much 
faster  response  times. ...  It  enabled  us  to  become 
twice  as  productive  and  really  helped  morale  around 
the  office." 

-  Sue  Nakata,  PMI  Mortgage 


the  ATM  wide-area  network 
links,  the  service  would  still 
cost  five  to  six  times  more 
than  frame-relay  service,  Fey 
said. 

“And  we  determined  in  1992 
that  frame  relay  would  far  sur¬ 
pass  anything  ATM  could  do 
from  a  technical  standpoint,” 
Fey  said,  as  ATM  was  far  more 


complex  and  less  stable  than 
frame. 

Many  ATM  vendors  also  qui¬ 
etly  advanced  frame  relay  be¬ 
cause  few  users  were  buying 
ATM.  That  meant  vendor  re¬ 
sources  going  unused  for 
ATM  installations  were  available 
for  those  going  with  frame 
relay.  “They  were  falling  over 


themselves  to  work  with  us,” 
Fey  said. 

At  the  beginning  of  the  proj¬ 
ect,  Fey  gathered  the  vendors 
that  would  take  part  in  the 
frame  project  —  IBM  in  Ar- 
monk,  N.Y.,  3Com  Corp.  in 
Santa  Clara,  Calif.,  and  WilTel 
in  Tulsa,  Okla.,  (now  LDDS 
WorldCom,  Inc.)  —  and  laid  out 
his  plan. 

“We  wrote  into  each  contract 
that  if  the  project  failed,  we  were 
out  of  the  deal.  All  three  con¬ 
tracts  would  be  null  and  void. 
Everyone  agreed,”  Fey  said 

Any  regrets  on  the  move  to 
frame  relay? 

“No.  It  was  a  great  move  for 
PMI  because  frame  relay  did  ev¬ 
erything  it  was  supposed  to  do 
and  more,”  Fey  said.  □ 


MIXED  REVIEWS 

Several  companies  —  including 
Andrew  Corp.  in  Orland  Park, 
Ill.,  and  Manhattan  Beach,  Cal¬ 
if.-based  Tornado  Software  De¬ 
velopment  —  offer  subscrip¬ 
tion-based  services  to  give  users 
access  to  E-mail,  voice  mail,  fax¬ 
es  and  paging  through  a  Web 
browser  or  telephone. 

Although  users  report  suc¬ 
cess  with  such  services,  there 
are  pitfalls,  they  said.  E-mail 
outsourcing  companies  typically 
support  a  limited  number  of 
mail  systems,  which  can  leave 
some  users  out  of  the  loop.  And 
security  questions  still  loom  for 
some  sites.  □ 


How  many  companies  can  say 
they  started  the  portable  revolution? 


How  many  companies  have  shaped  the 
technology  to  its  present  state? 


How  many  companies  are 
redefinina  it  riaht  now? 


SATELLITE  PRO™  ^ 

With  MMX™  technology,  advanced 
multimedia  and  Fast  Scan™  High  Contrast 
Display  at  a  very  affordable  price,  the 
new  Satellite  Pro  Series  is  redefining 
the  concept  of  value. 


TECRA™ 

Toshiba  has  just  reinvented 
the  corporate  notebook.  A  portable 
powerhouse  in  a  sleek  new 
design,  Tecra  combines  the  latest 
technology  with  all  of  the 
expansion  and  connectivity 
capabilities  that  businesses  need. 
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LIBRETTO® 

Introducing  Libretto  50CT,  a  fully 
compatible,  Pentium®  processor-based 
comAter  that  runsWindo  ws B  95 
and  fits  perfectly  in  the  palm  of  your 
hand.  At  1.85  lbs.,  Libretto  50CT 
launches  a  brand  new  category. 
We  call  it  the  mini-notebook. 
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PORTEGE® 

In  1993,  we  coined  the  term  ultraportable 
to  characterize  the  small  footprint  and 
unprecedented  power  of  Portege.  Today, 
equipped  with  a  panoramic  screen 
and  processincr  capabilities  that  sucraest 


Just  One. 

Always  Lead."  Two  words  that  say  more  than  an  entire  mission 
statement.  At  Toshiba,  leadership  is  our  center  of  gravity.  Our 
day-to-day  activities  revolve  around  it.  Since  the  beginning- 
when  we  put  our  name  on  the  first  commercially  successful  notebook 
computer-Toshiba  has  been  consistently  raising  the  standards 
by  which  portable  performance  is  measured.  It’s  progression, 
sure,  but  not  simply  for  progression’s  sake.  We  listen.  Before  we 
build  anything.  And  every  innovation  we  send  out  the  door  is 
designed  to  run  just  ahead  of  your  expectations.  Even  if  your 
expectations  include  the  complete  reinvention  of  portable 
computing.  Which,  incidentally,  is  exactly  what  we’ve  just  done. 
And  then  some.  Packed  with  powerful  technology  and  backed 
by  Toshiba’s  first-class  service  and  support,  these  new  notebooks 
are  redefining  power,  value  and  ultraportability.  We’ve  even  gone 
beyond  the  drawing  board  to  unveil  an  entirely  new  category, 
the  mini-notebook,  that  brings  world-class  processing  to  the 
tiniest  of  places.  So  with  the  next  generation  of  tools  at  hand, 
we  invite  you  to  start  your  own  revolution.  Like  turning  your 
mission  statement  into  a  list  of  achievements.  With  a  single 
objective,  of  course.  Always  Lead. 

In  Touch  with  Tomorrow 

TOSHIBA 


RAID  Ready  More  Expandable 


With  its  Hot-swappable  ALR's  new  Revolution  6X6 
RAID  storage  cage  stan-  Storage  Expander  adds  an 
dard,  the  ALR  Revolution  additional  1 1X)  gigabytes  per 
6X6  is  ready  to  support  Expander  (maximum  2).  That's 
nearly  80  gigabytes  ot  fixed  almost  300-GB  ot  storage 
(Storage  Expander  available 
Q2-97) 


% 


N+l  Power 


InforlVIanager 

with  AcUveCPR 


The  advanced  N*1  Power 
Suppty  System  on  every  ALR 
Revolution  6X6  provides  up 
to  (4)  350- Wan  Hot-pluggable 
redundant  power  supples, 
providing  24-hour  tarfover 
protection  and  orvine 


Because  down-time  is  just  not  an  option 


ALR's  Revolution  6X6  e  pro¬ 
tected  by  ALR  ActtwCPft 
ALR's  revolutionary  proces¬ 
sor  protection  and  auto 
recovery  technology  Its  just 
toe  latest  aOteon  to  ALB 
IntorManager,  ALR’s  own 
ndustry  recognued  server 


sensors  constantly  monitor 
vital  aspects  of  processor 
operaaon  Outo I 
spec  taxings  togger 


watchdog 


lanfen 


teOOOtl  E36  B  M 


event  ota  soft 


R  warns  network 
users  ot  impending  shut¬ 
down  Initiates  sale  auto- 
shut  flown  ot  OS.  Then 
takes  suspicious  processor 
otf-lne  and  automatically 
s  OS.  recovering 
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On-site  Included! 

We  include  3  years  ot  on¬ 
site  service  standard 
because  you  donl  wart  to 
sh<>  toe  heart  of  your  nte- 
work  away  tor  repairs 


Longest  Warranty 

Anybooy  can  say  that  they 
have  rekabte  servers  We 


industry  s  longest  standard 
warranty  a#  5  years. 
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'  Pricing  based  on  I  DC  estimated  street  pricing.  Verity  pricing,  configuration  and  specifications  with  product  manufacturer 


A  “must-buy”  server...When  was  the 
last  time  you’ve  heard  such  a  strong 
recomendation  from  a  magazine  as 
technical  and  prestigious  as  InfoWorldi  It 
doesn’t  happen  often.  Which  just  shows 
how  advanced  and  affordable  the  ALR 
Revolution  6X6  is. 

Try  finding  another  server  in  this  class 
that  supports  six  Pentium  Pro  processors. 


Try  finding  one  witji  this  many  high  avail¬ 
ability  features  standard  or  this  much 
expandability.  And  try  finding  one  with  a 
5/36  warranty.  You  won't.  Not  for  this  price. 
Not  even  for  thousands  of  dollars  more. 

But  don’t  take  our  word  for  it  Call  us 
today  and  we’ll  send  you  a  copy  of  the 
InfbWorld  article.  We  have  a  good  feeling 
that’s  all  the  convincing  you’ll  need. 


AU»c*n  di*o  t»  found  through  CwvjSenv- O0  ALRlteC  S  Amenca  Ontne  -  Keyword  ALR  Adorned  Logc  Research,  Inc.  9401  Jeronmp  lrvre.CA  92718  (7M)5Bi-€770 FAX: (714)  5fh-924(L  Prices,  conAgurafcons  And  speoficaaons  subject  to  change  wynout  note*.  System*  spectecateons  suPpci  to 
change  without  notice  Systems  shown  with  optional  equipment  Prong  based  on  US-  dollars-  ALR  6  a  registered  trademark  of  Advanced  Loge  Research,  Inc.  Intel  Pentium  Pro  logo  #  a  trademark  at  Intel  Corporation  Al  oner  ora ns  yid  product  nyr«  ye  trademyks  or  fe^eterea  rademyks  ot  tier 

respective  owners  ©  1997  by  ALB 


Starting  at 

*12763 


Gd  Connected! 


Advanced  Logic  Research,  Inc. 


New  from  ALR,  Autobahn  ISDN  Routers  now 
cV.v,  iMe  ter  under  $650  call  1  -888-ALR-ISDN 


1-800-444-4ALR 

http://www.alr.com 


Up  to  six 

Pentium-  Pro  Processors  for  less! 


...for  any  IS  department  that 
wants  a  high  degree  of  fault 
tolerance  and  scalability 
without  paying  top  dollar  for  it 
And  what  IS  department  wouldn’t?” 


Manufacturer/Model 

ALR®  Revolution  6X6™ 

Compaq-  Proliant™  5000 

CPU 

Pentium*  Pro  200/512 

Pentium®  Pro  200/512 

Maximum  SMP 

6  CPU 

4  CPU 

Memory 

128-MB 

128-MB 

Had  Disk  Drive  Storage 

9-Gigabytes 

9-Gigabytes 

LCD  Touchscreen  Diagnostics 

Standard 

Not  Available 

CD  ROM 

16X 

8X 

RAID  Ready 

6  Bays 

4  Bays 

Hot  Swappable  Expansion 

6  Bays 

None 

Expansion  Slots 

12  Expansion  Slots 

7  Expansion  Slots 

Network  Interlace 

10/100  Ethernet 

10/100  Ethernet 

Onboard  Disk  Controller 

Fast/Wide  Ultra  SCSI 

SCSI-2 

Server  management 

ALR  InforManager™ 

Compaq  Insight 

with  ActiveCPR™ 

Manager™ 

FdwerSupply 

700  Watts  (1050  opt.) 

488  Watts 

Redundant  Hotpluggable  N+ 1 

Standard 

Redundant  only 

Omsite  Service 

3  Years  On-site  Service 

3  Years  On-site  Service 

Factory  Warranty 

5  Year/36  Month 

3  Year 

Price 

*13,675 

>14,915' 

(www.com  puterworld.com) 


The  Internet 


Briefs 

SET-ting  a  precedent 

Wal-Mart  Online  last  week 
conducted  what  it  says  is  the 
first  real-time  Internet  transac¬ 
tion  in  the  U.S.  using  the  Se¬ 
cure  Electronic  Transaction 
(SET)  protocol.  A  user  with 
an  American  Express  Co.  card 
ordered  a  drill  press  from 
www.wal-mart.com.  SET  is  a 
protocol  initially  developed  by 
Visa  International,  Inc.  and 
MasterCard  International,  Inc. 
for  safe  credit-card  purchases 
on  the  World  Wide  Web. 

CA  backs  off  Web  plan 

Computer  Associates  Interna¬ 
tional,  Inc.  has  dropped  plans 
for  getting  into  the  Web  server 
hosting  business.  A  year  ago, 
Islandia,  N.Y.-based  CA  set  up 
a  unit  called  NetHaven  that 
planned  to  offer  a  variety  of 
Web  services,  including  physi¬ 
cal  management  of  Web  serv¬ 
ers  for  corporate  customers. 
But  NetHaven  is  being  refo¬ 
cused  solely  on  building  elec¬ 
tronic  commerce  Web  sites  for 
retailers. 

Speeding  Domino 

Lotus  Development  Corp.  in 
Cambridge,  Mass.,  is  shipping 
Domino  Merchant  1.1,  an  add¬ 
on  that  dou  bles  the  speed  of  its 
Domino  Web  and  messaging 
server  for  building  electronic 
commerce  applications,  Lotus 
officials  said.  Domino  Mer¬ 
chant  costs  $1,295. 

Automated  extranet 

SpaceWorks,  Inc.  last  week  an¬ 
nounced  its  E-Commerce  Inte¬ 
grator  program,  under  which 
the  Rockville,  Md.,  software 
vendor  will  put  up  a  business- 
to-business  extranet  ordering 
system  within  30  days,  for 
$25,000  to  $50,000.  Space- 
Works  will  manage  the  site 
during  the  test  period  and 
build  gateways  to  legacy  sys¬ 
tems. 

ILK,  to  get  first  NC 

NetProducts  Ltd.,  based  in  the 
U.K.,  plans  to  launch  the  U.K.’s 
first  network  computer  in  July, 
company  Chairman  Hermann 
Hauser  said  at  the  Conference 
on  ConvergingTechnologies  in 
Brussels  last  week.  NetStation 
will  cost  $489. 


deep  within  the  site. 

“Shame  on  me  for  making 
such  a  silly  contract.  But  that’s  a 
common  error  for  people  who 
don’t  have  a  strong  knowledge 
of  the  Internet,”  said  Joshua 
Tretakoff,  manager  of  alterna¬ 
tive  media  at  The  Sharper  Im¬ 
age.  Until  now,  the  unenforce¬ 
able  contract  hasn’t  become  an 
issue  between  The  Sharper  Im¬ 
age  and  TravelWeb,  and  The 
Sharper  Image  has  gone  on  to 
do  cross-marketing  deals  with 
other  companies. 

Cross-marketing  can  be  a 
powerful  tool  for  building  busi¬ 
ness  in  Internet  commerce, 
webmasters  said.  On  the  Inter¬ 
net,  the  boundaries  between  two 
sites  aren’t  always  apparent,  and 
links  are  inexpensive  and  easy 
—  as  Tretakoff  ruefully  learned. 

Webmasters  looking  for 
cross-promotions  more  effective 
than  trading  links  are  creating 
tailor-made  offerings  for  specif¬ 
ic  joint  ventures,  providing  joint 
real-world  advertising  and  find¬ 
ing  innovative  ways  to  attract 
links  from  other  sites. 

Many,  in  fact,  encourage  the 
precise  kind  of  “deep  linking” 
that  Ticketmaster  is  suing  Mi¬ 
crosoft  over. 

Cross-promotion,  page  62 


Weaving  a  good  match 


►  Cross-promotion  can  help  boost  Web  traffic 


By  Mitch  Wagner 


when  the  Sharper  Image 
Corp.  wanted  to  cross-promote 
its  World  Wide  Web  site  with  an¬ 
other  business,  it  ended  up 
making  an  offer  that  didn’t 
make  sense. 


The  San  Francisco-based  cata¬ 
log  and  retail  store  signed  a  deal 
that  gave  online  travel  agency 
The  Hotel  Industry  Switch  Co.’s 
TravelWeb  site  exclusive  rights 
to  cross-license  travel  gear  from 
The  Sharper  Image.  The  prob¬ 
lem:  On  the  Internet,  you  can’t 


stop  another  company  from  put¬ 
ting  up  a  link  to  your  site.  You 
can  block  the  link,  but  you  can’t 
make  the  other  site  take  it  down 
without  going  to  court.  Ticket- 
master  Corp.  recently  sued  to  try 
to  force  Microsoft  Corp.  to  re¬ 
move  links  from  its  Seattle  Side¬ 
walk  site  that  bypassed  Ticket- 
master’s  home  page  to  reach 


pensive  to  run  and  change 
quickly.  In  other  words,  they 
have  to  be  a  lot  like  intranets. 

Many  of  them  use  intranets  to 
get  ready  for  competition.  Intra¬ 
nets  are  inexpensive  channels  to 
distribute  competitive  informa¬ 
tion  inside  firms,  users  said. 
And  because  intranet  software 
is  based  on  open  standards,  de¬ 
velopers  can  quickly  break  down 
and  reassemble  intranet  appli¬ 
cations  —  a  key  to  competing  in 
a  deregulated  world. 

Flexible  applications  will  be 
important  to  deregulated  power 
companies  because  most  of  the 
companies  will  split  their  retail, 
wholesale,  distribution  and 
power  generation  businesses  in¬ 
to  separate  enterprises,  said 
Brad  Holcombe,  a  partner  in  the 
utilities  practice  at  Andersen 
Consulting  in  Chicago. 

“In  the  new  company  of  to¬ 
morrow,  how  do  you  break  up 
the  systems  as  these  companies 
break  themselves  up?”  Hol¬ 
combe  said.  “The  [information 
technology]  organization  has  to 
take  these  pieces  and  pull  them 
apart.” 

Utilities,  page  62 


webreviews  Alcohol  and  tobacco  sites 

Vice  sites  walk  a  thin  line 


Utilities 
power  up 
intranets 

By  Justin  Hibbard 


By  Kim  S.  Nash 


cigarette  and  liquor  compa¬ 
nies  are  in  a  tight  spot.  They 
have  to  sell  hard  in 
commodity  markets, 
but  overt  pitches  put 
them  at  risk  for  pub¬ 
lic  backlash.  The 
World  Wide  Web  is 
especially  tough  be¬ 
cause  the  Internet  is 
widely  considered  — 
correctly  or  not  — 
a  young  per¬ 
son’s  hang¬ 
out. 

Tobacco 
companies, 
with  their 
holdings  in 
food,  beverage  and 
other  markets,  are 
the  largest  compa¬ 
nies  in  the  world 
after  oil  and  gas  producers. 
But  Web  users  wouldn’t 
know  it.  Cigarettes  are  nearly 


invisible  online. 

Maybe  the  idea  is  to  make 
smoking  sites  hard  for  kids  to 
locate. 


"Wii 


Philip  More.;  Cos  ,  for  exam¬ 
ple,  isnt  g'-':)g  critics  the 

Vice  sites,  page  63 


power  companies  preparing 
for  deregulation  have  to  be  inex- 


"Eiqhty  percent  of  what  we  need 
to  know  Is  In  the  company" 


Pacific  Enterprises  Heather 
Copeland-LaBruno: 


THERE  WAS, 

IN  FACT, 

A  REASON 
THEY  CALLED  IT 

THE  PERSONAL 
COMPUTER. 


199  Microsoft  Corporation.  Ail  rights  reserved.  Microsoft.  Where  do  you  want  to  go  today?,  Windows  and  the  Windows  logo  are  registered  trademarks  of  Microsoft  Corporation. 


Oh  yeah.  There’s  a  person  sitting  in  front  of  it. 

Oftentimes,  that  person  is  a  very  special  person  called  an  employee.  Someone  who  walks 
through  your  doors  in  the  morning  and  back  out  in  the  evening  (sometimes,  very  late  in  the 
evening).  Someone  who  will  rewrite  paragraphs  in  the  shower.  Or  not.  Someone  who  will 
work  through  lunch  to  make  something  just  right.  Or  not.  Someone  who  will  care.  Or  not. 

It  is  people  who  define  business.  It  is  people  who  will  determine  whether  your  company  will 
be  just  good  or  damn  good  or  great.  We  believe  that  given  the  responsibility  and  the  right 
tools,  the  people  who  work  for  you  will  do  extraordinary  things.  For  millions  and  millions  of 
people,  the  right  tool  is  the  computer. 

What  makes  the  computer  personal  is  a  program  called  Microsoft®  Windows®. 

Windows  makes  computing  easier,  so  more  people  can  actually  use  a  PC.  It  is  intuitive  and 
simple  and  familiar,  and  recognizable  from  computer  to  computer,  person  to  person. 

Windows  makes  computing  more  powerful.  More  than  one  hundred  thousand  programs  have 
been  written  for  the  Windows  platform.  So  you  can  type  words  and  calculate  numbers,  create 
presentations  with  animation  and  sound  and  video,  do  3-D  CAD  design,  send  a  message  to 
the  other  side  of  the  office,  send  a  message  to  the  other  side  of  the  world,  manage  inventory 
and  payroll,  draw,  find  things  on  the  Internet,  create  your  own  intranet,  build  a  database, 
manage  projects,  hold  live  video  meetings  on  screen  and  check  your  spelling. 

And  Windows  makes  computing  travel.  You  can  take  your  powerful  programs,  travel  3,000 
miles,  use  them,  plug  your  notebook  computer  into  a  phone  jack  and  work  as  if  you  were 
sitting  at  your  desk. 

Windows  makes  the  computer  a  tool  your  people  can  use.  And  it  is,  when  all  is  said  and 
done,  your  people  who  are  going  to  make  the  difference. 


Where  do  you  want  to  go  today?"  www.microsoft.com/windows/ 
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Cross-promotion 


CON  T  I  N  U  E  D  FROM  PAGE  59 

Barnes  &  Noble,  Inc.  in  New 
York  and  The  New  York  Times 
last  month  signed  a  deal  to  link 
individual  book  reviews  in  the 
Times  Book  Review  with  the 
Barnes  &  Noble  site.  Visitors  to 
the  bookseller  site  will  be  able  to 
click  on  a  button  marked  “Read 
the  Review”  to  go  to  a  review  in 
the  Times  if  the  book  was  re¬ 
viewed  there.  Conversely,  online 
Times  readers  will  be  able  to  find 
a  “Buy  this  Book”  button  at  the 
end  of  reviews.  The  links  will  ex¬ 
ist  whether  the  review  is  a  rave 
or  a  pan,  executives  said. 

"There’s  a  huge  convenience 
for  the  user,”  said  Martin  Nisen- 
holtz,  president  of  New  York 
Times  Electronic  Media  Co.  in 
New  York.  “You  read  about  a 
book,  you  want  to  buy  it,  and 
you  go  right  to  it.” 

The  link  lets  a  customer  jump 
directly  to  a  completed  Barnes  & 
Noble  order  form  to  make  it  eas¬ 
ier  to  buy  books. 

Tower  Records  includes  on 
each  of  its  pages  a  button  that 
generates  the  page’s  complicat¬ 
ed  Web  address  so  that  visitors 
with  their  own  Web  pages  can 
create  links  to  any  Tower  page. 
The  theory  is  that  a  Nirvana  fan 
club  page  maintained  by  a  col¬ 
lege  student,  for  instance,  will 
link  to  the  Nirvana  section  of  the 
Tower  site,  bringing  in  more  po¬ 
tential  buyers,  said  Eoin 
McGloughlin,  online  services 
director  at  the  West  Sacramento, 


COMPUTERWORLD 

For  these  and  other  related 
links,  point  your  browser  at 
www.computerworld.com/ 
links/Q7o6ogadverlinks.html 

►  Promoting  your  business 
www.garlic.com/tfwilson/ 
webmarket/promote.htm 

Web  advertising  terminol¬ 
ogy,  statistics  and  usage 
www.adresource.com/ 
webprime.htm 

Calif.,  company.  Tower  uses  the 
same  technology  to  link  to  big¬ 
ger  sites,  such  as  those  promot¬ 
ing  national  concert  tours  and 
music  magazines. 

And  custom  links  aren’t  just 
for  the  musically  inclined. 

Atlanta-based  United  Parcel 
Service  of  America,  Inc.  recently 
began  a  program  to  help  cus¬ 
tomers  who  sell  goods  online 
and  ship  them  via  UPS.  Using 
an  applet  from  UPS,  those  cus¬ 
tomers  can  put  a  link  on  their 
Web  pages  that  helps  their  cus¬ 
tomers  track  the  delivery  of 
packages  ordered  online. 

Likewise,  NECX,  a  computer 
and  electronics  supplier  in  Pea¬ 
body,  Mass.,  offers  premiums  to 
computer  vendors  that  link  to 
the  NECX  page  when  those 
links  result  in  sales.  □ 


Browsing  mainframe  data 


►  Webfocus  S/390  brings  legacy  data  to  Web 


By  Justin  Hibbard 


DEVELOPERS  FAMILIAR  with 

Netscape  Communications 
Corp.’s  LiveWire  development 
environment  can  now  write  ap¬ 
plications  that  present  live  data 
from  mainframes  in  formatted 
reports  inside  World  Wide  Web 
browsers. 

Information  Builders,  Inc.  in 
New  York  last  week  introduced 
WebFocus  S/390  for  Netscape,  a 
version  of  its  Web  Focus  applica¬ 
tion  server  that  was  designed  to 
present  legacy  data  on  Web  pag¬ 
es  stored  on  Netscape’s  Enter¬ 
prise  Server.  The  product  can  ac¬ 
cess  data  from  more  than  65 
different  types  of  databases,  in¬ 
cluding  those  that  run  on  IBM’s 
MVS  mainframe  operating  sys¬ 
tem. 

Using  LiveWire  —  Netscape’s 
collection  of  Web  development 
and  Web  site  management  tools 
—  corporate  developers  can 
write  JavaScript  applications 
that  allow  a  Netscape  Web  serv¬ 
er  to  draw  data  from  WebFocus 
S/390,  which  in  turn  draws  data 
from  several  databases. 


Dan  Bond,  data  warehouse 
manager  at  Paradyne  Corp.  in 
Largo,  Fla.,  uses  WebFocus  to 
present  formatted  reports  from 
a  SQL  database  on  his  compa¬ 
ny’s  Web  site.  He  said  the  prod¬ 
uct  can  replace  mainframe- 
based  report  writers  such  as 
CA-Easytrieve  from  Computer 
Associates  International,  Inc.  in 
Islandia,  N.Y.  But  he  said  users 
will  still  use  personal  productivi¬ 
ty  databases,  such  as  Microsoft 
Corp.’s  Access,  for  formatted  re¬ 
ports. 

“I’d  like  most  of  our  ad  hoc 
reporting  to  be  done  through 
browsers,”  Bond  said.  “I  don’t 
see  the  use  of  Access  going 
away,  but  for  people  who  need  a 
quick  report  on  customer  status, 
a  report  through  a  browser 
would  get  the  job  done  faster 
than  any  other  kind  of  reporting 
tool.” 

WebFocus  and  tools  like  it 
make  data  much  more  accessi¬ 
ble  to  end  users  by  putting  it  on 
the  corporate  intranet,  said  Ed 
Schaider,  an  analyst  at  The  Stan- 
dish  Group  International,  Inc. 
in  Dennis,  Mass. 


“That  company  may  have 
people  in  Italy  who  are  access¬ 
ing  the  database  in  Racoon, 
Iowa,”  Schaider  said. 

But  having  to  write  applica¬ 
tions  to  get  the  data  is  a  draw¬ 
back,  he  said. 

“Increasingly,  corporate 
America  is  buying  [prebuilt 
software],”  Schaider  said. 
"They’re  in  the  business  of 
making  soda  pop  and  toiletries, 
not  in  the  business  of  making 
software.” 

WebFocus  S/390  includes  all 
the  functionality  of  Information 
Builders’  Focus  visual  develop¬ 
ment  tool,  including  drag-and- 
drop  styling  and  formatting.  It 
can  create  a  single  Hypertext 
Markup  Language  document 
that  combines  results  from 
multiple  report  requests  with 
text  and  graphics  from  other 
sources. 

The  price  of  WebFocus  S/390 
ranges  from  $12,475  to  $112,275 
based  on  platform,  and  it  is 
available  now.  Optional  MVS 
drivers  cost  $2,875  t0  $25,875. 
Information  Builders  will  also 
resell  Netscape  Enterprise  Serv¬ 
er  with  a  server-side  WebFocus 
plug-in  for  Windows  NT  and 
Unix  for  $5,900.  □ 


Utilities  power  up  intranets 
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Mixing  up  the  right  marketing 

On  the  Internet,  as  in  the  real  world,  successful  cross-marketing 
means  finding  product  combinations  that  make  sense. 

“You  don’t  want  to  necessarily  put  all  the  canned  goods  togeth¬ 
er  with  all  the  dry  goods,”  said  Tom  Loane,  vice  president  and 
chief  information  officer  at  Alamo  Rent  A  Car,  Inc.  in  Fort  Lauder¬ 
dale,  Fla.  “You  want  to  put  the  spaghetti  sauce  next  to  the  spa¬ 
ghetti.  That’s  what  makes  sense  to  the  customer.” 

Early  on,  Alamo  tried  a  cross-marketing  deal  selling  bathing 
suits  online.  The  company  assumed  people  renting  cars  on  vaca¬ 
tion  —  especially  in  Florida  —  would  want  to  swim.  It  didn’t  work 
out.  Loane  offered  the  theory  that  the  project  bombed  because  it 
involved  luxury  bathing  suits,  and  people  reserving  cars  online 
tend  to  be  price-conscious.  Now,  Alamo  is  negotiating  with  hotels 
and  airlines  for  cross-promotion  deals,  trying  to  build  off  the  natu¬ 
ral  order  or  reserving  facilities  on  trips.  Surveys  have  shown  that 
travelers  first  reserve  air  travel,  then  hotels  and  then  cars. 

Geoffrey  Bock,  an  analyst  at  Patricia  Seybold  Group  in  Boston, 
said  the  right  online  relationship  can  help  leverage  brands  that 
people  trust  to  help  build  trust  in  Internet  commerce. 

“I’m  going  to  a  Barnes  &  Noble  because  that’s  a  brand  I  think  I 
can  trust  in  book  sales,  and  then  I  look  at  The  New  York  Times 
Book  Review  because  I  like  their  judgment  in  books,”  Bock  said. 

Stan  Lepeak,  an  analyst  at  Meta  Group,  Inc.  in  Stamford,  Conn., 
said  online  cross-promotion  offers  very  little  risk. 

“I  can’t  see  the  downsides  to  it,  except  the  opportunity  to  make 
yourself  look  bad  on  the  Web.”  He  added.  “But  you  can  do  that  on 
your  own.”  —  Mitch  Wagner 


Companies  faced  with  unrav¬ 
eling  inflexible  Cobol  applica¬ 
tions  will  have  a  tough  time, 
Holcombe  said.  By  comparison, 
pulling  apart  intranet  applica¬ 
tions  based  on  open  standards 
is  relatively  easy,  said  Syed  Mir, 
manager  of  systems  integration 
at  Ontario  Hydro. 

The  Toronto  utility  reuses  ap¬ 
plications  based  on  Hypertext 
Markup  Language  and  the  Com¬ 
mon  Gateway  Interface,  a  stan¬ 
dard  interface  for  all  World 
Wide  Web  servers. 

"Whatever  we’re  developing 
is  easily  changed,”  Mir  said. 
“We  can  reuse  the  intranet  ap¬ 
plications  that  we’ve  got  on  the 
retail  side  on  the  [power]  gener¬ 
ation  side.” 

The  retail  and  generation 
businesses  use  similar  applica¬ 
tions  for  billing  and  managing 
accounts.  The  retail  business 
sells  electricity  to  consumers, 
and  the  generation  business 
wholesales  power  to  other  utili¬ 
ties. 

Ontario  Hydro  is  moving  ap¬ 
plications  to  its  generation  busi¬ 


ness  because  it  expects  to  sell 
electricity  to  other  power  provid¬ 
ers  when  deregulation  hits.  Mir 
said  he  expects  to  move  the  ap¬ 
plications  in  three  months  for 
less  than  $100,000  ($72,590 
U.S.). 

The  company  is  testing  an  ap¬ 
plication  that  lets  users  modify 
customer  accounts  using  forms 
inside  Web  browsers.  To  instill  a 
sense  of  urgency  in  the  new 
competitive  work  environment, 
a  dock  icon  on  the  forms  shows 
how  many  hours  or  days  it  takes 
to  complete  a  process. 

Icons  change  from  green  to 
yellow  to  an  urgent  red  as  time 
and  deadlines  pass. 

FOLLOWING  TRENDS 

Deregulation  of  the  power  in¬ 
dustry  is  an  international  trend. 
The  U.K.  and  Australia  have  al¬ 
ready  deregulated  to  allow  more 
competition  among  utilities, 
and  the  U.S.  and  Canada  are 
preparing  to  follow  suit. 

The  Ontario  government 
hasn’t  yet  set  a  date  for  deregu¬ 
lation.  But  in  California,  power 


monopolies  will  end  Jan.  1.  Pa¬ 
cific  Enterprises,  a  utilities  hold¬ 
ing  company  in  Los  Angeles, 
will  enter  the  electricity  market 
later  this  year  when  it  completes 
its  merger  with  Enova  Corp.,  a 
power  company  in  San  Diego. 

Pacific  Enterprises  already  us¬ 
es  its  intranet  to  compete  in  the 
gas  market.  The  company  ex¬ 
pects  to  use  intranet  applica¬ 
tions  to  compete  in  the  electric¬ 
ity  market  as  well. 

The  company  last  year  devel¬ 
oped  a  threaded  discussion  ap¬ 
plication  that  lets  employees  ex¬ 
change  competitive  intelligence. 
Users  post  articles  gleaned  from 
news  services,  but  the  most 
valuable  information  often 
comes  from  tips  employees  pick 
up  in  the  course  of  their  work, 
said  Heather  Copeland-LaBru- 
no,  Internet  development  coor¬ 
dinator  at  Pacific  Enterprises. 

“Eighty  percent  of  what  we 
need  to  know  is  in  the  compa¬ 
ny,”  Copeland-LaBruno  said. 
“It’s  just  a  matter  of  getting  a 
place  for  them  to  tell  you  what 
they  know.”D 


HOW  THEY  STACK  UP 


R.  J.  Reynolds  Tobacco 

Anheuser-Busch 

WBSESEESStM 

Bacardi-Martini  U.S. A. 

www.greensboro.com/rjrt 

www.budweiser.com 

www.absolutvodka.com 

www.bacardi.com 

RETAILER  FINDER 

No 

No 

No 

No 

EASE  OF  NAVIGATION 

Good 

Good 

Excellent 

Excellent 

FRAMES 

Yes 

No 

No 

No 

MULTIMEDIA  CONTENT 

Some,  but  no  special 
viewers  or  plug-ins 
needed 

Some,  but  no  special 
viewers  or  plug-ins 
needed 

Yes,  requires  Shockwave 
or  QuickTime  plug-ins 

Varies 

STANDOUT  FEATURES 

None 

Striking  graphics,  good 
organization 

._ — _ — . — . — - 

Interesting  art  history 
lessons 

Gives  a  choice  of  site 
views 

STYLE  GRADE/ 
CONTENT  GRADE 


reviews  Alcohol  and 
tobacco  Web  sites 

Vice  sites 
walk  a 
thin  line 
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chance  to  complain  about  ap¬ 
pealing  to  underage  Web  users: 
It  hosts  no  sites  at  all  for  Marl¬ 
boro,  Parliament,  Virginia  Slims 
or  the  five  other  brands  that  to¬ 
gether  make  Philip  Morris  the 
No.  2  cigarette  maker  in  the 
world. 

The  $69.2  billion  company 
doesn’t  even  have  a  general  cor¬ 
porate  site. 

Attracting  children  may  also 
become  a  tough  issue  for  alco¬ 
hol  sellers. 

The  flimsy  warnings  many  li¬ 
quor  sites  carry  —  saying  visi¬ 
tors  must  be  of  legal  drinking 
age  to  enter  —  aren’t  likely  to 
deter  curious  minors.  And  the 
cartoon  mascots  and  interactive 
games  that  some  alcohol  sites 
offer  may  even  attract  kids. 

@  COMPUTERWORLD 

For  these  and  related  links, 
point  your  browser  at 
www.computerworld. 
com /links /Q7o6oqsinlinks. 
html 

■-Alcoholic  beverage  links 
www.catering-uk.co.uk/ 
catering-uk/alcohol.html 

►World  Wine  Encyclopedia 
www.winevin.com/wine.html 

►  Laszlo’s  Lengthy  List  of 
Luxury  Smokes 
www.tezcat.com/ 
smokers /luxury.html 

But  those  are  issues  for  the 
Federal  Trade  Commission  to 
consider.  On  to  the  reviews. 

R.  J.  REYNOLDS  TOBACCO  CO. 

It  took  some  digging  to  find  the 
few  big-name  tobacco  sites  that 
do  exist.  The  path  to  market- 
leader  R.  J.  Reynolds’  site,  for  ex¬ 
ample,  is  a  button  buried  on 
RJR  Nabisco  Holdings  Corp.’s 
corporate  site.  Neither  the  Ya¬ 
hoo  nor  the  Alta  Vista  search  en¬ 
gine  turned  up  this  locale.  And 
the  uniform  resource  locator 
isn’t  exactly  intuitive  (see  chart). 

Reynolds’  site  makes  no  men¬ 
tion  of  the  company’s  10  ciga¬ 


rette  brands,  which  include  big 
sellers  Camel  and  Winston. 

Instead,  Reynolds  tries  to  pro¬ 
voke  smokers  to  protest  at¬ 
tempts  to  control  tobacco  adver¬ 
tising,  sales  and  consumption. 

There  are  links  to  the  Ameri¬ 
can  Smokers  Alliance,  the  Na¬ 
tional  Smokers  Alliance  and 
other  pro-smoking  groups.  A 
spinning  “smokers  rights”  but¬ 
ton  appears  at  least  three  times 
on  the  home  page  and  countless 
times  on  subsequent  pages. 

But  Reynolds  missed  the 
chance  to  collect  personal  infor¬ 
mation  from  key  customers  by 
not  letting  them  sign  up  online; 
they  must  call  a  toll-free  num¬ 
ber. 

And  the  Reynolds’  smoking 
rights  group’s  mission  state¬ 
ment  has  a  few  typos,  which  is 
always  bad  form. 

The  “Who  is  RJR”  section 
mostly  gushes  about  various 
awards  employees  have  won  for 
community  outreach  and  other 
feel-good  deeds.  For  example,  a 
Reynolds  scientist  recently 
reached  the  7-gallon  mark  for 
donations  of  blood  platelets  to 
the  American  Red  Cross. 

The  page  provides  no  corpo¬ 
rate  information,  except  for  a 
separate  file  to  download.  (How¬ 
ever,  I  couldn’t  view  the  “x-octet- 
stream”  file  with  my  browser, 
and  Netscape  Communications 
Corp.’s  Web  site  had  no  plug-in 
to  allow  it.) 

Not  a  lot  of  substance  here, 
nor  much  style. 

BUDWEISER 

Talk  about  merchandising!  To 
visit  Budweiser  online  is  to  be¬ 
come  a  heavy  bag  for  advertising 
punches. 

Anheuser-Busch,  Inc.  urges 
you  to  paste,  wear  and  wallpaper 
the  Budweiser  name  all  over 
your  person  and  PC.  Electronic 
postcards,  screen  savers,  ball 


caps,  drinking  game  instruc¬ 
tions  —  you  name  the  ploy,  and 
Bud  uses  it. 

The  so-called  lifestyles  section 
is  about  cooking  with  Bud,  a  no¬ 
tion  that  would  make  Wolfgang 
Puck  cringe,  no  doubt.  Users 
can  select  from  “Beer  with 
food,”  “Beer  as  food”  or  “Beer 
in  food.”  Bud  drinkers  must  not 
do  much  cooking,  though,  be¬ 
cause  only  one  recipe  appears 
each  month. 

Hunters,  evidently,  are 
among  Budweiser’s  biggest 
drinkers.  There  are  quizzes, 
shooting  safety  guides,  lists  of 
hunting  season  dates  for  various 
parks  nationwide  and  a  bunch 
of  other  appeals  aimed  at  the 
shoot-and-holler  set. 

The  site  often  echoes  Budwei¬ 
ser’s  television  commercials. 
The  talking  frogs  shtick,  for  ex¬ 
ample,  is  repeated  online  in  the 
form  of  a  downloadable  screen 
saver. 

The  site  gets  credit  for  devis¬ 
ing  countless  ways  to  say  the 
same  thing:  Drink  our  beer. 

ABSOLUT  VODKA 

V&S  Vin  &  Sprit  AB,  the  Swed¬ 
ish  company  that  makes  Abso¬ 
lut  vodka,  tries  an  understated, 
theme-site  approach  with  only  a 
minimal  sales  pitch. 

Rather  than  tout  vodka  using 
gimmicks,  as  Budweiser  did  for 
its  beer,  the  Absolut  site  focuses 
on  teaching  visitors  about  a  par¬ 
ticular  topic.  In  this  case,  it  is 
short-subject  animation. 

Visitors  can  play  any  or  all  of 
24  animations  created  by  artists 
all  over  the  world.  Week  Six,  for 
example,  featured  computer¬ 
generated  animation  from  a 
University  of  Pittsburgh  art 
teacher  and  stop-motion  pho¬ 
tography  from  a  father-and-son 
team  in  the  Netherlands. 

The  neat  Tool  section  lets  you 
create  a  5-second  film  with  Java. 


The  Q&A  section  is  misleading. 
It  isn’t  a  FAQ,  but  simply  an 
electronic-mail  link  for  submit¬ 
ting  queries. 

The  site  is  simple  to  cruise  — 
it  has  an  elegant  design  with 
minimally  intrusive  graphics. 
That’s  surprising  for  such  an 
arty  site.  Absolut  vodka  and  the 
company  that  makes  it  are  non¬ 
existent  on  most  pages.  Unless 
you  are  an  artist,  you  probably 
won’t  revisit. 

High  on  style  but  low  on  sub¬ 
stance.  I  wanted  at  least  some 
corporate  data  or  vodka  lore. 

BACARDI 

Bacardi-Martini  U.S.A,  Inc.  gets 
big  points  for  giving  users  a 
choice  of  Web  site  views. 

The  high-bandwidth  portion 
sports  “graphics  that  will  blow 
your  mind.” 

And  the  animation  is  pretty 
neat,  though  unnecessary.  Text- 
only  is  just  that.  “Somewhere  in 
between”  offers  some  snazzy- 
but-compact  multimedia  geared 
for  users  of  14.4K  bit/sec.  or 


FAXSAV,  INC.  has  announced  In¬ 
ternet  faxing  from  the  desktop 
achieved  by  embedding  its 
FaxSav  Server  Link  Software  in 
the  RightFax  NT  Server  from 
RightFax,  Inc.  in  Tucson,  Ariz. 

According  to  the  Edison, 
N.J.,  firm,  fax  processing  is 
done  at  the  server,  which  frees 
the  desktop  workstation.  The 
software  was  designed  to  retry 
fax  transmissions  if  the  receiv¬ 
ing  fax  is  busy  or  out  of  paper. 

Pricing  starts  at  15  cents  per 
page  for  faxing  in  the  U.S. 
FaxSav 

(908)  906-2000 
www.faxsav.com 


28. 8K  bit/sec.  modems. 

Bacardi  offers  items  that  have 
become  standard  on  most  liquor 
sites:  recipes  for  mixed  drinks 
and  a  virtual  bar  chat  forum.  But 
Club  Bacardi,  as  the  site  is 
dubbed,  has  a  cleaner,  simpler 
layout  than  others. 

The  site  map  is  handy,  as  are 
links  across  the  bottom  of  the 
home  page.  But  the  small,  col¬ 
ored  type  is  hard  to  read. 

The  design  and  typeface  are 
more  sophisticated  than  that  of, 
say,  Budweiser.  Presumably  that 
is  to  appeal  to  a  more  adult 
crowd.  There  is  a  lot  of  text 
at  Bacardi  and  few  dancing 
graphics. 

One  hokey  feature  is  a  soap 
opera.  Recently,  a  model  named 
J.  C.  was  on  vacation.  “As  she 
put  on  her  bathing  suit,  she  sa¬ 
vored  the  time  to  herself,  when 
no  one  was  fixing  her  hair  or 
maneuvering  her  clothing.” 
Scintillating,  huh? 

Style  and  substance  are  just 
about  equal  here,  and  both  are 
better  than  at  rival  sites.  □ 


HREF  TOOLS  CGRP.  has  an¬ 
nounced  WebHub  1.0  to 
help  Delphi  developers  build 
Internet  and  intranet  applica¬ 
tions. 

According  to  the  Santa  Ro¬ 
sa,  Calif.,  company,  WebHub 
simplifies  the  Delphi  3  devel¬ 
opment  process  b\  providing 
components  for  multiuser 
state  manage  mem.  constant 
database  connections  and  Hy¬ 
pertext  Mail  up  Language 
page  generation. 

Pricing  -tar  at  $365. 

HREF  Toe: 

(707)  542-  «■ 

www. href  f  m 


1  he  impact  on  your  business  would  be  enormous.  The  ROI  nearly  immediate.  But  the  revenues  generated  from  secure 
credit  card  transactions  are  just  the  beginning.  Suddenly  you’re  able  to  share  confidential  information  over  the  Internet  with  your 
customers,  employees  and  business  partners.  Your  business  becomes  more  efficient  and  competitive. 

So  what  does  it  take  to  begin?  A  partner  who  truly  understands  the  impact  networking  can  have  on  your  business,  and 
:;H  S  h()VV  to  implement  it  down  to  the  last  strand  of  wire  and  the  last  packet  of  data.  We’re  that  partner.  Our  technologies 
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your  customers  finally  trust 
cards  over  the  Internet? 

happened  next  month.  } 
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made  the  Internet  a  global  reality.  Today,  Cisco  networking  products  and  Cisco  IOSIM  software  are  making  the  hi: 
secure  business  transactions  of  all  kinds.  Call  us  at  1-800-778-3632,  ext.  192000.  a 


Or  visit  our  Web  site  at  www.cisco.com 

After  all,  there’s  no  reason  to  keep  your  customers  waiting. 


Cisco  ms 


The  network  works.  No  excuses’. 
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HP  s  Midrange  NetServer  LH  Pro 


Up  to  54GB  internal  hot-swappable  storage  capacity, 
expandable  to  324GB  external  storage 


Winner  of  “Best  Product  of  the  Year”  for  file  servers  from  PC  Magazine 
Up  to  1GB  ECC  memory  capacity 
Dual  processing  6/200  Intel®  Pentium®  Pro  processors 
Nine  expansion  slots — four  PCI,  four  EISA,  one  shared  PCI/EISA 
HP  Remote  Assistant  EISA  card 
From  *6.160* 


The  only  thing  it  controls  better  than 
your  system  is  your  costs. 


Gain  control:  www.hpresource.com/lh_server 
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Case  Studies  *  Trends  ♦  Outsourcing 


Briefs 

Du  Pont  outsources 

Du  Pont  Co.  last  week 
launched  an  information  tech¬ 
nology  outsourcing  deal  with 
Computer  Sciences  Corp. 
(CSC)  in  El  Segundo, Calif.,  and 
Chicago-based  Andersen  Con¬ 
sulting.  The  alliance,  first  an¬ 
nounced  last  December,  is  a 
10-year,  $4  billion  deal.  Rough¬ 
ly  400  Du  Pont  information 
systems  employees  have  been 
transferred  to  Andersen,  and 
2,600  employees  have  been 
shifted  to  CSC.  The  remaining 
1,250  staffers  will  stay  at 
Wilmington,  Del.-based  Du 
Pont.  Andersen  Consulting 
will  develop  chemical  busi¬ 
ness  software  designed  to  en¬ 
hance  Du  Pont’s  manufactur¬ 
ing,  marketing,  distribution 
and  customer  service  activi¬ 
ties.  CSC  will  run  Du  Pont’s 
global  information  systems 
and  tech  nology  i  nfrastructu  re. 

EDS  tests  for  2000 

Electronic  Data  Systems  Corp. 
in  Plano,  Texas,  expects  to 
spend  $144  million  in  the  next 
three  years  to  convert  and  test 
its  systems  for  year  2000  com¬ 
pliance.  EDS  arrived  at  its  esti¬ 
mate  after  spending  a  year 
studying  its  contracts  and  sur¬ 
veying  its  9,000  customers. 
EDS’s  figure  covers  the  costs 
of  updating  its  customers’ 
hardware  and  software. 


How  important  is  it  for  a 
company  to  have  a  disaster 
recovery  plan  in  case 
critical  applications  are 
suddenly  interrupted? 


mt  Somewhat 
®-  unimportant-1% 

■|  Not  at  all 
™  important-1% 


Base:  1,400  CIOs 

Source:  RHI  Consulting,  Menlo  Park,  Calif. 


They  saw,  they  planned,  they  won 


►  Project  leaders  lauded  for  their  tactics 

By  Julia  King 


fortune  100  companies  last 
year  canceled  33  out  of  every  100 
software  projects  and  ran  over 
budget  or  beyond  deadline  on 
another  40  applications. 

All  told,  the  development  fias- 
coes  cost  $145  billion,  according 
to  The  Standish  Group  Interna¬ 
tional,  Inc.,  a  consultancy  in 
Dennis,  Mass. 

All  that  makes  the 
five  projects  de¬ 
scribed  here  note¬ 
worthy. 

These  are  the  suc¬ 
cess  stories  —  ma¬ 
jor  information  sys¬ 
tems  projects  that 
were  brought  in  on 
time  and  on  or  be¬ 
low  budget  by  man¬ 
agers  whose  efforts 
recently  earned  them  1997  Proj¬ 
ect  Leadership  Awards  from 
ABT  Corp.  in  New  York.  As  a 


group,  the  projects 
illustrate  that  focus¬ 
ing  on  the  funda¬ 
mentals  —  that  is, 
planning  the  work, 
then  working  the 
plan  —  remains 
valuable  advice. 


Julio  Gonzalez 


Doug  Heatherly 


Pantex  Plant, 

Amarillo,  Texas 

Project:  Redesigned 
more  than  170  busi¬ 
ness  processes  and 
replaced  47  separate 
systems  with  inte¬ 
grated  configura¬ 
tion  management 
software 

Project  cost:  $8  mil¬ 
lion 

Project  manager: 

Doug  Heatherly 
Business  payoff: 
The  project  shortened  cycle 
times,  reduced  personnel  costs, 
increased  facility  availability  and 


cut  inventory  and 
equipment  replace¬ 
ment  costs  for  a  to¬ 
tal  savings  of  $1.8 
million  in  the  first 
year.  Projected  addi¬ 
tional  savings  is 
$5.7  million  over 
the  next  three  years. 
Lessons  learned: 
Schedule  15%  more 
time  than  it  takes  to 
actually  complete  the  work  so 
team  members  can 
review,  discuss  and 
understand  plans. 

And  assume 
nothing.  Eliminate 
uncertainties  by 
making  an  immedi¬ 
ate  extra  phone  call 
to  check  out  a  vague 
user  requirement. 

“To  get  18  people  to¬ 
gether,  you  need  a 
one-and-a-half-week 
window  to  get  them  in  the  same 
place.  This  kind  of  thing  killed 
me  in  the  past,”  Heatherly  said. 


And  if  it  takes  days  to  get  an  an¬ 
swer  to  an  electronic  mail  or 
team  members  cancel  meet¬ 
ings,  visit  them  personally  to 
find  out  what  they  need  to  get 
back  on  track,  he  said. 

Science  Applications 
International  Corp.  (SAIC), 
Arlington,  Va. 

Project:  Implemented  a  stan¬ 
dardized,  repeatable  process  for 
developing,  maintaining  and 
enhancing  informa¬ 
tion  systems 
Project  cost:  $215 
million  over  seven 
years 

Project  manager: 

Janet  Vasak 
Business  payoff: 
Since  1991,  SAIC’s 
customer,  the  U.S. 
Environmental  Pro¬ 
tection  Agency,  has 
accepted  98%  of 
2,900  projects.  With  consistent 
work  procedures,  developers 
Winning  leaders,  page  68 


One  woman's  success 
in  a  man's  IT  world 


Janice  Roberts  is  arguably  one  of 
the  most  powerful  women  in  Sili¬ 
con  Valley.  As  senior  vice  president 
of  marketing  at  jCom  Corp.  in 
Santa  Clara,  Calif,  since  1992, 
Roberts  is  known  as  the  “ deal- 
maker. ”  More  often  than  not,  she 
is  the  lead  negotiator  in  3  Corn’s 
many  acquisitions.  She  most 
recently  took  the  point  role  in  the 
company’s  purchase  of  U.S  Robot¬ 
ics.  Roberts  recently  spoke  with 
Computerworld’s  Laura  DiDio 
about  what  it’s  like  at  the  top  for  a 
woman. 

CW:  The  obvious  question:  How 
does  a  girl  from  the  English  farm 
country  get  to  be  a  top  Silicon 
Valley  executive? 

ROBERTS:  My  father  and 
grandfather  were  engineers.  I 
have  two  brothers,  neither  of 
whom  was  interested  in  Dad’s 
business  at  General  Electric,  so 
he  ended  up  taking  me  to  the 
office. 


CW:  You  were  never  steered  in¬ 
to  the  traditional  role  of  wife/ 
mother? 

ROBERTS:  My  Dad  tried.  Even 
though  I  worked  at  GE  with  my 
Dad  during  school,  he  still 
thought  I  should  be  a  secretary 
or  a  nurse.  I  thought,  “God,  I 
can  do  better  than  that.” 

CW:  Did  you  encounter  gender 
bias? 

Roberts,  page  68 


Migration  migraines 
pain  CUC/HFS  merger 


►  Unifying  databases 
causes  headache 

By  Thomas  Hoffman 


CUC  INTERNATIONAL,  INC.’S 

plan  to  acquire  HFS,  Inc.,  a  trav¬ 
el  and  real-estate  juggernaut,  in 
a  $10.9  billion  stock  swap  could 
open  up  enormous  cross-selling 
opportunities  for  the  direct  mar¬ 
keting  firm. 

For  example,  say  an  insur¬ 
ance  salesman  who  is  relocating 
from  St.  Louis  to  Dallas  contacts 
an  HFS  Coldwell  Banker  real  es¬ 
tate  agent  to  sell  his  house. 

As  soon  as  the  listing  goes  in¬ 
to  Coldwell  Banker’s  database, 
that  could  trigger  an  alert  to  a 
CUC  marketing  representative 
to  offer  the  salesman  special 
rates  on  a  Ramada  Inn  hotel 
room  or  an  Avis,  Inc.  rental  car 
—  both  HFS  units  —  prior  to 
his  arrival  in  Dallas. 

But  the  onus  is  on  the  infor¬ 
mation  systems  staffs  at  CUC 


and  HFS  to  make  that  vision  a 
reality,  company  executives  and 
industry  gurus  said. 

The  deal,  announced  late  last 
month,  received  a  chilly  recep¬ 
tion  from  Wall  Street  analysts 
who  were  skeptical  about  the 
companies’  ability  to  cross¬ 
market  effectively  to  customers. 

Stamford- 
Conn.-based 
CUC  is  highly 
regarded  for 
its  ability  to 
capture  cus¬ 
tomer  infor¬ 
mation  elec¬ 
tronically  and 
use  it  for  “~ 
cross-marketing  opportunities. 

The  company  maintains  a 
database  of  more  than  1  billion 
names  that  it  uses  to  support  its 
membership-based  discount 
consumer  services,  such  as 
Travelers’  Advantage  and  Shop¬ 
pers’  Advantage. 

Marketing  migraines,  page  68 


It  may  require 
a  lot  of  work 
to  interconnect 
CUC's  data  sys- 
ms  with  HFS. 
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can  move  easily  from  project  to 
project.  That  reduces  the  need 
to  recruit  and  hire  workers. 
Lessons  learned:  Set  up  a  struc¬ 
ture  for  everything,  from  engi¬ 
neering  changes  to  user  accep¬ 
tance  of  completed  software. 

“Learn  from  your  mistakes,” 
Vasak  said.  “We  put  in  a  process 
improvement  program  from 
Day  i  so  we’d  have  mechanisms 
to  learn  what  we  could  do  better 
and  what  we  should  avoid.” 

The  Chase  Manhattan  Bank, 

New  York 

Project:  The  bank  created  a  soft- 
ware-based  bridge  that  links  two 
vast  customer  information  sys¬ 
tems  following  its  August  1995 


merger  with  Chemical  Bank.  It 
was  completed  in  less  than  eight 
months  by  40  people,  many  of 
whom  hadn’t  worked  together 
before. 

Project  cost:  Not  available 
Project  manager:  Julio  Gon¬ 
zalez  Jr. 

Business  payoff:  The  project 
quickly  allowed  Chase  to  make 
good  on  its  promise  to  serve  all  3 
million  customers  at  pre-merg¬ 
er  service  levels. 

Lessons  learned:  Minute-by- 
minute  planning  and  constant 
communication  were  key  under 
such  an  extraordinarily  tight 
schedule.  Each  day  was  scripted 
from  start  to  finish,  beginning 
and  ending  with  meetings  with 


all  team  members.  All  700 
branch  banks  received  daily 
progress  reports  via  E-mail  from 
Gonzalez,  who  also  reported  to 
senior  managers  weekly.  “I  sent 
out  700  E-mails  every  day, 
which  reinforced  that  this  was 
an  event  for  everyone  in  the 
bank,”  Gonzalez  said.  “I  had 
people  tell  me  how  they’d  follow 
our  progress  or  adventures  on  a 
[daily]  basis,  like  a  serial  or  soap 
opera.  It  kept  them  involved  in 
how  it  would  all  turn  out.” 

GTE  Telecommunications 
Services,  Inc.,  Tampa,  Fla. 

Project:  Developed  and  en¬ 
hanced  an  integrated  suite  of 
software-based  fraud  protection 


services  for  wireless  communi¬ 
cations  companies 
Project  cost:  Not  available 
Project  manager:  Gene  Dressier 
Business  payoff:  The  project 
quickly  and  significantly  ex¬ 
panded  GTE’s  product  offerings 
in  a  highly  competitive  market. 
Lessons  learned:  Don’t  be  afraid 
to  squash  big  egos  to  finish  a 
project  on  time.  “We  had  to  sac¬ 
rifice  one  or  two  of  our  A  team 
[members]  to  get  on  with  this 
project,”  said  Dressier,  who  also 
said  he  believes  in  sticking  with 
the  basics.  “Keep  it  simple, 
manage  risk  and  communi¬ 
cate,”  he  said.  “The  technology 
gets  more  and  more  complex, 
but  the  simple  fundamentals 
still  work.” 

Delta  Health  Systems,  Inc., 
Altoona,  Pa. 

Project:  Reviewed  and  recoded 


approximately  1  million  lines  of 
Cobol  code  for  a  scheduled  1998 
rollout  to  Delta’s  customer  base 
of  home  health  agencies. 

Project  cost:  $1.2  million 
Project  manager:  Jim  Wagner 
Business  payoff:  The  project 
headed  off  potential  year  2000 
business  interruptions  and  cus¬ 
tomer  service  problems.  It  came 
in  six  months  ahead  of  schedule 
and  $39,000  under  budget. 
And  it  gives  Delta  customers  a 
full  two  years  to  implement 
their  new  year  2000-compliant 
software. 

Lessons  learned:  Handpick  the 
best  year  2000  team  members. 
Budget  and  account  for  year 
2000  projects  separately.  Stick 
to  fixes.  Don’t  include  enhance¬ 
ments  to  expansions  in  year 
2000  projects.  "Don’t  try  to  add 
work  to  this  effort,  because  it’s 
big  enough,”  Wagner  said.  □ 


Roberts 
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ROBERTS:  Initially,  no.  I  felt  if 
you  worked  really  hard  and  were 
dedicated,  you  did  well.  When  I 
moved  to  STC  PLC,  I  did  en¬ 
counter  sexism. 

CW:  What  happened? 

ROBERTS:  You  walk  into  a 
room,  and  people  comment  on 
what  you’re  wearing.  They  just 
didn’t  take  me  seriously.  I  car¬ 
ried  on  and  refused  to  let  it  both¬ 
er  me. 

CW:  Tell  us  about  your  mentors. 

ROBERTS:  One  was  Graham 
Davis  at  STC.  He  was  tough,  but 
wonderful.  His  attitude  to  me 
was,  “I’m  going  to  be  harder  on 
you  because  you’re  a  woman  — 
it’s  going  to  be  harder  on  you,  so 
I’m  going  to  help  you  out  by  be¬ 
ing  twice  as  tough."  That  paid 
off. 

CW:  How  do  you  deal  with  wom¬ 
en’s  issues? 

ROBERTS:  I  raise  the  issue 
with  Eric  [Benhamou,  3Com’s 
chairman]  and  the  board.  But  I 
probably  don’t  raise  it  enough. 
This  is  awkward  because  I  don’t 
actually  think  we  do  enough  for 
women  and  families.  We  do  lots 
of  great  things  in  terms  of  bene¬ 
fits,  vacation,  flexible  hours  and 
bringing  children  to  work, 
though  we  don’t  have  an  on-site 
nursery.  That’s  probably  some¬ 
thing  we  should  do. 

CW:  Do  you  see  that  attitude 
changing? 

ROBERTS:  You  have  to  be 
careful.  I  find  with  lots  of  senior 
people  at  any  high-technology 


firm,  if  you  push  the  “woman 
thing”  too  much  they  don’t  like 
it.  They  push  back  and  say,  “We 
want  the  best  person  for  the 
job.”  Obviously,  that’s  the  right 
thing  to  say. 

CW:  How  has  the  mommy  track 
affected  you.  Was  it  a  conscious 
decision  to  put  your  career  first 
while  you  climbed  the  corporate 
ladder? 

ROBERTS:  Yes.  I’ve  had  two 
children  in  three  years.  If  I  had 
them  earlier,  I  don’t  think  I 
would  be  where  I  am  now. 
That’s  sad  when  you  think  about 
it.  As  a  single  woman,  I  was  able 
go  anywhere,  anytime  and  be 
first  in  the  office  and  last  out. 
Being  a  mother  changed  that. 

CW:  Still,  you  are  a  rarity.  Only 
2%  of  senior  executives  at  For¬ 
tune  1,000  firms  are  women. 

ROBERTS:  We  still  have  very 
few  women  at  senior  levels.  We 
have  had  instances  [in  which] 
women  at  3Com  leave  because 
it’s  too  much  of  a  juggling  act. 

CW:  Does  3Com  have  any  type  of 
formal  mentoring  program? 

ROBERTS:  We  don’t.  When  I 
was  at  ICL,  we  had  something 
called  the  Friday  Club  where  the 
women  used  to  get  together  and 
talk  about  issues,  and  top  male 
executives  came  along  and 
spoke.  Having  had  children,  I 
now  realize  there  are  special 
women’s  issues. 

CW:  What  are  they? 

ROBERTS:  When  I  started 
out,  there  was  a  clear  choice  in 
choosing  a  woman  and  choos¬ 
ing  a  man.  Employers  could 
make  gender-based  hires.  Now, 
we  can’t  run  our  businesses 
without  women.  □ 


Migration  migraines  pain  merger 
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If  CUC  and  HFS  can  merge  their  data  ware¬ 
houses,  HFS  will  be  able  to  find  out  how  many 
times  a  customer  has  rented  from  Avis 


And  CUC  has  been  a 
pioneer  in  electronic 
commerce,  experience  it 
can  use  to  help  bring 
HFS  into  the  fold.  CUC 
later  this  month  will 
launch  NetMarket,  a  con¬ 
glomeration  of  its  World 
Wide  Web-based  auto, 
travel  and  shopping  ser¬ 
vices  in  a  single  site. 

But  CUC  could  be 
hard-pressed  to  unify  its 
data  structures  with 
HFS. 

CUC,  whose  data  re¬ 
sides  across  several  SAS 
Institute,  Inc.  data  marts, 
is  upgrading  to  one  re¬ 
pository  that  runs  an  Or¬ 
acle  Corp.  database  on  Sun  Mi¬ 
crosystems,  Inc.  servers,  said 
Jonathan  Beyman,  senior  vice 
president  and  chief  information 
officer  at  CUC. 

TRACKING  BUYING  HABITS 

One  of  CUC’s  goals  in  building 
the  unified  data  warehouse  is  to 
be  able  to  do  more  predictive 
modeling  on  customers’  pur¬ 
chasing  habits. 

HFS  gives  CUC  “an  opportu¬ 
nity  for  us  to  cross-market 
[products  and  services]  between 
each  other’s  customers,”  Bey¬ 
man  said. 

Parsippany,  N.J. -based  HFS  is 
ripe  for  those  kinds  of  cross¬ 
marketing  synergies. 

HFS,  which  also  owns  Days 
Inn,  Century  21  Real  Estate, 
Howard  Johnson  and  other  trav¬ 
el  and  real-estate  units,  reaches 
one  out  of  every  six  hotel  guests, 
one  out  of  five  home  buyers, 


and  one  of  every  four  car-rental 
customers  in  the  U.S. 

Theoretically,  HFS  should  be 
able  to  launch  a  data  query  on  a 
customer,  such  as  “How  much 
business  has  HFS  done  with 
John  Doe  in  Smalltown,  Iowa, 
over  the  past  five  years?”  and 
find  that  Mr.  Doe  has  stayed  at  a 
Ramada  Inn  three  times,  rented 
from  Avis  five  times  and  con¬ 
tacted  Century  21  twice  to  sell 
his  house. 

The  problem  is,  the  com¬ 
pany’s  data  repositories  are  “no¬ 
where  close  to  being  able  to  an¬ 
swer  a  question  like  that,”  said 
Barry  Bryant,  an  analyst  at  Rod- 
man  &  Renshaw,  a  Chicago- 
based  investment  bank. 

It  may  require  a  lot  of  work  to 
interconnect  CUC’s  data  sys¬ 
tems  with  HFS.  That  is  a  main 
reason  why  Wall  Street  wasn’t 
excited  about  the  merger  an¬ 
nouncement. 


From  an  execution 
standpoint,  “they’ve 
got  a  long  way  to  go 
to  cross-sell  their 
database  lists,”  said 
Rita  J.  Spitz,  an  ana¬ 
lyst  at  William  Blair 
&  Co.  in  Chicago. 

HFS  is  building  a 
data  warehouse,  Bey¬ 
man  said. 

But  the  challenge 
he  and  his  peers  at 
HFS  face  is  “whether 
it  makes  sense  to 
build  one  aggregated 
data  warehouse  or 
have  connecting  data 
fields”  among  orga¬ 
nizations  that  will  re¬ 
main  largely  independent,  Bey¬ 
man  said.  He  said  he  planned  to 
meet  with  HFS’  IS  team  last 
week. 

NOT  IMPOSSIBLE 

Merging  different  databases, 
hardware  and  warehousing 
tools  can  be  a  real  headache  if 
both  companies  have  incompat¬ 
ible  data  models  and  database 
designs  [CW,  May  19]. 

But  such  a  merger  isn’t  im¬ 
possible. 

If  both  companies  kept  a  data 
model  of  what  they  have  imple¬ 
mented  along  with  data  defini¬ 
tions  and  business  rules,  “then 
they’ve  got  a  good  chance  of  be¬ 
ing  able  to  merge  the  data  ware¬ 
houses  together,”  or  at  least  give 
them  a  good  launch  point,  said 
Claudia  Imhoffi  president  and 
CEO  at  Intelligent  Solutions, 
Inc.,  a  data  management  con¬ 
sultancy  in  Boulder,  Colo.  □ 


Your  intranet  is  ready. 
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www.microsoft.com/backoffice/instantJntranet 


Right  now,  today,  with 
Microsoft®  Windows  NT®  Server  you  can 
set  up  an  intranet  that  will  meet  or  exceed  the 
expectations  of  even  the  most  starry-eyed  technophiles. 
Here's  how  quickly  it  can  happen: 


First,  you  install  a  Windows  NT  Server  into  your  existing  environment. 
This  is  easy  because  Windows  NT  will  run  on  a  whole  bunch  of  different 
hardware,  and  it’ll  plug  in  next  to  a  NetWare  or  UNIX  server  with  no  disruption 
to  normal  life. 


Once  you’ve  installed  Windows  NT  Server,  you  have  also  installed  a  very  powerful  Web  server- 
internet  Information  Server.  IIS  is  built  into  Windows  NT  and  contains  all  the  tools  you  need  to  build  your 
intranet  (or  your  Web  site,  for  that  matter).  And  you’re  done. 

Needless  to  say,  you've  s  till  got  plenty  of  work  to  do  figuring  out  just  what  you  want  your  intranet  to  do,  what  you  want  it 
to  say,  how  you  want  it  to  look,  and  little  details  like  that.  But  at  least  the  technology  won’t  be  slowing  you  down. 


SNA  Serve 


Server 


BackOffice  Family: 


SQL  Server 


Exchange  Server 


Proxy  Server 


Site  Server 


Systems  Management 


Microsoft 


What  makes  IIS  so  cool?  Consider  Active  Server 

pages— an  open,  extensible  application  environment  where 

you  can  combine  HTML,  scripts  and  ActiveX'components.  Consider 

NetShow'for  multimedia  streaming.  Consider  Frontpage"  for  one-button 

Web  publishing.  These  are  just  some  of  the  IIS  features  that  let  you  do  cool  stuff 

you  couldn't  do  before— now  your  site  is  more  interactive,  more  dynamic  and  smarter. 


What  about  three  months  from  now?  Say  you've  built  your  intranet  and  now  you  think,  “That’s  good,  but 

I  really  wish  it  also  did _ Well,  there’s  a  Microsoft  BackOffice' server  for  your  every  need— online  cor.  n'-rce, 

database  integration  with  Web  sites,  Web  site  management— you  name  it.  And  as  new  technologies  ■  r  vented, 

you'll  find  them  built  into  new  BackOffice  servers. 

\  Cl 997  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  the  Microsoft  logo.  Where  do  you  want  to  go  today? and  Windows  NT  are  registered  trademarks  and  ActiveX. 

\  BackOffice,  the  BackOffice  logo.  FrontPage  and  NetShow  are  trademarks  of  Microsoft  Corporation  Other  product  and  company  names  mentioned  herein  may  be  the  ‘r  .  i- 

\  of  their  respective  owners 
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A  bigger  year  2000  disaster? 

Paul  Strassmann  believes  the  millen¬ 
nium  software  bug  will  carry  a  much 
higher  price  tag.  Page  78 


Managing 


How  good  are  your  staffers'  technical  skills? 

Skills  assessment  software  vendors  say  their 
products  can  size  them  up.  But  can  managers 
really  rely  on  them?  An  IS  manager  tries  to 
answer  that  question. 

CHECKING 

BY  BRIAN  JAFFE 


ver  find  yourself  thinking,  “Does  he  know  what  he’s  doing?” 

As  the  manager  of  a  technical  department,  I  often  have  to 
consider  my  staffs  technical  skills,  particularly  at  review  time. 
I  have  to  ponder  the  depth  and  breadth  of  staffers’ 
expertise,  ability  to  keep  up  with  changes  in  technology, 
troubleshooting  skills  and  other  factors. 

I  don’t  have  any  tried-and-true  ways  to  evaluate  technical 
skills,  but  I  use  a  variety  of  techniques.  When  I  think  about 
the  skill  set  that  “Faith”  exhibits,  I  consider  what  I’ve  seen  of 
her  participation  in  technical  discussions:  Are  her  questions 
entry-level,  or  do  they  indicate  a  solid  understanding?  Do 
others  seek  out  her  expertise?  Or  do  they  roll  their  eyes  if  I  suggest  Faith 
as  a  resource? 

Of  course,  these  techniques  for  judging  skill  levels  are  strictly  subjec¬ 
tive.  And  it  doesn’t  help  that  my  own  technical  skills  have  deteriorated  as 
I’ve  moved  into  management.  There  was  a  time  when  I  could  detail  the 
difference  between  baud  rate  and  bits  per  second.  Now,  that’s  just  an  in¬ 
formation  technology  trivia  question. 

Aside  from  performance  appraisals,  I  have  to  judge  technical  expertise 


—  - 
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their  technical  skills 


JOHN  REA 


when  recruiting  employees  and 
consultants  and  when  making  proj¬ 
ect  assignments.  When  1  mete  out 
those  precious  training  dollars, 
how  do  I  determine  who  needs 
what  kind  of  training?  And  perhaps 
more  important,  I’d  like  to  know  if 
the  training  was  effective.  Am  I 
sure  that  the  in-house  trainer 
knows  the  course  material  beyond 
what’s  in  the  lesson  plan? 

Enter  skills  assessment  software. 
I  investigated  this  product  category 
to  see  what  it  was  all  about,  learn 
how  it  could  be  used  and  discover 
what  value  it  can  offer.  Skills  assess¬ 
ment  is  a  software  category  just 
barely  on  the  horizon.  It’s  tough  to 
tell  how  much  growth  there  will  be, 
although  the  opportunity  seems 
tremendous.  (Editor's  note:  To  avoid 
a  conflict  of  interests,  the  author  didn’t 
review  Career  Agent,  Computer- 
world’s  World  Wide  Web-based  skills 
assessment  service,  at  the  editor's 
request.  Career  Agent  is  available  at 
careeragent.computerworld.com. ) 

Skills  assessment  software  is  an 
electronic  test.  You’re  parked  in 
front  of  a  PC,  shown  questions  or 
situations  and  asked  to  select  the 
correct  answers.  An  administrative 


portion  of  the  software  lets  the 
manager  determine  which  ques¬ 
tions  or  topics  are  the  most  diffi¬ 
cult,  see  how  long  students  take  to 
respond  and  record  other  informa¬ 
tion  related  to  taking  the  test. 

The  packages  are  generally  sold 
as  modules  for  each  subject  area. 
Each  module  comes  with  a  bank  of 
questions  related  to  that  subject. 
Some  packages  let  you  add  your 
own  questions  or  design  the  entire 
exam  from  the  ground  up. 

Most  offerings  are  for  testing 
skills  in  operating  systems  and 
common  desktop  applications, 
such  as  Windows  95,  Excel  and 
Word.  Two  vendors  —  Platinum 
Technology,  Inc.  in  Oakbrook  Ter¬ 
race,  Ill.,  and  Bookman  Consulting, 
Inc.  in  New  York  —  offer  higher- 
end  categories,  including  SQL, 
Visual  Basic,  Unix,  C  program¬ 
ming,  Oracle  and  PowerBuilder. 
Most  of  the  products  cost  less  than 
$1,000,  although  some  offer  op¬ 
tions  such  as  annual  contracts  and 
per- use  fees. 

The  products  I  tried  were  easy  to 
install  and  easy  to  run.  Some  may 
require  a  CD-ROM  drive  and/or  a 
32-bit  operating  system.  The  test¬ 


taking  is  very  intuitive.  The  admin¬ 
istrative  functions  can  be  more 
difficult,  depending  on  the  com¬ 
plexity  of  the  administrative  fea¬ 
tures  offered. 

I  was  most  impressed  with  Book¬ 
man’s  TeckChek.  Bookman’s  entire 
organization  is  dedicated  to  techni¬ 
cal  skills  assessment.  Its  tests  are 
adaptive,  and  they  recognize  that 


there  can  be  more  than  one  correct 
answer  and  that  some  answers  are 
more  wrong  than  others  and 
should  be  graded  accordingly.  For 
example,  when  asked  to  name  U.S. 
states,  you’d  lose  more  points  for 
selecting  Tokyo  than  you  would  for 
selecting  New  England. 

Although  the  idea  of  a  skills  as- 
Checking  up,  page  76 


QUESTIONS  worth  QUESTIONING 

Just  how  good  are  the  questions  on  a  skills  assessment  test? 

I  took  three  different  tests  that  gauged  Windows  3.1  skills.  And  though  I  scored  88%,  So0'  a.vj  -  son.e 
of  the  questions  and  “right  answers"  definitely  raised  my  eyebrows: 

•  Do  you  consider  CONFIG.SYS  to  be  an  initialization  file  used  by  Windows?  <'.■■■  t  did.  I 

don’t  think  I’d  agree. 

•  One  question  asked  what  an  ellipsis  means  in  a  pull-down  menu  I’ll  be  :  -id 

get  it  right  if  they  termed  it  “dot-dot-dot.” 

•  The  question  “Can  you  select,  an  object  using  a  mouse?”  gave  new  ^  rd 

“novice.” 

•  My  favorite  question  was  the  multiple  choice  that  asked  about  grayed  '  a 

pull-down  menu.  One  of  the  possible  answers  suggested  that  those  o  ■ ;  .  powerful 

as  the  options  that  appear  in  black. 

•  I  lost  points  on  a  question  whose  answer  was  “macro”  when  I  inad  '  marco.” 


When  a  company  is  synonymous  with  the  Web,  it  needs  servers  that  are  synonymous  with  unstoppable. 


Which  explains  why  Netscape™  Communications  chooses  64-bit  Digital  AlphaServer™  systems 
to  help  handle  the  135  million  hits  its  Web  site  receives  daily.  Ultra-reliable  AlphaServer  are  also 
Netscape’s  primary  backup  CH^IMStCf  8  system-because  netscape.com 

simply  can’t  afford  to  be  down.  Sheer  muscle  isn’t  the  whole  story,  though. 


May  your  content  be  hot. 
Your  graphics  be  cool. 


And  your  servers  be  DIGITAL. 


Scalability  counts,  too.  Witness  AltaVista1’ 


the  definitive  Web  search  site.  Zero  to  30 


herculean  task  of  indexing  the  entire,  ever- 


Intemet  Software,  where  AlphaServer  run 


million  hits  a  day,  in  just  16  months.  Plus  the 


expanding  World  Wide  Web.  All  gracefully 


accommodated  by  the  flexible,  expandable  power  of  Alpha.  From  servers  to  software,  from  networks  to 
global,  24-hour  support,  Digital  delivers  total  Internet  and  intranet  solutions.  In  any  size,  with  unlimited 
room  to  grow.  Call  1-800-DIGITAL,  ext  325,  or  surf  to  www.ads.digital.com/web,  and  make  the 
I  Digital  edge  your  own.  Or  sing  die  Webmaster’s  Lament:  “Gee,  I  guess  we  should  have  gone  with  Digital.” 


Netscape  ( 
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sessment  tool  is  wonderful,  the  execution 
can  fall  short.  With  any  test,  it’s  usually 
easier  to  test  knowledge  than  skill.  Can  a 
test  grade  an  employee’s  resourcefulness 
or  his  ability  to  apply  specific  knowledge 
to  problem-solving?  A  skills  assessment 
test  certainly  won’t  help  identify  motiva¬ 
tion  or  productivity.  If  you’re  good  at 
memorizing  terms,  coding  rules  and  syn¬ 
tax,  sequences  of  menu  picks,  and  mouse 
clicks,  then  you’ll  probably  score  pretty 
well  in  front  of  a  skills  assessment  judge. 
If  you’re  like  me,  and  you  know  how  to 
use  a  function  in  a  given  software  pack¬ 
age  but  can’t  describe  how  to  use  it,  your 
score  may  suffer. 

Probably  the  most  delicate  issue  con¬ 
cerning  skills  assessment  is  how  it’s  in¬ 
troduced  into  the  environment  and  how 
it’s  used.  If  the  test  isn’t  presented  prop¬ 
erly,  employees  are  likely  to  consider  it  a 
prelude  to  a  witch  hunt  or  a  downsizing 
effort.  If  staffers  already  have  a  healthy 
distrust  of  management,  introducing 
skills  testing  isn’t  likely  to  make  them 
tingle  with  a  warm  and  fuzzy  feeling. 

I’m  sure  that  if  I  told  my  staff  their 
skills  would  be  tested,  their  responses 
would  range  from  righteous  indignation 
(“I’m  good!  How  dare  you  question  my 
skills!”)  to  cold  sweats  (“Wh-what’s  con¬ 
sidered  passing?”). 

Many  vendors  offer  computer-based 
training  (CBT)  courseware  and  have 
skills  assessment  software  as  companion 
products.  In  those  cases,  the  skills  assess¬ 
ment  pieces  are  either  sold  separately  or 
included  with  the  CBT  courseware  pur- 


When  considering  skills  assessment  software: 


►  Look  for  a  test  with  large  pools  of 
questions  drawn  eitheradaptivelyor 
randomly.  Ifthetestusesthesame 
25  or  50  questions  repeatedly,  don’t 
be  surprised  if  people  suddenly  be¬ 
come  very  skilled  at  havingtheir 
skills  assessed. 

►  Takethe  exam  yourself,  or  have 
someone  whose  skills  you  valuetake 
it.Whatyouandthetestconsider 
novice  may  be  two  differentthings. 

►  Howdoesthetestaccountforgray 
areas  where  there  might  be  more 
than  one  answer? 

►  Is  the  program  forgivingof  typos? 
Does  it  recognize  synonyms  (forex- 
ample,  in  Windows  applications  do 
you  Quit,  Exit  or  Close?).  Similarly, 
the  program  should  let  you  confirm 
ananswerbeforemovingon,sothat 
you  can  correct  an  inadvertent 
mousedickoratypo. 

►  Clearly  communicateto  your  staff 


how  you  will  use  the  tests  and  re¬ 
sults  .  Lots  ofthings  can  make  em¬ 
ployees  nervous.  Ifyou  aren’t  care- 
ful,  your  employees  will  look  at  each 
new  exam  like  a  trip  to  the  dentist. 

►  Afterawhile, evaluate  howeffec- 
tivethetests  are  and  how  effective 
you  are  at  using  them  as  a  tool. 

►  Work  with  human  resourcestode- 
fineatesting  policy.  It  can  helpyou 
ensure  that  you’re  usingthe  tests 
equitably. 

►  Ifyou  plan  to  use  the  tests  in  re¬ 
cruiting,  alertthe  agencies  you  deal 
withthattesting  is  your  standard 
operating  procedure. 

►  Don’t  letthetestshaveastarring 
role  in  yourdecisions.  If  employees 
sense  that  is  the  case,  they’ll  work 
harder  at  pleasingthetestthan  they 
do  at  pleasing  you,  and  you’ll  come 
off  looki ng  like  a  weak  manager. 

—  Brian  Jaffe 


chase.  At  least  one  vendor,  Anderson 
Soft-Teach  in  Los  Gatos,  Calif,  will  sell 
you  its  skills  assessment  product  only  if 
you  buy  the  CBT  course.  The  reason:  The 
skills  assessment  function  was  designed 
to  be  used  with  the  courseware.  And 
Global  Knowledge  Network,  Inc.  in  Wal¬ 
tham,  Mass.,  integrates  skills  assessment 
into  its  courseware  offerings  so  that  its 
Internet-based  training  will  tailor  itself  to 
an  individual’s  needs.  Some  vendors  — 
for  example.  The  Chauncey  Group  Inter¬ 


national  Ltd.  in  Princeton,  N.J.;  PRI  As¬ 
sociates,  Inc.  in  Durham,  N.C.;  and 
Bookman  —  don’t  offer  courseware. 

The  choice  of  vendors  for  skills  assess¬ 
ment  software  is  relatively  limited,  and 
some  license  their  software  from  the 
others.  ComputerPrep,  Inc.  in  Phoenix 
uses  the  skills  assessment  engine  from 
Individual  Software,  Inc.  in  Pleasanton, 
Calif,  and  Anderson  uses  the  Infosource 
engine. 

In  the  LearnEdge  product  from  Data 


General  Open  Systems  Training  in  West- 
boro,  Mass.,  the  skills  assessment  func¬ 
tion  is  just  one  part  of  a  comprehensive 
client/server  application  that  manages  all 
aspects  of  employee  training,  including 
skills  gap  analysis,  courseware,  schedul¬ 
ing,  training  history  and  skills  inventory. 

There’s  clear  potential  for  skills  assess¬ 
ment  software.  But  I’d  consider  it  noth¬ 
ing  more  than  another  resource  available 
to  an  IS  manager.  And  just  like  any  other 
tool,  it  can  easily  be  misused. 

But  on  the  other  hand,  the  software 
could  be  made  available  to  staff  members 
to  help  pinpoint  weak  areas.  It  might  also 
be  used  to  help  thin  out  large  crowds  of 
applicants,  just  as  typing  tests  pare  the 
field  of  candidates  for  secretarial  posi¬ 
tions.  I’d  be  more  inclined  to  use  the  pro¬ 
gramming  language  tests  for  those  doing 
maintenance  work  than  those  designing 
fresh  code.  Maintenance  work  requires  a 
stronger  knowledge  of  technical  specif¬ 
ics,  whereas  designing  code  is  as  much 
art  as  it  is  science. 

I  might  give  some  thought  to  using 
skills  assessment  during  recruiting,  and 
I  would  encourage  placement  and  con¬ 
sulting  agencies  to  investigate  it.  But  I’m 
not  planning  to  bring  skills  assessment 
software  into  my  organization.  In  most 
circumstances,  a  good  manager  should 
be  able  to  effectively  make  a  reasonable 
judgment  about  skills  using  techniques 
less  likely  to  cause  friction.  Perhaps  the 
next  generation  of  skills  assessment  soft¬ 
ware  will  be  able  to  tell  me  if  I  have  the 
management  skills  I  think  I  have.  □ 

Jaffe  is  director  of  network  and  client  services 
at  a  publishing  company  in  New  York.  He 
frequently  writes  about  IT  management 
issues.  His  Internet  address  is  brian_jajfe 
@  CompuServe,  com. 
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By  Leslie  Goff 

Electronic  Commerce  Database 
www.bcpl.lib.mdf.us/~banach/TECR/ 


ECDB 


Electronic  Commerce  DataBase 
S trie  1 1 v  B  11  s  i n  e s 5  !  I 


always  Web  links.  Some  conferences  listed  also  don’t 
have  links. 

The  Hot  Links  section  is  worth  a  look  only  if  you  have 
some  spare  surfing  time  —  who  does?  —  but  it’s  nice  to 
know  someone’s  looking  out  for  your  non-work-related 
interests. 


Whatever  your  involvement  in  electronic  commerce, 
you  can  find  links  to  the  information  you  need  at  this 
comprehensive  index  of  related  World  Wide  Web  sites. 
T  he  site  lets  you  link  to  vendors,  consultants,  standards 
organizations,  professional  associations  and  other  re¬ 
sources  for  information  on  subjects  that  include  digital 
money,  smart  cards  and  other  virtual  payment  methods; 
online  transaction  infrastructures;  security  and  encryp¬ 
tion:  electronic  data  interchange  (EDI)  and  electronic 
funds  transfer. 

The  listings  are  international  —  you  can  find  value- 
s  ided  network  providers  for  EDI  in  just  about  any  re¬ 
gion  for  example  —  and  organized  by  industry. 

Most  of  the  14  sections  cut  across  all  industries,  but  a 
no  pie  will  be  of  interest  only  if  you’re  in  the  mail-order, 
"n  ine  commerce,  retail  or  financial  services  arenas, 
".•up  the  Careers  section  (unless  you’re  seeking  a  ven¬ 
ded  position)  and  the  “Electronic  Commerce 
•  '-i<  '  puff  piece.  The  Schedule  of  Events  page  is 
v  ranging  and  includes  telephone  numbers,  but  not 


Other  Voices 

www.ibm.com/OtherVoices 

Check  out  this 
site  a  few  times 
each  month  for  a 
diverse  array  of 
perspectives  on 
computer  indus¬ 
try  news  and 
trends.  It’s  neatly  organized  into  three  categories  — 
Computers  and  Society,  Business  and  the  Network,  and 
Quantum  Leaps.  Each  includes  at  least  one  item  you  can 
file  away  to  whip  out  at  an  upcoming  meeting  or  trade 
show,  or  even  at  the  water  cooler.  The  site’s  publisher, 
IBM,  has  come  up  with  a  good  mix  of  original  and  di¬ 
gested  content  from  such  contributors  as  The  Yankee 
Group,  Fast  Company,  CNN  Interactive,  Salon  Internet, 
Computerworld  and  its  sister  publication  Network  World. 
It  always  links  back  to  the  original  source  when  the  ma¬ 
terial  is  reprinted. 


other. 

voices 
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IS  MANAGERS 

Don’t  be  deterred  by  IBM’s  sponsorship;  The  opin¬ 
ions  and  research  offered  here  are  vendor-free. 

Developer.com 

www.developer.com 

Use  this  site  be¬ 
fore  you  meet 
with  your  most 
cutting-edge 
project  team 
and  you’ll  know  what  those  folks  are  talking  about.  It’s 

actually  a  resource  for  hands-on  application  developers, 
but  it  also  has  something  to  offer  information  systems 
managers  who  want  to  familiarize  themselves  with  the 
latest  and  greatest  in  development  tools  and  languages. 
Maintained  by  EarthWeb,  Inc.,  a  New  York-based  pro¬ 
vider  of  Java  applets  and  tool  sets,  the  site  has  acquired  a 
reputation  as  the  voice  of  the  Java  community. 

Take  a  look  at  the  news  stories  —  they  usually  address 
issues  such  as  Java  security  flaws  or  the  wrangling  be¬ 
tween  Microsoft  Corp.  and  Sun  Microsystems,  Inc.  over 
Java  standards  —  and  then  surf  through  some  of  the 
techie  pages  such  as  Gamelan  (the  Java  page),  ActiveX, 
JavaBeans  and  JavaScript  to  get  an  idea  of  just  what  this 
coffee  talk  is  all  about. 


Goff  is  a  freelance  writer  in  New  York. 


The  only  performance 
management  system  for 
all  your  IT  services 


Manage  Your  Web  Site... IT  Service  Vision  lets  you  identify 
web  sites  your  organization  accesses  most.  Pinpoint  your  most 
frequent  Internet  users.  Determine  which  pages  are  visited 
most... and  by  whom.  Isolate  bad  links  in  your  site. 

Manage  Your  Servers  and  Mainframes... Tune  the  mainframe 
and  the  server  for  your  most  strategic  corporate  applications.  See 
the  immediate  impact  of  implementing  new  technologies. 

Manage  Your  Networks... Isolate  problems  and  bottlenecks. 
Track  network  use  throughout  your  enterprise. 

Manage  Your  Telecommunications  and  Other  Services... 

Integrate  performance  data  relating  to  phones,  Help  desk, 
and  strategic  business  applications.  Manage  and  evaluate  the 
performance  of  all  services  through  a  single  warehouse. 


For  a  closer  look  at  IT  Service  Vision,  visit  us  at 
www.sas.com/vision/itservice/ 


SAS  Institute  Inc. 

Phone  9 « 9.677.8200 
In  Canada  1.800.363.8397 
E-mail:  cw@sas.com 


Web  Usage 


tmi. 


SAS  is  a  registered  trademark,  and  IT  Service  Vision  a  trademark 
of  SAS  Institute  Inc  Copyright  c  1»9<  1  \  SAS  Institute  Inc. 
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NUMBERS 

ADD  UP 

TO  A 

BIGGER 

YEAR 

2000 

DISASTER 


he  year  2000  disaster  is  worse 
than  claimed.  The  frequently 
quoted  $600  billion  estimate  for 
fixing  the  problem  worldwide  — 
far  more  than  the  combined 
costs  of  three  of  this  decade’s 
natural  disasters,  the  Kobe  and 
Los  Angeles  earthquakes  and 
Hurricane  Andrew  —  doesn’t  go 
far  enough.  The  actual  cost  will 
likely  be  much  larger. 


The  reason  for  the  shortfall:  Most  esti¬ 
mates  leave  out  work  that  will  have  to  be 
done  and  the  cost  of  doing  it.  I  have  ex¬ 
amined  internal  estimates  by  large  corpo¬ 
rations  and  government  agencies  and  re¬ 
ports  from  the  most  widely  quoted  IT 
advisory  services.  All  woefully  misstate 
the  work  required  to  fix  the  problem  and 
the  financial  consequences. 

MIS-ESTIMATES 

Here’s  where  companies  and  consultan¬ 
cies  go  wrong  in  making  their  year  2000 
calculations: 

■  Underestimating  the  scope:  The  year 
2000  preparedness  exercises  concen¬ 
trate  on  systems  created  by  the  IS  organi¬ 
zation:  financial,  accounting,  billing  and 
customer-related  systems.  Yet  most  pub¬ 
lic  mischief  will  be  caused  by  failing  em¬ 
bedded  systems,  which  are  rarely  under 
IS  control:  global  positioning  satellites, 
building  security  systems,  logistics  track¬ 
ing  and  so  forth. 

■  Neglecting  test  programs:  Is  the  test 
software  year  2000-compliant?  Testing 
programs  can  account  for  as  much  as 
30%  of  code  inventory,  and  it  costs  more 
to  validate  and  upgrade  test  code  than 
code  used  in  general  applications. 

■  Misusing  lines-of-code  estimates:  The 
number  of  lines  of  code  bears  no  rela¬ 
tionship  to  an  application’s  complexity  as 
measured  by  “function  points.”  For  in¬ 
stance,  it  may  take  between  200  and  450 
lines  of  assembly  code  to  define  a  single 
function  point,  whereas  Smalltalk  may 
take  only  15  to  40  lines  to  perform  the 
identical  task. 

■  Depending  on  cost-per-line  estimates: 
These  estimates  assume  that  remedial 
and  diagnostic  tools  are  available  to  fix 
popular  languages  such  as  Cobol  and  C. 
Yet  these  popular  compilers  account  for 
only  45%  of  the  inventory.  The  balance 


consists  of  60  languages,  including  Pas¬ 
cal,  PL/1,  Ada,  Jovial  and  supplier-specif¬ 
ic  assembly  languages.  The  cost  of  fixing 
year  2000  problems  will  depend  on  what 
tools  and  expertise  you  have  available. 

■  Omitting  database  rectification  tasks: 
Everyone  is  concentrating  on  fixing  code 
logic,  but  ensuring  that  database  records 
remain  usable  may  take 
at  least  as  much  effort. 

■  Overlooking  litigation 
expenses:  Willful  disre¬ 
gard  of  a  known  danger 
can  be  construed  as  an 
act  of  negligence.  When 
the  inevitable  epidemic 
of  systems  failures  takes 
place,  lawyers  and  liti¬ 
gants  will  seize  the  op¬ 
portunity  to  collect  big 
damages  and  exorbitant  legal  fees.  The 
lawsuits  can  rapidly  cascade  into  a  series 
of  damage  claims,  where  Company  A  will 
sue  Company  B,  which  will  then  sue 
Company  C,  which  in  turn  will  sue  Com¬ 
pany  A  to  recover  costs. 

■  Neglecting  warranties:  The  bids  given 
by  the  firms  offering  cures  for  potential 
year  2000  malfunctions  lack  warranties 
and  avoid  independently  verifiable  safe¬ 
guards.  Budget  estimates  based  on  these 
price  bids  are  worth  little,  because  they 
don’t  cover  the  eventual  litigation  should 
these  “cures”  fail. 

■Misjudging  interoperability  testing:  Ev¬ 
eryone  is  concentrating  on  testing  indi¬ 
vidual  programs  and  applications  at  the 
expense  of  how  they  integrate  with  one 
another.  This  is  a  particular  problem  with 
applications  that  depend  on  receiving 
transaction  data  from  other  companies. 

■  Forgetting  about  consequential  costs: 
In  the  rush  to  meet  year  2000  deadlines, 
IS  executives  will  make  many  imprudent 
concessions  that  will  cost  money  in  the 


long  term,  such  as  deferring  essential 
maintenance,  compromising  informa¬ 
tion  security  through  unmanageable  out¬ 
sourcing  and  upsetting  salary  structures 
by  paying  ransom  rates  for  year  2000- 
related  positions. 

WHAT  IS  THE  EXPECTED  COST? 

Are  there  any  credible  sources  of  year 
2000  costs?  So  far,  I  have  found  only 
one:  Capers  Jones,  the  president  of  Soft¬ 
ware  Productivity  Research,  a  consul¬ 
tancy  in  Burlington,  Mass.  He  fully  dis¬ 
closes  the  assumptions  on  which  he 
bases  his  projections.  Following  are  my 
conclusions,  which  are  based  on  his  lat¬ 
est  report: 

1.  All  year  2000  estimates  so  far  ex¬ 
clude  the  home-brewed  code  that  has 
been  placed  into  workstations  and  local 
servers  by  casual  programmers.  That 
now  accounts  for  almost  25%  of  all  U.S. 
function  points.  With  about  40  million 
function  points  in  this  category  that  may 
need  fixing,  and  a  cost  of  something  like 
$600  to  fix  a  function  point,  that  adds  up 
to  $24  billion  in  the  U.S. 

2.  The  total  U.S.  inventory  of  profes¬ 
sionally  managed  code  that  requires  fix¬ 
ing  is  about  100  million  function  points. 
That  would  consume  about  6  million 
person-months  of  effort.  The  cost  of 
identifying,  fixing  and  testing  that  soft¬ 
ware  by  the  year  2000  deadline  comes  to 
more  than  $70  billion.  Add  to  that  as 
much  as  $60  billion  for  database  authen¬ 
tication  and  repairs,  $10  billion  for  test  li¬ 
brary  development  and 
repairs  and  $10  billion 
for  post-year  2000  re¬ 
medial  work  to  correct 
errors  from  hastily  exe¬ 
cuted  patches. 

3.  Chalk  up  another 
$20  billion  for  hard¬ 
ware,  either  to  be  bought 
for  testing  and  parallel 
running  of  applications 
or  to  be  upgraded  to 
make  poorly  repaired  applications  run 
faster. 

4.  Litigation  over  negligence  is  the 
largest  unknown  expense  for  the  year 
2000  disaster.  Capers  Jones  estimates 
the  cost  at  $100  billion  but  cautions  that 
the  figure  could  be  much  larger. 

Altogether,  this  amounts  to  $294  bil¬ 
lion  to  fix  year  2000  problems  in  the 
U.S.  alone.  That’s  nearly  half  of  the  $600 
billion  worldwide  figure.  Because  the  es¬ 
timated  U.S. -based  code  makes  up  only 
16%  of  all  function  points  on  the  planet, 
it’s  safe  to  say  that  the  widely  quoted 
worldwide  estimate  of  $600  billion  is 
low:  Fixing  the  other  84%  of  the  world’s 
function  points  will  cost  far  more  than 
another  $300  billion. 

Count  on  it. 


Strassmann  (paul@strassmann.com)  has 
just  published  The  Squandered  Computer, 
which  outlines  how  to  remedy  executives’ 
disappointment  with  the  trustworthiness  of 
their  information  managers. 


The  reason  for  the 
shortfall:  Most 
estimates  leave  out 
work  that  will  have 
to  be  done  and  the 
cost  of  doing  it. 


Millennium  does. 

Many  mainframe  purchases 
are  based  on  Total  MIPS  —  but 
Productive  MIPS  are  the  real  test 
of  value. 

Consider  the  Amdahl  Millennium™ 
family  of  CMOS-based  servers  — 
S/390®  compatible  mainframes 
that  deliver  more  Productive 
MIPS  per  dollar  than  any  other 


CMOS-based  server.  Bar  none. 

Millennium’s  extraordinary  value 
derives  from  its  uniquely  muscular 
architecture.  Unmatched  caching 
with  up  to  30  times  more  capacity 
for  optimum  processor  utilization. 
Flexible  partitioning  for  load- 

matched  resource  allocation. 

■ 

Plus  many  more  innovations  to 
keep  MIPS  hard  at  work  on  the 
mission-critical  workloads  of 


your  business. 

Interested  in  servers  with  a 
stronger  work 


Talk  to  Amdahl 
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Bring  us  your  hard  problems  * 


Once,  choosing  a  browser  was  a  no-brainer. 
Now  it's  a  strategy. 


When  you  put  Microsoft"  Internet  Explorer  3 
on  everyone’s  desktop,  you  unify  your  intranet 
around  one  browser,  optimized  for  each 
platform,  bringing  you  more  content  and  more 
control.  And  as  you  put  your  strategy  into 
place,  you  can  already  see  where  it’s  going: 
Internet  Explorer  4. 


That’s  when  the  active  desktop  arrives,  where 
applications,  communications  and  the  known 
universe  merge  on  one  window.  When  you  can 
push  your  own  channels  of  critical  business 
information  straight  to  every  user’s  desktop. 
Adding  management  tools  and  communication 
capabilities  that  don’t  even  have  buzzwords  yet. 
There’s  nothing  amorphous  about  the  future. 
Internet  Explorer  3  is  going  to  take  you  straight 
to  Internet  Explorer  4.  So  go  to  www.microsoft. 
com/ie/and  launch  your  strategy. 
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Where  do  you  want  to  go  today? 
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www.microsoft.com/ie/ 
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The  1997  Computerworld  S 

Leadership  Awards 


HSONIAN 


Each  year  the  Computerworld  Smithsonian  Program 

honors  five  leaders  whose  sustained  breadth  of  vision 
and  pivotal  contributions  to  the  industry  make  them 
role  models  for  future  heroes  of  the  information  revolution. 


These  Information  Technology  Leadership  Awards  recognize 
women  and  men  whose  ideas  and  accomplishments  have 
made  a  profound  contribution  to  the  ecology  of  knowledge 
and  a  positive  impact  on  society. 


Hasso  Plattner 


I  he  Silicon  Graphics/ 
Cray  Research 
Leadership  Award  for 
Breakthrough  Science 


T  he  MCI 
Leadership  Award 
for  Innovation 


Dr.  Frederick  Hausheer 


r 

g®3 

Tim  Berners-Lee 

Chairman  and  CEO, 
BioNumerik  Pharmaceuticals,  Inc. 


Professor, 

MIT 


The  Price  Waterhouse 
Leadership  Award 
for  Lifetime 
Achievement 


The  NEC  Leadership 
/Award  for  Education 


1  he  Ernst  &  Young 
Leadership  Award  for 
Global  Integration 


Chairman  of  the  Board  and 
Chief  Executive  Officer, 
Intel  Corporation 


Professor, 

MIT 


Chairman, 

SAP 


To  the  1997  Leadership  Award  recipients,  congratulations. 

Patrick  J.  McGovern 

Chairman  of  International  Data  Group 

Spencer  Crew 

Director  oj  the  Smithsonian  Institution's  National  Museum  of  American  History 

Mike  R.  Rogers 

President  &  CKO  of  Computerworld,  Inc. 

David  K.  Allison 

Chairman ,  Information  Technology  and  Society,  National  Museum  of  American  History 


The  Computerworld 
Smithsonian  Awards 

June  9,  1997  •  Washington,  D.C. 


Buyer's  Guide 


PRODUCT  REVIEW: 

When  you  look  past  the  feature  wars  of  Microsoft  Office  97  and 
Lotus  SmartSuite  97,  it's  the  details  that  count 


Head-to-head: 

« Office  vs.  SmartSuite 


he  fierce  battle  among  office-suite  vendors  has  trimmed 
the  ranks  to  three  major  companies.  Yet  users  have  been 
the  winners  as  vendors  have  fought  for  market  share  by 
shoveling  features,  clip  art  and  ancillary  programs  into 
their  office  suites. 

We  reviewed  the  professional  versions  of  two  of  the 
three  major  office  suites:  Lotus  Development  Corp.’s 
Smart- 


Suite  97  and  Microsoft 
Corp.’s  Office  97  Profes¬ 
sional  Edition.  The  third 
suite,  Corel  Corp.’s  Word¬ 
Perfect  Suite  8  Professional, 
will  be  reviewed  and  com¬ 
pared  with  the  others  when 
it’s  released  this  summer. 

Given  the  similar  feature 
sets,  we  chose  to  focus  on 
issues  that  are  important  to 
corporations,  such  as  assis¬ 
tance  for  migrating  and 
deploying  the  products  to 
thousands  of  desktops. 

The  conclusion:  If  you 

Office  vs.  SmartSuite,  page  84 
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Office  vs.  SmartSuite 

CONTINUED  FROM  PAGE  83 _ 

don’t  care  about  document  portability,  Office  97  wins.  If 
you  use  Notes  for  collaboration,  SmartSuite  97  is  king.  If 
you  distribute  your  files  to  peers  in  mixed  environments, 
such  as  a  firm  with  Office  4.2  and  Office  95,  move  to  Smart- 
Suite  or  wait  until  Microsoft  fixes  Word  97  next  month. 


FEATURE  SETS 

The  feature  sets  of  the  two 
suites  are  nearly  identical  when 
you  compare  individual  pro¬ 
grams,  such  as  Lotus  1-2-3  with 
Microsoft  Excel.  The  feature  sets 
of  many  accessory  programs 
and  files,  such  as  the  program 
launchers  —  SmartCenter  for 
Lotus  and  the  Office  Bar  for  Mi¬ 
crosoft  —  match  up  well,  too. 

The  suites  don’t  cover  all  utili¬ 
ty  areas  equally.  For  example, 
Lotus’  product  has  ScreenCam, 
which  is  useful  for  capturing 
and  playing  back  “movies”  of 
screen  operations  to  produce 
computer-based  training  mate¬ 
rials.  Microsoft’s  suite  lacks  a 


lishing  or  graphics  design  pack¬ 
ages.  For  example,  you  can’t 
specify  the  point  size  of  a  line  of 
type  or  the  spacing  between 
characters  in  Word  or  1-2-3. 

Both  suites  take  product 
training  seriously.  They  cut  indi¬ 
vidual  training  time  and  help¬ 
desk  support  needs  through  tu¬ 
torials  and  natural-language 
help  inquiries  in  which  ques¬ 
tions  are  phrased  as  normal  sen¬ 
tences.  But  Microsoft’s  on¬ 
screen  assistants,  which  can 
track  a  user’s  operations  and 
suggest  improvements  or  solu¬ 
tions,  take  the  automated  help 
one  giant  step  further  and  re¬ 
duce  the  cost  of  ownership. 


■  HIM.  1  1 .1 


Office's  assistants  track  a  user's  operations  and  habits 
and  suggest  shortcuts  to  help  with  difficult  operations 


Microsoft  Office  97  Professional  Edition 

PRICE:  $599  UPGRADE:  $309 
contact:  Microsoft  Corp. 

One  Microsoft  Way 
Redmond,  Wash.  98052-6399 
(800)  426-9400 
(425)  882-8080 
www. microsofi.com 


screen -movie  utility,  but  Office 
provides  PhotoEditor,  which  dis¬ 
plays  and  prepares  photos  for 
reports  and  presentations.  Lotus 
doesn’t  have  an  image  editor. 

Each  suite  is  feature-rich,  but 
neither  is  perfect.  The  suites 
still  haven’t  replaced  the  func¬ 
tionality  found  in  specialized 
products  such  as  desktop  pub¬ 


DEPLOYMENT 

Rolling  out  the  product  means 
more  than  just  copying  files  to 
desktops  or  servers,  although 
that  alone  can  cost  tens  of  thou¬ 
sands  of  dollars  in  labor.  Deploy¬ 
ment  also  means  customizing 
tlie  product’s  setup  and  opera¬ 
tion  for  individuals  or  groups. 

Both  Office  and  SmartSuite 


are  good  software  citizens  for 
network  installations  and  pro¬ 
vide  the  requisite  package  defi¬ 
nition  files  for  software  distribu¬ 
tion  systems  such  as  Microsoft’s 
Systems  Management  Server. 

But  both  have  to  be  tinkered 
with  if  you  want  to  split  the  in¬ 
stallation  of  the  suite  and  place 
low-usage  files,  such  as  clip  art, 
on  one  server  and  install  the 
core  program  on  a  second  serv¬ 
er. 

Microsoft  maintains  a  useful 
advantage  with  its  Network  In¬ 
stallation  Wizard  and  Office  97 
policy  templates,  which  help 
automate  the  tinkering.  Both 
the  wizard  and  the  templates 
come  in  the  optional  Office  97 
Resource  Kit,  which  is  available 
online  at  www.microsofi.com  or 
through  Microsoft  Press. 

INTRANET/INTERNET 

PUBLISHING 

Each  suite  takes  a  slightly  differ¬ 
ent  approach  to  the  I-words,  and 
each  scores  well  in  this  category 
for  different  reasons.  All  appro¬ 
priate  suite  modules  can  build 
and  use  hyperlinks  and  uniform 
resource  locators  and  can  “pub¬ 
lish”  to  the  World  Wide  Web 
with  ever-popular  frames.  And 
the  database  products  —  Access 
and  Approach  —  can  work  as 
low-volume  database  servers  to 
Web  pages. 

SmartSuite  has  native  Hyper¬ 
text  Markup  Language  (HTML) 
support  and  direct  knowledge  of 
common  image  formats  such  as 
JPEG  and  graphics  interchange 
format.  Hence,  the  product  is 
more  efficient  at  creating  and 
editing  HTML  pages  without 
forcing  you  to  “save  as  HTML.” 
Users  also  can  tap  Organizer, 
the  personal  information  man¬ 
ager,  over  the  Web. 

Within  Office,  the  drawing 
tools  put  better  visual  touches 
on  Web  tables.  Outside  Office, 
Microsoft  aggressively  offers 
add-ons,  such  as  its  Front  Page 
Web  page  builder/Web  server  or 
its  new  60-Minute  Intranet  Kit. 

The  only  problem  is  trying  to 
find  this  add-on,  updates  and  in¬ 
formation  at  Microsoft’s  clut¬ 


tered  Web  site.  Even  experi¬ 
enced  information  systems  per¬ 
sonnel  can  get  lost  in  the  infor¬ 
mation  and  support  jungle  of 
this  megasite. 

WORKGROUP 

COLLABORATION 

When  a  project  draws  on  a  vari¬ 
ety  of  places,  people  and  pro¬ 
grams,  each  suite  takes  a  slight¬ 
ly  different  view.  On  their  own, 
each  appropriate  program  with¬ 
in  Office  can  track  version 
changes.  Team  Manager  also 
works  as  a  miniproject  manager 
to  manage  the  tasks  and  sched¬ 
ule.  The  Binder  creates  a  com¬ 
mon  container  to  hold  a  proj¬ 
ect’s  files  that  span  several  pro¬ 
grams.  SmartSuite,  However,  is 
the  ultimate  companion  to 
Notes,  which  assumes  most  of 
the  collaborative  burdens. 
When  Notes  is  deployed,  the 
tracking,  versioning  and  merg¬ 
ing  of  the  various  documents 
are  easier.  If  your  organization 
has  focused  on  Notes,  Smart- 
Suite  is  the  better  office  suite. 

ENTERPRISE 

COMPUTING 

Both  products  are  good  corpo¬ 
rate  players.  Both  use  electronic 
mail  to  send  and  receive  files, 
can  tap  a  corporate  database  to 
report  and  analyze,  and  can  co¬ 
ordinate  schedules. 

But  Office  takes  a  double  hit 
here.  First,  if  you  install  Micro¬ 
soft  Exchange  and  then  install 
Office’s  E-mail/phone  book/ 
calendar  application,  Outlook, 
the  Exchange  settings  are  lost. 
Microsoft  has  posted  two  solu¬ 
tions  on  its  Web  site. 


The  other  is  Word’s  halfheart¬ 
ed  attempt  to  save  files  it  edits  in 
the  Word  95  format.  Rather  than 
save  in  the  true  binary  format  of 
Word  6.X/95,  Word  97  uses 
rich-text  format  but  deceivingly 
uses  the  normal  Word  .DOC  ex¬ 
tension  for  the  file,  which  is 
twice  the  size  of  a  native  Word 
6.x  or  95  file.  This  quirk  means 
that  sharing  files  in  a  mixed  en¬ 
vironment  wastes  resources  and 
triggers  problems. 

Microsoft’s  tentative  solution 
was  to  use  a  Word  97  viewer  on 
Office  4-x  or  Office  95  ma¬ 
chines.  A  better  alternative  is  to 
wait  for  the  service  release, 
which  will  be  available  next 
month  and  fixes  the  problem. 

SmartSuite  reads  and  writes 
Word  4.X/95  files  correctly. 

THIRD-PARTY 

SUPPORT 

Outside  vendors  can  provide 
necessary  customization,  pro¬ 
gramming,  training,  support  or 
add-on  products  that  IS  depart¬ 
ments  can’t.  Both  SmartSuite 
and  Office  have  support  from 
the  large  support  and  training 
companies  that  must  work  with 
IBM  and  Microsoft. 

But  when  it  comes  to  custom¬ 
ization  or  programming.  Office 
still  has  an  advantage.  Its  prod¬ 
ucts  are  driven  by  Visual  Basic 
Assistant,  which  has  more  than 
1.5  million  developers  and 
users.  Office  also  draws  more 
off-the-shelf  products  and  local 
support  than  SmartSuite. □ 

De  Voney  is  a  Seattle-based  writer 
and  reviewer.  He  can  be  reached  at 
chrisd@cybercritic.com. 


nbwrea  j 

13  Jafndow  ti«*> 

MX  *  4 

jji3daPl'a'WjoMu-ji>-l  :  41  u 

Summary \  LoyoutSheel  \  Territory*  \  Territory  3  \  Territory  2  \  TemtoiyT  \ 

Territory  Sales  Plan  — 3  © 


Summary 

Territory 

Territory  1 
Temtoiy  2 


Last  Year  Actual 

$6,117.000  00 
*5.507.350.00 


This  Year  Forecast 

*6.509.100  00 
*7,057.000  00 


SmartSuite  is  more  adept  at  publishing  to  the  Internet 
with  features  such  as  saving  directly  to  a  file  transfer 
protocol  site 


Lotus  SmartSuite  97 

PRICE:  $349  UPGRADE:  $149 
CONTACT:  Lotus  Development  Corp. 
55  Cambridge  Parkway 
Cambridge,  Mass.  02142 
(800)  343-5414 
(617)  577-8500 
www.lotus.com 
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America’s  IT  industry.  The  best  in  the  world.  But  we’re  throwing 
away  our  leadership.  Because  our  knowledge  and  skills  aren’t  being 
passed  on  to  enough  of  our  young  people.  Tech  Corps  gives  your 
corporation  a  vehicle  to  change  that.  By  supporting  a  grassroots 
effort  to  enhance  teaching  and  learning  through 
technology.  And  give  students  the  skills  they  need 
to  keep  our  country  number  one.  Discover  the 
rewards  of  becoming  a  Tech  Corps  Corporate 
Sponsor.  508/620-7751  •  http://www.ustc.org 
America  needs  to  know. 


Organizations  already  providing  national  sponsorship  include: 

Cellular  Telecommunications  Industry  Association  Foundation  (CTIA).  Digital  Equipment  Corporation,  and  MCI  Four  .Ik 
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Business  and  Related  Services 


Cisco  Systems,  Inc.  Global  Networked  Business 
Model.  World's  largest  electronic-commerce  Internet 
site. 

GE  Medical  Systems.  InSite.  Remote  servicing  of 
medical  equipment. 


Merck  &  Co.  Procurement  Re-engineering  Project. 
Redesigned  purchasing  program. 

Texas  Instruments,  lnc.'s  Innovation  Website 
Team.  Tl  Tomorrow.  Intranet. 

Texas  Instruments’  Office  of  Best  Practices. 

Best  Practice  Sharing. 


The  Johns  Hopkins  Health  System  and  The 
Johns  Hopkins  Medicine  Center  for  Information 

Services.  The  Johns  Hopkins  Electronic  Patient 
Record. 


United  Parcel  Service  of  America,  Inc.  Network¬ 
ing  into  the  Millennium.  Package  tracking  system. 


Education  and  Academia 

Jet  Propulsion  Laboratory.  Kidsat.  Shuttle- 

mounted  digital  cameras. 

Stanford  law  School.  The  Securities  Class  Action 
Clearinghouse.  Internet  dissemination  of  fraud  class 

actions. 

Siisan  Abdulexer.  The  Virtual  Alphabet  Book. 
Learning  CD-ROM  for  disabled  children. 


Inc.  Pegasus  Lite  Augmentative  Communi¬ 
cation  System.  Electronic  speech  output. 

Adaptive  Products.  The  Reading  Edge. 

r  eacting  and  speech  system  for  the  blind. 


The  Computerworld  Smithsonian  Awards  pro¬ 
gram  each  year  honors  technological  innova¬ 
tion  that  brings  about  economic,  educational 
and  social  change.  From  hundreds  of  nomi¬ 
nees,  five  finalists  are  selected  in  each  of  io 
categories.  The  winners  will  be  announced 
tonight  at  the  National  Building  Museum  in 
Washington. 

This  week,  to  honor  the  finalists,  we  profile 


six  nominees  and  list  the  rest.  For  more  infor¬ 
mation  on  the  program  or  the  nominees,  point 
your  browser  to  innovate.si.edu. 

According  to  the  Computerworld  Smithson¬ 
ian  Awards  program,  the  organizations  on 
these  pages  are  “harnessing  the  power  of  infor¬ 
mation  technology  to  benefit  mankind.” 

We  agree,  and  we  salute  them. 


GOVERNMENT  AND  NONPROFIT  ORGANIZATIONS 

U.S.  Department  of  Energy  Office  of  Defense  Pro¬ 
grams’  Accelerated  Strategic  Computing  Initiative 

Fifty-five  years  ago,  American  research  centers  were 
racing  to  explode  the  world’s  first  atomic  weapon. 
Today,  those  same  laboratories  are  racing  to  avoid 
detonating  nuclear  weapons  —  at  least  in  testing  them.  In¬ 
stead,  they  plan  to  use  high-performance  supercomputers 
to  determine  how  quickly  nuclear  weapons  will  deteriorate 
over  time  and  whether  these  weapons  will  still  work  if 
needed.  The  Accelerated  Strategic  Computing  Initiative 
(ASCI),  which  will  cost  $1  billion  to  $2  billion,  must  suc¬ 
ceed  if  the  U.S.  is  to  reach  President  Clinton’s  stated  goal 


of  signing  the  Comprehensive  Test  Ban  Tr 
would  outlaw  the  tests  which,  until  now,  w 
to  ensure  all  parts  of  a  bomb  would  work 
pected,  says  Gilbert  Weigand,  deputy  assis 
strategic  computing  and  simulation  at  the 
Energy  in  Washington. 

ASCI  is  racing  the  aging  of  America’s  nuclear  tvea 
which  will  reach  the  end  of  their  25-  to  30-ydar  design 
in  the  next  decade  and  must  “last  forever”  ratHef  than  be 
replaced,  Weigand  says.  It  is  also  racing  thfc  aging  of  the 
scientists  who  designed  those  weapons,  Weigaaid  adds. 
The  designers  “who  know  the  most  about  our  weapons  are 
the  people  you  want  validating  the  code"  in  the  complex 
three-dimensional  simulation  applications,  he  says. 
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Intel  Corp.,  Silicon  Graphics,  Inc.  and  IBM  are  working 
in  stages  to  develop  the  ioo  trillion  floating-point  opera¬ 
tions  per  second  (TFLOPS)  supercomputers  needed  to  run 
those  applications.  Intel  last  year  delivered  a  i-TFLOPS 
system  built  around  9,000  Pentium  processors,  and  SGI 
has  contracted  to  deliver  a  clustered  symmetrical  multi¬ 
processor  3-TFLOPS  system  early  in  1999.  A  3-TFLOPS 
system  from  IBM  is  expected  to  go  into  operation  about 
the  same  time. 


(www.computerworld.com)  June  9,  1997  Compu  t  r  r  w - 1 


Weigand  says  his  biggest  worry  isn’t  the  computer  hard¬ 
ware,  but  getting  a  good  enough  understanding  of  the 
complex  processes  within  an  atomic  weapon  to  build  reli¬ 
able  simulation  applications.  But  he  says  the  challenge  is 
stirring.  In  World  War  II,  "We  were  racing  the  Germans 
to  acquire  the  bomb,”  he  says.  Now  “we’re  racing  Mother 
Nature  to  get  a  capability  so  we  can  keep  the  bombs  for¬ 
ever”  —  hopefully  unused. 

—  Robert  L.  Scheier,  senior  editor,  management 


Environment,  Energy  and  Agriculture 


British  Petroleum  Co.  Virtual  Teamwork.  Knowledge 
sharing. 

Cyberlab,  Inc.  Computerized  Robotic  Workstation. 
Robot  helps  humans  avoid  radioactivity. 


National  Center  for  Atmospheric  Research.  Climate 

System  Model.  Model  of  Earth's  atmosphere  to  study 
"greenhouse"  emissions. 


MEDICINE 

Starbright  Foundation's  Starbright  World 

hospital  can  be  overwhelming  and  frightening 
for  children.  Especially  for  children  recently  di¬ 
agnosed  with  life-threatening  diseases.  Doctors 
poke  needles,  hook  them  up  to  machines,  talk  quietly  with 
other  adults.  Children  aren’t  allowed  to  run,  play  or  shout. 

The  Starbright  Foundation  in  Los  Angeles  has  set  up 
Starbright  World,  a  private  computer  network  that  helps 
these  children  meet  other  children  in  similar  circum¬ 
stances  and  have  some  fun.  Starbright  World  lets  children 
in  six  hospitals  across  the  U.S.  meet  in  online  worlds  to 


The  virtual  environment  eases  kids’  hospital  stays 


play  and  talk.  When  they  sign  on,  the  children  can  choose 
an  on-screen  avatar  to  represent  themselves  and  then  ex¬ 
plore  3-D  virtual  reality  worlds. 

Meeting  other  hospital-bound  children  gives  young  pa¬ 
tients  someone  their  age  to  talk  to  and  compare  experi¬ 
ences  with.  “It  lets  these  kids  make  friends  and  remem¬ 
ber  that  they  are  kids,”  says  Scott  Dierks,  Starbright’s 
director  of  project  management.  “This  helps  give  a  piece  of 
their  childhood  back.” 

“It’s  fun  because  you  can  see  if  other  people  have  the 
same  [disease],  so  you  know  you’re  not  the  only  one  who 
has  it,”  says  one  recent  Starbright  World  user. 

Children  can  explore  and  meet  one  another  in  worlds 
with  birds  and  waterfalls,  sand  and  pyramids  or  grassy 
play  areas.  They  also  can  join  forces  in  a  creative  building 
zone  to  construct  joint  projects  or  team  up  in  multiuser 
games.  Celebrities  pop  up  every  so  often  in  one  of  the 
worlds.  Steven  Spielberg  appears  as  E.T.  the  Extraterrestri¬ 
al,  and  retired  Gen.  Norman  Schwarzkopf  shows  up  in  the 
guise  of  a  four-star  teddy  bear. 

The  technology  for  the  project  comes  from  several 
sources.  Sprint  Corp.  provides  the  fiber-optic  T3  Asyn¬ 
chronous  Transfer  Mode  backbone  for  the  private  network, 
and  Tandem  Computers,  Inc.  donated  the  LAN  servers 
and  switching  products.  Intel  supplies  the  communicating 
PCs  and  videoconferening  software,  and  Worlds,  Inc.  de¬ 
signed  the  exotic  3-D  worlds. 

—  Stewart  Deck,  senior  writer,  @  Computerworld 


ENVIRONMENT,  ENERGY  AND  AGRICULTURE 
The  Peregrine  Fund's  Harpy  Eagle 
Conservation  Program 

Eduardo  Alvarez  doesn’t  think  much  about  cutting- 
edge  technology  when  he’s  dangling  from  a  tree 
120  feet  above  the  jungle  floor,  braving  ants, 
“sweat  bees,”  105-degree  heat  and  drenching  humidity  — 
not  to  mention  an  occasional  helicopter  gunship  filled  with 
soldiers  who  might  mistake  him  for  an  insurgent  guerrilla. 
(Yes,  it’s  happened.  In  Panama.) 

But  it’s  IT  that  prompts  Alvarez  to  venture  deep  into  un¬ 
tracked  rain  forest  in  search  of  the  elusive 
Harpy  Eagle,  the  world’s  largest  bird  of  prey. 

Alvarez  traps  the  eagles  to  attach  transmitters, 
donated  by  NASA,  that  provide  satellite 
telemetry  data.  This  data  is  used  with  the 
Global  Positioning  System  and  geographic  in¬ 
formation  system  software  to  track 
the  endangered  raptors. 

Alvarez  is  the  Pan-American  coor¬ 
dinator  of  the  Harpy  Eagle  Conser¬ 
vation  Program,  sponsored  by 
The  Peregrine  Fund  in  Boise,  Idaho. 

For  six  years,  he’s  been  almost  a 
one-man  show  on  a  shoestring  bud¬ 
get  gathering  basic  research  data 
about  the  eagles  in  Venezuela  and 
Panama. 

His  team,  mostly  volunteers, 
works  with  local  residents,  govern¬ 
ment  agencies  and  private  compa¬ 
nies  to  demonstrate  that  such 
groups  can  work  together  to  study, 
monitor  and  protect  Harpy  Eagles  < 
from  extinction  and  preserve  their  * 
habitat.  : 


Although  individual  nests  are  indeed  identified  and  pro¬ 
tected,  Alvarez  says  the  main  benefit  of  the  program  is  to 
provide  a  model  for  others  to  follow.  “It’s  not  about  saving 
an  eagle  here  and  an  eagle  there,”  he  says.  “It’s  about  get¬ 
ting  the  message  across”  that  important  collaborative  work 
can  be  done  at  little  cost. 

Alvarez  says  he  hopes  the  project  will  continue  for  at 
least  five  more  years,  because  so  little  is  known  about 
Harpy  Eagles.  “If  we  stop  right  now,”  he  says,  “we  don’t 
even  know  what  we’re  losing.” 

—  David  Ramel,  copy  editor 


Smithsonian  Awards,  page  89 


Field  manager  Rafael  Alvarez  (no 
relation  to  Eduardo)  uses  the  Global 
Positioning  System  to  track  endan¬ 
gered  eagles 


Niagara  Mohawk  Power  Corp.  Nostradamus  Forecast¬ 
ing  System.  Gas-demand  forecasting. 


Science  Applications  International  Corp.  Plasma 

Hearth  Process.  Heat  treatment  for  toxic  and  radio¬ 
active  waste. 


The  Peregrine  Fund.  The  Harpy  Eagle  Conservation 
Program.  Endangered  birds  monitored  via  satellite. 


Finance,  Insurance  and  Real  Estate 

Blue  Shield  Of  California.  Improved  Access  to  Cus¬ 
tomer  Service.  Voice-response  technology. 


CheckFree  Corp.  CheckFree  E-Bill.  Electronic  billing. 


Federal  National  Mortgage  Association.  MornetPius. 

Home-purchasing  network. 

First  Union  National  Bank.  Remote  Banking  Service. 
Home  banking. 


Flagstar  Bank.  Lenders’  Interactive  Video  Exchange. 
Videoconferencing  for  loan  applicants. 


Standard  Chartered  Bank.  Document  Imaging  and 
Workflow  Technology. 


Government  and  Nonprofit  Organizations 

First  Chicago/Mercantile  Services  LLC  Electronic 
Federal  Tax  Payment. 


Massachusetts  Department  of  Revenue.  Teiefiie  & 
Imaging:  Revolutionary  Tax  Processing  Systems. 

Office  of  Defense  Programs,  U.S.  Department  of 
Energy.  Accelerated  Strategic  Computing  Initiative. 
Nuclear  weapons  simulations. 

Plugged  In.  Plugged  In  -  Bridging  the  Technological 
Gap.  Internet  technology  links  rich,  poor  communities. 

The  Aarell  Co.  Domestic  Violence  Documentation 

System. 


Manufacturing 

Bay  Networks,  Inc.  Bay  Networks  Future  Applications, 

Systems  &  Technology.  Rapid  system  Cc.-eiepnent. 

Boeing  Commercial  Airplane  Cr«<;p.  rc'ine  and  con¬ 
trol  Airplane  Configuration/Ma.m’  ••.!(..  ;  nesou-'-e 

Management.  Process  and  syst-  >  u  ai»-  . 

Buckman  Laboratories.  Inc.  *•  w  snaring. 

Fruit  of  the  Loom,  Inc.  Ac  "r  Wholesale 

Internet  sales. 

Womex.  Womex  Online.  Wh-V*  ,  .r.iefnet  sales 
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Because  it’s  not 

business  as 
usual  any  more. 


Your  future  is  tied  to  doing  business  on  the  Internet  and  the  World 
Wide  Web.  Internet  Commerce,  Extranets  and  corporate  Intranets 
have  changed  the  world  of  business  as  we  know  it.  Whether 
you're  a  vendor  with  an  Internet  solution  for  the  Enterprise...  or 
a  corporate  decision  maker  looking  for  productivity  enhancing 
products,  you  need  to  be  at  ICE. 

For  Exhibitors:  a  proven  to  deliver  event. 

Thousands  of  corporate  buyers  will  be  there  looking  for  the  new 
products  and  services  that  make  Intranets,  Extranets  and  Internet 
commerce  practical  and  secure. 

For  Attendees:  the  coolest  way  to  find 
the  hottest  Internet  solutions. 

Leading  Internet  vendors  and  solution  providers  will  show  you 
how  to  increase  productivity  and  profitability  using  the  latest 
Internet  technology. 

Join  your  peers  at  this  business-critical 
Expo  and  Conference. 
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INTERNET  COMMERCE  EXPO 


INTERNET  SOLUTIONS  FOR  THE  ENTERPRISE 
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Please  put  me  on  ICE!  I  would  like  more 
information  on:  O  Exhibiting  O  Attending 

Name_ _ _ 

Title _ _ 

Company _ 

Address _ 

City/State/Zip _ - _ _ 


cw 


An  International  Data  Group  Company 


UNiSYS 


IISIIIIII 


Phone. 


Fax. 


www.idg.com/ice 

ICE.  Internet  Commerce  Expo,  and  Internet  Solutions  for  the  Enterprise  are  service  marks  of  International  Data  Group. 


e-Mail _ _ 

111  Speen  Street,  P.O.  Box  9107,  Framingham,  MA  01701. 
Phone:  800-667-4ICE  (4423)  Fax:  508-370-4325 


Yfes,  I  want  to  receive  my  own  copy  of  COMPUTERWORLD  each  week.  I  accept  your  offer  of  $39.95*  per  year  - 
a  savings  of  over  73%  off  the  single  copy  price. 


First  Name 

Ml 

Last  Name 

Title 

Company 

E-mail  address 

Address 

Address  Shown:  G  Home  G  Business 

G  New  G  Renew 

Single  copy  price:  $3. 00/issue 

City  Sate  Zip 

*U.S.  Only.  Canada  $95.  Mexico,  Central/South  America  $  1 50.  Europe  $295,  all  other  countries  $295. 

Please  complete  the  questions  below. 


I .  BUSINESS/INDUSTRY  (Circte  one) 

1 0.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/Transportation 
70.  Mining/Construction/Petroleum/ 
Refining/ Agriculture 
80.  Manufacturer  of  Computers, 
Computer- Related  Systems  or 
Peripherals 

85.  Systems  Integrators, VARs,  Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


90.  Computer/Peripheral  Dealer/Dist./ 
Retailer 

95.  Other _ 

(Please  Specify) 

2.  TITLE/FUNCTION  (Circle  one) 
IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 
President/Asst. VP  IS/MIS/DP 
Management 

2 1 .  Dir./Mgr.  MIS  Services,  Information 
Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  Mgr./PC  Mgr., Tech. 
Planning,  Administrative  Services 

23.  Dir./Mgr.  Sys.  Development,  System 
Architecture 

3 1 .  Programming  Management,  Software 
Developers 


4 1 .  Engineering,  Scientific,  R&D,Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst  Vice  President 

1 3.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Tided  Personnel 


3*  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  □Yes  □  No 

Intranet  Products  □  Yes  □  No 

4.  Which  of  the  following  products  do  you 
buy,  specify,  recommend  or  approve  the 
purchase  of?  (Check  all  that  apply.) 

(a)  □  Internet  software 

(b)  □  Internet  browsers 

(c)  □  Web  authoring/development  tools 

5.  Do  you  use  the  Internet?  □  Yes  □  No 


COMPUTERWORLD 


CANDID  VIEWS 


Yes,  I  want  to  receive  my  own  copy  of  COMPUTERWORLD  each  week.  I  accept  your  offer  of  $39.95*  per  year 
a  savings  of  over  73%  off  the  single  copy  price. 


First  Name 

Ml 

Last  Name 

Title 

Company 

E-mail  address 

Address 

Address  Shown:  G  Home  G  Business 

G  New  G  Renew 

Single  copy  price:  $3. 00/issue 

City  Sate  Zip 

*U.S.  Only.  Canada  $95.  Mexico,  Central/South  America  $  1 50.  Europe  $295.  all  other  countries  $295. 

Please  complete  the  questions  below. 


I  .  BUSINESS/INDUSTRY  (Circle  one) 

1 0.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilities/Transportation 
70.  Mining/Construction/Petroleum/ 
Refining/ Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators, VARs,  Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


90.  Computer/Peripheral  Dealer/Dist./ 
Retailer 

95.  Other _ 

(Please  Specify) 

2.  TITLE/FUNCTION  (Circle  one) 
IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 
President/ Asst  VP  IS/MIS/DP 
Management 

2 1 .  Dir./Mgr.  MIS  Services,  Information 
Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  MgrVPC  Mgr., Tech. 
Planning,  Administrative  Services 

23.  Dir./Mgr.  Sys.  Development,  System 
Architecture 

3 1 .  Programming  Management,  Software 
Developers 


4 1 .  Engineering,  Scientific,  R&D,Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Assl Vice  President 

1 3.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


3.  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  □  Yes  □  No 

Intranet  Products  □  Yes  □  No 

4.  Which  of  the  following  products  do  you 
buy,  specify,  recommend  or  approve  the 
purchase  of?  (Check  all  that  apply.) 

(a)  □  Internet  software 

(b)  □  Internet  browsers 

(c)  □  Web  authoring/development  tools 

5*  Do  you  use  the  Internet?  □  Yes  □  No 
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Media,  Arts  and  Entertainment 


EDUCATION  AND  ACADEMIA 
Words*  Pegasus  Lite  Augmentative 
Communication  System 

ithout  text-to-speech  software  from  Words+,  Inc., 
renowned  theoretical  physicist  Stephen  Hawk¬ 
ing  and  others  with  severely  limited  mobility 
wouldn’t  be  able  to  communicate  with  the  world  around 
them. 

The  Palmdale,  Calif.,  company’s  Pegasus  Lite  product 
was  designed  to  unlock  the  thoughts  of  ambulatory  chil¬ 
dren  and  others  who  can’t  speak.  The  4.5-pound,  486- 
based  communication  system  incorporates  pictographic 
display  technology  that  lets  users  communicate  by  point¬ 
ing  to  symbols,  which  are  then  converted  to  synthesized 
speech. 

With  the  help  of  speech  pathologists,  each  system’s  vo¬ 
cabulary  of  symbols  is  customized  to  its  individual  user.  A 
child  who  likes  McDonald’s,  for  example,  can  order  a  Big 


Mac  with  a  touch  of  the  screen. 

Symbols  also  can  be  selected  via  several  alternative 
access  methods,  including  a  stylus,  switch  and  head 
mouse  for  nonspeaking  users  who  also  have  limited 
mobility. 

“These  are  all  patients  who  have  complete,  intact  cogni¬ 
tion  that  could  not  otherwise  communicate,”  says  Marilyn 
Buzolich,  a  speech/language  pathologist  and  director  at 
Augmentative  Communication  and  Technology  Services  in 
San  Francisco. 

Because  of  its  light  weight  and  portability,  Pegasus  Lite 
expands  users’  communication  abilities  beyond  a  desktop, 
enabling  them  to  participate  fully  in  school,  work  and  so¬ 
cial  activities. 

The  system  also  functions  as  a  fully  configured  PC,  “so 
people  can  write,  fax,  send  and  receive  E-mail  and  balance 
a  checkbook,”  Buzolich  says. 

—  Julia  King,  senior  editor,  IS  careers 


Against  All  Odds  Productions.  24  Hours,  in  Cyber¬ 
space. 

CitySearch,  Inc.  CitySearch.  San  Francisco  local- 
events  World  Wide  Web  site. 

Rock  the  Vote.  1-800-REGISTER.  Voter  registration  by 
phone. 

The  Getty  Center.  ArtsEdNet.  Art  education  Internet 
site. 

Time,  Inc.  Digitized  Photo  Library.  Online  photo  access. 


Medicine 


BioNumerick  Pharmaceuticals,  Inc.  Pharmaceutical  Devei 

opment  Through  Supercomputing. 


MEDIA,  ARTS 

AND  ENTERTAINMENT 

Time,  Inc.'s  Digitized  Photo  Library 


A  picture  is  worth  18M  bytes.  At  least  in  Time, 
Inc.’s  Picture  Collection  it  is. 

Late  last  year,  Time  rolled  out  its  client/server- 
based  Picture  Collection  system  for  internal  use.  It’s  a  dig¬ 
ital  photo  library  of  more  than  22  million  images  from  the 
past  60  years. 

And  what  images  they  are  —  the  wedding  of  John 
F.  Kennedy  and  Jacqueline  Bouvier,  the  raising  of  the 
flag  at  I  wo  Jima  and  Pele  the  soccer  player  can  be  found  in 
this  collection.  “We  have  some  of  the  world’s  greatest  im¬ 
ages,  and  we’re  excited  to  show  them  to  the  public,”  says 
Sheldon  Chapnik,  director  of  editorial  services  at  Time, 
Inc. 


Library  includes  some  of  the  century's  finest  photos 
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By  year’s  end,  the 
collection  is  expect¬ 
ed  to  be  available 
for  a  fee  of  charge 
to  the  public  via  the 
Internet. 

Before  the  com¬ 
pany  put  its  photo 
library  online,  ac¬ 
cess  to  the  images 
was  time-consum¬ 
ing.  Photo  editors 

at  various  publications  such  as  Time,  Sports  Illustrated  and 
People  had  to  request  a  photograph  via  fax  or  telephone. 

The  image  would  be  pulled  from  the  library  and  hand- 
delivered  to  a  photo  editor.  That  damaged  some  photos.  In 
addition,  only  one  person  could  access  a  given  photo  at  a 
time. 

The  system  includes  high-end  Eastman  Kodak  Co.  scan¬ 
ners  and  a  Sun  Microsystems,  Inc.  SPARC  4000  on  which 
the  images  reside.  The  images  are  accessed  via  a  custom 
interface. 

Putting  the  images  online  has  saved  production  time  for 
Time,  Inc.’s  publications.  There  are  about  250  page  de¬ 
signers  and  editors  from  the  various  publications  who  can 
immediately  access  the  images. 

—  Stefanie  McCann,  senior  graphics  coordinator 


Health  Systems  International,  Inc.  4th  Generation 
Medical  Management.  Electronic  case-management  tool. 

InterMountain  Health  Care.  Quality  Care  Tracking 
Project.  Hospital,  clinic  network. 

Starbright  Foundation.  Starbright  World.  Virtual  com¬ 
munity  for  hospitalized  children. 

U.S.  Environmental  Protection  Agency.  Supercomput 
er  Simulations  of  the  Human  Lung. 


Science 


North  Carolina  State  University.  Supercomputer  simula¬ 
tions  of  Materials. 

The  Center  for  Analysis  and  Prediction  of  Storms  & 
Pittsburgh  Supercomputing  Center.  Severe  Storm  Fore¬ 
casting. 


The  National  Center  for  Supercomputing  Applications. 

Mosaic.  Multimedia  network  resource. 

The  Scripps  Research  Institute  and  Pittsburgh  Super- 
computing  Center.  Simulation  of  Protein  Folding.  Study  of 
protein  molecules. 


GOVERNMENT  AND  NONPROFIT  ORGANIZATIONS 
The  Aarell  Co.'s  Domestic  Violence 
Reporting  system 

n  the  time  it  takes  you  to  wake  up  to  your  alarm,  eat 
breakfast,  drive  to  work,  put  in  eight  hours  or  so, 
drive  home,  eat  dinner,  sleep  and  wake  up  again,  ap¬ 
proximately  1,701  Americans  will  have  been  attacked  by 
someone  who  “loves”  them,  according  to  figures  released 
in  the  Department  of  Justice  1995  Statistics  Report.  By  the 
time  you  finish  this  article,  1.2  such  acts  of  domestic  vio¬ 
lence  will  have  taken  place. 

In  this  domestic  war,  every  bit  of  help  counts,  whether 
it’s  a  hot  line,  a  shelter  —  or  a  pen-based  application  that 
can  expedite  crime  reporting. 

The  Aarell  Co.  in  Troy,  Mich.,  is  developing  such  a  prod¬ 
uct:  the  Domestic  Violence  Reporting  system,  or  DoVir 
(pronounced  Dover).  It’s  a  method  of  electronic  documen¬ 
tation  using  a  pen-based  computer  and  digital  camera  to 
assist  police  officers  at  the  scene  of  a  domestic  crime. 

An  officer  questions  a  victim  using  a  pen-based  com¬ 
puter  that  intelligently  prompts  to  the  next  question.  Once 
the  officer  collects  crime-scene  information,  he  can  use  a 
digital  camera  to  photograph  the  victim  and  the  offender, 
if  possible. 

The  camera  is  then  connected  to  the  pen  computer,  and 
the  just-captured  images  are  merged  with  the  report.  The 


completed  report  is  stored  in  a  central  database  and  is 
then  available  for  review  by  attorneys,  investigators  and 
human  services  agencies. 

“Battered  victims  may  feel  more  comfortable  with  this 
method  because  they’ll  feel  that  the  officers  know  what 
they’re  doing,”  says  Donna  Mitchell  Austin,  associate  pro¬ 
fessor  of  MIS  at  Louisiana  State  University  in  Shreveport. 
Austin  has  done  extensive  research  on  computerized  in¬ 
terviews. 

The  immediate  benefit  to  the  victim,  according  to  an 
Aarell  spokesman,  is  that  the  painful  and  often  humiliat¬ 
ing  process  moves  along  more  quickly  without  all  the 
paperwork. 

Long  term,  all  domestic  violence  victims  will  benefit  if, 
as  is  hoped,  the  database  widens  and  makes  the  presenta¬ 
tion  of  court  cases  easier. 

Police  officers  will  benefit  from  a  lighter  paperwork  load 
(75%  lighter,  Aarell  estimates)  and  the  ability  to  feed  criti¬ 
cal  information,  including  digital  photos,  directly  into  a 
centralized  database. 

Company  officials  say  they  hope  that  small  steps  will 
pave  the  way  for  large  strides  in  this  shameful  war.  In  the 
future,  Aarell  officials  say  they  hope  to  modify  DoVir  to 
collect  reports  on  child  abuse,  rape  cases,  sexual  offenders 
and  general  assaults. 

—  Cathleen  A.  Gagne,  senior  editor,  Buyer’s  Guide 


The  University  of  California,  San  Francisco,  The  Nation' 
al  Institute  of  Environmental  Health  Science  and  Pitts¬ 
burgh  Supercomputing  Center,  dna  Simulation. 

Transportation 

Compania  Vale  Do  RiO'Dcce.  Railroad  and  Harbor  Control 
System.  Artificial  intelligence  makes  the  trains  run  on  time 

Daimler-Benz  AG.  Driving  Simulator.  Virtual  test  bed 

speeds  development. 

Federal  Express  Corp.  Air  Bill  Tracking  System. 

Hongkong  International  Terminals  1  imtfed  lor  Produc¬ 
tivity  Plus  Program.  Kwai  Chung  New  Territories  Hong 
Kong.  Optimization  of  land  usr 

National  Crash  Analysis  Cen'-.-i.  co  ;  uter  modeling  of 

crashes  for  improved  transport;  •  jie;- 

TAM  Transposes  Aereos  Fpo  Paperless 

Check-in. 


Make  your  IT 


http://careeragent.computerworld.com 

Use  these  FREE  features  at  http://careeragent.computerworld.com 


Search  for  specific  learning  resources 
Describe  your  training  and  education  interest  areas 

Optionally  receive  email  updates  of  new  learning  resources  that  meet  your  interest  areas 
Describe  your  current  or  ideal  I.T.  position 
Assess  your  skills  relative  to  the  skills  required  for  that  position 
Calculate  a  personalized  “skills  gap”  to  compare  your  fit  to  that  position 
Record  work  experience  for  use  in  skills  assessment 
Define  goals  for  later  use  in  career  planning 

And  if  you’re  an  I.T.  manager  concerned  about  staff  retention,  you’ll  want  to  check  out  the  “about 
Careeragent”  button  also  at  http://careeragent.computerworld.com.  Here  you’ll  see  how  a  cor¬ 
porate  subscription  to  CareerAgent  will  help  your  entire  staff  assess  learning  styles  and  skills,  cal¬ 
culate  skill  gaps,  and  search  for  training.  As  a  manager,  you  can  use  CareerAgent’s  intelligent  deci 
sion  support  system  to  calculate  individual,  group  and  department  skill  gaps. 

The  point?  Every  individual  on  your  team  has  an  idea  of  their  career  plan,  and  knitting  these  plans 
together  can  benefit  corporate  goals.  Think  about  your  current  team  today.  Do  individual  career 
plans  in  your  organization  seamlessly  benefit  from  available  projects?  Training  resources? 
Corporate  goals?  Is  this  information  connected  to  cost-effectively  reskill  and  retain  staff?  It’s  all 
possible  with  CareerAgent,  where  management  and  staff  can  collaborate  to  continuously  develop 
a  career  “itinerary”  for  each  individual.  On  the  Internet  or  your  intranet.  Your  choice. 

:  details,  see  http://careeragent.computerworld.com  or  call  1-800-343-6474,  x6000  today. 

Ar  d  make  every  career  on  your  team  what  it  should  be:  a  well-planned  journey  of  enrichment. 

New  From: 

bUMPUTERWORlD 


ip 


careeragent.  (J 


com 


CareerAgent  is  a  trademark  of  COMPUTERWORLD  and  International  Data  Group 


7 Jag 


e  off 


Search  Thousands  of  Course  Listings  From: 
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IT  Careers 


SPECIAL  REPORT: 

I  S  __EJULC  ATION  -  CRISIS  OR _ CROSSROADS? 


College  Enrollments: 


Rising  by 


By  Leslie  Goff 


Degrees 


t  mit’s  sloan  school  of  management,  an  employer  that  regularly 
attends  campus  career  days  and  consistently  attempts  to  recruit  infor¬ 
mation  systems  program  graduates  from  the  school  hasn’t  connected 
with  a  single  student  in  more  than  three  years. 

On  the  surface,  the  company’s  dilemma  would  seem  to  confirm 
recent  studies  that  suggest  enrollments  in  computer  science  and 
information  technology  degree  programs  are  falling  faster  than 
you  can  say  Bill  Gates.  But  the  truth  of  the  matter  is  that  enrollment  in  the  business 
school’s  four  IS  program  tracks  has  been  rising  steadily  by  10%  per  year  for  the 
past  few  years. 


Following  years  of 
decline,  the  number 
of  students  signing 
up  for  IS  studies  is 
growing  rapidly 


“I  see  reports  that  en¬ 
rollments  are  dropping, 
but  our  experience  here  is 
quite  the  opposite,”  says 
Stuart  Madnick,  the  John 
Norse  Maguire  Professor 
of  Information  Technology 
at  the  Sloan  School  in 
Cambridge,  Mass.  “Recruit¬ 
ers  are  coming  and  looking,  and  they 
can’t  find  enough  people  because  the  de¬ 
mand  is  huge.  And  students  here  have  so 
many  offers  coming  in  that  they  can  be 
extremely  discriminating  about  which 
opportunities  they  pursue.” 

Madnick  says  the  enrollment  increase 
may  actually  be  much  higher  than 
10%  per  year,  given  that  “IT  itself  is 
becoming  more  pervasive  in  the  overall 
curriculum.” 

MIT  isn’t  the  only  school  to  defy  the 
notion  that  students  are  losing  interest  in 
establishing  IS  careers.  Sure,  in  the  early 
1990s  there  was  a  brief  period  of  declin¬ 
ing  numbers  of  IS  graduates.  But  now,  at 
schools  as  diverse  as  MIT,  Carnegie  Mel¬ 
lon  University,  Harvard  University,  the 
University  of  Minnesota  at  Minneapolis 
and  the  University  of  Texas,  enrollments 
in  computer  science  and  IS  degree  pro¬ 
grams  are  up  significantly.  In  some  cas¬ 
es,  they’re  up  as  much  as  60%  in  the 
1996-97  academic  year  over  the  prior 
year. 

As  a  result,  employers  such  as  MCI 
Communications  Corp.,  AT&T  Corp., 
Price  Waterhouse,  Federal  Express  Corp., 
Marriott  International,  Inc.  and  Procter 
&  Gamble  Co.  are  increasingly  returning 
to  campus  recruiting.  Word  is  spreading 
among  aspiring  business  school  students 


of  100%  placement  rates  and  above- 
average  starting  salaries.  In  the  Midwest, 
new  graduates  can  expect  to  earn  about 
$35,000  per  year. 

At  the  same  time,  the  explosion  of  the 
World  Wide  Web  and  a  trend  toward  re¬ 
laxing  Cobol  class  requirements  in  favor 
of  newer  languages  is  shattering  the 
image  of  IS  as  a  nerd  profession.  The  re¬ 
sult:  Students  are  flocking  to  IS  pro¬ 
grams  like  ducks  to  water. 

“Students  who  want  to  do  well  in  busi¬ 
ness  and  who  are  ambitious  might  con¬ 
sider  this  career  because  it  seems  excit¬ 
ing  now,  whereas  it  was  not  seen  that 
way,  even  in  the  early  ’90s,”  says  Eleanor 
Jordan,  head  of  the  IS  faculty  in  the  Uni¬ 
versity  of  Texas’  Management  Science 
and  Information  Systems  department. 

REGULAR  CYCLE 

Universities  are  still  hard-pressed  to  offer 
relief  for  the  IS  staff  supply-and-demand 
gap.  But,  anecdotally  at  least,  the  so- 
called  crisis  in  IS  education  appears  to  be 
just  a  normal  swing  of  the  pendulum. 

Jerry  Batt,  the  vice  president  of  billing 
systems  at  AT&T’s  Consumer  Markets 
division,  who  serves  on  industry  steering 
committees  for  IS  programs  at  the  Uni¬ 
versity  of  Texas,  Texas  A&M  and  Virginia 
Tech,  points  out  that  in  the  mid-’8os, 
with  the  advent  of  computer-aided  soft¬ 
ware  engineering  (CASE)  tools,  career 
and  guidance  counselors  in  high  schools 
and  colleges  were  sounding  the  death 
knell  for  the  programming  profession. 

“CASE  tool  proponents  suggested  that 
it  would  not  be  long  before  you  could  put 
system  requirements  in  on  the  front  end, 
and  code  would  be  generated  on  the  back 


end,  and  those  tools  did  not  deliver  on 
the  promise,”  Batt  recalls.  “But  at  the 
time,  the  trend  suggested  there  would  be 
no  more  need  for  programmers.  And 
now,  it’s  catching  up  with  us  that  the 
prognosis  was  wrong.” 

CAUSE  AND  EFFECT 

Other  factors  also  affect  the  pendulum 
swing.  For  example,  at  the  University  of 
Texas  in  Austin,  enrollment  in  the  Col¬ 
lege  of  Business  dropped  by  half,  and  the 
number  of  IS  majors  dropped  by  20%  to 
30%  after  the  college  established  more 
rigorous  acceptance  criteria  than  the  rest 
of  the  university,  Jordan  says. 

“We  already  had  recruiting  pressure 
—  so  many  companies  were  coming  to 
campus  that  we  couldn’t  meet  their  de¬ 
mands.  The  changes  made  the  gap  even 
worse,”  Jordan  says.  "But  the  most  inter¬ 
esting  thing  now  is  that  the  number  of 
[IS]  class  registrations  for  the  ’96-’97 
school  year  were  up  60%  overall,  and  the 
number  of  declared  majors  more  than 
doubled.” 

Similarly,  enrollment  in  a  newly  estab¬ 
lished  IS  major  surged  in  the  Carlson 
School  of  Management  at  the  University 
of  Minnesota  at  Minneapolis  this  year. 

Previously,  IS  was  only  an  area  of  em¬ 
phasis  within  a  general  business  major, 
with  approximately  20  students  signed 
up. 

When  the  faculty  designed  a  major  fo¬ 
cused  on  a  client/server-based  business 
process  analysis  and  design-oriented  cur¬ 
riculum,  70  students  enrolled,  compared 
with  an  expected  40  to  50,  says  professor 
Bob  Van  Cleave.  □ 

Special  report  continues,  page  94 
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A  word  of  caution:  when  you  join  Thomas  & 
Betts,  you’ll  be  surprised  at  our  incredible 
growth.  Specifically,  we’re  the  largest  North 
American  manufacturer  and  distributor  of  electri¬ 
cal  and  electronic  components,  a  $2  billion 
Fortune  500  company.  An  organization  built  on 
values  such  as  integrity,  quality  and  commit¬ 
ment.  Right  now,  we’re  creating  opportunities  for 
the  following: 

DBA 

ASSISTANT  DBA/PREDICT  ADMINISTRATOR 
SOFTWARE  ENGINEER 

Qualified  candidates  must  have  strong  working 
knowledge  of  Software  AG  products:  ADABAS, 
Natural,  Construct  and  Predict.  Additional 
requirements  include  experience  in  the  develop¬ 
ment  of  order  entry  applications,  inventory 
control  applications,  client/server  applications, 
decision  support  and  manufacturing. 

An  exceptional  environment,  full  of  exciting  pro¬ 
fessional  challenges  and  career  growth  potential, 
is  complemented  by  competitive  salaries  and 
outstanding  benefits  including  medical,  dental, 
life  insurance,  disability,  pension  plan,  educa¬ 
tional  assistance,  and  more.  For  consideration, 
please  send  resume  with  salary  history  and 
requirements  to:  Human  Resources,  Thomas  & 
Betts  Corporation,  1555  Lynnfleld  Road, 
Memphis,  TN  38119.  We  are  an  Equal 
Opportunity  Employer  M/F/D/V. 

*  ThomasiBettS— 


Powerbuilder 


Information  technology  services 


COMSYS  is  a  leader  in  the  national  IT  maritet 
with  over  3,500  consultants  nationwide.  Our 
strong  ethics  have  led  the  Portland  branch  to 
1 0  years  of  strong  local  market  leadership 
and  local  success  measured  in  double  digits. 


•  Oracle,  Visual  Basic 

•  HTML/Java  Script 
■  C/C++,  Windows 


•  MS  Test 


COMSYS  now  serves  the  Northwest  with 
assignments  in  Portland  &  Salem.  Oregon. 
Seattle  &  Olympia,  Washington. 

COMSYS  offers  a  competitive  compensation 
and  benefits  package.  For  immediate  consid¬ 
eration.  mail,  fax  or  e-mail  your  resume  to: 
COMSYS,  Inc.  10300  SW  Greenburg  Road, 
Suite  230,  Dept  C,  Portland,  OR  97223, 
Fax:  (503)  293-3898.  Tel:  (503)  293-2499, 
Seattle  Fax  (425)  453-7174; 

Tel:  (425)  453-6979, 

E-mail:  jan  patterson@comsysinc.com 
Web:  http://www.  comsysinc.com 


Business 

Alliance 

Programme 


■  IEF/Composer 


•  DB2.  CSP 

•  DB2,  CICS 

•  IMS  DB/OC 

•  IMS  DBA 

•  COBOL,  CICS 


Equal  Opportunity  Employer 


OREGON 


BEST 

CONSUL  T  I  N  O 


Enjoy  the  Pocifit  Northwest  lifestyle  with  the  best  of  the  BEST 
Projects  range  from  new  development  for  mainframe  developers 
to  designing  solutions  for  complex  systems  integration  challenges. 
Excellent  partnering  relationships  with  client  base.  Generous 
salaries  -  cafeteria-style  benefits  -  constant  training  opportunities. 
To  learn  how  you  can  benefit  from  our  growth  needs,  contact  or 
send  resume  to: 

BIST  Consulting 

700  N.E.  Multnomah,  Suite  1 1 00 
Portland,  OR  97232 

(503)236-5776  (503)  236  5784  FAX 
bestpdx@bestnel.com 


•  Visual  Basic  •  Progress 

•  Visual  C++/MFC 

•  Windows  NT  •  DB2 

-  Cobol  -  Oracle  •  FOCUS 


1-800-224-1286 


EDISON  GROUP  is  one  of  North  America's  fastest 
growing  systems  consulting  firms  specializing  in 
Advisory  Services,  Systems  Implementations  and 
Systems  Development.  We  pride  ourselves  on  the 
quality  of  our  work  and  our  personal  commitment  to 
our  clients'  success.  We  have  rewarding  career 
opportunities  for  team-oriented,  self  motivated 
professionals  who  are  looking  for  career  growth. 


Please  forward  soar  resume  lo;  Edison  if  roll  ji  -  T  II 

FAX  (800)  792-9030  '  /WWH 

e-mail  careers@edisongroup.co m /•+ 
WEB  SITE:  www.edisongroup.com 


EDISON 

JjqROUPll 
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SPECIAL  REPORT: 

I  S  EDUCATION  -  CRISIS  OR _ CROSSROADS? 


i  i  g  Curriculums:  g 

I  be  damned, 

give  them  "sexy" 

-shirts  sporting  “no  more  cobol”  logos  have  bedecked 
the  halls  of  Comdex  and  other  trade  shows  since  the  dawn  of 
the  PC.  But  last  year,  when  the  business  schools  of  two  univer¬ 
sities  dropped  the  third-generation  language  from  their  lists  of 
required  information  systems  degree  courses,  enrollment  in 
the  major  swelled. 

The  University  of  Texas  in  Austin,  and  the  University  of  Minnesota  at 
Minneapolis’  Carlson  School  of  Management  are  part  of  a  growing  wave  of 
schools  that  are  moving  their  curriculums  away  from  the  mainframe. 

The  new  focus:  classes  in  client/server-based  languages,  such  as  C++.  At 
the  University  of  Texas,  enrollment  in  the  IS  major  more  than  doubled. 
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At  the  University  of  Minnesota  at  Min¬ 
neapolis,  where  IS  was  just  becoming  a 
major  in  its  own  right,  nearly  twice  the 
number  of  expected  students  enrolled  in 
the  new  program. 

The  curriculum  move  made  news  with 
students,  who  were  finally  able  to  let  go 
of  the  notion  that  a  career  in  I S  amount¬ 
ed  to  a  cubicle-bound  coding-junkie  job. 
It  also  caught  the  attention  of  desperate 
campus  recruiters  whose  companies  are 
strapped  by  year  2000  and  European 
currency  conversion  projects. 

At  MCI  Communications  Corp.,  for  ex¬ 
ample,  75%  of  its  campus  recruits  last 
year  were  hired  for  mainframe  develop¬ 
ment  and  support  positions. 

‘‘One  of  the  things  we  struggle  with  is 
finding  Cobol  experience,  and  we  find 
that  schools  are  getting  away  from  that 
training  and  not  offering  as  much  as  we 
would  like  in  that  area,”  says  Abbie  Pless- 
man,  an  MCI  software  release  manager 
who  during  the  most  recent  academic 
year  served  as  the  telecommunications 
company’s  information  technology  col¬ 
lege  recruiting  coordinator. 

EXPERIENCE  COSTS 

Without  Cobol-skilled  entry-level  IS  staff, 
companies  such  as  MCI  are  increasingly 
forced  to  hire  veteran  mainframers  at 
high  salaries  or  consulting  fees  and  to 
seek  their  ranks  from  the  same  diminish¬ 
ing  pool  of  talent  as  every  other  Cobol- 
hungry  company. 

‘‘It  was  not  something  recruiters  par¬ 
ticularly  wanted,  but  students  did,  and  it 
made  the  major  more  attractive  to  busi¬ 
ness  school  students,”  says  Eleanor  Jor¬ 
dan,  head  of  the  Management  Science 


and  Information  Systems  department 
faculty  at  the  University  of  Texas’  College 
of  Business.  “Now,  the  major  ...  is  seen 
as  less  geeky,  more  business,  and  stu¬ 
dents  find  the  front-end  tools  that  we 
teach  are  more  exciting.” 

If  they  can  attract  more  students  to  the 
programs,  that  itself  is  good  for  the  IS 
profession,  these  schools  reason.  And  if 
graduates  are  well-grounded  in  business 
systems  analysis  and  design,  employers 
can  assume  responsibility  for  Cobol 
training  on  an  as-needed  basis. 

Both  schools  devised  their 
new  curriculums  with  input 
from  industry  steering 
committees  that 
wanted  to  see 
new  IS  tech¬ 
nologies  and 
problems  addressed 
in  course  work,  but  also 
wanted  to  maintain  older 
technologies  in  the  core  re¬ 
quirements. 

‘‘They  send  mixed  sig¬ 
nals  because  they  have 
mixed  emotions,”  says 
Gordon  Davis,  professor 
of  MIS  at  the  Carlson 
School  of  Manage¬ 
ment.  □ 


The  focus  on 
newer  techno¬ 
logies  is  helping 
attract  students, 
but  at  the  expense 
of  the  mainframe. 


Goff  is  a  freelance  writer 
in  New  York. 


Editor’s  note:  In  next  week’s  issue,  Goff  will 
conclude  this  special  report  with  an  exami¬ 
nation  of  the  impact  of  IS  education  trends 
on  recruiting  and  training.  She  also  will 
look  at  the  future  of  the  IS  job  market. 


■XFUN 

Ufortune 


Julia  Peker  typifies  the  new  IS  student 
who  wants  to  contribute,  communicate 
and  cash  in 

Julia  Peker, 
a  student  in 
the  Carlson 
School  of  Manage¬ 
ment  at  the  Uni¬ 
versity  of  Minne¬ 
sota  at  Minne¬ 
apolis,  has  three 
goals  after  her  fall 
1998  graduation:  to  secure  a  job  that  is  fun  and 
challenging,  to  travel  and  to  make  lots  of  money. 

Each  carried  equal  weight  in  her  decision  last 
year  to  change  her  major  from  finance  to  man¬ 
agement  information  science  when  the  school 
established  the  discipline  as  a  formal  major  with 
its  own  core  curriculum. 

“Salary  sure  helped  the  decision.  We  know 
that  in  IS  today,  people  are  making  a  good  living, 
and  that  helped.  Also,  the  ability  to  travel  was 
really  important,”  says  Peker,  23,  whose  family 
immigrated  to  Minneapolis  from  Chernobyl, 
Ukraine,  in  1993. 

The  coup  de  grace  was  the  perception  —  fos¬ 
tered  by  Carlson’s  faculty  and  an  initial  business 
course  she  took  called  “Information  Decision 
Sciences"  —  that  a  career  in  IS  would  sustain  her 
intellectually  and  socially. 

“We  learned  that  we  would  not  be  sitting  in 
front  of  a  PC  coding  20  hours  a  day;  we  could  be 
the  person  in  between  the  real  techies  and  the 
businesspeople.  We  would  be  the  communica¬ 
tors,  and  I  love  to  talk  and  communicate,  so  I 
thought,  That’s  me!”’  she  explains.  “It  seemed 
like  the  perfect  combination,  because  I 
would  learn  to  analyze  problems  from 
both  the  business  and  computer  sci- 
^  ence  perspectives,  how  to  put 
them  together  and  deliver 
something  useful.” 

This  month,  Peker  will 
start  a  paid  internship  in  a 
25-person  IT  development 
group  that  supports  Unit¬ 
ed  Behavioral  Services, 
the  outpatient  psycho¬ 
logical  services  divi¬ 
sion  of  United 
Healthcare  Corp. 
“I’ll  be  in  a 
project-oriented 
environment, 
working  close¬ 
ly  with  proj¬ 
ect  manag¬ 
ers,”  she 
says. 

—  Leslie  Goff 
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IT  CAREERS 


SOFTWARE  ENGINEER 
Designs,  develops  and  tests  oil 
&  gas  pipeline  database  sys¬ 
tem,  interfaces  between  field 
flow  computer,  and  central 
database,  and  the  GUI  of  the 
system.  Handles  project 
scooping  and  conceptual 
design.  Performs  data  model¬ 
ing,  system  structure  analysis, 
application  partition,  data¬ 
base  model  design,  and  data¬ 
base  case  tools.  Implements 
interfaces  between  the  flow 
computers  and  central  data¬ 
base  using  network  protocols 
to  communicate  between  field 
devices  and  database.  Meets 
needs  of  multi-platform  data 
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Designs  and 
Implements”  GUI  (Graphical 
User  Interface)  on  Window  95. 
Configures  and  links  all  sta¬ 
tions  with  central  database. 
Implements  database  trig¬ 
gers,  stored  procedures,  and 
system  batch  processes. 
Ensures  computer  network 
security  and  maintains  data¬ 
base  security  and  integrity. 
M.S.  in  Computer  Science 
required. $40, 000. 00/yr, 40- 
hrs./wk.  Apply  at  the  Texas 
Workforce  Commission, 
Houston, Texas,  or  send 
resume  to  the  Texas  Workforce 
Commission,  1117  Trinity, 
Room  424T,  Austin,  Texas 
78701,  J.O.#  TX7857653.  Ad 
Paid  by  An  Equal 
Opportunity  Employer. 


DATABASE 

EXPERTS 


Relocating  or  desire  more  challenge? 

Our  focus  is  D.B.  Technology 

We  list  outstanding,  permanent 
positions  across  the  U  S  A. 
Relocation  &  Fees  Paid 


DBA/Tech  Support  to  $95k 

Strang  performance  tuning  /  will 
support  very  large  Oracle  databases 

Oracle  DBA  to  $75k 

Lead  logical  &  physical  design  of 
major  systems  up-grade  for  F50  corp 

C/S  Development  to  $65  +  stock 

S/W  vendor  requires  excel  VB  or 
PowerBuilder  product  developmeni 

INFORMIX  DBA  to  $57k 

N  East,  low  cost  of  living  area 

Also: 

Orade/MFG  to  $65k 
Oracle/C ++  to  $85k 


HAMILTON 

1  TECHNICAL  PERSONNEL.  INC 

P  0  Box369  WestHurley, NY  1  2491 
914-679-4050  -  Fax:  914-679-5704 

email:  htp@mhv.net 
htlp://www  1 .  rn1iv.net/-htp/ 


Experienced 

Telecommunications 

Professionals 


Bellcore  is  experiencing  explosive  growth  and 
success  in  the  telecommunications  industry 
and  is  seeking  highly  motivated,  innovative 
individuals  who  would  like  to  help  shape  the 
telecommunications  infrastructure  of  the 
emerging  information  age. 
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We’re  everything  you’ll  imagine  us  to  be.  / 

Due  to  our  tremendous  growth  and  success  we  are  currently  seeking  the  following  candidates: 

Telecommunications  Engineers 

Individuals  must  have  a  background  in  telecommunications  engineering  spanning  2-5+  years.  Qualified  applicants  will  have  a  Bachelors  or  Masters  degree  in  Electrical  Engineering. 
Systems  Engineering  or  a  related  field. 

The  following  opportunities  are  available: 


•Itelephony  Operations 

•TVaffic  &  Performance  Engineering 

•Switching 


•Transport  &  Operations  Systems 
•Software  Quality  Engineering 
•Testing  &  Analysis 


•Signaling 

•Risk  &  Reliability  Analysis 
•Network  Administration  &  Maintenance 


•Program  &  Major  Project  Management 

•Security  &  Fraud  Reduction 

•Disaster  &  Business  Contingency  Planning 


A  background  in  one  or  more  of  the  following  is  required:  Internet  (particularly  R  &  D  and  network  planning)  and  Internet  Protocols;  Data  Communications;  Frame  &  Cell  Relay;  SONET 
ATM;  Telecommunications  Management  Network  (TMN)  &  OS  Planning;  Operations  Network  Architecture;  AIN  Planning;  Intelligent  Networking;  Wireless  Technologies; 
Telecommunications  Switching  and  Signaling;  Synchronous  Digital  Hierarchy  (SDH);  Fiber  in  the  Loop;  Asymmetric  Digital  Subscriber  Line  (ADSL);  MMDS,  LMDS,  DBS  &  IDLS;  High 
Speed  Optical  TVansport;  Wave-length  Division  Multiplexing  (WDM);  AOM;  Information  Modeling;  Network  Planning  and  ISDN. 

Software  Professionals 

Individuals  must  have  a  background  in  software  development  spanning  2-5+  years.  Qualified  applicants  will  have  a  Bachelors  or  Masters  degree  in  Computer  Science  or  Electrical 
Engineering.  Candidates  with  a  Math,  Psychology  or  English  major  with  computer  programming  backgrounds  are  also  welcome  to  apply. 

The  following  opportunities  are  available: 

•Software  Developers  ‘Testers  ‘Usability  Engineers  ‘Project  Managers  ‘Systems  Engineers  ‘Systems  Administrators  ‘Internet  Developers  ‘Technical  Writers 

A  background  in  one  or  more  of  tire  following  is  required:  C,  C++;  Unix,  Dbase;  Informix;  Visual  C++;  CIS  Tools/Graphics;  GUI;  Visual  Basic;  Oracle;  PowerBuilder;  Windows  NT  Platform; 
HP-UX  Platform;  Stratus  VOS;  IMS;  MVS  Open  Platform;  PL/1;  Human  Factors;  Client-Server  Technology;  JAVA  or  HTML 

We  offer  a  competitive  salary  and  compensation  package  as  well  as  incomparable  resources  which  are  in  keeping  with  our  leadership  position  For  immediate,  confidential  consideration,  forward 
your  resume  indicating  postion  of  interest  and  salary  requirements,  which  must  include  Dept.  Code  008  to:  e-mail:  employ@hr.bellcore.com  (please  indicate  dept,  code  in  document  text); 
Bellcore,  Recruiting  &  Staffing,  6  Corporate  Place,  Piscataway,  NJ  08854.  As  all  resumes  are  electronically  scanned,  please  submit  on  plain  white  bond  paper,  using  standard  format  and 
fonts.  We  regret  that  only  applicants  who  are  being  considered  will  be  contacted.  No  phone  calls,  please.  We  are  an  equal  opportunity  employer. 


www.be/lcore.  com 


CONSULTANT/SOFTWARE 
ENGINEER  Analysis,  design  & 
development  ot  customized  com¬ 
puter  automation  systems  includ¬ 
ing  re-engineering  of  old  sys¬ 
tems.  project  management  on 
UNISYS  mainframes  running 
LINC.  COBOL  &  DMS- 
II  Migrate/convert  old  IBM  sys¬ 
tems  to  newly  developed 
UNISYS  platforms  &  provide 
training  to  members  of  project 
group  &  end  users.  Bachelors 
degree  in  any  Computer  related 
field  required  plus  4  years  experi¬ 
ence  in  the  job  duties  described 
above  Must  be  willing  to  relocate 
to  various  unanticipated  work 
sites  throughout  USA  every  4  to 
10  months-Employer  Paid  trans¬ 
portation  to  new  assignments 
Must  have  proof  of  legal  authori¬ 
ty  to  work  permanently  in  the 
U  S  Salary  -  $44. 000/year  for  a 
40  hour  work  week.  Interested 
applicants  send  resumes  to. 
Illinois  Department  ot 
Employment  Security,  401  South 
State  Street  -  3  South.  Chicago, 
IL  60605,  Attn:  Jack  Schaffer, 
Reference  #V-IL  17016-H  No 
Calls  -  send  2  copies  of  both 
resume  &  cover  letter.  An 
employer  paid  ad. 


Integrated  Systems  Professionals 

A  Fast-Growing  National  Consultancy  Offers  Exciting 
Opportunities  For  Top  Quality  Professionals. 

Proiect  Managers 
Team  Leaders/Conswltants 

•Long-Term  Career  Opportunities 
•  Short-Term  And  Long-Term  Contract  Opportunities 

Experience  in  all  SAP  R/3  Modules  Basis  and  ABAP 
Oracle  • PeopleSoffBaan 

Performance-Based  Compensation  provides  exciting  opportunities 
for  experienced  professionals.  (To  $250K  OR  $150  per  hour  for 
experienced  SAP  experts) 


Please  fax  resumes  to  516-625-0740 
or  visit  us  at  http://www.  iprr.com 


Software  Analyst.  GIS  Automated 
Test  Engg  W/Bachelor's/equiv  in 
Comp  Sci,  Engg  or  related  &  6  mos 
exp  in  job  duties  or  6  mos  exp  in  GIS 
software  cert,  testing  or  customer 
support  applications  using  VB  &  SQL 
in  Windows  NT  or  95  for  North  AL 
mfr  of  CAD/CAM  software  for 
engrs/scientists.  Will  develop  a 
Microsoft  Access  database  system 
for  software  test,  cert  &  validation 
tracking  &  administer  the  tracking 
database  system;  generate  automat¬ 
ed  test  procedures  (ATPs)  &  valida¬ 
tion  scripts,  using  Microsoft  Visual 
Basic  &  Visual  Test  software  applica¬ 
tion  tools  for  GIS  products;  perform 
ATPs  &  validation  scripts  for  GIS 
products;  execute  internationaliza¬ 
tion/localization  tests  for  GIS  prod¬ 
ucts.  ME.  7:15-4:15,  $820/wk. 
Resumes  w/proof  of  US  work  autho¬ 
rization  to  Marilyn  Thomas,  Alabama 
State  Employment  Service,  2535 
Sparkman  Dr.,  Huntsville.  AL  35810- 
3825.  Job  Order  AL6059613.  An 
Affirmative  Action/Equal  Opportun¬ 
ity  Employer. 


TECHNOLOGY  CONSULTANTS 

Object  Star 

CICS  Systems  Prog. 

SI  20,000 


Immediate  Openings  For: 
Dedicated  Professionals  whose 
satisfaction  is  denved  from 
Financial  Compensation  that 
exceeds  the  norm.  Three  Tier 
Obfect  Based  Client/Server 
Application  Training  for  all 
Legacy  Programmers 

GLOBAL  RESOURCE  MGMT 

www.resourcemgmt.com 


800  408  800S  (voice) 
888  408  8006  (fax) 


Free  Resume 
Distribution 


Since  1994,  over  20,000  experienced  computer  professionals 
have  used  Skill  Scan  to  promote  their  skills.  By  submitting 
your  resume  you  will  reach  over  100  of  the  nation's  top 
agencies/consulting  firms  as  part  of  our  weekly  CD-ROM 
database  (and  it’s  free!)  s — 

Submit  your  resume  today  to:  ( 

Fax:  (800)  369-406  7  Jte&kill 

or  resource@in.net  ^Scan 


www.skillscan.com 


DATA  PROCESSING 

Contract  &  Permanent  Jobs 

•  Database  Administrator 

•  IMS  DB/DC 

•  UNIX  Sys  Admin/Novell/NT 

•  UNIX  C/C++ 

•  SmallTalk/PowerBuilder 

•  Visual  Basic/Access 

•  Sybase/Oracle/Ingres 

•  Lotus  Notes/Progress 

•  COBOL/CICS/DB2 

•  Visual  C++/SQL  Server 

•  HogaiVBanking 

0'^PROTECH 

ffi'r  Srsnttf  Caour  Inc. 

5545  Mumy  Road.  Sic  300 
Memphis.  TN  38119 
800-459-5100  ♦  FAX  901-767-9350 
e-mail  protech@magibox.nct 


WHERE  DO  YOU  WANT 
TO  WORK  TOMORROW? 

SOFTWARE  &  IT 

OPPORTUNITIES  NATIONWIDE 


Contract  Solutions  has  over  17  years  experience  in  the  place¬ 
ment  for  Software  and  IT  Contract  Professionals.  Our  relationship  with 
leading  technology  companies  means  MORE  career  choices  for  YOU! 
Due  to  our  client  demand,  we  have  IMMEDIATE  opportunities  for 
individuals  with  the  following  skills: 


(HP-UX/Solaris)  System  Admin  •  AS/400,  RPG 
•  C++,  Object  Oriented  Technologies  •  SAP 

•  IDMS/ADSO  •  Unisys  A-Series,  COBOL 
•  Mainframe  /  Insurance  Experience 

HOT  OPENINGS 


MAINFRAME  SYSTEMS  WORK 

YEAR  2000  CONVERSION  PROJECTS 


+ Contract  solutions 

TF  Matching  Talent  to  Technology 


2  Keewaydin  Drive,  Salem.  NH  03079 

800-993-2741  603-893-6776 
Fax:  603  893-4208 
e-mail:  cworldJf  consolgroup.com 


REGIONAL  SCOPE 

Austin,  Houston  and  San  Antonio 


diaries 


What’s  it  like 
looking  for 
I S  work  in 
Southern 
Texas?  Some 
recent  hires 
share  their 
experiences 
on  the  trail 

By  Jill 
Vitiello 


Yup,  everything’s  big  in 
Texas.  That  includes  the  op¬ 
portunities  that  await  infor¬ 
mation  systems  job  hunt¬ 
ers  with  the  right  skills. 
Some  Lone  Star  cities  are  offering  dream 
markets  for  IS  job  seekers  and  nightmare 
roundups  for  IS  hiring  managers  and  re¬ 
cruiters  who  can’t  fill  positions  fast 
enough.  Here’s  a  peek  at  the  diaries  of 
three  job  seekers  in  three  different  Texas 
cities  and  what  they  found  on  the  trails  to 
their  latest  jobs. 

AUSTIN:  LONE  STAR  STATE  CAPITAL 

“Within  30  days  of  beginning  my  search, 
I  had  five  good,  career-enhancing  job 
offers,”  says  Rod  Kimmel  of  Austin. 
“Four  were  with  Fortune 
500  companies  and  of¬ 
fered  aggressive  com¬ 
pensation  packages.  I 
chose  Pencom  Systems, 

Inc.  because  it  is  differ¬ 
ent  from  the  pack  and 
because  it  offered  me  a 
chance  to  grow  with  the 
company.” 

January  1997:  After 
spending  two  and  a  half 
years  selling  Motorola, 

Inc.  computers  to  the 
company’s  own  business  units,  “the  NT 
and  PowerPC  technology  became  un¬ 
plugged.  It  was  like  laying  pipe  and  hav¬ 
ing  the  water  shut  off  behind  you,”  Kim¬ 
mel  says. 

February  1997:  A  former  client  intro¬ 
duced  Kimmel  to  Pencom,  and  he  was 
invited  to  attend  the  company’s  Total  Im- 


dCOMPUTERWORLD 

For  advice  on  how  to  streamline  technical 
recruiting,  visit  our  Web  site  at 
www.computerworld.com/careers 


RESOURCES:  Online  help 
for  job  seekers/relocators 

City  of  Austin 
www.austintexas.org 


The  Heartbeat  of  Houston 
comp2000.com/houston 


mersion  Hiring  Weekend. 

March  1997:  Kimmel  spent  an  entire 
weekend  at  Pencom,  along  with  about  20 
other  candidates.  “I  left  frothing  at  the 
mouth,  wanting  to  work  for  this  compa¬ 
ny,”  he  says.  He  was  offered  a  job  as  a  re¬ 
gional  business  development  manager  at 
Pencom  Systems  Administration. 

HOUSTON,  WE  HAVE  A  PROBLEM 

“If  I  were  a  Cobol  programmer,  I  could 
have  walked  into  any  headhunter’s  office 
in  town  and  been 
offered  a  choice  from 
a  hundred  positions 
they  are  trying  to 
fill,”  says  Ross  Leo  of 
Houston.  “Since  I’m 
an  information  sys¬ 
tems  security  expert, 
my  search  took  a  lit¬ 
tle  longer.” 

November  1996: 

As  an  independent  IS  consultant,  Leo 
says  he  struggled  “to  achieve  a  balance 
between  meeting  income  requirements” 
and  spending  time  with  his  family.  He 
traveled  constantly.  He  began  a  search  for 
a  permanent  local  job  to  ease  the  strain. 

December  1996:  Leo  attended  a  job¬ 
seeking  skills  course  offered  by  a  nation¬ 
al  career-consulting  company.  He  im¬ 
proved  his  resume  and  interviewing 
skills  and  gained  access  to  local  IS  pros. 

February  1997:  Leo  attended  a  techni¬ 
cal  job  fair,  where  he  met  John  Berry,  the 
staffing  manager  at  Source  Services.  Leo 
gave  Berry  a  copy  of  his  resume. 

March  1997:  Berry  and  Leo  met  to  dis¬ 
cuss  job  openings,  and  Leo  landed  an  in¬ 
terview  at  St.  Luke’s  Episcopal  Hospital. 

April  1997:  Leo  began 
work  at  St.  Luke’s  as  a  se¬ 
nior  information  protec¬ 
tion  analyst.  “St.  Luke’s 
is  diligent  about  protect¬ 
ing  patient  privacy  and 
information,”  Leo  says. 


IS  SALARIES  IN  SOUTHERN  TEXAS 

Typical  IS  salaries  in  the  Houston,  Austin 
and  San  Antonio  job  markets 


The  Pencom  Interactive 
Career  Center 
www.pencom.com 


STARTING  OUT 
IN  SAN  ANTONIO 

“San  Antonio  is  such  a 
great  place  to  live  that  we 
put  up  with  pay  being  a 
little  bit  lower  than  other 
cities,”  says  Lisa  Gates,  a  recent  graduate 
of  the  University  of  Texas  at  San  Antonio 
and  a  U.S.  Air  Force  veteran. 

November  1996:  While  completing 
her  senior  year,  Gates  landed  a  job  testing 
software  at  Docucon,  Inc.,  which  she  par¬ 
layed  into  a  paid  internship. 

April  1997:  As  she  approached  gradua¬ 
tion,  Gates  posted  her  resume  on  the  In¬ 
ternet  through  the  university’s  student 
employment  center. 

May  1997:  Three  weeks  before  gradua¬ 
tion,  Clark  American,  a  San  Antonio- 
based  financial  services  company,  invited 
Gates  for  an  interview.  Gates  accepted  a 
position  as  a  programmer /analyst,  gar- 


JOB  TITLE 

SALARY 

ClO/Vice  president  of  IS 

$101,000 

Director  of  systems 
development 

$74,000 

Director  of  IS  operations 

$65,000 

Mainframe  project  manager 

$52,000 

Senior  systems  programmer 

$51,000 

Senior  programmer/Analyst 

$48,000 

Network  administrator 

$43,000 

LAN  manager 

$43,000 

Systems  analyst 

$36,000 

Computer  operator 

$21,000 

Source:  Computerworld' s  1996  Annual 

Salary  Survey 

UNEMPLOYMENT  RATES 

(as  of  February  1997) 


National 

5.3  % 

Texas  overall 

5.6% 

Austin 

3.3% 

San  Antonio 

4.2% 

Houston 

5.4% 

Source:  U.S.  Department  of  Labor,  Bureau  of  Labor  Statistics 

nering  a  higher  salary  and  better  benefits 
than  her  previous  job.  □ 

Vitiello  is  a  freelance  writer  in  East  Bruns¬ 
wick,  N.J. 
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Ift  SAN  ANTONIO  CAREERS 
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Here,  sharp  minds  create  the  edge. 


The  edge  is  a  place  where  innovation  meets  intellect  and  ingenuity  merges 
with  knowledge.  The  edge  is  where  CSC  has  achieved  superiority  for  over 
35  years.  Throughout  our  multi-divisional,  44,000  employee,  information 
technology  organization,  we  are  taking  on  the  complex  challenges  of  today's 
demanding  business  environment. 

Leading  global  organizations  depend  on  us  for  Management  Consulting, 
Business  Reengineering,  and  Insurance  and  Banking  Solutions  that  places 
them  at  a  competitive  advantage.  Industry  giants  in  virtually  every  sector 
look  to  us  for  Systems  Consulting  and  Integration  expertise,  and  top-notch 


mmers 


Programmer  Analysts/Technical  Consultants/Project  Managers 

Versatility  is  key  here.  You  will  perform  design  specifications,  code  and  test  a 
variety  of  mainframe  applications  or  client/server  interfaces.  We  have  many 
levels  of  opportunities  for  candidates  who  have  a  minimum  of  two  years’ 


experience  in  one  or  more  of  the  following: 


•  COBOL/COBOL  II 

•  Microfocus  COBOL 

•  Assembler 

•  MVS/ESA 

•  MVS/CICS 
•IMS 

•  Java 
•OS/2 

•  Visual  Basic 

•  AS/400 
•UNIX 

•  Windows  NT 

•  Data  Warehousing 

•  Electronic  Commerce 

•  Mainframe  &  C/S  Operating  Systems 


•  DB2 

•  c\c++ 

•  ORACLE 

•  MS  Access 

•  OO/Small  Talk 

•  SQL  Windows 

•  JCL 

•  AionDS 

•  Informix  4GL 

•  Informix  New  Era 
•TSO 

•GUI 

•  Workflow/Imaging 


o 

I 
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Professional  Services.  Outsourcing  is  yet  another  way  we  are  able  to  add 
value  for  our  high-profile  clientele. 

To  be  considered  for  a  position  at  our  facility  in  Austin,  TX,  in  any  of  the 
disciplines  listed  below,  please  e-mail  your  resume,  in  ASCII  format  only,  to: 
fsg@csc.com.  Or  mail  or  fax  to:  CSC,  Attn:  Human  Resources,  9500 
Arboretum  Blvd.,  Austin,  TX  78759-6399.  Fax:  (512)  338-7417.  Please 
call  our  Job  Line  at  1-800-882-1292  for  additional  opportunities. 


business  consultants 

Business  Analysts/Consultants 

Covering  every  angle  of  insurance  and  banking  technologies,  we  have 
several  levels  of  opportunities.  We  are  seeking  candidates  with  a  minimum 
of  two  years'  experience  in  at  least  one  of  the  following: 

•  Annuities  •  LIFE-COMM 

•  Underwriting  •  LIFE/70 

•  Claims  •  COLOSSUS 

•  Commercial  Lines  •  COGEN 

•  Billing  •  HOGAN  Integrated 

•  Life  Insurance  Banking  Applications 

•  Banking  including  UMB/CAMS/ 

•  Actuary  IDS/ODS 

•  Property  and  Casualty  Insurance  •  VANTAGE-ONE 


analysts 


Opportunities 


Senior  Managers,  Model  Office  &  Office  Automation 

We  are  seeking  Senior  Managers  with  five  to  ten  years’  life  insurance  experi¬ 
ence  to  provide  leadership  and  management  support  to  model  office  personnel 
to  ensure  the  timely  and  effective  delivery  of  projects.  Additionally,  you  will  pro¬ 
vide  project  plans  for  system  conversions,  as  well  as  all  model  office  functions. 


network 


Network  Analysts/Engineers 

Hands-on  experience  in  networks  figures  highly  here.  You  must  be  familiar 
with  a  wide  range  of  hardware/software  and  various  network  topologies, 
including  two  or  more  of  the  following: 


•  LAN/WAN 

•  Novell 

•UNIX 

•  Internet 

•  Windows  NT 

•  Lotus  Notes 

•TCP/IP 

•  Cisco  Routers 

CD 

•  Network  Administration 

•  Ethernet 

•  Mainframe  Operating  Systems 

•  Token-ring 

•  Installation  and  Maintenance 

•  Optivity 

’01 

•  NW  General  Sniffer 

•  Transcend 

1  SNA  Networking 


CD 


For  more  information  about  CSC,  visit  our  website  at  http://www.csc.com.  An  Equal  Opportunity  Employer  M/F/D/V. 
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Named  One  of  the  lop 
II  Companies  to  work 
for  in  the  Med  States, 


Please  forward 
resume  to:  USAA, 
9800  Fredericksburg 
Rd.,  San  Antonio,  TX 
78288-0055,  Attn: 
Employment, 
C/SV/E.  FAX  (210) 
*498-1489. 

|  E-mail: 

kuwamura@usaa.com 

Resumes  only,  please. 
Reference  #  888-7777, 
5  AMK. 


Development  Toward 
the  Future 


USAA® 

EOE.  M/F/D/V. 


USAA,  the  premier  personal  lines 
insurance  and  financial  services 
company,  is  seeking  full-time 
Information  Technology  professionals  to  join  our 
2,000+  Information  Services  team  committed  to 
excellent  quality  and  service  to  our  members. 

Located  in  the  great  city  of  San  Antonio,  Texas, 
we  are  centrally  located  with  easy  access  to  the 
Riverwalk,  the  Alamo,  Fiesta  Texas,  Sea  World 
and  other  exciting  sites. 

As  one  of  the  top  10  companies  to  work  for  in 
the  United  States,  we  offer  an  extraordinary 
4-day  work  week,  casual  business  dress  code, 
tuition  reimbursement,  competitive  salary  and  an 
outstanding  benefits  and  relocation  package. 

Immediate  opportunities  include: 

•  Systems  Programmers  (UNIX,  AS400,  RS6000) 
•  Data  Base  Consultants  (Oracle,  Tandem,  DB2, 
IMS,  SQL-server) 

•  Client-Server 

(C,  C++,  Visual  Basic,  TCP/IP,  Win  NT,  Win  95) 

•  Mainframe 

(COBOL,  MVS,  IMS,  DB2,  C1CS,  PL/1) 

•  Internet  Developers 

(Shell,  Perl,  JAVA,  Active  X,  HTML) 

•  Systems  Analyst 


CONTRACTS  UP 
TO  S65/HR 


Contract  positions  available  in 
VA,  CA,  TX,  and  OK 

•  PEOPLESOFT 

•  SAP  DEVELOPERS 

•  ADABAS/NATURAL  II 

•  ORACLE  DEVELOPERS 

•  IMS  DB/DC,  PL/1 ,  COBOL 

•  COBOL,  MVS,  DB2,  CICS 

•  UNISYS  A  SERIES,  UNC,  AGOL 

•  COBOL,  DMS  II 

•  LOTUS  NOTES 

•  FOCUS 

•  AS/400,  JD  EDWARDS 
•UNISYS  1100,  2200,  DMS  II 
No  trainees! 

Referral  Bonus  -  $1 ,000 
HI  Candidates  Welcome 

JPS,  Inc. 

PO.  Box  692281 ,  Houston,  TX 
77269  Ph:  1-800/633-0391 
Fax:  1-800/963-3039 
e-mail:  jps2281  @  aol.com 


Issue: 

October  31(  1997 

Advertising  Deadline: 

September  1 7, 1 997 

1-800-343-6474,  ,8ooo 


SITEL, 

CORPORATION 

DATABASE  ADMINISTRATOR 

SITEL  Corporation’s  Communications  Marketing  Services  Group  is  looking  for 
a  highly  motivated  and  seasoned  professional  to  be  our  Database  Administrator  at 
the  San  Angelo  facility. 

As  Database  Administrator,  you  will  create,  maintain  and  administer  on-line  data¬ 
bases.  Specifically,  you  will  determine  and  document  toois  and  processes  for 
orderly  maintenance  of  databases,  including  backup,  archival  and  recovery,  moni¬ 
tor  database  and  disk  space  utilization  and  performance  as  well  as  perform  tuning 
tasks;  establish  and  maintain  appropriate  documented  standards  and  procedures: 
and  design,  code,  test,  document  and  execute  programs  and  other  mechanisms 
relating  to  database  maintenance. 

QUALIFICATIONS 

•  Bachelor’s  Degree  in  computer  science  or  related  field  or  equivalent  work 
experienced  required. 

•  Minimum  of  3  years  in  directly  comparable  v/ork  experience  is  required. 

•  Experience  with  C-Tree  and/or  Informix  is  required.  Oracle  experienced 
preferred. 

•  Knowledge  of  relational  database  theory,  database  design  and  Structured  Query 
Language  (SQL)  is  required. 

•  Excellent  written/oral  communication  skills  plus  the  ability'  to  effectively  handle 
multiple  tasks  and  interruptions  is  required. 

SITEL  offers  a  competitive  pay  and  benefits  packs.1:'..  a  401  (k)  plan, 

and  health,  dental  and  disability  insurance.  Please  send  a  i  .-,iime  and  cover  letter 
stating  salary  requirements  and  availability  to  the  fellow  ■  address.  EOE. 

SITEL  CorporaliuTt 
ATTN:  Burton/DBA 
2702  W.  Loop  300 
San  Angelo,  TX  '  ■')  ' 
email:  cburton@c;.:  -i- 

FAX:  915-947-9801  (no  phoi.e  ’  :  k_v) 
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Consider  the  current  openings  now  available: 


CLIENT  DEVELOPERS  •  Oracle  Tools  •  C++  •  Visual  Basic  •  SQL 


CLIENT  SERVER  DEVELOPERS  •  Oracle  •  PowerBuilder  •  PL/SQL 


MAINFRAME  DEVELOPERS  »IBM  •  COBOL  •  JCL  •EzTrieve  •  Pl/1  »SAS  •  SPSS 


Meet  the  Challenge. 

The  challenge  of  measuring  human  ability  to  excel  is  before  you.  TPC  offers 
competitive  salaries  and  a  comprehensive  benefits  package.  Plus  a  future  of 
continuing  professional  development.  Can  you  meet  the  challenge? 

For  immediate  consideration,  please  send  a  resume  with  cover  letter  citing 
position  of  interest  to:  TPC,  555  Academic  Court,  San  Antonio,  Texas 
78204-2498,  Attention:  Human  Resources  or  fax  210/299-3662.  E-mail: 
human_resources@hbtpc.com  or  visit  our  web  address  for  a  complete  listing 
of  our  employment  opportunities  at  http://www.harcourtbrace.com/hr  or 
call  our  Jobline  at  210/299-2700.  An  equal  opportunity  employer.  No  phone  calls,  please. 


THE  PSYCHOLOGICAL  CORPORATION® 

A  Subsidiary  of  Harcourt  B race  &  Company 


SAGE  CONSULTING  SERVICES,  INC. 

Data  Processing  Services 
Specializing  in  the  Insurance  Industry 

STAFFING  PROJECTS  NATIONWIDE! 
Urgent!]  INSURANCE  SYSTEMS  PROFESSIONALS!! 

$$$$  VANTAGE  $$$$ 

•  LIFE  70  •  LifeComm  •  CK-4 

CALL!  FAX  RESUMES  NOW!!  QUICK  ACTION!! 

SAGE  CONSULTING  SERVICES,  INC. 
Administrative  Offices: 

P.O.  BOX  689;  FULSHEAR,  TX  77441-0689 

-  PH:  281/346-2950  FAX:  281/346-2333 


ACQUISITIONS  WANTED 


We  are  looking  for  a  computer 
consulting  firm  to  acquire.  Fast 
closing.  Distressed  firms  are 
no  problem.  Will  consider  an 
equity  investment  or  financing. 
Contact:  Laura  Ponsford 
A  JUST  TECHNICAL  ASSOCIATES 
Plaza  of  the  Americas 
600  N.  Pearl,  Ste.  370 
Dallas,  TX  75201 

Ph  (800)  777-2738  Fax  (800)  777-2714 


http:/ / careers.computerworld.com 


COMPUTERWORLD 

The  online  connection  for  Information  technology  leaders 


www.computerworld.com 


H  walk  on  the  wild  side. 


Really 


A  I  M  Management  Group  Inc.  Our  button  down  environment  gives  way  to  an  atmosphere 
where  you  can  take  a  new  approach.  We  encourage  employees  to  Question  the  rules  and  come 
up  with  the  most  innovative  solutions.  We  invite  you  to  be  a  part  of  our  dynamic,  ever-changing 
environment.  Our  state-of-the-art  client  server  technology  and  cutting-edge  tools  offer  the 
support  you  need  to  promote  your  creativity  and  none  of  the  bureaucracy  to  stifle  it.  You'll 
develop  and  create  the  software  and  systems  to  fuel  our  electronic  commerce  initiative  and 
launch  the  information  trading  systems  that  will  support  us  in  the  21st  centuiy. 

Our  total  managed  assets  have  more  than  doubled  in  the  last  year  due  to  AIM's 
disciplined  approach,  combined  with  high-Quality  investment  products  and  the  vision  to  put  our 
high  tech  resources  in  motion.  Consistent  performance,  coupled  with  outstanding  service  and  a 
highly  professional  staff,  has  enhanced  AIM's  relationships  with  clients  over  theyears.  With 
approximately  $62  billion  in  net  assets  under  management  and  more  than  3  million  shareholders. 
AIM  is  the  12th  largest  mutual  fund  complex  in  the  United  States  as  of  December  31.  1996 
according  to  Strategic  Insight.  Ifyou  share  an  innovative  approach,  this  is  your  opportunity  to 
join  our  progressive  IS  department. 

When  it  comes  to  employee  motivation.  AIM  Management  is  right  on  target.  We  offer  a 
comprehensive  benefits  package,  excellent  training  program  and  an  opportunity  to  work  with  state- 
of-the-art  technology  within  a  highly  professional  atmosphere.  We  invite  Qualified  candidates  to  fax  a 
resume  and  salary  requirements  to  (713)  214-7565  do  Human  Resources-Staffing.  or  mail  to:  Human 
Resources-StafTing,  P.O.Box  4333.  Houston.  TX  77210-4333.  Or  email  recruiter@aimfunds.com 


www.aimfunds.com 

We  re  an  eoual  opportunity  employer. 


For  more  information  about  AIM  s  career  opportunities: 
www.aimfunds.comAbout/Employment/frontpage.htm 


Triple -I 


SAP 


PEOPLE  SOLUTIONS  FOR 
SAP  IMPLEMENTATIONS 


★  ★ATTENTION*^ 

BASIS  &  MCSE 

Triple-I  Consulting  has  a  priority  need  for  SAP  consultants 
who  possess  a  BASIS  (TCC)  certificaUon  &  a  Microsoft  Certified 
Systems  Engineer  certification  (MCSE). 

We  are  experiencing  phenomenal  growth.  We  also  have  urgent 
needs  throughout  Financials,  Logistics  &  HR  for:  Project 
Managers,  Team  Leads,  Sr.  Functional  Analysts, 

Sr.  ABAP  Programmers  and  Basis  Analysts. 

For  information  contact  Michelle  or  Shane  (800)861-6140;  fax 
(713)861-5935.  Check  out  our  webpage  www.neosoft.com/~triplei 

EEO/M/F/D/V 


At  COMSYS, 


Bigger 


Really  Is 


Better. 


As  one  of  the  nation's  premier  IS  consulting  lirms,  COMSYS  otters  huge  opportunities 
tor  the  experienced  professional  looking  to  make  a  serious  career  move  For  more 
than  30  years,  we've  been  a  giant  in  the  information  technology  industry,  providing 
innovative  solutions  lor  more  than  500  active  clients  and  exceptional  technical 
challenges  tor  more  than  4,000  talented  consultants  With  120  branch  offices  across 
the  country,  there's  unlimited  potential  lot  exciting  assignments  with  COMSYS.  Here 
are  just  a  lew  of  the  openings  currently  available  in  Houston: 


NETWORKING  SPECIALISTS 
AS/400  PROGRAMMERS 
IT  SALES  ACCOUNT  MANAGERS 


MAINFRAME  PROGRAMMERS 
•  C,  C++.  UNIX.  SQL  • 

PROJECT  MANAGERS 
SAP  ASSET  MANAGERS 

Challenging  and  stimulating,  we  otter  both  full-time  and  consultant  opportunities 
in  each  ol  these  areas.  In  return  tor  your  expertise,  COMSYS  otters  an  excellent 
compensation  package  and  benefits  program,  including  health/dental.  401(k). 
flexible  spending,  and  more. 

For  a  better  career,  consider  COMSYS.  Ferward  your  resume  to  COMSYS, 

Attn:  Technical  Recruiter.  4400  Post 

Oak  Partway,  Suite  #2300,  Houston,  f  COMSYS 

TX,  77027.  Fax:  (713)  961-0719  L  j  Information  technology  aervlcee 

E  mail.gbartley@c0msysinc.com  We  are  an  equal  opportunity  employer  m/bd/v 
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Ifyou  don’t  work  @  Compaq... 


Why  bother  Working? 


Did  you  know  Compaq  has  been  recognized  as  one  of  the  best  global  companies  to 
work  for? 

Hmmmmmmm: 

Let’s  see.  Great  products  (recognized  around  the  world  for  delivering  superior 
technology  and  solutions).  Great  opportunities  and  benefits  and  a  creative, 
innovative  work  environment.  All  the  trappings  of  success.  Growth.  Leadership. 
Exciting  technical  challenges. 

So: 

Ponder  for  just  a  moment  the  impact  everything  mentioned  above  could  mean  to 
you  professionally.  Now,  grab  hold  of  the  great  opportunities  here  at  Compaq.  We 
are  currently  recruiting  professionals  in  the  following  Houston-based  positions: 

SAP  Professionals 
Applications  Developers 
Internet  Programmers/ Analysts 

Dept. TLBH-CW-0609- ALL;  MC  010107 
FAX:  281-514-2934  or  e-mail:  tbox@netgate.compaq.com 

t  \  1  l  i 

Technical  Support  Engineers 

Dept.  RWHS-CW-0609-ALL;  MC  580702 
FAX:  281-514-2148  or  e-mail:  rhefner@netgate.compaq.com 

To  CHECK  OUT  THE  MANY  COMPAQ  OPPORTUNITIES,  LOG  IN  AT: 

http://www.compaq.com/jobs 

Compaq  offers  competitive  salaries,  comprehensive  benefits,  relocation  assistance 
and  an  environment  that  supports  creativity,  open  communication  and  team 
involvement.  To  find  out  more  about  joining  the  Compaq  team,  please  send  your 
resume  and  salary  history,  indicating  Dept,  and  MC  number  of  interest,  to: 
Compaq  Computer  Corporation,  P.O.  Box  692000,  Houston,  TX  77269-2000. 
All  resumes  are  electronically  scanned,  processed  and  distributed.  A  letter  quali¬ 
ty  resume  with  a  standard  typeface  is  required  (no  underlines  or  bold,  please). 
Compaq  is  an  equal  opportunity  employer  m/f/d/v. 


COMPAQ. 


Has  It  Changed  Your  Life  Yet? 


IS  PROFESSIONALS 
CAREER 

OPPORTUNITIES 


ORACLE  DBA 

WINN/T 

TCP/IP 

ADC-ALL  AREAS 
ESA  (OS/390) 

TSI 

SMPE 


NOVELL 
LAN/WAN - 
ALL  AREAS 
HELPDESK 
ACF-2 
MVS 

INSTALLATION 


Call  ns  at  (713)  791-8416  or  send  your 
resume  to  our  Employment  Office, 
St.  Luke’s  Episcopal  Hospital,  P.O.  Box 
20269,  Houston,  TX  77225-0269. 
Fax:  (713)  791-2505.  E-mail:  rgoley 
<Ssleh.com.  An  Equal  Opportunity 
Employer,  M/F/D/V.  Non-smokers 
preferred.  World  Wide  Web:  http:// 
www.s leh.com 

Cl  ST. LUKE'S  EPISCOPAL  HOSPITAL* 

+Jl  

Texas  Heart  Institute 
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building  tomorrow's 


Building  the  future  of  technology  is  truly  a  chal¬ 
lenge.  It  takes  talent,  commitment  and  hard  work. 
Do  you  feel  up  Jo  the  challenge?  Then  put  your  abil¬ 
ities  to  the  test!  West  TeleServices  Corporation, 
located  in  San  Antonio,  Texas,  has  immediate  open¬ 
ings  for  Production  Support  and  Development  per¬ 
sonnel.  Opportunities  include  Programmers  who 
will  assist  in  supporting  our  TANDEM  multi-plat¬ 
form  environment,  and  Systems  Analysts  who  will 
be  relied  upon  to  accurately  interpret  systems  needs 
and  transform  these  needs  into  new  software.  Bring 
your  COBOL.  C,  TANDEM  and  UNIX  skills  to 
West  and  help  build  tomorrow’s  technology  today! 

West  offers  a  competitive  salary  and  benefits  pack¬ 
age  including  relocation  assistance  Interested  indi¬ 
viduals  should  submit  .i  resume  with  salary  history 
via  fax  to  210-690-4239  or  mail  to.  Technical 
Employment  Specialist-MG,  11330 IH-10  West,  San 
Antonio,  TX  78249 


T9le$ifv!c0s  Corporation 


EOE 


Does 

Your  Firm 
Invite 
You  TO 

Make  an  Impact 


As  a  result  of  explosive  growth,  we  have 
exceptional  career  opportunities  for  the  following 
professionals  throughout  our  East  region: 

•  Oracle  Financial  Systems  Consultants 

•  Data  Modeling/Data  Warehousing  Consultants 

•  PeopleSoft  Implementation  Consultants 

•  Technical  Architects/Integrators 

•  AS/400  Developers 

•  SAP  Implementation  Consultants 


Visit  our  booth  #R58  in  the  Recruit  '97  area  of  PC  Expo  on 

June  17  &  18  at  the  Jacob  Javits  Center  or  call  us  at  1^88-PCEXPOl. 


Or,  if  you  prefer,  please  send  your  resume,  to:  Price  Waterhouse, 
Management  Consulting,  Dept.  LM/CW69,  1177  Avenue  of  the 
Americas,  New  York,  NY  10036.  Fax:  (212)  596-7959.  For  additional 
information,  visit  our  web  site  at  http://www.pw.com  We  are  proud  to 
be  an  equal  opportunity  employer. 
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Price  Waterhouse 

Mind  &  Muscle- 


©  1997  Price  Waterhouse  LLP 


THE  ROAD  TO 


TOMORROWS 

TECHNOLOGY 
BEGINS  AT 

THE  CITI  TODAY 

New  Jersey  Positions  Available: 
Capacity  Planner 
Change  Control  Analysts 
CICS  Performance  Analysts 
Computer  Security  Officer 
Database  Manager 
Database  Programmers 
Disaster  Recovery  Technicians 
JCL  Analysts 

Library  Configuration  Analysts 
Mainframe  Computer  Operators 
QA  Analysts 
Systems  Programmers 
TPF  Support  Specialist 
UNIX  Administrators 


For  current  career 
opportunities,  come 
see  us  at  Booth  #  R59 
at  Recruit  97 
in  IE  Hall, 
Lower  Level. 


We  are  a  global  enterprise  focusing  on 
People,  Quality,  Customer  Solutions  and 
Change  and  we  need  Talented,  Experienced 
Teclmologists. 


Mainframe  Skills 

ADABAS 

Needed: 

Assembler 

MVS 

C/C++ 

MXG 

CHANGE  MAN 

NT 

CICS 

ORACLE 

COBOL 

RACF 

DASD 

REXX 

DB2 

SAS 

Digital  ALPHA,  IBM  SP2 

SYBASE 

FTP 

TCP/IP 

HURON 

Top  Secret 

IBM  Info  Management 

UNIX 

IDMS 

VTAM 

JCL 

X.25 

To  learn  more  about  Citibank- 


come  and  see  us  at  our  other  exhibits: 
PC  Expo  Booth  #2674  on  Level  3 
and 

Web.X  Booth  # 128  on  Level  1 


In  return  for  your  time  and  talents,  we  offer  a 
competitive  salary  (commensurate  with  experi¬ 
ence),  benefits  ranked  among  the  top  in  the  nation 
by  Money  Magazine,  and  ample  opportunity  for 
growth  and  challenge.  If  you  are  unable  to  stop  by 
our  booths,  please  Fax  to  (212)  750-5265,  or 
forward  your  resume,  including  salary  history  and 
position(s)  of  interest  to:  Citibank,  BHA  Box 
6040, 437  Madison  Avenue,  Third  Floor, 

New  York,  NY  10022.  Visit  our  web  site  at 
http://www.careerrnosaic.com  to  apply  on-line  or  for 
more  information.  EOE  M/F/D/V. 

CITIBANK 


It’s  all  about  making  the  right 


comic'CtiQiis 


Connect  with  a  company 
that  offers  everything 
you  need  to  succeed  as  a 
Systems  Professional. 
Exciting  new  technologies. 
Incomparable  training. 
Attractive  salaries  and 
benefits.  A  progressive 
MIS  environment  that’s 
conducive  to  professional 
growth.  You  ll  find  them 
all  at  PaineWebber. 
Right  now,  we  have 
exceptional  opportunities 
for  Systems  Integration 
and  Quality  Assurance 
Specialists  to  join  our 
innovative  team.  The 
following  opportunities 
are  currently  available 
at  our  Weehawken,  NJ 
(7  minute  ferry  ride  from 
midtown)  location. 


Quality  Assurance 
Analysts 

•  Client/Server  Application  Testing 
(Functional,  Regression,  Performance, 
User  Acceptance)  •  WinRunner 
Automated  Testing  Tools  a  plus 

•  Retail  Brokerage  Systems 

Quality  Assurance 
Manager 

•  Client/Server  Application  Testing 
Management  •  WinRunner  Automated 
Testing  Tools  a  plus  •  Retail  Brokerage 
Systems  •  Requires  strong  leadership 
and  communication  skills 

Integration  Specialists 

•  Integration  Testing  •  Automated 
Software  Installation  Scripting  for 
Windows  3.1,  NT  4.0  and  AIX 

Software  Control  Manager 

•  PVCS  Version  Manager  &  Tracker 

•  Software  Library  Administration 

•  Software  Promotion  and  Security 

Connect  to  technology’s  next  genera¬ 
tion  at  PaineWebber.  For  immediate 
consideration,  please  e-mail,  fax  or  mail 
your  resume,  indicating  area  of  interest 
and  salary  requirements,  to:  Dept.  QA, 
PaineWebber  Inc.,  1000  Harbor 
Blvd.,  10th  Floor,  Weehawken,  NJ 
07087.  Fax:  (201)  902-4281. 

E-Mail:  isopport@painewebber.com 
We  are  an  equal  opportunity  employer. 


Pain^Xfebber 


http://careers.computerworld.com 
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IT  CAREERS  EAST 


Judge  Technical  Services  offers  permanent  and  consulting  opportunities  with  you 
in  mind.  As  a  publicly-traded  leading  provider  of  IT  talent  to  the  Fortune  500,  we 
have  the  resources  to  supply  you  witn  the  challenges  you  seek,  and  the  rewards 
you  deserve.  If  you're  ready  to  make  a  great  career  move  for  yourself,  start  by  con¬ 
tacting  us.  We're  currently  seeking  the  following: 


NT  Administrator 
Novell  Administrator 
Lotus  Notes 
Internet  Developer 
TESTERS 
IEF 


Systems  Engineers 

Visual  Foxpro/Foxpro 

C/UNIX 

DB2 

CICS 

AS400/PRMS 


Cobol/Cobol  II 
Visual  C++/C++ 
Powerbuilder 
Visual  Basic 
Oracle 

Unix  Sys  Admin 


In  return  for  your  expertise,  we  offer  an  outstanding  compensation  package  includ¬ 
ing  benefits,  401 K  and  stock  options,  or  a  highly  competitive  hourly  rate  and  401 K 
for  hourly  consultants.  If  you're  unable  to  visit  our  booth,  please  send/fax/email  your 
resume  or  call:  Judge  Technical  Services,  Inc.,  Raritan  Plaza 
III,  101  Fieldcrest  Avenue,  Suite  4D,  Edison,  NJ  08837; 

Phone  (908)  34^9100;  Fax  (908)  346  9101;  e-mail: 
edison@jts.judge.com.  For  more  opportunities,  please 
visit  our  web  site  at:  www.jtsnj.com 


A  progressive  market  data  company  that  cares  about  its  employees! 


|  Come  Visit  Us  At  BOOTH  #R28 

ILX  Systems  is  the  world’s  fastest  growing  provider  of  market  data  to  Wall  Street’s  most  demanding 
customers,  and  we  do  it  better  than  anyone  else.  Whether  you’re  a  network  or  systems  professional,  or 
someone  with  a  computer  science  or  finance/brokerage  background,  ILX  Systems,  located  In  the 
heart  of  New  York  City’s  Financial  District,  can  offer  you  excellent  benefits,  compensation,  and  the 
challenges  and  opportunities  you’re  looking  for. 

•  SYSTEMS  DEVELOPMENT 

•  QUALITY  ASSURANCE 

•  TECHNICAL  SERVICES 

•  CUSTOMER  SUPPORT 

If  you  are  unable  to  attend  the  CAREER  FAIR,  please  send  resume  widi  salary  history  to:  Dept. 
CW1,  ILX  Systems,  111  Fulton  Street,  New  York,  NY  10038,  fax  to  (212)  437-2400  or  email  to 
jobs@ilx.com.  Equal  Opportunity  Employer  M/F/D/V. 

Please  see  us  at  http:llivivxv.ilx.com 


Lucent  Technologies 

Bell  Labs  Innovations 


•  SAP  R/3  Specialists 

•  Information  Security  Specialists 

•  Security  Consultants 

For  these,  and  other  IT  and  software  opportunities,  see  us  at 

PC  Expo,  June  17-19,  Javits  Center,  New  York  City 
(Recruit  ‘97  Pavilion,  Booth  R53) 

Or  apply  on-line  at:  www.lucent.com 

Lucent  is  an  equal  opportunity  employer. 


Isn'i  it -time 

iko-i  you  O-wA  yMTQQLYZAX 
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If  you  or  someone  you  know  would  be  interested 
in  rocking  the  world  of  technology,  then  you  may 
want  to  consider  joining  us  in  any  one  of  the  rewarding  positions  currently  available  in  any  one 

of  the  following  locations  Mansfield,  MA.  Huntsville.  AL  or  Mississauga.  Ontario  Canada 

For  more  information,  look  us  up  on  the  World  Wide  Web.  We'll  help  to  ensure  that  you  and  your 
career  don't  miss  a  beat!  Creating  a  diverse  work  force  through  equal  opportunity.  M/F/D/V. 


MOTOROLA 

'able/ Frame  Relay /Sofimodcm  Technologies 


http://www.mot.com/MIMS/ISG/Employment/ 


Recruit  '97. 

Technically  speaking,  it's  the 
best  career  move  you  can  make. 


recr  u©©9  7 


EX  PD 


THE  HIGH  TECHNOLOGY  CAREER  EXPO 

at  Jacob  K.  Javits  Convention  Center  •  New  York  City 
Tuesday,  June  J 7  &  Wednesday,  June  18  •  10  a.m.  -  5  p.m. 

Thudsday,  June  19  •  10  a.m.  -4  p.m. 


Excellent  full-time  &  consulting  opportunities  available  with 
the  nation's  leading  technology  and  other  high-profile  companies. 


Recruit  [97  held 
in  conjunction 
with  PC  EXPO 


•MINIMUM  two  years  of  industry  experience 

•  free  admission  with  resume 

•  lo  pre-register  for  the  show,  visit  our  Weft  site 
at  http://www.recwit97.com 

•  Jo  be  listed  on  the  Recruit ' 91  National  Job 
Databank,  mail  or  e-mail  your  resume  to: 

Mail:  Recruit  '91 

c/o  Miller  Freeman,  11th  floor 
One  Peon  Plaza 
New  York,  NY  10119 

[-Mail:  resume@recruit91.com 


OFFICIAL  SPONSORS: 

CAREERMagazine 

COMPUTERWORLD 


CMP 


Th«  Ncwsw«ekly  lor  Information  Technology  Leaders 


——(.onijMilPr 

ResdlerNews 

THE  WALL  STREET  JOURNAL 


ITl  Miller  Freeman 

Recruit  '97  is  produced  ond  managed  by  Miller  Freeman,  Inc. 

One  Penn  Plazo,  New  York,  NY  10119 
800-829-3976  •  212-714-1300  •  Fax:  212-643-4801 
Photographs  token  of  you  ot  the  show  may  be  used  for  promotional  purposes. 
Your  bodge  is  non-tronsferable  ond  will  be  confiscated  ond  terminated  upon  any 
attempt  to  transfer  or  sell  it.  You  must  be  1 8  years  of  age  or  older  to  attend. 


FOR  EXHIBITOR  INFORMATION,  CALL  800-829-3976,  EXT.  2940. 


Were  Adding  To  Our  Talented  Crew. 

The  Vanguard  Group,  located  in  Valley  Forge,  PA,  is  the  world’s  largest  pure  no-load  mutual  fund 
organization.  Our  mission  is  to  provide  a  broad  range  of  mutual  funds  and  auxiliary  financial  services 
that  meet  the  needs  of  individual  and  institutional  investors,  in  accordance  with  the  highest  standards 
of  quality  and  at  the  lowest  reasonable  cost. 


Meet  with  us  at  Recruit  ’97  The  Information  Technology  Career  Expo 


Client/Server  Developers  •  Web  Application  Developers 
IBM  Mainframe  Programmer/ Analysts 

Come  visit  us  at  the  job  fair  for  these  and  other  IT  positions  at  Vanguard.  If  you  cannot  attend, 
forward  resume  to:  The  Vanguard  Group,  Code:  E97jfKECR,  P.O.  Box  876,  Valley  Forge,  PA  19482. 
Fax:  (610)  669-2722.  Visit  our  website  at  http://www.vanguard.com.  Equal  Opportunity  Employer. 
Drug-frce/smoke-frec  work  environment.  Drug-screening  employer.  Minorities,  individuals  with  dis¬ 
abilities,  and  veterans  arc  encouraged  to  apply. 


THEVanguardGRoun. 


Start  your  day... 


COMPUTERWORLD 

The  online  connection  for  information  technology  leaders 

www.computerworld.com 
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training  now. 


careeragent.£OMPUTERWORLD  .com 


COMPUTERWORLD 
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Learn  the  Latest  in  ■■■■■■ 
ORACLE  Technology  |£|  jill 


Ready  to  make  the  leap  from  the  older  versions  of  ORACLE 
or  Powerbuilder  technology  to  the  LATEST?  We  are  Design 
Data  Systems,  one  of  the  fastest-growing  developers  of  busi¬ 
ness  applications  using  the  latest  ORACLE  technologies 
Learn  Developer  2000  (Forms  4.5  &  Reports  2.5).  Designer 
2000,  and  more!  Be  a  part  oj  one  of  the  more  dynamic 
ORACLE  technology  teams  in  Florida  and  the  Southeast! 

M  ra  B  ra  Kj 

Career  Opportunities  for  Recent  Graduates 
(We  will  train  you!): 

•  Sales:  Product  Specialists 
&  Jr  Account  Executives 

•  Client/Services:  User  Support  Specialists 
&  Technical  Support  Specialists 

•  Product  Development:  Jr  Programmers 
&  Quality  Control  Specialists 

Career  Opportunities  for  Experienced 
Individuals  in  the  Following  Areas: 

•  Sales  Consulting  Manager 

•  Account  Executive  -  Boston  Area 

•  Project  l.eaders/Project  Managers 

•  Sr.  Applications  Programmers 

•  Oracle  DBA 


Excellent  competitive  salary,  bonuses,  medical/dental  coverage,  40 1  (k). 
and  more.  Fax  resume  c/o  Human  Resources,  813.539  8042  E-mail  at 
humanresources@designdatasys  com  or  mail  to: 


Design  Data  Systems  Corp. 

1 1 70 1  S,  Belcher  Rd.,  Suite  105 
Largo,  FL  33773 
800  655.6598 
FAX  813.539  8042 


SYSTEMS 


Hondo's  ORACLE Sojhvare  Development  Company 
http:  »•  ww.  des  igndatasyx.  coni 


COBOL  PROGRAMMER 


G 


OBOL  PROGRAMMER  POSITION 
available  for  systems  professional  with 
5-7  years  COBOL  programming  experi¬ 
ence.  Position  will  support  Republic  Business 
Credit  Corporation,  subsidiary  company  of 
Republic  National  Bank  of  New  York. 
Qualified  candidate  must  have  experience  with 
Software  AG  Database  system  ADABAS  and 
ADASQL.  Experience  with  CICS  COBOL 
command  level  a  must,  and  knowledge  of 
IBM-MVS  Operating  System  a  plus. 

For  immediate  consideration,  please  fax 
resume  with  salary  requirement  to:  Nancy 
Pedisich,  Republic  National  Bank,  (212) 
525-7575 


$.  Il<  ptihlic  National  Bank 

Hr, ml. It.  Yilmu.il  Bank  of  \rw  \ork 


Software  Engineer  -  Develop 
software  to  support  the  Virtual 
Local  Area  Network,  specifically 
in  the  development  of  virtual 
spanning  tree  algorithm,  system 
design  and  configuration  of  such 
using  SNMP,  develop  software  to 
support  Bridge  and  other 
Datapath  features.  Create  and 
maintain  system  documentation. 
Debug,  setup,  and  configure 
hardware  for  bug  fixes  and  code 
development.  Design  new  fea¬ 
tures  and  test  scripts.  Require¬ 
ments  include  a  Bachelor  of 
Science  Degree  in  Computer 
Science,  Electrical  Engineering, 
or  equivalent:  plus  three  years 
experience  in  job  offered  or  three 
years  networking  experience  with 
concentration  in  bridging  and 
network  management.  Strong 
background  in  UNIX,  C  and  68K 
assembly  language.  Thorough 
knowledge  of  development  in 
bridging,  Virtual  LANs  and 
embedded  systems  using  SNMP. 
Applicants  must  have  unrestrict¬ 
ed  authorization  to  work  in  the 
United  States.  Salary  $72,000/ 
year.  40  hours/wk.  Respond  with 
two  copies  of  resume  to  Case 
#70261  P.O.  Box  8968,  Boston, 
MA  02114. 


Programmer  Analyst,  Charlotte, 
NC;  Analyze,  design,  develop  and 
implement  user  and  business 
requirements  for  touch  screen 
based  Point  of  Sale,  Back-office, 
and  Corporate/  Home-office  sys¬ 
tem  for  Restaurant  and  Retail 
industry  using  Visual  C++,  MFC, 
Win32  APIs,  OLE  Automation 
and  Microsoft  Jet  Engine. 
Maintain  and  support  corporate 
users  for  the  existing  DOS  based 
centralized  maintenance  system. 
Integrate  Corporate/home-office 
application  software  on  PC  and 
AS/400  with  back-office  applica¬ 
tion  software.  Create  and  inte¬ 
grate  various  hardware  drivers 
and  Network  APIs.  Req'd. 
Bachelors  in  Computer  Science. 
6  months  experience  in  job 
offered.  Experience  must  include 
use  of  YOURDON,  SSAD,  LAN 
and  hardware  drivers.  40  hrs/wk, 
9am-6pm.  $60,000/yr.  All  resu¬ 
mes  must  include  the  applicant's 
Social  Security  Number;  and,  the 
Job  Order  Number  NC2667359 
and  DOT  code  030.162-014. 
Applicants  to  apply  to  the  nearest 
Job  Service  office  or  to  submit  a 
resume  to  Job  Service,  500  W. 
Trade  Street,  Charlotte,  NC 
28202. 


Business  Database  Design 
Consultant,  to  lead  and  consult 
w/database  dev’ment  project  teams 
to  provide  solutions  to  business 
needs  of  clients  through  application 
of  decision  mgt  across  marketing, 
credit,  service  delivery,  and  collec¬ 
tions.  Review  project  requests 
describing  database  user  needs  to 
determine  need  for  application  of 
decision  met  &  business  re-engi¬ 
neering  tools.  Consult  on  decision 
mgt.  application  to  analysis,  dev'- 
ment  &  implementation  of  custom 
and  modified  database  systems 
based  on  proprietary  software  to 
improve  client  business  functions. 
Consult  on  optimizing  use  of  tech¬ 
nology  and  integrating  industry  "best 
practices"  for  financial/credit/collec¬ 
tions  functions.  Interface  w/clients  & 
provide  on-site  consulting  &  project 
mgt.  Must  hv:  M  BA  2  +  yrs  exp.  in  job 
offered,  to  include  exp.  w/decision 
mgt.  processes  and  systems,  re¬ 
engineering.  consulting,  project 
mgt..  as  noted  above.  Manage  staff 
of  1 2  to  1 5.  Must  be  avail  to  travel 
substantial  and  hv  venfiable  refrnces. 
job  located  in  Sarasota.  FL.  Cite  code 
#032  &  mail  resume  w/copy  of  ad  to 
K.  Duffy,  AMS,  4050  Legato  Road, 
3rd  Floor.  Fairfax.  VA  22033. 


Senior  Technical  Advisor  to 
advise  a  group  of  systems  spe¬ 
cialists  for  Retail  Customer 
Service  Company  Technology 
department.  Specifically,  will 
review  and  oversee  the  design 
and  development  of  voice  tech¬ 
nology  systems  (IBM  DirectTALK 
software,  IBM  RS6000  equip¬ 
ment,  and  IBM  AIX  operating 
system)  within  a  financial  ser¬ 
vices  environment.  Design  and 
development  includes:  C/C++ 
programming;  UNIX  performance 
and  capacity  measurements  and 
tuning;  analysis  and  performance 
of  diagnostic  functions  to  identify 
and  correct  problems;  develop¬ 
ment  of  DirectTALK  components 
and  the  deployment  of  Direct¬ 
TALK  applications;  analysis  of 
systems  architecture,  configura¬ 
tion  of  AIX  operating  system, 
including  device  drivers;  and  inte¬ 
gration  with  telephone  switch 
equipment  (ASPECT  hardware). 
Will  liaison  with  other  business 
units  on  a  business  level.  Will 
participate  and  lead  team  mem¬ 
bers  in  the  resolution  of  technical 
problems.  Will  liaison  with  tech¬ 
nology  vendors  to  meet  compa¬ 
ny's  strategic  needs.  Requires 
Bachelor  of  Science  in  Electron¬ 
ics,  Electrical  Engineering,  or 
Computer  Engineering  and  three 
(3)  years  of  experience  in  Job 
Offered  OR  three  (3)  years  expe¬ 
rience  in  design  and  develop¬ 
ment  of  voice  response  units 
(“VRU")  and  voice  application 
units.  Candidate  must  also  pos¬ 
sess  demonstrated  expertise  in 
performance  analysis,  tuning, 
and  problem  determination  of 
AIX  operating  systems;  demon¬ 
strated  expertise  debugging  and 
tuning  DirectTALK/6000  applica¬ 
tions;  and  demonstrated  exper¬ 
tise  in  analysis,  and  design  of 
AIX  implementation  for  VRU. 
Salary:  $75.000/yr,  M-F.9:00- 
5:00.  Send  two  (2)  copies  of 
resume  to  Job  Order  #97-100, 
P.O.  Box  989,  Concord,  NH 
03302-0989.  Applicants  must  be 
U.S.  workers  eligible  to  accept 
employment  in  the  United  States 
on  a  full-time  basis. 


Electronics  Manager  to  oversee 
management,  r&d  and  service  of 
energy  management  systems. 
Specifically,  will  oversee  develop¬ 
ment  of  energy  controllers  and 
related  products  for  energy  man¬ 
agement;  oversee  manufacture 
of  energy  controller,  including 
prototyping,  component  evalua¬ 
tion,  approvals  &  testing;  oversee 
development  of  remote  program¬ 
ming  unit  thru  direct  or  remote 
interfaces  (hard  wire,  optical  IR 
or  Radio/Telephone);  develop 
software  program  (DOS  & 
Windows-based)  to  allow  user  to 
control  electronic  load  controller. 
Will  oversee  in-house  customer 
service  and  technician  training. 
Requirements:  Either:  1)  B.Sc.  in 
EE  or  CS  and  2  yrs  experience  in 
Job  Offered  OR  2  yrs  experience 
managing  R&D  team  in  design 
and  development  of  micro  con¬ 
troller  based  devices  for  energy 
control  systems  OR  2)  5  yrs 
experience  in  Job  Offered  OR  5 
yrs  experience  managing  R&D 
team  in  design  &  development  or 
micro  controller  based  devices 
for  energy  control  systems. 
Candidate  must  also  possess 
demonstrated  expertise  in  both 
hardware  &  software  program¬ 
ming  micro  controllers  using  C51 , 
ASM  51  and  ASM  48;  demon¬ 
strated  expertise  using  C++  for 
DOS  &  Windows  based  pro¬ 
grams  for  energy  control  sys¬ 
tems;  demonstrated  expertise  in 
developing  radio  transmitters  for 
serial  data  transfer  &  demonstrat¬ 
ed  expertise  in  production  man¬ 
agement  for  PCBs.  Salary: 
$75,000/yr;  M-F  8:00-5:00.  Send 
resumes  to:  Case#:  70363,  PO 
Box  8968,  Boston.  MA  02114. 
EOE.  Applicants  must  be  U.S. 
workers  eligible  to  accept 
employment  in  the  United  States 
on  a  full-time  basis. 


SOFTWARE  ENGINEER.  Re¬ 
searches,  designs  and  develops 
computer  software  systems,  in 
conjunction  with  hardware  prod¬ 
uct  development,  for  industrial 
applications,  applying  principles 
and  techniques  of  computer  sci¬ 
ence,  engineering,  and  mathe¬ 
matical  analysis.  Master  of 
Science  in  computer  science, 
engineering,  or  math-related 
and  2  yrs.  exp.  in  job  offered  or 
as  a  systems  analyst  (or  asst.) 
req'd.  Must  be  able  to  travel  and 
have  proof  of  authorization  to 
work  in  US..  2  yrs.  exp  MS 
DOS  6.2,  C.  Informix  On-Line 
5.02,  7.12,  ESQL/C,  Informix 
4GL,  Sybase  4  9.2.  Impromptu 
3  04  $65,000/yr.  Interested 

applicants  apply  by  resume  to: 
Georgia  Department  of  Labor, 
Job  Order  #  GA6108173,  2943 
N.  Druid  Hills  Rd.,  Atlanta,  GA 
30329-3909,  or  the  nearest 
Department  of  Labor  Field 
Service  Office. 


SOFTWARE  ENGINEER:  Experi¬ 
ence  in  analysis,  design  and  devel¬ 
opment  of  multi-tier  client/server 
software  in  the  area  of  finance  and 
manufacturing  using  OOA/D  and 
SSA/D  methods  and  tools:  Proven 
skills  in  writing  interoperable  soft¬ 
wares  using  C,  DEC,  C++,  Visual 
C++,  Windows/Motif,  DEC  Forms, 
Oracle,  SQL  Server,  CASE  tools 
across  windows,  windows/NT, 
Digital  Unix  and  VMS;  Extensive 
knowledge  in  using  CORBA  archi¬ 
tecture  and  semantic  messaging. 
The  job  duties  are:  Analysis  of  cur¬ 
rent  procedures  and  problems  to 
refine  and  convert  the  data  to  pro¬ 
grammable  form;  determine  output 
requirements;  study  existing  sys¬ 
tem  to  evaluate  effectiveness; 
upgrade  systems  presently  in  use; 
develop,  test  and  implement  new 
software;  observe  functioning  of 
newly  implemented  systems  on 
programs  for  trouble  areas;  correct 
system/programs  as  necessary. 
Requires  Bachelors  in  Science  or 
Computers  with  three  years  experi¬ 
ence  in  software  development.  40 
hours  per  week  at  $60,000/-  per 
year.  Please  send  resume  to  Case  # 
70447,  PO  Box  #  8968,  Boston, 
MA  02114. 


Systems  Analyst  (Atlanta,  GA): 
Design,  develop  &  implement 
4th  generation  relational  data¬ 
base  applications  in  Oracle  on 
UNIX  platforms.  Develop  GUI 
using  Visual  Basic  &  Oracle 
Forms  4.5.  Develop  programs 
in  C/C++  allowing  user  to  inter¬ 
face  with  data.  Use  Erwin  Case 
Tool  to.  analyze  &  develop  data 
model.  Develop,  modify  Oracle 
Financial  modules.  Install,  con¬ 
figure  servers,  hubs  &  Network 
devices.  Reqs.  Bachelor’s  in 
Comp.  Sci  or  related  area  +  2 
yrs.  exp.  in  job  or  2  yrs.  exp.  as 
programmer/analyst.  1  yr.  exp. 
with  Oracle,  UNIX,  Visual 
Basic,  C/C++,  Oracle  Finan¬ 
cials.  Sal.  $40,893/yr,  40  hrs/ 
wk.  Apply  in  person  or  by  resu¬ 
me  to:  GA  Dept,  of  Labor,  J.O. 
#  GA  6104763,  2943  N.  Druid 
Hills  Rd.,  Atlanta.  GA  30329- 
3909  or  the  nearest  Dept,  of 
Labor  Field  Service  Office. 


Developer  -  Implementing  enter¬ 
prise  network  mgmt.  support  & 
helpdesk  solutions.  Developing 
applications  in  Remedy  Action 
Request  Systems.  Duties  inc. 
analysis,  design,  integration 
process,  &  programming  in  C, 
Sybase  SQL,  MS  SQL,  Oracle  on 
various  platforms  HP-UX,  Sun- 
Os,  Solaris,  RS/AIX,  Windows 
NT,  etc.  'On-site  &  off-site  client 
services.  Min.  req.  inc.:  M.S.  in 
C.S.;  6  mos.  exp.  or  1  grad,  level 
course  in:  1)  Unix  &  C;  2)  SQL  & 
Relational  Database;  3)  GUI;  4) 
X-Windows.  Also  must  be  able  to 
use  mathematical/logical  con 
cepts  or  tech,  such  as:  Perfor 
mance  Statistical  Analysis 
Probability  &  Logic  Analysis 
Jobs  Available:  3.  40.0  hr/wk 
$44,000/yr.  9:00-5:00.  Applicants 
send  2  copies  of  resume  to: 
Georgia  Department  of  Labor, 
Job  order  #  GA  6108191,  2943 
N.  Druid  Hills  Road,  Atlanta,  GA 
30329-3909  or  the  nearest 
Department  of  Labor  Field 
Service  Office. 
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Since  the  dawn  of  time,  the  earth  has  been  revolving  at  the  same  deliberate  pace  - 
but  corporations  wish  it  would  move  faster.  Where  does  the  world  of  business  get 
the  technological  push  it  needs?  International  industry  leaders  seek  out  the  universally 
renowned  information-management  expert:  Unisys  Corporation.  At  Unisys 
Global  Customer  Service  (GCS),  we  provide  network  integration,  desktop 
services,  and  other  support  services  that  help  clients  maximize  the  availability  and 
effectiveness  of  their  distributed  computing  environments.  If  you  are  interested  in 
helping  develop  strategic  solutions  to  our  global  customers'  needs,  consider  joining 
our  Blue  Bell,  PA  headquarters  as  a: 


NETWORKING  SYSTEMS  CONSULTANT 

•  CCIE  CERTIFIED  • 


Providing  second  tier  networking  support,  this  highly  skilled  professional  will  capitalize 
on  their  expertise  as  they  manage/troubleshoot  network  devices  using  tools  such 
as  HP  Openview,  ITO,  ITA,  Ciscoworks  and  Network  Sniffers,  monitor  network 
performance  and  ensure  the  smooth  running  of  our  innovative,  multitier  Network 
Management  Center.  The  CCIE  CERTIFIED  expert  we  select  will  have  8  years 
total  experience  with  many  of  the  following:  Large  scale  TCP/IP  Networks;  Routers/ 
Hubs/LAN  switches;  FDDI,  Ethernet,  Token  Ring;  ISO  7  layer  model  and  related 
protocols;  ATM,  Sonet,  Routing  protocols;  TCP/IP  and  related  protocols/services. 
Experience  in  managing  network  performance  and  device  configurations  in  addition 
to  the  installation  and  administration  of  the  tools  is  required;  knowledge  of  UNIX 
system  administration  and  UNIX  operating  systems  fundamentals  as  they  relate  to 
networks  a  definite  plus. 

Unisys  offers  the  competitive  salary/benefits  and  unlimited  professional  opportunity 
and  growth  that  you  would  expect  from  a  company  of  our  stature.  To  apply,  please 
respond  using  one  of  the  following  options:  e-mail:  garylcozin@unn.uniays.com 
(no  file  attachments),  also  cc:  jobs@unn.unisys.com;  FAX:  201-331- 
3816;  mail:  Unisys  Corporation,  GCS  Recruiting  &  Staffing,  P.O.  Box 
730,  Montville,  NJ  07045-0730.  For  consideration,  you  must  reference 
the  Dept.  #  CWD060997.  We  are  an  equal  opportunity  employer  committed  to 
work  force  diversity. 


UNISYS 


When  Information  is  Everything 


http://www.corp.unisys.com/Jobs 


Senior  Programmer  Analyst:  To 
analyze,  develop  &  implement 
software  applications  by  apply¬ 
ing  programming  techniques  in 
C.  Visual  Basic,  MS  Access, 
RDBMS,  SQL.  Determine,  rec¬ 
ommend  &  prepare  the  systems 
applications,  data  summariza¬ 
tion  and  technical  reports 
Duties  are  to  serve  as  Sr. 
Programmer  Analyst  and  to 
oversee  company  projects  Must 
have  B.S.  in  Engg.  with  Ml  S 
Concentration  &  over  5  yrs.  soft¬ 
ware  development  exp  or  M  S. 
in  Comp  Science  &  min.  1  yr. 
exp  in  software  development. 
Salary  $56, OCX)  00  plus  med 
benefits  Submit  resume  Ravi 
Shankar,  Fourth  Technologies 
Inc  ,  1816,  Springdale  Rd., 
Cherry  Hill,  NJ  08003 


CORBA  Programming  Con¬ 
sultant  -  Utilizing  OMG's 
CORBA  standard.  incl. 
Common  Object  Services, 
OOA  &  D,  Rumbaugh 
Methodology  and  C++.  Also 
use  Tools. h++6. 1,  DBTools. 
h++ 1.1.1.  Roguewave,  DB 
Factory  1.0.  Solaris.  Min.  1  yr. 
exp.  in  CORBA  functional  exp. 
and  Orbix  1.3.  Salary 
$48.500/yr„  Work  9am  -  5pm. 
Send  2  resumes  to  GA  Dept,  of 
Labor.  Job  Order  # 
GA6099773,  1535  Atkinson 
Rd  ,  Lawrenceville.  GA  30243- 
5601  or  nearest  Dept,  of  Labor 
Field  Svc.  Office. 


Manage  Applications 
Development  & 
Database,  too! 

THE  CLIENT:  $1.3  billion  international  manufac¬ 
turer  of  specialty  materials.  127  locations. 

LOCATION:  Cleveland,  OH 

STAFF:  Seven  MIS  professionals 

ENVIRONMENT:  Exciting,  evolving,  user-driven 

•  IBM  mainframe  VM-VSE,  migrating  to  SQL 
server  environment  with  Windows-NT 

•  Implementing  new  Enterprise  business  system 

•  Planning  sales  force  automation  system 

•  90%  US.  locations  networked  by  end  of 
summer 

REQUIRED:  Bachelor's  degree  with  15+  yrs. 
experience  in  a  manufacturing  environment, 
including  5  yrs.  as  manager  MIS  systems 
development 

COMPENSATION:  $75+K  plus  bonus.  Outstand¬ 
ing  company-paid  benefits  package.  Relocation 
assistance  &  support  provided. 

RESPOND:  THE  MANNING  GROUP;  The 
Standard  Building,  Suite  2000;  Cleveland,  OH 
44113  ...  or  FAX  (216)  363-6099.  Our  client  is 
an  equal  opportunity  employer. 


Information  Technology  Professionals 


Declare  Your  Independence 


CHALLENGE.  DRIVE.  AMBITION.  They 
work  together  to  give  you  the  lifestyle  you 
want.  But  one  component  is  missing  -  a 
great  career  that  is  as  enjoyable  as  your 
leisure  time.  Find  that  missing  piece  as  a 
member  of  Liberty  Mutual's  I/S  team. 

Liberty  I/S  has  begun  a  major  expansion 
of  its  software  development  centers  and 
we  have  opportunities  available  at  all 
levels  for  our  strategic  development 

Strategic  ARCHrrEcrs 
Technical/Functional  Consultants 
Proiect  Manacers/Proiect  Leaders 


initiatives.  Choose  from  our  corporate  data 
center  in  the  beautiful  seacoast  town  of 
Portsmouth  or  our  Massachusetts  develop¬ 
ment  center  conveniently  located  just  off 
Rt  128/Rt  1  in  the  Beverly/  Danvers  area 
You'll  work  in  an  OO  Client/Server  envi¬ 
ronment  including  Win95,  NT,  C/C++,  VB, 
Sybase,  DB2,  RS6(XX)-AIX  and  MVS/ESA. 
We  are  committed  to  employee  develop¬ 
ment  and  keeping  pace  with  the  latest  in 

Business  Analysts 
00  Client/Server  Developers 
Technical  &  Programmer  Analysts 


cutting-edge  technologies  tor  the  develop¬ 
ment  of  the  best  business  solutions  for  our 
customers  and  our  company 

We  offer  you  a  remarkable  opportunity, 
backed  by  the  strength  and  stability  of 
Liberty  Mutual,  a  company  with  over 
$37  billion  in  consolidated  assets.  It  s  an 
opportunity  that  can  provide  you  with 
the  challenges,  growth,  experience,  and 
lifestyle  you  are  seeking. 

Data  Analysts/Architects 
Software  QA/Fest  Analysts 
Software  Usability  Professionals 


If  you're  ready  to 
accept  the  challenge 
of  one  of  the  positions 
listed,  please  forward  your 
resume  to:  Bill  Hickmott, 

Liberty  Mutual  Information  Systems, 

225  Borthwick  Avenue,  Portsmouth,  NH  03801 
Fax:  (603)  431-0709;  email:  Jobs@Lmig.com 


Liberty  Mutual  Gruuy  b  nil  equal  opportunity 
employer  ecmunitted  to  workforce  diversity. 


LIBERTY 
MUTUAL 

Tk e  freedom  of  Like rt'J 


SCOTT  &  WHITE 


Scott  &  White,  one  of  the  nation’s  leading  healthcare  facil¬ 
ities,  is  currently  recruiting  Information  Systems 
Professionals  for  the  following  positions: 

MANAGER-SYSTEMS  SUPPORT  Bachelors  degree 
in  Computer  Science  or  related  field,  or  equivalent 
experience.  Mainframe  systems  software  support, 
CICS,  MVS.  Supervisor/management  of  DBA’s. 

SR.  DATABASE  ANALYST-  Bachelor’s  degree  in 
Computer  Science  or  related  field,  or  equivalent  expe¬ 
rience  3  years  DBA  with  DB2  experience.  IMS  experi¬ 
ence  a  plus. 

SR.  SYSTEMS  ANALYST/PROGRAMMER 

Bachelor’s  degree  in  Computer  Science  or  related  field 
or  equivalent  experience.  2  years  experience  with 
PowerBuilder,  Oracle  and  Access.  Relational  DataBase 
Development.  Leadership/management  skills  desired. 

SR.  SYSTEMS  ANALYST/PROGRAMMER 

Bachelor’s  degree  in  Computer  Science  or  related  field, 
or  equivalent  experience.  Shared  Medical  Systems 
(SMS);  and  COBOL  experience  required. 

SR.  SYSTEMS  ANALYST/PROGRAMMER 

Bachelor’s  degree  in  Computer  Science  or  related  field 
or  equivalent  experience.  PeopleSoft,  DBS  Payroll/HR, 
Client  Server,  PC  Network-Windows  95  or  NT,  CICS, 
COBOL  experience  required. 

SR.  SYSTEMS  ANALYST/PROGRAMMER- 

Bachelor’s  degree  in  Computer  Science  or  related  field, 
or  equivalent  experience.  1  year  experience  in  HP3000 
using  MPE  and  Image.  3  years  COBOL  programming. 
1  year  systems  analysis  and  design.  Experience  in 
HMO  environment  or  Amisys  Software  a  plus. 

We  otter  excellent  benefits  and  competitive  salaries.  Qualified 
applicants  send  resume  with  salary  history  to:  Scott  &  White 
Human  Resources,  2401  S.  31st  Street,  Temple, TX 
76508.  Fax  (617)  724-1632  or  call  (800)527-5627. 
http://www.sw.org.  EOE. 


It’s  the  only  answer. 


DIRECTOR  OF 
MIS  SERVICES 


Sunny  South  Florida 


Working  for  Columbia  is  unlike  working  anywhere  else. 

Our  vision  is  unique  in  its  shared  focus  on  patient  needs 
and  employee  expectations. Only  by  respecting  every  indi¬ 
vidual  relationship  can  we  continue  to  experience  success 
as  an  entire  organization.  Plus,  our  ideal  South  Florida  loca¬ 
tion  offers  sunny  weather,  affordable  housing,  fine  schools 
and  a  multitude  of  recreational  and  cultural  activities. 

COLUMBIA  PLANTATION  GENERAL  HOSPITAL  &  COLUMBIA 
WESTSIDE  REGIONAL  MEDICAL  CENTER  are  currently  seek¬ 
ing  a  Director  of  MIS  Services. To  qualify  for  this  key  role, 
you  must  have  multi-site  hospital  experience  in  local/wide 
area  network  interface  and  integration  background.  Novell 
and  Meditech  experience  preferred,  A  Bachelor's  degree  in 
Information  Systems  or  a  related  field  is  required. 

We  offer  competitive  compensation  (No  State  Income 
Tax!)  and  an  excellent  benefits  package.  For  consideration, 
please  mail  your  resume  to:  Columbia  Westride  Regional 
Medical  Center,  Human  Resources  Dept,  8701 W. 

Broward  Blvd.,  Plantation,  FL  33324.  PAX:  (954)  452-21 56. 
An  EOEDFWP. 

O  COLUMBIA' 

Plantation  Genera!  Hospital 
Westskfc  R<^onai 
Medicai  Center 
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KNOWL 


And  We're  The  Power  Source! 


As  the  data  solutions  generator  for  customers  with  diverse  information  needs,  NCCI, 
headquartered  in  Boca  Raton,  Florida,  makes  sure  that  our  technological  resources  - 
both  in  talent  and  tools  -  are  incomparable.  That's  why  you  need  to  be  a  part  of  our 
growing  team. 


Sr.  Systems  Analysts/Year  2000  (Job  Code  PM) 

•  8+  years  IDMS/ADSO  or  DB2,  CICS 

•  10+ years  IBM/MVS  JCL  COBOL 

•  Large  system  conversion  experience 

Systems  Analyst/Data  Warehousing  (Job  Code  AY) 

•  3+  years  IDMS/ADSO  and  Mainframe  COBOL  in  an  IBM/MVS  JCL  environment 

•  Some  exposure  to  project  planning  &  life  cycle  methodology 

Sr.  Systems  Programmer  (Job  Code  JL) 


•  5+  yearc  experience  as  MVS  Systems  Programmer 

•  JES2,  MVS/ESA  5.x,  Assembler,  SMP/E,  SMS,  HCD,  MVS  exit  maintenance 

•  Problem  determination,  performance  tuning,  and  recovery  skills 

Sr.  DB2  Database  Administrator  (Job  Code  KH) 


•  2-4  years  experience  as  DB2  DBA  in  a  mainframe  environment 

•  DB2/MVS  3.x/4.x,  distributed  DB2  (DRDA,  DDCS)  in  an  MVS/ESA  or  OS/390  environment 

•  Performance  tuning,  logical/physical  modeling,  data  administration,  recovery  skills  required 

Sr.  Oracle  Database  Administrator  (Job  Code  HR) 

•  Minimum  3  years  experience  as  DBA  in  VLDB,  SMP  environment  using  Oracle  7.x,  SQL*Net2.x, 
UNIX  environment 

•  Oracle'Financial,  PL/SQL,  SQL’Forms,  5QL*Report,  MS  Windows  a  plus 

•  Performance  tuning,  logical  and  physical  modeling,  disaster  &  recovery  skills  required. 

Sr.  IDMS  Database  Administrator  (Job  Code  HR) 


•  2+  years  experience  as  IDMS  and  relational  database  DBA  in  mainframe  environment 

•  IDMS  Data  Dictionary,  DB2/MVS,  DDCS  in  MVS/ESA  or  OS/390  environment 

•  Performance  tuning,  logical/physical  modeling,  data  administration,  recovery  skills . 

Unique  corporate  setting,  casual  work  environment  and  flex  time  options,  we  offer 
competitive  earnings,  immediate  health  benefits,  and  401  K.  For  consideration,  send 
resume  including  job  code  to  HR,  CW-N,  NCCI, 

Inc.,  7S0  Park  of  Commerce  Drive,  Boca  Raton,  . 

FL  33487.  FAX:  561/997-4406.  An  EOE.  Only  ■iMHHJ  Council  on 
qualified  candidates  will  be  contacted.  Compensation 

®  Insurance,  Inc. 


Visit  our  Website  at  http://www.ncci.com 


SOMETIMES,  ALL  YOU 
NEED  IS  ANOTHER  GIG. 


Don  ’I  miss  the  leading  Technology  Career  Events  in  the  Southwest  &  Southeast! 

Orlando,  FL  Austin,  TX 

June  9  June  24 

Orlando  Convention  Center  Austin  North  Hilton  Towers 


If  unable  to  attend,  send  your  resume  to: 

Career  Fair  Coordinators,  PO  Box  1458,  Dept.  CW6,  Coppell,  TX  75019 

FAX:  972-462-8044  email:  resumes@cfcjobs.com 
See  sample  positions  on  the  Career  Fair  Coordinators  website:  http:Wwww.cfcjobs.com 
An  EEO  /  Affirmative  Action  Recruiting  Event 


s.cAttst°  Southeast  High  M  Career  Fairs 


It's  Free!  Bring  plenty  of  resumes. 


- 

tes.  B 


tware  Engineer-Lake  Mary, 
ida.  Reqmnt  analysis/dsgn/ 
MTint/maintenance  of  sAvare 
'9  C,  C++,  Tuxedo  and 
cle  on  UNIX  (Solaris)  sys- 
s  Dvip  s/ware  modules  for 
itess  business  mgmt  at 
nt's  premise.  Ftesp  for 
ire  performance  analysis 
improvement  using  tools 
i  as  Quantify  MS  in  Comp 
or  Flee  Eng  &  1 .5  yr  exp.  40 
k  S-SM-F,  $48K/yr.  Must 
?  proof  of  legal  auth  to  work 
•c  U  S.  Submit  resume  to: 

I  of  I  aoor/Operations 
1  EXECUTIVE  CENTER 
PE,  -RM  127,  TALIAHAS- 
,  FL  32399,  ATTN:  Sonia 


Technical  Services: 

Opportunity  in  Jack¬ 
sonville,  FI.,  for  quali¬ 
fied  person  with  bache¬ 
lor's  degree  in  manage¬ 
ment,  or  equivalent 
degree,  to  provide  cus¬ 
tomers  with  technical 
services  and  support 
with  computerized  of¬ 
fice  product  purchasing 
activities.  Resumes  to: 
Mr.  Scott  Foltz,  3023 
Powers  Avenue,  Jack¬ 
sonville,  FL  32207. 


Oracle  Consultant/Trainer.  De¬ 
sign  and  implement.  Train  staff 
in  use  of  systems.  Design 
records  system.  Maintain  and 
administer  databases.  Use  of 
Developer  2000  and  Designer 
2000,  and  Discover  2000  and 
data  moduling  techniques  busi¬ 
ness  process  moduling.  Main¬ 
tain  and  operate  ORACLE  data¬ 
base  system.  Willing  to  travel 
and  relocate  as  needed.  Req'd 
B.S.  in  Computer  Science  or 
related  field  and  five  years  expe¬ 
rience  in  the  above  job  duties. 
40  hrs./week  $52, 600/year. 
Send  resumes  to  Howard 
Community  College.  Human 
Resources  Dept.  Att:  Susan 
Radciiffe  10650  Hickory  Ridqe 


How  can  you 
make  an 
impact  on  23 
Fortune  500 


Teach  Full  or  Part  Time 
Variety  of  Computer  Courses 


The  positive  effects  of  your  experi¬ 
ence  and  expertise  have  already  been 
felt  throughout  your  work  place.  But, 
what  if  you  could  take  the  knowledge  and 
■'  skills  you’ve  accrued  over  the  years  and 
influence  dozens  of  the  most  prestigious 
companies  in  the  country  —  all  at  once? 


companies 
all  at  once ? 


You  can.  Teach  at  DeVry.  DeVry  students 
are  not  only  motivated  and  eager  to  learn, 
but  come  graduation,  they’re  aggressively 
sought  after  by  employers  like  IBM,  AT&T, 
and  Motorola,  to  name  just  a  few. 


The  DeVry  Institutes  of  Technology  are 
well-known  in  business  and  industry  for 
giving  students  an  excellent  “hands-on” 
education.  Upon  completing  their  degrees, 
our  students  are  ready  to  hit  the  ground 
running. 


Use  a 


We  are  seeking  MIS  professionals  to  teach 
a  variety  of  computer  courses  full-  or  part- 
time  at  our  Institutes  of  Technology  across 
the  country.  Ideal  candidates  will  have  an 
advanced  degree  with  at  least  3  years’ 
experience,  and  good  presentation  and 
communication  skills. 


powerful 

tool. 


Teach. 


Take  your  career  into  a  new  realm,  or  sim¬ 
ply  augment  what  you’re  now  doing  by 
heading  a  classroom.  Contact  us  to  learn 
about  positions  available.  Please  indicate 
the  location  in  which  you  are  interested, 
and  send  your  resume  to  Nick  Koclanis, 
Human  Resources,  DeVry  Inc.,  One  Tower 
Lane,  Ste.  1000,  Oakbrook  Terrace,  1L 
60181.  Fax:  630/990-1890.  EOE  m/f.  Visit 
us  at  www.devry.com 


Ds\R/ 


Accredited  by  the  Commission  of  Institutions  of 
Higher  Education  of  the  North  Central 
Association  of  Colleges  and  Schools 


Atlanta  •  Chicago  •  Columbus,  Oil  •  Dallas  •  Kansas  City  •  Long  Beach,  CA 
Pomona,  CA  •  Phoenix  •  North  Brunswick,  NJ  •  Calgary,  CAN  •  North  York,  CAN 


Instructional  Designer.  MS 
Instruc  Tech  +  6  mo  exp  in 
job  offered.  Doc.  Knowl: 
multi-media  authoring  tools 
(Authorware,  Storyboard), 
flow  diagram  &  instruc. 
design  software  (ABC  Flow 
Chart  &  Visio).  Design  & 
dev  interactive  MM  sys 
specs,  content,  flow  dia¬ 
grams,  storyboards,  imple¬ 
ment.  Project  mgt,  prod.  & 
customer  support.  40  hr/wk. 
$38,848/yr.  Send  resume: 
GA  Dept,  of  Labor,  J.O.#  GA 
6100782,  2943  N.  Druid  Hills 
Rd.,  Atlanta,  GA  30329- 
3909  or  nearest  Dept,  of 
Labor  Field  Service  Office. 


Fi  nd 


trai ni ng 


New 

England 


CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


October  6, 1997 
For  information: 

1-800-488-9204 


now. 


EIMT 


career-agent.  COMPUTEWOtLI -com 


http://careers.computerworld.com 
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Computer 

Jobs... 
Lots  of  'um. 

http://www. 


.com 

if  you  must... 

954-424-0563 


Application  Developer/Soft¬ 
ware  Engineer  (three  positions 
available)  Responsible  for  the 
analysis,  design,  implementation 
and  testing  activities  required  to 
build  real-time  investment  sys¬ 
tems.  Apply  Artificial  intelligence 
and  neural  Network  techniques 
for  developing  investment  deci¬ 
sion  systems.  Development  of 
different  modules  for  a  trading 
system.  Development,  design 
and  implementation  of  Executive 
Information  Systems  that  provide 
support  to  investment  firms  in 
their  daily  decision  making 
process.  Requirements:  Masters 
Degree  in  Computer  Science  or 
related  field.  Two  years  experi¬ 
ence  as  an  Applications 
Developer/Software  Engineer 
and/or  two  years  in  Software 
development  of  decision-making 
systems.  Experience  must 
include  use  of  object-oriented 
development  techniques  and  lan¬ 
guages  (OOA,  OOP,  C++); 
Education  or  experience  must 
include  knowledge  of  neural  net¬ 
works  and  expert  systems. 
Hours:  40/wk.  Salary:  $60,000/yr. 
Send  two  copies  of  resume  to 
Case#  70459,  PO  Box  8968, 
Boston,  MA  02114. 


[Select  | 


PROG  RAMMER/AN  ALYST- 
Support  technical  staff  in  design, 
development,  testing, documenta¬ 
tion.  implementation,  installation  of 
Hogan  applications.  Provide  train¬ 
ing/support  to  users  &  developers 
with  problems  encountered  in 
development  or  use  of  the  soft¬ 
ware  architecture.  Req.  Bachelor’s 
in  a  Quantitative  Discipline  i.e.; 
Comp.  Sc.,  Math,  Physics.Statistics. 
Civil/Electrical/Electronic 
Engineering,  MIS  etc.  &  2  yrs  exp. 
$70,000/yr.  40hrs/wk.  Mo-Fri, 
8:00am-5:00pm.  Job  Site:  Various 
locations  in  the  U.S.  Submit 
resume  to  FDLES  Bureau  of 
Operations.  1 320  Executive 
Center  Dr.,  #1 10,  Tallahassee.  FL 
32399.  Re:  Job  Order  #FL- 
1606892. 


DATABASE  ADMINISTRATOR 
Plan,  implement,  maintain,  sup¬ 
port.  entire  technical  architecture 
for  PeopleSoft  &  Data 
Warehousing  project. 
Responsibilities  incl  UNIX  server 
system  admin.,  ORACLE  RDBMS 
database  admin  (DBA).  PeopleSoft 
application  &  environments.  Data 
Warehousing  development. 
Communications  Layer  ( network  - 
ing/middlcwarc).  PC  client  server, 
configuration  admin.  TCP/IP 
Networking.  SQL  Net  middleware 
Req.  Bachelor's  in  a  Quantitative 
Discipline  i.e.;  Comp.  Sc.,  Math, 
Physics,  Statistics, 
Civil/Electrical/Elect  ronic 
Engineering.  MIS  etc.  &  2  yrs  exp 
in  job  or  related  EDP  occupation 
with  UNIX  utilizing  Oracle 
RDBMS.  PeopleSoft.  Data 
Warehousing.  Communications 
Layer  (networking/middleware), 
PC  client  server.  TCP/IP  &,  SQL 
Net  Middlewares.  $60,000/yr. 
40hrs/wk.  9:OOam-5 :00pm,  Mo- 
Fri.  Job  Site:  Oviedo,  FL.  Submit 
resume  to  FDLES  Bureau  of 
Operations.  1320  Executive  Ctr. 
Dr..  #110,  Tallahassee.  FL  32399. 
Re:  Job  Order  #FL-  1606023. 


Transportation  Systems 
Engineer  Design  and  develop 
decision  support  systems  for 
transportation  applications 
using  modeling  and  statistics. 
Develop  forecasting  and  opti¬ 
mization  models  to  enhance 
performance. Design  algo¬ 
rithms.  Use  mathematical  opti¬ 
mization  techniques  and  simu¬ 
lation  models  to  solve  prob¬ 
lems  in  transportation  industry. 
Perform  large  scale  data 
analysis  using  Statistical 
Analysis  Software  (SAS),  lin¬ 
ear  and  non-linear  regression. 
Use  C  language  programming 
to  develop  applications. 
Requires  a  Master  of  Science 
degree  in  Engineering  plus  1 
year  experience  in  job  duties 
described  above.  40  hour  work 
week.  $38,620  per  year.  Apply 
at  the  Texas  Workforce 
Commission,  Fort  Worth, 
Texas,  or  send  resume  to  the 
Texas  Workforce  Commission, 
1117  Trinity,  Room  424T, 
Austin,  TX,  78701, 
JO#7858241 .  Ad  Paid  by  An 
Equal  Opportunity  Employer. 


fesiriant  Director,  User  Sendees 

Due  to  staff  and  Program  expansion,  Central  Missouri  State 
University  is  recruiting  personnel  to  fill  newly  Created  positions 
in  its  technology  support  organization.  Central  is  seeking  an 
Assistant  Director  for  User  Services  to  join  our  Information 
Services  Department  This  person  will  supervise  the  daily  operation 
of  the  campus  networking  infrastructure,  microcomputer  support 
functions,  and  academic  user  support  functions  to  assure  optimum 
support  to  all  users.  Work  in  a  small  Midwestern  town  45  minutes 
from  Kansas  City,  1-1/2  hours  from  a  major  recreation  lake,  and  3 
hours  from  Branson,  M0.  Must  have  a  minimum  of  8  years  com¬ 
puter  experience  which  includes  4  years  of  progressive  manage¬ 
ment  experience  in  a  higher  education  environment  BS  (Master’s 
preferred)  in  Computer  Science,  Management,  Information 
Systems,  or  a  related^ eld.  Also  recruiting  for  entry  level  and  mid¬ 
dle  level  Microcomputer  Network  Specialist  and  Network  Analyst 
positions.  Review  of  applications  begins  June  27, 1997. 

Send  letter  of  application,  resume,  and  names  of  3  references  to: 

CMSU,  Human  Resources,  ADM  190,  Warrensburg,  MO 
64093.  FAX:  816-543-4200  AA/EEO/ADA 

Central  _ 

MISSOURI  STATE  UNIVERSITY  ■■■■■ 


We  speclaN2e  in: 

The  placement  of  SAP 
professionals -all modules. 
ABAP,  BASIS. 

Contract  &  Permanent  Positions 
Available  Nationwide. 

We  have  tow  oveihead  so 
we  can  pay  you  top  rate; 

r'ff  People  Unlimited  t 

V,  18)1  SaratsPd  N  .  S'u  210J 
■  '  Chakons.  NC  2K7U 
Phone  704-841-1  US 
fax  704-845-1052 


Programmer/Analyst  -  Develop, 
enhance,  modify  modules  & 
reports  in  Peoplesoft  environ.; 
upgrade  to  most  recent  ver¬ 
sions;  test,  debug:  use: 
PeopleTools,  SQR,  Oracle  7.0. 
Sachs/Comp  Sci  or  Engg  or 
Math.  2yrs/exp.  in  job  ottered 
Exp.  must  incl.  lyr  using 
PeopleTools,  SQR  &  Oracle 
7.0.  40hrs/wk;  (9-6)  $47,000/yr, 
Client  sites  in  NC  (majority); 
bal.  elsewhere.  Apply  to  the 
nearest  Job  Service  office  or 
submit  a  resume  to:  Job 
Service,  2005B  S.  Elm-Eugene 
Si..  Greensboro,  NC  27406.  All 
resumes  must  incl  applicant's 
Social  Security  #;  &  Job  Order 
♦NC4065057  &  DOT  code 
C30  162-014 


ISDN  Software  Engineer. 

Design,  develop,  code,  test 
Integrated  Services  Digital 
Network  (ISDN)  products. 
Design/develop  real-time 
embedded  systems.  Develop 
ISDN  communication  proto¬ 
cols  &  test  procedures.  Needs 
Bachelor's  Computer  Science 
or  Computer  or  Electrical 
Engineering  2  yrs.  exp.  on  job 
offered.  $50,000/yr.  Apply  at 
the  Texas  Workforce 
Commission, San  Antonio, 
Texas,  or  send  resume  to  the 
Texas  Workforce  Commission, 
1117  Trinity,  Room  424T, 
Austin,  Texas  78701.  JO. 
#TX7858107.  Ad  paid  by  an 
Equal  Opportunity  Employer. 


System  Analyst  -  Analyze, 
design,  develop  and  implement 
business  Information  Manage¬ 
ment  Systems  using  ORACLE 
database,  SQL'Forms,  SQL* 
Reportwriter.  PL/SQL  and 
UNIX  Shell  Scripts.  Reqs  Bach 
in  Comp.  Sci.,  Math  or  any 
Engineering  field  and  2  yrs 
exp.  Employer  is  a  Computer 
Consulting  firm  relocation  to 
various  client  sites  required  for 
periods  of  6  months  to  2  years. 
M-F,  $54,443/yr;  40  hrs/wk, 
8AM-5PM  Contact:  Wendy 
Hall,  COMSYS  TECHNICAL 
SERVICES,  INC..  4000  Mc- 
Ewen  Road  South  Dallas,  TX 
75244,  Ref:  MS 


Network  Administrator:  Manage 
company’s  Novell  LAN; 
research  new  methodologies  & 
techniques  of  retrieving  data 
from  mainframe  systems;  con¬ 
duct  network  upgrades;  main¬ 
tain  network  backup  system  & 
integrity  of  data  on  the  network 
utilizing  dBase  IV,  SQL.  Borland 
Turbo  C++,  &  Microsoft  Qbasic. 
Maintain  ACCPAC  &  MISYS  uti¬ 
lizing  methods  of  generating 
reports  &  queries  in  relational 
databases.  Assess  existing 
computing  problems  &  imple¬ 
ment  most  proficient  methods  of 
computing;  standardize  system 
procedures  &  language  to 
ensure  uniformity  in  processing. 
Recommend,  acquire,  &  imple¬ 
ment  new  software  &  hardware 
for  company's  operations. 
Rqrmnts.:  Bachelor  Degree  in 
Comp.  Sc.  1  yr.  exp.  in  main¬ 
frame  or  network  systems 
w/application  of  SQL  &  C++. 
Must  have  either  coursework  or 
on-the-job  exposure  to  relational 
databases.  Qualified  applicants 
mail/fax  resume  &  transcript  to 
Tech  Lighting,  Inc.  1718  W. 
Fullerton,  Cbgo,  IL,  60614.  Fax- 
773/883-6125. 


vve  die  accMiiy  nuicddiuiidia  iu  juiii  |_ 

our  PeopleSoft  Consulting  Practice-  = 
all  modules.  Contract  &  permanent  1 
positions  available  nationwide.  ■ 


making  IT  happen  5 

Attn:  Craig  Stevens  ^ 
Tel.  1.800.676.7374  ext.  227  5 
FAX  +1630.717.0909  g 
cstevens@trans-tech.com  = 
www.trans-tech.com  1 

nuumi/iitfiNiiS 


Southwestern  Bell 


STB  Systems,  tnc. 


rLUOli  WUJJSi 

'fZLSCOM'zJ 


Why  Not  Shape  The  Future? 

And  Live  Well  In  The  Present. 


The  Telecom  Corridor®  in  Richardson,  just  outside  of  Dallas,  is  home  to 
more  than  500  high  technology  companies.  The  above  companies  are 
engaged  in  a  collaborative  effort  to  recruit  technology  professionals  to 
the  Dallas  area. 

The  high  concentration  of  leading  companies  is  causing  a  phenome¬ 
nal  increase  in  job  opportunities.  The  Corridor  needs  to  fill  more 


than  4,000  positions  this  year  and  is  anticipating  more  than  35,000 
new  jobs  in  the  next  decade,  and  the  vibrant  Dallas/Fort  Worth  econ¬ 
omy  is  generating  an  abundance  of  opportunities  as  well. 

These  noted  high  tech  companies  are  actively  recruiting  hardware  and 
software  engineers.  All  companies  offer  relocation  assistance. 


IT  PROFESSIONALS 
MIS  PROFESSIONALS 
SYSTEMS  ANALYSTS 


SYSTEMS  ENGINEERS 
ELECTRICAL  DESIGN 
ENGINEERS 


HARDWARE  ENGINEERS 
SOFTWARE  DEVELOPMENT 
ENGINEERS 


To  learn  more  about  the  region  and  the  participating  companies,  visit  our 
website  and  complete  an  application.  This  process  will  confidentially 
match  you  with  current  and  future  openings  offered  by  these  companies. 
See  our  website:  www.corridorcareer.com.  If  you  do  not  have  access  to  the 
Internet,  FAX  your  resume  to  972-480-0348, 
e-mail.mjohn@questmatch.com 

If  you’d  like  to  know  more  about  how  you  can  live  even  better  in  the 
present  and  continue  to  shape  the  future,  visit  us  at: 


NO  STATE  INCOME  TAX 
LOW  COST  OF  LIVING 
QUALITY  EDUCATION 
500+  TECHNOLOGY 
COMPANIES  IN  THE 
TELECOM  CORRIDOR 

For  more  information 
visit  our  website. 


a  service  of 

Mkffr*  Qi/estMatcii 


XEEIEO 


Software  Engineers  Needed 

Positions  Available  Throughout  the  U.S. 
Plainsboro.  NJ 

Tandem,  Guardian,  COBOL,  TAL,  C. 

Cupertino.  CA 
Sybase  or  Oracle,  GUI,  C. 

BRI,  a  computer  consulting  company  employ¬ 
ing  a  large  number  of  computer  professionals, 
has  multiple  positions  available  for  experi¬ 
enced  software  engineers  to  design,  develop, 
test  and  implement  computer  software  sys¬ 
tems.  Min.  requirements;  B.S.  or  equivalent  in 
Computer  Science  or  Engineering  +  2  years 
experience  in  that  capacity.  Utilization  of  the 
above  skill  sets  a  plus.  Possible  relocation. 
Please  forward  resume  to:  Recruiting 
Manager, 4354  S.Sherwood  Forest  Blvd.  Suite 
175  Baton  Rouge,  Louisiana,  70816 

BATON  ROUGE  INTERNATIONAL,  INC. 

The  Global  Information  Technology  Company 


The  Cordada  Group  provides  a  broad  range  of  strategic 
information  technology  consulting  and  custom  software 
development  services  to  medium  and  large  corporations  in 
the  Northwest. 

•  Programmer /Analysts:  Candidates  will  need  experience  in 
an  IBM  mainframe  environment  with  COBOL.  CICS.  JCL, 
AND  IBM  utilities.  Strong  time  management  skills  and  good 
communication  skills  needed. 

Additional  Opportunities: 

•  Pick  Universe  Programmers 

•  Intranet/Internet  Developers 

•  Lotus  Notes  Developers  and  Administrators 

Benefits  include  40 IK  plan,  fully  paid  medical  insurance  and 
competitive  compensation.  Send  a  synopsis  describing  how 
your  skills  align  with  these  requirements  along  with  your 
resume  to:  The  Cordada  Group.  2310  130th  Ave.  NE.  Suite 
B-201  Bellevue.  WA  98005  Tel:  (425)  869-4040.  Fax:  (425) 
869-4070.  e-mail:  ddietzen@cordada.com 
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At  DST, 

Data  Is  Our 


Business. 


DST  Systems,  Inc.,  located  in  Kansas  City,  Mo.,  provides 
information  processing  services  for  the  nation’s  financial 
industries. 


DST  has  an  immediate  opportunity  for  an  experienced 
DATA  ANALYST.  This  individual  will  be  responsible 
for  analyzing  business  data  requirements,  performing 
logical  and  physical  data  modeling  and  normalization; 
create,  maintain  and  document  data  structure  definitions. 


Requirements  include:  2+  years  experience  in  DATA 
MODELING,  including  entity/relationship  diagram¬ 
ming.  Strong  data  analysis/data  administration  experi¬ 
ence,  experience  with  structured  development  techniques, 
use  of  CASE  tools  (KEY,  Bachman). 


i 


JOBS! 


Qualified  candidates  should  reply  to: 


DST  Systems,  Inc. 

Attn:  KG 

333  W.  1 1th  Street,  3rd  Floor 
Kansas  City,  MO  64105 
or  fax  resume  to  (816)  435-8618 


DST 

SYSTEMS 

INC. 


ROMAC2000,  a  division  of  Romac  International 
specializing  in  Year  2000  Remediation,  has 
opportunities  at  all  levels  for  experienced  IT 
professionals  with  the  following  Mainframe  skills: 

COBOL,  COBOL  II,  DB2,  CICS,  IMS, 
VSAM,  ASSEMBLER,  TS0,  R0SC0E,  JCL 

Our  Romac  International  Louisville  regional  office 
has  Client/Server  and  Mainframe  opportunities. 

Technical  Reruiters  are  also  needed. 


Romac  offers  outstanding  fringe  benefits  including 
stock  options,  401  K,  training,  relocation  reim¬ 
bursement  and  performance  bonuses. 

If  you  have  Year  2000  project  experience  and/or 
possess  Mainframe  or  Client/Server  skills,  please 
call  or  fax  resume  to: 


ROMAC  INTERNATIONAL 
PHONE:  800-4.82-9784  or  502-339-2900 
FAX:  502-339-2888 
E-MAIL  infolou@romac.com 


Equal  Opportunity  Employer 


PROG  RAMMER/AN  ALYST- 
Support  technical  staff  in  design, 
development,  testing,  documen¬ 
tation,  implementation,  installa¬ 
tion  of  Hogan  applications. 
Provide  training,  support 
users/developers  with  problems. 
Req.  Bachelor's  or  equiv  (12 
months  professional  exp  =1  yr 
academic)  in  a  Quantitative 
Discipline,  i.e.  Comp.  Sc.,  Math, 
Physics, Statistics, 
Civil/Electrical/Electronic  Engrng, 
MIS  etc.,  or  Commerce  &  2  yrs 
exp.  $45,000/yr.  40hrs/wk.  Mo- 
Fri,  8:00am-5:00pm.  Job 
Site:Various  Locations  in  the  U.S. 
Submit  resume  to  FDLES 
Bureau  of  Operations, 1  320 
Executive  Center  Drive,  #110, 
Tallahassee,  FL  32399-Re.  Job 
Order  #FL-1 607566. 


Find  training  now. 


CAF 

Afi 


ENT 


careoragent.  COMPUTEIWOtLD  .com 


We  have  the  largest  selec¬ 
tion  of  jobs  the  WEB  has  to 
offer!  DICE  has  thousands 
of  contract  and  full-time 
listings  for  Programmers, 
Analysts  and  Technical  profes¬ 
sionals  to  fill  open  positions  for 
companies  nationwide. 

What's  even  better  -  we're  FREE,  providing 
detailed  information  so  you  can  find  the  right 
contract  or  full-time  position  in  your  area  AND 
your  area  of  expertise. Take  a  look  for  yourself. 
Please  contact  DICE  at  www.dice.com  or  telnet 
dice.com  or  call  up  our  BBS,  using  your 
computer  &  1200-28.8  baud  Modem,  8-N-l. 


ONLINE 

INTERNET 


515-280-3423 

telnet  dice.com 


www.dice.com 


Data  processing 

I NDEPENDENT 

Consultant's 
Exchange 


W 


Don't  gamble  with  your  job  search.  Use  DICE. 


A  Service  of  D&L  Online,  Inc:  515-280-1  144 


COMPUTERWORLD 


Icciip* 

October  31, 1997 


/ 


-343-6474,  x8ooo 
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NEW  &  NOTABLE 


“Get  Hergonized®” 
The  New  Catch  Phrase 


Hergo's  newest  line  of  modular  computer 
racks  and  enclosures  which  are  specially 
designed  to  help  organize  all  computer 
hardware,  peripherals,  communications 
equipment  and  19-inch  rackmounts  used 
in  any  size  computer  room  or  technical 
environment. 

These  industrial-strength,  custom- 
designed  structures  are  space  saving, 
expandable,  easily  reconfigured  and  easy 
to  set  up.  Hergo  racks  provide  cable 


in  Space  Management 

management  and  can  be  free  standing  or 
wall  mounted/braced.  Frames,  legs  and 
the  support  brackets  of  the  shelves  and 
desktops  are  made  up  of  heavy-duty, 
industrial-strength  11  Gauge  metal.  Hergo 
frames  have  been  rated  to  hold  2,500 
lbs.  and  the  mounting  shelves  to  carry 
325  lbs. 

For  computer  professionals,  MIS  man¬ 
agers  and  network  administrators  who 
frequently  modify  their  equipment  and 


computer  systems  to  keep  pace  with 
changing  technology  and  business 
requirements.  Hergo  modular  racks  are 
the  perfect  organizational  and  space 
management  solution. 

Contact  Lisa  Cunningham  at  Hergo 
Ergonomic  Support  Systems,  Inc.  at  75 
Varick  Street,  New  York,  NY,  10013,  Tel. 
(212)  634-4270  or  (888)  222-7270  or  Fax 
(212)  634-4275.  So  GET  HERGONIZED® 
today. 


Heroix  Unveils  New  Rule  Wizard  in  RoboMon  NT  V6.2 


RoboMon  NT's  new  Rule  Wizard  provides 
a  fully  integrated,  graphical  environ¬ 
ment  for  easy  customization  of 
RoboMon  Rules  which  monitor  and  solve 
site-specific  problems.  RoboMon  moni¬ 
tors  Windows  NT  based  on  rules  that 
determine  what  conditions  to  look  for, 
and  what  notification  or  corrective 
actions  to  take  as  problems  are  detect¬ 
ed.  The  Rule  Wizard  puts  the  building 
blocks  that  comprise  rules  -  schedules, 
selections,  conditions  and  actions  -  in 
an  easy-to-use,  graphical  form. 
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RoboMon  NT  software  automates 
Windows  NT  systems  administra¬ 
tion  by  monitoring  and  solving 
many  problems  associated  with 
Microsoft's  Windows  NT  Server, 
Exchange  Server,  Internet 
Information  Server,  SOL  Server, 
and  Systems  Management  Server. 
RoboMon  NT  V6.2  pages  person¬ 
nel  through  an  integrated  paging 
action,  and  its  Email  notification 
action  now  supports  Lotus'  CC: 
Mail  and  SMTP  mail,  as  well  as 


Microsoft  Exchange.  RoboMon  NT’s 
native  event  display  provides  central¬ 
ized,  multi-platform  monitoring  from 
any  point  in  the  network,  encompassing 
Windows  NT,  AIX,  Digital  UNIX,  HP-UX, 
Solaris,  SunOS,  and  OpenVMS. 

RoboMon  NT  is  available  for  Intel  and 
Alpha,  with  prices  ranging  from  $200- 
$5,000  (prices  subject  to  change). 

For  more  information:  Margaret  Natario, 
Marketing  Manager,  Heroix  Corporation, 
800-229-6500,  x232,  pr@heroix.com, 
http://www.RoboMon.com 


Alaska 


C  H  N  0  Jp 


Ford  Exol 


WIN  EVERY  WEEK! 


Computerworld  Marketplace  TechnoToys  Sweepstakes 


June  9 
TechnoToy: 


Jaz  “  Drive  from  Iomega' 

The  unlimited  personal  hard  drive. 


Removeable  1GB  disks  mean  that 
you’ll  never  run  out  of  space  again. 
For  Mac’s,  Mac  Compatibles  and 
PC’s  with  SCSI  connections. 


W 


By  entering  into  the  weekly  TechnoToys  giveaway, 
your  name  will  automatically  be  entered  into  the 
year-end  Super  Prize  Sweepstakes  where  you  could 
win  as  much  as  $25,000  IN  CASH! 


COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  leaders 


Fax  this  completed  form,  or  all  of  the 
following  information  to:  (800)  898-2299. 

Yes,  I  want  to  enter  to  win  a  Jaz  Drive™  from 
Iomega®.  Please  also  enter  me  in  the  end-of-year 
1997  Super  Prize  Sweepstakes  Drawing. 

Name:  _ _ 


Title: 


Company: 

Address: 


City: 


State: 


.Zip: 


Phone: 

Fax: 


>mz 


email: 


Are  you  currently  a  Computerworld  subscriber? 


yes 


no 


Issue  Date:  6/9/97 


No  purchase  necessary.  All  entries  must  be  receive  later  tnan  11:59 
am  (EST)  Mon,  June  16, 1997.  Winner  will  be  deter  -  j  ••  •  ndom 
drawing  on  or  about  5:00  pm  (EST)  Mon.,  June  16  r  :  oi'es  within 

the  Marketplace  section. 


Corporate 

America 


Corporate  America  has  a  new  look  these  days  thanks  to  a  Fortune  500  PC 
manufacturer  from  South  Dakota.  From  a  two-person  start-up  operation  in 
1985  to  a  $5  billion  global  company  in  1996,  Gateway  2000 
has  taken  the  PC  industry  and  corporate  America  by  storm. 

In  fact.  Gateway  has  done  business  with  8  out  of  10 
Fortune  1000  companies  in  the  last  three  years.  How  did  we  j 
do  it?  By  delivering  Value  of  Ownership:  the  winning 
combination  of  high  benefits  and  low  cost  for  the  life  cycle  of  your  computer. 
Gateway  delivers  it  all  in  high-quality  PCs  custom  built  for  your  business  that 
go  to  work  for  you  right  out  of  the  box. 

Want  to  know  more  about  this  cow-spotted  business  phenomenon? 

Call  Gateway  2000  today,  because  we  mean  business. 


{j  G4TEmY2QOO 


8  8  8  -  8  8  8  -  0  3  8  2 

www.gateway.com 


©  1997  Gateway  2000,  Inc.  GATEWAY  2000.  black-and-white  spot  design,  “G”  logo,  and  “You've  got  a  fnend  in  the  business” 
slogan  are  registered  trademarks  of  Gateway  2000.  Inc. 
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Marketplace 


For  informati 
advertising, 
call  203-857-51 


Distinct  IntraNet  Servers 

The  Easiest  Way  to  Manage  Users  and  Network  Resources 


Configure  NFS  Server 


Highlights: 


•  Includes  all  major  TCP/IP  based  file  and 
printer  servers  in  a  single  package:  NFS 
Server,  FTP  Server  LPD.  TFTP  and  BOOTP. 

•  Integrates  seamlessly  into  Windows  95 
and  Windows  NT 

•  Password  protected  login  for 
all  servers 


f 


Free 
Evaluation  Copy 
Available  at  ••• 


distinct 


-►  http://www.distinct.com 
saies@distinct.com 
Phone:  1-408-366-8933 
Fax:  1-408-366-0153 

DBWaBirqjarrriiraiifflarkiDdDi^lm^  WDiamaCorpormon,  12900  Saratoga  Avtnue,  SMop,  CA  95070.  AD  ngbts  reserved  SpeaScatioas  and  terns  are  subject  to  change  witbout  notice. 


•  Also  available  for  Windows  3.1. 


Looking  For  The  BEST  Company 
To  Give  You  The  BEST  Value 
In  IBM  Computer  Hardware? 


We’re  IBM  Experts: 

•RS/6000 
•  ES/9000 
•AS/400 
•Series/1 
•PCs 

e  Networks  &  Integration 


Sales  &  Rentals 


s  Processors 
Peripherals 
✓  Upgrades 
^New 

s  Reconditioned 

With  warranty 


-Product  Specialists 
-Pretested  equipment 
-Flexible  financing 
-Configuration  planning 
-Offices  nationwide 
-Technical  support 
-Overnight  shipping 


http://www.dempseybas.com 
e-mall:  dempsybus@dempseybas.com 


_  _ 

BUSINESS  I  SYSTEMS) 
2136  Mlchelson  Drive  - Irvine.  Cfl  92612-1304 
Phone:  (714)  475-2900  Fax:  (714)  475-2929 


Buy  •  Sell  •  Rent  (800)  888-2000 


Distinct  IntelliTerm 

Integrated  Terminal  Emulator  for  DEC  and  IBM®  Systems 
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Highlights:  _ 

•  TN3270  Emulation-Models  2.3,4  and  5  (for  IBM  Mainframes) 

•  3179G  Vector  Graphics  &  3279S3G 

•  TN5250  (24x80. 27x132)  (for  AS/400) 

•  VT52,  VT100.  VT220.  VT320  &  VT420  emulation 
(for  DEC  and  UNIX  Systems) 


•  Customizable  keyboard  lavouts. 
poppads  and  session  profiles 

•  VBA™  Advanced  Scripting  Language 

•DDE.  HLLAPI.  EHLLAPI.  WinHLLAPI 
and  Visual  Basic™ 

•  Available  for  Windows  3.11.  Windows 
95  and  Windows  NT 


Free 
Evaluation  Copy 
Available  at  ••• 


distinct 


408.366.8933 

http://www.distinct.com 
Fax:  408.366.0153 

E-mail:  cworld@distinct.com 
Fastfacts:  408.366.2101 


STOP  COMPUTER  THEFT! 

IN  THE  OFFICE  —  ON  THE  ROAD 

♦—  Secure  computer  or  notebook  to  desk,  table,  etc. 

Protect  data 
♦—  Lifetime  warranty 


KablhTn  list $34.95 


Kablit ™  T-Lock  HstS39.95 


Fixed  Location 


Quick  And  Easy  To  Install 
Available  For  Macintosh  Too 


Order  now  —  Call  800-451-7592... 

It  Maple  Gut,  bet  Loagmeadow,  MA  01028,  USA  phone  413-525-/03* 

FAX:  41 3-525 8807  [MAIL  semreifi&owk.iom  IHIFRHET:  http/Zmemsecxe:1  .«ti 
Hours:  8:30  a.m.  to  8:00  p.m.  FSL 

n*  putnU  Has*  '  led  libmmlis  eul  mt  ebmiis  ol  4m  Mam  '  bxi  Imv*,  ip  m  emit ,'uMht.  Ul  mm 


For  information  on 


Market 


call  203 


lace 
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OFFICIAL  RUL£S  -  NO  PURCHASE.  PAYMENT  OR  CONTRIBUTION  NECESSARY  -  To  enter  the  Sweepstakes  outlined 
below,  follow  all  entry  instructions  published  in  this  offer.  Your  entry  must  be  received  by  the  date  specified  else¬ 
where  in  this  offer  or  by  1/15/98,  whichever  is  sooner. 

Super  Prize  Sweepstakes  -  Winners  will  be  selected  in  random  drawings  from  all  eligible  entries  received.  Early  Bird 
winner  will  be  selected  in  a  separate  drawing  from  among  all  eligible  entries.  Sweepstakes  begins  9/3/96.  Drawings 
will  be  conducted  on  or  about  4/30/98  by  Ventura  Associates.  Inc.,  an  independent  judging  organization  whose  deci¬ 
sions  are  final.  Drawing  will  be  held  at  1040  Avenue  of  the  Americas.  New  York.  NY  10018.  You  need  not  be  present 

to  win 

CONSUMER  DISCLOSURE  Oiflerent  creative  presentations  of  the  sweepstakes  may  present  different  prize 
choices.  Values  at  a  given  prize  level  will  be  approximately  the  S8me.  All  prize  winners  will  have  the  option  ot  select¬ 
ing  any  pnze  offered  at  level  won.  Numbei.  estimated  maximum  retail  value  and  odds  of  winning  each  prize  are  as  fol¬ 
lows:  1  Grand  Prize  -  $25,000  (or  cash  alternative  of  S25.000):  1  Rrst  Prize  -  S2.000:  1  Second  Prize  -  $1,000: 
50  Third  Prizes  -  $80: 1.000  Fourth  Prizes  -  $65  each:  1  Earty  Bin)  Prize  -  $5,000.  Total  pnze  value:  $102,000.00. 
Certain  creative  presentations  nl  the  Supei  Pnze  Sweepstakes  may  present  an  Eariy  Bird  Prize.  To  qualify  for  the  Early 
Bird  Prize,  if  the  Eariy  Bud  Pnze  is  presented  in  your  offer,  your  entry  must  be  received  by  the  Early  Bird  date  specified 
elsewhere  in  this  offer.  Odds  of  winning  any  prize  are  determined  by  the  total  number  of  eligible  entries  received. 
Drsnrbiition  ol  sweepstakes  will  not  exceed  300  million.  All  Super  Prize  Sweepstakes  prizes  will  be  awarded. 
Autnmubiie.  boar 'nailer  prizes  must  be  picked  up  at  local  dealer.  All  other  merchandise  prizes  will  be  shipped  to  win¬ 
ner.  Boat/trailer  and/or  automobile  bde.  tags,  license  and  registration  fees  are  winner  s  responsibility  as  are  any 
other  incidental  expenses  not  specified  in  the  offer.  Tnp  pnzes  subject  to  availability  and  must  be  completed  within 
12  months  ol  date  swarded.  Actual  values  of  trips  depend  on  location  of  winners  and  fares  at  time  ol 
*"  Certain  restrictions  and  blackout  dates  may  apply.  If  a  tnp  pnze  is  won  by  a  minor,  minor  must  be 
parent  or  legal  guardian.  Winner's  traveling  companion  will  be  required  to  sign  e  release  of  liabdity  pnor  to 
Trip  prizes  are  on  a  space  available  basis  end  do  not  include  personal  purchases  or  incidentals.  No  substitution  of 
reserves  the  nght  to  substitute  a  prize  nl  equal  or  greater  value  in  the  event  an  advertised  prize 


by  a 


For  winners  list  (available  after  6/30/981  send  self-addressed,  stamped  envelope  by  1/15/98  to:  Super  Prize 
Winners.  P.  0.  Box  9193.  Medford.  NY  11763-9193. 

THE  FOLLOWING  APPLIES  TO  THE  SWEEPSTAKES  ABOVE  -  No  purchase,  payment  or  contribution  necessaiy  to  enter 
or  win.  No  photocopied  or  mechanically  reproduced  entries  will  be  accepted.  Nnt  responsible  for  technical  malfunc¬ 
tions.  failure  of  computer,  telephone  equipment  or  software,  inaccurate  transmission  of  entry  information  or  for  lost 
late,  misdirected,  damaged,  incomplete,  illegible  or  postage-due  mail.  All  entries  become  the  property  of  sponsors 
and  none  will  be  relumed. 

Winner  notification  will  be  by  mail.  A  winner  may  be  required  to  sign  and  return  an  Affidavit  of 
Eligibility/Liability/Publicity  Release  within  14  days  of  date  pnnted  on  notification  or  he/she  will  be  disqualified.  Any 
pnze/pnze  notification  returned  as  undeliverable  will  result  in  disqualification.  If  a  major  prize  is  won  by  a  minor,  it 
will  be  awarded  to  parent  or  legal  guardian  and  the  Affidavit  of  Eligibility  and  Release  must  be  signed  by  the  parent  or 
legal  guardian.  Except  where  prohibited  by  law.  winneis  consent  to  the  use  of  their  names,  hometowns,  likenesses 
and  photographs  for  advertising  and  publicity  without  additional  compensabon. 

Sweepstakes  is  open  to  legal  residents  of  the  U.  S..  Canada  and  Europe  (in  those  areas  where  made  available)  who 
have  received  the  offet.  In  the  event  that  the  designated  recipient  of  die  offer  has  moved,  the  offer  may  nol  be  valid 
in  the  state,  country  or  province  to  which  the  offer  has  been  forwarded.  Void  in  Puerto  Rico  and  where  prohibited  by 
law.  All  federal,  state,  provincial  and  local  laws  and  regulations  apply. 

All  pnze  values  are  in  U.  S.  currency.  No  transfer  of  prize  permitted.  A  winner  is  responsible  for  all  taxes  on  his/her 
prize. 

Canadian  residents,  in  order  to  win.  must  Rrst  correctly  answer  a  rime-limited  skill  testing  question  administered  by 
mail.  Any  litigation  regarding  the  conduct  and  awarding  of  a  prize  in  this  publicity  contest  by  a  resident  ol  the 
province  of  Quebec  may  be  submitted  to  the  Regie  des  alcools,  des  courses  et  des  jeux. 

Sweepstakes  may  be  presented  in  different  creative  presentations  by  different  orgamzabons.  Ventura  Associates.  Inc.. 
1040  Avenue  of  the  Americas.  New  York.  NY  10018,  the  independent  ludging  organization  has  provided  all  pnzes  at 
no  charge.  Ventura  Associates.  Inc.,  reserves  the  nght  to  withdraw  the  promotion  d  it  becomes  technically  corrupted. 


Employees  of  Sweepstakes  Administrator,  presenting  organizations,  their  advertising  agencies  and  promotional  compa¬ 
nies  involved  in  this  promotion  and  their  families,  agents,  successors  and  assignees  are  ineligible  to  participate  in  the 
promotion  and  shall  not  be  eligible  for  any  prizes  covered  herein.  The  parries  hereto  acknowledge  that  SCA  is  not  liable 
for  any  prize  awards  payable  to  promotion  participants  in  violation  of  this  term. 

C0MPUTERW0RLD  TECHNOTOYS  WEEKLY  SWB>STAKES  OFFICIAL  RULES:  No  purchase  necessary.  Complete  official 
entry  form  or  print  all  entry  information  on  plain  paper,  including  this  week's  prize  and  fax  to:  (800)898-2299. 
Incomplete  entries  not  eligible.  Sweepstakes  begins  12:01  am  (EST)  Monday  (the  date  of  the  issue).  All  entries  must 
arrive  by  fax  no  later  than  1 1:59  am  Monday  of  the  following  week.  The  issue  date  can  be  found  at  the  top  of  most 
pages  of  this  magazine.  Sponsor  not  responsible  for  telephone  m  fax  equipment  failure  or  delayed  transmission.  All 
enriies  become  sponsoi's  property  8  will  not  be  returned. 

Winnei  will  be  determined  in  a  random  drawing  on  or  about  5:00  pm  (ESI)  the  Monday  following  the  issue  date.  You 
need  not  be  present  to  win.  The  pnze  (and  its  retail  value)  detailed  with  the  entry  form  is  guaranteed  to  be  awarded  i 
delivered  to  winnei  approx.  30  days  from  drawing  date.  6  notification  letter  or  pnze  is  returned  as  undelivenible.  it  wdl 
be  awarded  to  an  alternate  winner  at  random.  No  prize  substitutions  except  due  to  unavailability,  in  which  case  a  pnze 
of  equal  value  will  be  awarded.  Pnze  not  transferable  or  redeemable  for  cash.  All  taxes  on  pnze  are  wmaer’s  responsi¬ 
bility.  Acceptance  of  prize  consbtutes  permission  (except  where  prohibited)  to  use  wumer’s  name,  hometown  I  like¬ 
ness  lor  promotional  purposes  without  additional  compensation. 

Sweepstakes  is  open  to  legal  US  residents.  18  8  older.  Odds  of  winning  determined  by  total  number  of  names 
received.  Est  distnbution:  150.448.  Sponsor  Comprrtsiwoifd.  he.  500  Old  Connecticut  Path.  Framingham,  MA  01701. 
Employees  of  Computeiworld.  Inc.,  its  afhliates.  subsidiaries,  retailers,  advertising  8  promotion  agencies  8  immediate 
families  of  each  not  eligible.  All  federal,  state  8  local  laws  8  regulations  apply.  Void  m  Puerto  Rico  8  where  prolabtted 
bylaw. 

For  winners  list  (available  within  4  weeks  of  the  drawing),  send  a  SASE  to:  Sweepstakes  Winaen.  Campetarworfd 
TechnoToys  Sweepstakes,  500  Old  Connecticut  Path.  Framingham.  MA  01701. 
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CD-ROM 


♦  TCP/IR  IPX 

♦  Plug  &  Play 

♦  Novell,  NT,  UNIX,  NFS 

♦  7  CD-ROMs 

♦  Built-in  Server  (. NetWorke^ 

♦  Factory  Direct  " — 

♦  Ethernet  (Token  Ring  available) 


R  e  a  d  JL 

--x~o  1 1  * 


ALICOMP 


QlMttedi 


tm  Connects  to  your  local 
network  in  minutes! 
No  server  needed! 


See  our  complete  line  of  storage  products  at: 

www.tacsystems.com/cw 
(800) -659-4440 


SYSTEMS 

INCORPORATED 


Managing  Information  Through  Innovation 


Which  has  serviced  over  1 75  diverse  clients, 
specializes  in  providing  VN\,  NWS,  VSE  service  to  clients  who  need: 

•OUTSOURCING 
•REMOTE  COMPUTING 

•YEAR  2000:  Mainframe  Conversion  Test  Environment 
•TAPE  CONVERSIONS 
•SYSTEMS  INTEGRATION  CONSULTING 


Industry 

experience 

includes: 


•Financial  Services  »Non  Profit  •Software  Developers 
•Healthcare  ‘Manufacturing/Distributing  ‘Publishing 


We  are  the“Boutique”  of  the  Computer  Services  World 


Serving  Clients  since  1 980 

(201)  319-8787  «  (800)  274-5556 


Off-shore  custom  programming  |y  1 

Local  custom  project  management  mf  * 


TAC  Systems  Inc.,  and  LANmini  are  trademarks  of  TAC  Systems.  Axis  is  a  trademark  of  Axis  Communications.  Other  brands  are  trademarks  of  their  respective  owners. 

TAC  Systems  is  not  responsible  for  Inadvertent  errors.  Copyright  5/97  TAC  Systems  Inc.,  1035  Putman  Dr.,  Huntsville,  AL  35016.  T0016 


Your  ad  could  be  here... 

REACHING  OVER 

909.300 

IT  PURCHASE  INFLUENCERS 

Call  today  to  place  your  ad  (203)  857-5125 

*lntelliquest  CIMS  v3.0,  1996.  Average  Issue  Audience 


Request  for  Proposal  #30 


ajjpiik.ai.iuii  wuai  juu  wain,  111  me  way  mai  yuu 

need  it  —  before  the  coding  begins.  Experienced  in 
mainframes,  client-servers  and  PCs.  Everything  from 
retail  and  direct  mail  to  financial  and  manufacturing, 
and,  of  course,  Year  2000. 


Intelligent  Systems 

301-840-9563  http://www.lntelligentsys.com 


•Daily  /  Nightly  E-Mail  Broadcast 
Messaging 


800-810-1117 

e-mail: 

business@moongtow.  com 
Web  Site: 

www.moonglow.  com 


The  conference  location  is:  loseph  S.  Yenni 
Building,  1221  Elmwood  Park  Blvd.,  Ste. 
303,  Haranhan,  LA  70123 
The  Jefferson  Parish  Council  reserves  the  right 
to  accept  or  reject  any  and  all  proposals. 
Specifications  are  available  gratis  from: 
Jefferson  Parish  Purchasing,  P.O.  Box  9, 
Gretna,  LA  70054-0008,  (504)  364-2678, 
Diane  Barrilleaux,  CPPO,  CPPB  Chief 
Buyer 


NOTICED 

PLACE  AN  AD  IN 
COMPUTERWORLD 
MARKETPLACE 
(203)  857-5125 


Computerworld  June  9,  1997  www.computerworld.com 


111 


ADVERTISERS  INDEX 


Advanced  Logic  Research . 58 

http://www.alr.com 

Amdahl . 79 

http://www.amdahl.com 

AMP  Inc . 15 

http://www.amp.com 

Ascend . C4 

http://www.ascend.com 

Cisco . 64-65 

http://www.cisco.com 

Compaq  Computer  Corp . 18-19 

http://www.compaq.com 

Computer  Associates . 22-23 

http://www.cai.com 

Data  General . C3 

http://www.dg.com 

Digital  Equipment  Corp . 74-75 

http://www.digital.com 

Fujitsu . 43 

http://www.fujitsu.com 

Global  Innovators  Series . 36/37 

Hewlett-Packard . 38,  66 

http://www.hp.com 

ICE . 88 

Information  Builders . 47.  49 

http://www.ibi.com 

Informix  Software . 31 

http://www.informix.com 

JD  Edwards . 114 

http://www.jdedwards.com 

Logic  Works . 17 

http://www.logicworks.com 


Micro  Focus . 9 

http://www.microfocus.com 
(800)  872-6265 

Micron . 116 

http://www.micron.com 

Microsoft . 28-29,  34-35,  40-41, 

. 50-51,  6o-6i  ,69-71,  80-81,85* 

http://www.microsoft.com 

Nortel  North  America . 44 

http://www.nortel.com 

Oracle  Corp . 7, 1 1 

http://www.oracle.com 

Peoplesoft . 21 

http://www.peoplesoft.com 

(800)947-7753 

Red  Brick . 10 

http://www.redbrick.com 

SAS  Institute . 25,  77 

http://www.sas.com 

Source  Services . 48 

http://www.sourceservices.com 

StorageTek . 52 

http://www.storagetek.com 

Sun  Microsystems . 13 

http://www.sun.com 

Syncsort . 5 

http://www.syncsort.com 

Tandem . 27 

http://www.tandem.com 

Toshiba . 55-57 

http://www.toshiba.com 

Trend  Micro,  Inc . 20 

http://www.trendmicro.com 


*Application  Development  Select  Edition 


To  have  your  Internet  address  listed  here,  please  contact  Paula  Wright  at  (508)  620-7716 

This  index  is  provided  as  an  additional  service.The  publisher  does  not  assume  any  liability  for  errors  or  omissions. 


HAVE  A  PROBLEM  WITH  YOUR  COMPUTERWORLD  SUBSCRIPTION? 


We  want  to  solve  it  to  your  complete  satisfaction,  and  we  want  to  do  it  fast. 

Please  write  to: 

COMPUTERWORLD,  P.O.  Box  2043,  Marion,  Ohio  43305-2043. 

Your  magazine  subscription  label  is  a  valuable  source  of  information  for  you 
and  us.  You  can  help  us  by  attaching  your  magazine  label  here,  or  copy  your 
name,  address,  and  coded  line  as  it  appears  on  your  label.  Send  this  along 
with  your  correspondence. 

Address  Changes  or  Other  Changes  to  Your  Subscription 

All  address  changes,  title  changes,  etc.  should  be  accompanied  by  your 
address  label,  if  possible,  or  by  a  copy  of  the  information  which  appears  on 
the  label,  including  the  coded  line. 

Your  New  Address  Coes  Here  Address  shown:  □  Home  □  Business 
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Company 
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City  State  Zip 

Other  Questions  and  Problems 

It  is  better  to  write  us  concerning  your  problem  and  include  the  magazine  label. 
Also,  address  changes  are  handled  more  efficiently  by  mail.  However,  should  you 
need  to  reach  us  quickly  the  following  toll-free  number  is  available:  1  -800-552- 
4431  Outside  U.S.  call  (614)  382-3322).  Internet  address:  circulation@cw.com 

COMPUTERWORLD  allows  advertisers  and  other  companies  to  use  its  mailing  list  for  selected 
offers  we  feel  would  be  of  interest  to  you.  We  screen  these  offers  carefully.  If  you  do  not  want  to 
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Airport  Boulevard,  Suite  400,  Burlingame.  CA  94010  (415)  347- 
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Chairman  of  the  Board.  Patrick  J.  McGovern;  President,  Kelly  Conlin;  Chief  Operating  Officer  jm.  Casella 
Computerworld  is  a  publication  of  International  Data  Group,  the  world's  largest  publisher  of  comp'-ttr  related  .nformation  and  the 
leading  global  provider  of  information  services  on  information  technology.  International  Data  Croup  pubhsnes  over  275  computer 
publications  in  over  75  countries.  Sixty  million  people  read  one  or  more  International  Data  Group  publications  each  month. 
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The  Week  in  Stocks 


E  R 


IPL  Systems  Inc . 

. 40.6 

. 19.2 

Cabletron  Systems . 

. -31.0 

. -18.4 

Applix  Inc . 

. 18.8 

. -15.7 

PSINet . 

MathSoft . 

. 18.3 

. 17.8 

Cascade  Communications .... 

. . -15.5 

. -12.1 

. . 16.4 

. . -12.1 

. 15.8 

.  -11.9 

Open  Market  Inc . 

. 14.7 

Creative  Technology  Ltd . 

. -10.1 

Northern  Telecom  Ltd.(H) . 3.88 

Policy  Management  Sys . 3.88 

Netscape  Comm.  Corp . 3.81 

Ceridlan  Corp . 3.50 

Bell  Atlantic  Corp.(H) . 2.88 

Micro  Focus(H) . 2.88 

Boole  and  Babbage . 2.63 

Evans  and  Sutherland . 2.63 


Cabletron  Systems . -13.75 

Ascend  Communications . -8.63 

Intel  Corp . -6.00 

Cascade  Communications . -5.88 

Adaptec  Inc . -4.50 

McAfee  Associates . -4.44 

Xilinx . -4.00 

US  Robotics . -3.88 


Quantum  leaps  into  high  end 

Quantum  Corp.  (NASDAQ:  QNTM)  is  starting  to  drive  a 
hard  bargain  in  the  high-end  disk  drive  market. 

The  M  ilpitas,  Calif.,  firm  recently  posted  strong  fis¬ 
cal  year-end  results  based  on  its  desktop-oriented  hard 
drives  and  tape  drives  and  is  poised  to  make  new  inroads  into 
the  high-end  disk  drive  segment.  That  market,  dominated  by 
Seagate  Technology,  Inc.  (NYSE:  SEG),  brings  much  higher 
margins  than  the  desktop  world.  International  Data  Corp.  in 
Framingham,  Mass.,  estimates  that  Seagate  owns  60%  of the 
high-end  market,  while  Quantum  has  only  9%. 

Last  week,  Quantum  unveiled  its  Atlas  III  and  Viking  II  disk 
drives,  targeted  at  high-end  systems  and  PC  servers,  respec¬ 
tively.  The  Atlas  line  includes  i8G-byte  drives,  double  the  capac¬ 
ity  of  current  gG-byte  drives  just  hitting  the  market  in  new  disk 
arrays  from  IBM  and  EMC  Corp.  (NYSE:EMC). 

Stock  prices  in  the  entire  sector  have  taken  a  hit  on  Seagate’s 
news  of  expected  poor  results  due  to  growing  competition.  Yet 
even  with  the  prospect  of  price  wars  and  lower  profits,  market 
watchers  say  that  for  the  long  haul,  investors  can  keep  storing 
money  in  hard  drive  stocks. 

A  recent  report  by  Salomon  Brothers,  Inc.  in  San  Francisco 
says  the  storage  market  will  continue  to  be  strong  and  will  grow 
enough  to  give  Seagate,  Quantum  and  Western  Digital  Corp. 
(NYSE:  WDC)  plenty  of  room  to  battle  for  profits. 

To  improve  margins,  Quantum  has  inked  a  deal  with  Matsu- 
shita-Kotobuki  Electronics  Industries  Ltd.,  in  which  the  Japa¬ 
nese  firm  will  help  develop  new  hard  disk  technology. 

“With  this  agreement,  Quantum  has  effectively  removed  a 
significant  earnings  drain  from  the  income  statement  and  a 
capital  drain  from  the  balance  sheet,  but  has  retained  access  to 
the  technology  benefits,”  says  Patrick  Tenney,  an  analyst  at 
Robertson  Stephens  &  Co.  in  San  Francisco,  in  a  recent  report. 

—  Tim  Ouellette 
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Wall  Street  has  great  expectations  for  disk  drive  maker  Quantum: 


Revenue  Earninqs  per  share 


1996  1997  1998  1996  1997  1998 

•  Estimated 


Source:  Robertson  Stephens  &  Co.,  Sen  Francisco 


Exch 

52-Week 

Rance 

June6 

Wk  Net 

Wk  Per 

2  PM 

Chance 

Chance 

Communications  and  Network  Services 

OFF  2.18% 

COMS 

81.38 

24.00 

3  COM  Corp 

45.50 

-2.69 

-5.6 

AIT 

68.00 

49.63 

AMERITECHCorp.  (H) 

66.63 

1.13 

1.7 

ASND 

80.25 

36  13 

Ascend  Com  muni  cations 

46.38 

-8.63 

-15.7 

T 

43.25 

30.75 

ATiT 

35.13 

-0.38 

-1.1 

BNYN 

10.75 

1.19 

Banyan  Systems  Inc. 

1.81 

0.00 

0.0 

BAY 

30.63 

15.38 

Bay  Networks  Inc. 

22.00 

-1.88 

-7.9 

BEL 

73.00 

55.13 

Bell  Atlantic  Corp.  (H) 

72.75 

2.88 

4.1 

BLS 

47.63 

35.25 

BellSouth  Corp. 

45.38 

0.38 

0.8 

BRKT 

42.25 

9.75 

BrooktroutT  echnolocy 

14.13 

0.50 

3.7 

CS 

46.50 

26.50 

Cabletron  Systems 

30.63 

-13.75 

-31.0 

CSCC 

91.25 

23.50 

Cascade  Communications 

32.00 

-5.88 

-15.5 

CGRM 

17.50 

8.63 

Centicram  Communications 

11.88 

0.63 

5.6 

CSCO 

75.75 

44.75 

Cisco  Systems  Inc. 

64.50 

-2.50 

-3.7 

CMNT 

10.13 

4.75 

Computer  NetworkTech. 

5.00 

0.19 

3.9 

XCOM 

11.50 

4.75 

CrossComm 

9.88 

0.38 

3.9 

DIGI 

33.13 

12.63 

DSC  Co  M  MU  N  ICATIO  NS 

24.50 

-1.25 

-4.9 

FORE 

43.63 

10.00 

FORESystems  Inc. 

15.94 

-0.69 

-4.1 

GDC 

18.00 

6.13 

General Datacom m  Inds. 

8  88 

0.00 

0.0 

CSX 

46.75 

36.13 

General  Signal  Networks 

43.63 

1.50 

3.6 

GTE 

49.38 

37  75 

GTE  Corp. 

44.63 

1.13 

2.6 

LU 

64.63 

30.63 

LucentTech. 

63.88 

0.75 

1.2 

MADGF 

31.25 

4.50 

Madge  Networks  NV 

6.63 

-0.38 

-5.4 

MCIC 

39.63 

22.38 

MCI  Comm  muni  cations  Corp. 

39.50 

1.00 

2.6 

MNPI 

18.13 

5.50 

Microcom  Inc. 

16.19 

0.06 

0.4 

NETM 

17.38 

2.50 

NetManage  Inc. 

3.31 

-0.19 

-5.4 

NTRX 

10.88 

1.44 

Netrix  Corp. 

1.75 

-0.19 

-9.7 

NCDI 

16.25 

3.00 

Network  Computing  Devices 

11.50 

-1.25 

-9.8 

NWK 

29.00 

11.13 

Network  EquipmentTech. 

17.38 

0.13 

0.7 

NETG 

30.25 

12.88 

Network  General 

14.94 

-3.38 

-18.4 

NN 

43.50 

20.25 

Newbridge  Networks  Corp. 

39.88 

0.38 

0.9 

NT 

87.75 

45.00 

Northern  Telecom  Ltd.  (H) 

87.75 

3.88 

4.6 

NOVL 

14.63 

7.00 

NovellInc. 

7.75 

0.06 

0.8 

NYN 

55.88 

42.00 

Nynex  Corp.  (H) 

55.50 

2.00 

3.7 

OCTL 

31.75 

13.50 

Octel  Comm  unications  Corp. 

21.50 

2.38 

12.4 

ODSI 

25.88 

9.75 

Optical  Data  Systems  Inc. 

15.50 

-0.25 

-1.6 

PCTL 

41.25 

8.25 

PicturetelCorp. 

12.13 

0.13 

1.0 

PTON 

6.00 

1.31 

Proteon  Inc. 

2.31 

-0.31 

-11.9 

RACO 

6.88 

2.25 

Racotek  Inc. 

2.75 

0.38 

15.8 

RETX 

10.13 

3.38 

Retix 

5.19 

-0.19 

-3.5 

SBC 

59.00 

46.00 

SBC  Communications  (H) 

58.88 

0.50 

0.9 

SFA 

19.38 

12.00 

Scientific  Atlanta  Inc. 

17.50 

-0.50 

-2.8 

SHVA 

87.25 

8.25 

Shiva  Corp. 

12.25 

-0.13 

-1.0 

FON 

49.88 

34.50 

SprintCorp.  (H) 

47.88 

-0.63 

-1.3 

SMSC 

18.00 

8.25 

Standard  Microsystems  Corp. 

9.00 

0.25 

2.9 

USW 

37.25 

27.25 

US  West  Inc. 

36.38 

0.00 

0.0 

USRX 

98.25 

40.75 

US  Robotics 

79.38 

-3.88 

-4.7 

XIRC 

31.13 

7.50 

Xircom 

13.50 

-0.81 

-5.7 

XYLN 

65.75 

12.38 

Xylan  Corp. 

18.13 

-2.50 

-12.1 

PCs  and  Workstations 

UP  0.42% 

AALR 

15.25 

6.13 

Advanced  Logic  Research 

11.75 

0.50 

4.4 

AAPL 

27.75 

15.13 

AppleComputer  Inc. 

16.63 

-0.13 

-0.7 

ASTA 

8.38 

3.94 

AST  Research  Inc. 

5.25 

0.00 

0.0 

CPQ 

110.38 

40.50 

Compaq  ComputerCorp.  (H) 

101.63 

-3.63 

-3.4 

DELL 

115.75 

20.25 

Dell  Computer  Corp. 

110.63 

-0.38 

-0.3 

GTW 

75.38 

27.75 

Gateway  2000 Inc.  (H) 

62.75 

-3.50 

-5.3 

HWP 

60.00 

37.75 

Hewlett  Packard  Co. 

52.38 

1.13 

2.2 

MUEI 

25.38 

8.75 

Micron  International  Inc. 

16.88 

1.25 

8.0 

NIPNY 

71.63 

49.88 

NECAmerica  (H) 

71.63 

2.13 

3.1 

SGI 

28.38 

12.63 

Silicon  Graphics 

17.13 

-1.13 

-6.2 

SUNW 

35.13 

22.00 

Sun  Microsystems  Inc. 

33.31 

0.94 

2.9 

Large  Systems 

UP  3.76% 

AMH 

14.00 

8.13 

AmdahlCorp. 

9.94 

0.50 

5.3 

DGN 

24.50 

9.00 

DataGeneralCorp. 

23.50 

2.25 

10.6 

DEC 

51.38 

25.00 

Digital  Equipment  Corp. 

34.88 

-1.00 

-2.8 

IBM 

91.88 

44.63 

IBM 

85.25 

-2.50 

-2.8 

MDCD 

18.19 

2.88 

Meridian  Data  Inc. 

4.13 

-0.06 

-1.5 

NETF 

6.00 

1.00 

NetFrame 

1.19 

0.13 

11.8 

SQNT 

20.13 

10.50 

Sequent  Computer  Sys. 

19.13 

2.38 

14.2 

TEXM 

3.88 

1.88 

SequoiaSystems  Inc. 

3.50 

0.13 

3.7 

SRA 

48.25 

16.63 

Stratus  Computer  Inc.  (H) 

47.38 

1.38 

3.0 

TDM 

15.13 

8.63 

Tandem  Computers  Inc. 

14.38 

0.13 

0.9 

UIS 

8.25 

5.38 

Unisys  Corp 

6.81 

-0.06 

•0.9 

Software 

UP  2.03% 

ADBE 

49.00 

28.50 

Adobe  Systems  Inc. 

43.00 

-2.50 

-5.5 

AM  SWA 

8.00 

3.75 

American  Software  Inc. 

8.00 

0.75 

10.3 

APLX 

40.00 

3.13 

Applix  Inc. 

5.13 

0.81 

18.8 

ARSW 

64.00 

17.00 

Arbor  Software 

28.75 

-1.25 

-4.2 

ADSK 

40,88 

18.50 

Autodesk  Inc. 

38.50 

-0.25 

-0.6 

BGSS 

32.50 

19.00 

BGS  Systems  Inc. 

30.50 

-0.75 

-2.4 

BMCS 

56.13 

25.38 

BMCSoftware  Inc.  (H) 

52.50 

-1.63 

-3.0 

BOOL 

27.50 

14.00 

Boole  and  Babbage 

22.25 

2.63 

13.4 

BORL 

13.25 

4.75 

Borland  Int'l  Inc. 

7.06 

-0.13 

-1.7 

BOBJY 

46.25 

7.25 

Business  Objects 

10.88 

1.75 

19.2 

CAYN 

9.25 

3.00 

Cayenne  Software  Inc. 

4.00 

0.56 

16.4 

CNTR 

6.75 

1.13 

Centura  Software 

1.50 

0.00 

0.0 

COGNF 

39.50 

18.25 

Cognos  Inc. 

31.25 

-0.25 

-0.8 

CA 

67.88 

37.25 

Computer  Associates 

54.25 

-0.25 

-0.5 

CVN 

11.50 

3.13 

COMPUTERVISION  CORP. 

5.25 

0.38 

7.7 

CPWR 

49.25 

16.13 

CompuwareCorp.  (H) 

47.13 

1.50 

3.3 

CSRE 

32.00 

10.75 

Comshare  Inc. 

12.50 

-1.00 

-7.4 

COSFF 

13.00 

5.00 

CorelCorp. 

6.19 

0.25 

4.2 

DWTI 

7.00 

2.63 

DatawareTechnolocies  Inc. 

3.81 

0.31 

8.9 

FILE 

49.25 

9.50 

FilenetCorp. 

16.00 

•0.50 

-3.0 

FRTE 

62.75 

7.25 

Forte  Software 

12.44 

-0.81 

-6.1 

FTPS 

11.88 

4.31 

FTP  Software  Inc. 

5.56 

0.06 

1.1 

HUMCF 

41.00 

22.00 

Hummingbird  Comm.  Ltd. 

28.56 

1.06 

3.9 

HYSW 

26.38 

10.25 

Hyperion  Software  Corp. 

18.75 

0.50 

2.7 

IRIC 

16.38 

11.00 

Information  Resources 

14.63 

0.00 

0.0 

IFMX 

31.13 

6.56 

Informix  Corp. 

9.69 

0.56 

6.2 

INGR 

13  88 

6.25 

Intergraph  Corp. 

7.00 

0.00 

0.0 

LEAF 

8.25 

0.81 

Interleaf  Inc. 

1.50 

0.06 

4.3 

SLI 

12.38 

6.25 

Intersolv  Inc. 

9.31 

-0.81 

•8.0 

NTU 

54.75 

20.88 

IntuitInc. 

26.50 

-0.63 

•2.3 

TLC 

27.75 

5.50 

LearnincCo.  (The) 

8.00 

1.00 

14.3 

LGWX 

15.63 

4.13 

Locic  Works 

6.75 

-0.38 

•5.3 

MAPS 

17.00 

7.50 

MapInfo  Corp 

11.00 

-0.25 

•2.2 

MATH 

8.00 

2.19 

MathSoft 

3.31 

0.50 

17.8 

MCAF 

70.00 

24.13 

McAfee  Associates 

61.81 

-4  44 

-6.7 

MENT 

18.50 

6.50 

Mentor  Graphics 

7.63 

0.13 

1.7 

MIFGY 

28.88 

9.75 

Micro  Focus  (H) 

28.88 

2.88 

11.1 

MCXI 

18.13 

4.00 

Microcrafx  Inc. 

7.13 

0.13 

1.8 

MSFT 

129.06 

53.75 

Microsoft  Corp.  (H) 

122.69 

-1.56 

-1.3 

ORCL 

51.00 

32.00 

Oracle  Corp. 

47  94 

1.69 

3.6 

PMTC 

64.25 

34.88 

Parametric  Technology 

43.00 

•2.06 

-4.6 

PARQ 

12  88 

0.88 

ParcPlace  Systems  Inc. 

1.13 

-0.13 

10.0 

PSFT 

5675 

28.25 

Peoplesoft 

50  50 

-0  88 

-1.7 

PTEC 

2038 

11.00 

Phoenix  Technologies 

14.00 

0.25 

18 

PSQL 

13.75 

5.50 

Platinum  Software 

10  19 

1.06 

11.6 

PLAT 

18.00 

9.25 

Platinum  Technology 

14.25 

-0.13 

•0.9 

PROS 

23.00 

12.13 

Progress  Software  Corp 

17.25 

0.19 

1.1 

RNBO 

23.00 

13.75 

RainbowTechnolocies  Inc. 

17.25 

1.50 

9.5 

REDB 

41.25 

5.00 

Rio  Brick  Systems  Inc. 

8  13 

-0.72 

-8.1 

SAPE 

53. SO 

29.75 

Sapient  Corp. 

45  50 

0.38 

08 

Exch 

52-Week 

Range 

June  6 

WkNet 

W*  Per 

2  pm 

Chance 

Change 

SCOC 

8.63 

4.13 

SCO  Inc. 

4.56 

019 

4.3 

SDTI 

54.50 

21.00 

Security  DynamicsTech. 

36.63 

0.75 

2.1 

SOTA 

19.75 

8.88 

State  of  the  Art 

11.75 

1  00 

93 

SSW 

81.25 

27  25 

Sterling  Software  Inc. 

32.13 

-0.75 

-2.3 

SDRC 

28.75 

15.00 

Struct.  Dynamics  Research 

24.38 

000 

0.0 

SYBS 

24.63 

12.13 

Sybase  Inc. 

15.50 

-0.50 

-3.1 

SYMC 

20.00 

8.75 

Symantec  Corp.  (H) 

19.50 

0.63 

3.3 

SNPS 

50.50 

21.75 

SynOpsys 

34.75 

-2.44 

-6.6 

SSAX 

18  88 

3.88 

System  Software  Assoc. 

900 

0.00 

0.0 

SYSF 

36.50 

7  38 

SystemsoftCorp. 

11.00 

-1.00 

•8.3 

TRUV 

8.00 

1  50 

Truevision  Corp. 

2.00 

0.13 

6.7 

VIEW 

17.25 

8.38 

ViewLocic  Systems 

15  88 

1.00 

6.7 

VMRK 

12.00 

5.50 

VMark  Software  Inc. 

8.19 

0.31 

4.0 

WALK 

15.63 

9.38 

Walker  Interactive  Systems 

14.88 

0.50 

3.5 

WALL 

28.00 

12.25 

Wall  Data  Inc.  (H) 

25.25 

0.44 

1.8 

WANG 

24.06 

15.38 

Wang  Laboratories  Inc 

20.75 

0.63 

3.1 

Internet 

UP4.38% 

AMZN 

30.00 

15.75 

Amazon.com 

19.63 

1  88 

10.6 

AOL 

59.25 

22.38 

America  On-Line  (H) 

5688 

2.25 

4.1 

BBN 

29.38 

15.13 

BBN  Corp. 

2888 

0.13 

0.4 

CSRV 

27.75 

8.63 

CompuServe  Corp 

10.88 

0.38 

3.6 

EDFY 

42.75 

8.88 

Edify  Corp 

12.06 

-0.81 

-6.3 

LCOS 

22.75 

5.75 

Lycos  Inc. 

13.00 

-1.38 

-9.6 

NETC 

35.75 

7.88 

Netcom  On-Line 

15.06 

0.69 

4.8 

NSCP 

68.50 

23.50 

Netscape  Comm.  Corp. 

32.81 

3.81 

13.1 

OMKT 

35.13 

6.50 

Open  Market  Inc. 

10.75 

1.38 

14.7 

PSIX 

17.25 

5.50 

PSINet 

8  88 

1.38 

18  3 

QDEK 

14.38 

2.00 

Quarterdeck  Corp. 

3.06 

0.38 

14.0 

RAPT 

30.63 

8.88 

Raptor  Systems 

13.75 

-0.06 

•0.5 

SCUR 

35.25 

4.75 

Secure  Computing  Corp. 

6.13 

•0.38 

-5  8 

SPYG 

26.25 

6.00 

Spyclass  Inc. 

988 

0.50 

5.3 

YHOO 

37.38 

15.50 

Yahoo!  Inc 

32  88 

-0.38 

-1.1 

Semiconductors 

OFF  4.52% 

AMD 

48.50 

10.25 

Advanced  Micro  Devices 

38  13 

-1.50 

-3.8 

ADI 

29.25 

12.75 

Analog  Devices  Inc. 

24.88 

-1.00 

•3.9 

CHPS 

26.50 

7.88 

Chips  and  Technologies 

10.38 

-0.69 

-6.2 

CRUS 

24.25 

8.00 

Cirrus  Logic 

11.63 

•0.38 

-3.1 

CY 

16.63 

9.13 

Cypress  Semiconductor  Corp. 

13.50 

-0.75 

-5.3 

CYRX 

33.00 

11.50 

Cyrix 

24.13 

-1.75 

-6.8 

INTC 

169.75 

64.13 

IntelCorp. 

145.75 

-6.00 

-4.0 

LSCC 

62.63 

19.75 

Lattice  Semiconductor 

57.63 

-0.63 

-1.1 

LSI 

46.88 

17.00 

LSI  Logic  Corp. 

38.25 

-3.75 

4.9 

MCRL 

54.50 

12.00 

MicrelSemiconductor  Inc.  (H) 

49.75 

•1.00 

-2.0 

MU 

45.25 

16.63 

Micron  Technology 

41.00 

-1.25 

-3.0 

MOT 

69.75 

44.13 

Motorola  Inc. 

66.00 

-0.50 

•0.8 

NSM 

32.25 

13.00 

National  Semiconductor 

27.75 

•1.25 

-4.3 

TXN 

96.38 

40.50 

Texas  Instruments 

85.00 

-3.75 

-4.2 

VLSI 

29.25 

10.38 

VLSI  Tech  nolocy 

22.38 

-1.75 

-7.3 

XLNX 

58.50 

24.50 

Xilinx 

50.63 

-4.00 

-7.3 

ZLG 

38.13 

14.88 

Zilog  Inc. 

21.38 

-1.13 

•5.0 

Peripherals  and  Subsystems 

UP  0.75% 

ADPT 

46.88 

17.50 

Adaptec  Inc. 

32.63 

-4.50 

-12.1 

APCC 

31.50 

8.50 

American  Power  Conversion 

22.88 

•0.13 

■0.5 

CBEX 

7.00 

0.97 

CambexCorp. 

1.38 

0.13 

10.0 

CREAF 

20.25 

3.50 

CreativeTechnology  Ltd. 

15.63 

-1.75 

-10.1 

RACE 

24.50 

4.25 

Data  Race  Inc. 

14.00 

-0.38 

-2.6 

DTM 

12.50 

5.25 

Dataram  Corp. 

9.69 

-0.38 

-3.7 

EMC 

41.75 

16.50 

EMCCorp. 

38.00 

-1.63 

-4.1 

EM  LX 

21.25 

12.88 

EmulexCorp.  (H) 

18.50 

•1.50 

•7.5 

ESCC 

28.88 

19.50 

Evans  and  Sutherland 

28.88 

2.63 

10.0 

EXBT 

20.50 

9.50 

Exabyte 

12.88 

-1.13 

-8.0 

IISLF 

4.13 

1.25 

Intelligent  Info. Systems 

1.56 

-0.13 

-7.4 

IOM 

46.50 

12.63 

Iomega  Corp. 

19.88 

2.25 

12.8 

IPLS 

7.00 

0.94 

IPLSystems  Inc. 

1.41 

0.41 

40.6 

KMAG 

36.75 

17.63 

Komag  Inc. 

27.13 

-2.00 

-6  9 

MTSI 

29.75 

12.88 

MicroTouch  Systems  Inc. 

24.25 

-0.75 

-3.0 

PEAK 

27.00 

8.50 

Peak  Tech  nolocy  Group 

17.94 

0.06 

0.3 

PNCL 

10.13 

0.97 

Pinnacle  Micro  Inc. 

1.50 

0.19 

14.3 

AQM 

6.38 

2.38 

QMSInc. 

3.13 

0.00 

0.0 

QNTM 

50.00 

10.88 

Quantum  Corp. 

39.50 

0.13 

0.3 

RDUS 

3.84 

0.25 

Radius  Inc. 

0.31 

0.00 

0.0 

SEG 

56.25 

18.13 

Seacate  Technology 

38.25 

-1.63 

-4.1 

STK 

54.38 

30.00 

Storage  Technology 

40.50 

-0.25 

-0.6 

STLC 

6.25 

0.44 

StreamlocicCorp. 

0.44 

0.00 

0.0 

TEK 

59.75 

35.88 

Tektronix  Inc. 

56.75 

-0.38 

-0.7 

WDC 

38.63 

10.00 

Western  Digital  Corp 

28.75 

0.88 

3.1 

XRX 

68.50 

44.63 

Xerox  Corp.  (H) 

67.38 

-0.38 

-0.6 

Services 

UP  1.58% 

AMSY 

37.13 

15.75 

American  Mgmt.  Systems 

25.75 

0.38 

1.5 

ANLY 

36.75 

17.50 

Analysts  Int’l  (H) 

35.63 

-0.13 

-0.3 

AUD 

49.50 

35.63 

Auto  Data  Processing 

48.50 

0.25 

0.5 

BDMI 

30.75 

19.75 

BDM  International  Inc. 

27.63 

2.00 

7.8 

CATP 

37.25 

18.75 

Cambridge  Tech.  Partners 

30.13 

-0.38 

-1.2 

CEN 

54.88 

29.50 

Ceridian  Corp. 

39.75 

3.50 

9.7 

CDO 

38.50 

22.63 

Comdisco  Inc. 

36.63 

0.00 

0.0 

CPU 

30.88 

13.25 

CompUSA  Inc. 

21.88 

•1.00 

-4.4 

CHRZ 

59.25 

15.00 

Computer  Horizons  (H) 

56.00 

1  00 

1.8 

CSC 

86.50 

57.88 

ComputerSciences 

78.25 

1.50 

2  0 

TSK 

32.38 

11.63 

Co mputer Task  Group  (H) 

32.38 

1  88 

6  1 

CDAT 

28.63 

12.75 

Control  Data  Systems  Inc. 

15  00 

0.75 

5.3 

EGGS 

13.88 

3.63 

Egghead  DiscountSoftware 

4.63 

0.00 

0.0 

EDS 

63.38 

31.75 

Electronic  Data  Systems  Corp 

37.88 

038 

1.0 

INAC 

40.63 

15.38 

Inacom  Corp 

30.63 

-1.75 

-5.4 

INEL 

10.88 

2.25 

Intelligent  Electronics 

3.00 

0.38 

14.3 

KEA 

57.75 

16.38 

Keane  Inc. 

55.25 

063 

1.1 

MICA 

25.00 

10.50 

MICROAGE  Inc. 

17  88 

•0.56 

-3.1 

PAYX 

42.50 

25.63 

Paychex  (H) 

36.50 

000 

0.0 

PMS 

55.50 

33.13 

Policy  ManagementSys. 

50.88 

3  88 

8.2 

REY 

30.63 

18.63 

Reynolos  and  Reynolds 

22.75 

-0.75 

-3.2 

SCSI 

25.00 

14.44 

SCB  Computer  Tech.  Inc. 

25  00 

200 

8.7 

SEIC 

25.75 

17.75 

SEI  Corp. 

22  63 

038 

1.7 

SMED 

68.75 

36.75 

Shared  MedicalSystems 

50.50 

-1.50 

-2.9 

SSPE 

33.50 

12.75 

Software  Spectrum  Inc. 

13.31 

-0.44 

-3.2 

SNDT 

50.75 

35  38 

Suncard  Data  Systems 

4200 

-038 

-0.9 

VST 

29.75 

6.50 

VanStarCorp. 

963 

•0.25 

■2.5 

KEY:  (H)  =  New  annual  high  reached  in  period  (L)  =  New  annual  low 
reached  in  period 

Copyright  Nordby  International,  Inc.,  Boulder,  Colo. 

This  information  is  based  on  sources  believed  to  be  reliable,  and 
while  extensive  efforts  are  made  to  assure  its  accuracy,  no  guaran¬ 
tees  can  be  made.  Nordby  International  and  Computerworld 
assume  no  liability  for  inaccuracies.  For  information  on  Nordby's 
customized  financial  research  services,  call  (303)  938-1877. 


(www.computerworld.com) 


June  9.  1997  ComputerLand 


How  to  contact  Computerworld 


TELEPHONE/FAX 


Main  phone  number . (508)  879-0700 

All  editors  unless  otherwise  noted  below 

Main  fax  number . (508)  875-8931 

24-hour  news  tip  line . (508)  820-8555 


Our  Web  address  is  www.computerworld.com. 
All  staff  members  can  be  reached  via  E-mail  on 
the  Internet  using  the  form: 

firstnamejastname@cw.com. 

All  IDG  News  Service  correspondents  can  be 
reached  using  the  form: 

firstnamejastname@idg.com. 


LETTERS  TO  THE  EDITOR 


Letters  to  the  editor  are  welcome  and  should  be 
sent  to: 

letters@cw.com. 

Please  include  your  address  and  telephone 
number. 


MAIL  ADDRESS 


PO  Box  9171,  500  Old  Connecticut  Path, 
Framingham,  Mass.  01701 


SUBSCRIPTION/BACK  ISSUES 


Phone .  (800)552-4431 

E-mail . circulation@cw.com. 

Back  Issues . (508)  820-8129 


REPRINTS 


Phone .  Michelle  Oik,  (800)  217-7874 


CONTACTING  CW  EDITORS 


We  invite  our  readers  to  call  or  write  with  comments 
and  ideas.  It  is  best  to  submit  ideas  to  one  of  the  de¬ 
partment  editors  as  well  as  to  the  appropriate  beat 
reporter. 

Editor  Paul  Cillin  (508)  620*7724 
Executive  Editor  Maryfran  Johnson  (508)  820-8179 


Department  Editors/News 

News  Editor  Patricia  Keefe  (508)  820-8183 
Sections  Editor  Kevin  Fogarty  (508)  820-8246 
Assistant  News  Editor  Neal  Weinberg  (508)  820-8177 
Assistant  News  Editor  Mitch  Betts  (202)  347-6718 
Assistant  Sections  Editor  Michael  Goldberg  (508)  620-7789 
Online  Editor  Johanna  Ambrosio  (508)  820-8553 
Online  News  Editor  Judith  H.  Bernstein  (516)  266-2863 


Senior  Editors/News 


Groupware,  E-mail,  messaging 
LANs,  operating  systems 
Network/systems  management 
Application  development 
IS  management 
IS  careers 
Investigative  reports 
Apple,  software  suites 
Databases 
Midrange  hardware, 
Unix  operating  systems 
Electronic  commerce,  Internet 
Internetworking 


Barb  Cole-Gomolski  (760)  728-8858 
Laura  DiDio  (508)  820-8182 
Patrick  Dryden  (817)  924-5485 
Sharon  Gaudin  (508)  820-8122 
Thomas  Hoffman  (201)  587-0090 
Julia  King  (610)  532-7599 
Kim  S.  Nash  (214)  716-9822 
Lisa  Picarille  (415)  347-0555 
Craig  Stedman  (508)  820-8120 
Jaikumar  Vijayan  (508)  820-8220 

Mitch  Wagner  (415)  548-5513 
Bob  Wallace  (508)  820-8214 


Senior  Writers/News 

Mobile  computing,  social  issues  M  i ndy  Blodgett  (508)  820-81 68 
@Computerworld  Stewart  Deck  (508)  820-8155 
PCs,  servers,  net  computers  April  Jacobs  (508)  820-8121 

Security,  government  Sharon  Machlis  (508)  820-8231 
Mainframes,  high-end  storage  Tim  Ouellette  (508)  820-8215 


Staff  Writers/News 

Telecommunications  Kim  Girard  (508)  820-8223 
New  products,  Matt  Hamblen  (508)  820-8567 
multimedia,  low-end  storage 

Intranets  Justin  Hibbard  (415)  548-5515 
@ Computerworld  Patrick  Thibodeau  (508)  820-8143 
Client/server  software,  Randy  Weston  (508)  628-4869 
Unix  apps 

<g) Computerworld  Wylie  Wong  (415)  548-5581 
Opinions 

Columns  Editors  Kevin  Fogarty  (508)  820-8246 

Michael  Goldberg  (508)  620-7789 
Steve  Ulfelder  (508)  620-7745 
StaffColumnist  Frank  Hayes  (503)  252-0100 

Department  Editors/Features 

Technology  reviews/  James  Connolly  (508)  820-8144 
Buyer’s  Guide 

Senior  Editors/Features 

Buyer’s  Guide  Cathleen  Gagne  (508)  620-7729 
Careers  David  B.  Weldon  (508)  820-8166 
In  Depth  Steve  Ulfelder  (508)  620-7745 
Management  Robert  L.  Scheier  (508)  628-4931 
Managing  Allan  E.  Alter  (508)  620-7714 
Special  reports  Gary  H.  Anthes  (202)  347-0134 

Associate  Editors/Features 

Managing  Rick  Saia  (508)  820-8118 
Buyer’s  Guide  Amy  Malloy  (508)  620-7754 

IDG  News  Service  Correspondents 

Paris  bureau  chief  Jeanette  Borzo  (33)  1-4904-8001 
UK  correspondent  Kristi  Essick  (44)  171-416-0701 
Hong  Kong  bureau  chief  Jon  Skillings  (852)  2535-4661 
Tokyo  correspondent  Rob  Guth  (81)  33-358-6122 


Research 

Bob  Fink,  senior  research  manager  (508)  820-8116; 
Kevin  Burden,  senior  researcher;  Laura  Hunt,  research 
analyst;  Stefanie  McCann,  senior  graphics  coordina¬ 
tor;  Mari  Keefe,  online  researcher 

Copy  Desk 

Ellen  Fanning,  managing  editor  (508)  820-8174; 
Roberta  Fusaro,  assistant  managing  editor;  Christina 
Aicardi  Maguire,  Jamie  Eckle,  senior  copy  editors; 
Kimberly  Blackburn,  Michelle  Davidson,  senior  pro¬ 
duction  copy  editors;  Pat  Hyde,  David  Ramel,  Monica 
Sambataro,  Jeremy  Selwyn,  Keith  Shaw,  copy  editors. 

Graphic  Design 

Tom  Monahan,  design  director  (508)  820-8218;  Janell 
Genovese,  Mitchell  J.  Hayes,  Nancy  Kowal,  senior 
graphic  designers;  Carol  Lieb,  photo  researcher/ 
editor;  Amira  Harari,  David  Waugh,  Mary  Beth  Welch, 
graphic  designers;  Rich  Tennant,  John  Klossner, 
cartoonists. 


Administrative  Support 

Linda  Gorgone,  office  manager  (ext.  8176);  Connie 
Brown  (ext.  8178),  Lorraine  Witzell  (ext.  8139);  Rita 
Jones  (ext.  8172),  editorial  assistants;  Chris  Flanagan, 
West  Coast  editorial  assistant,  (415)  548-5563. 

Computerworld  Macazines  Group 

(Includes  Premier  100,  Campus  Edition,  Best  Places  to 
Work,  Leadership  Series,  Intranet  Series,  Emmerce 
and  Health  Care  Journal.) 

Alan  Alper,  editor  (508)  820-8115;  Mary  Brandel,  execu¬ 
tive  editor;  Anne  McCrory,  Catherine  McCrorey,  Joyce 
Chutchian-Ferranti,  managing  editors;  Kimberlee  A. 
Smith,  assistant  managing  editor  and  online  coordina¬ 
tor;  Stephanie  Faucher,  art  director. 


@>COMPUTERWORLD 


@Computerworld  is  our  World  Wide  Web  site.  On  it,  we  publish  daily  news  and  feature  stories  that 
supplement  our  print  coverage.  We  also  have  special  audio  features,  such  as  interviews  with  indus¬ 
try  notables,  and  the  @Computerworld  Minute,  which  is  an  audio  version  of  the  day’s  top  news. 


A  few  times  each  week,  we  also  have  Links  listings.  These  are  resources  related  to  online  and/ 
or  print  stories.  We  also  have  polls  and  forums  that  you  must  register  for  to  access.  The  rest  of  the 
site  is  accessible  without  registering. 

Contact:  Johanna  Ambrosio,  Online  Editor,  (508)  820-8553  orjohanna_ambrosio@cw.com. 


Companies  in  this  issue 

Page  number  refers  to  page  on  which  story  begins.  Company  names  can  also  be  searched  at  www.computerworld.com. 


3Com  Corp...— . 6,53,54,67 

64K,  Inc . 30 

Aberdeen  Group,  Inc . 8 

ABT  Corp . . . . . . 67 

AcerComputer  International  Ltd . 42 

Active  Software,  Inc . 12 

Advanced  Computer 

Communications,  Inc . 8 

Advanced  Manufacturing 

Research,  Inc . -...4 

Against  All  Odds  Productions . 86 

Aironet  Wireless 

Communications,  Inc . 53 

Alamo  Rent  A  Car,  Inc . 62 

Allstate  Insurance  Co . 14 

Alteon  Networks,  Inc . 6 

Amdahl  Corp . 3,14,30 

America  Online,  Inc . 1 

American  Express  Co . 59,115 

American  Management  Systems,  Inc.  1,8 

Amerisure  Cos . 42 

Anderson  Soft-Teach . 72 

Andrew  Corp . 53 

Anheuser-Busch,  Inc . . . . ....59 

Anritsu  Corp . 53 

Apple  Computer,  Inc . 3,118 

ASK  Group,  Inc . 48 

AT&T  Corp . 3,92 

Augmentative  Communication 

and  Technology  Services . . . 86 

Autodesk,  Inc. . 1 

Avis,  Inc... — . 67 

Avon  Products,  Inc . ...............14 

AXENT Technologies,  Inc. . 45 

Bacardi-Martini  U.S.A,  Inc . 59 

Bank  of  Montreal . 10 

Barnes  &  Noble,  Inc . . . — •  1,39,59 

Baxter  Export,  Inc . .. . 39 

Bay  Networks,  Inc. . 54,86 

Berdain  Group,  Inc. . ...45 

BioNumerick  Pharmaceuticals,  Inc. ...  86 
Boeing  Commercial  Airplane  Group ...  86 

Breakthru  Communications  Corp . 14 

British  Petroleum  Co . 86 

Buckman  Laboratories,  Inc . 86 

Business  Objects  S.A. . . 10 

Campbell  Soup  Co . 45 

Career  Development  Services,  Inc. . 14 


Carter- Wallace  Co . 6 

Changepoint  International  Corp . 20 

CheckFreeCorp . 86 

Chemical  Bank . 67 

Chevron  Corp . 1 

CIMI  Corp . 6 

Cisco  Systems,  Inc . 6 

Citibank . 1 

CitySearch,  Inc . 86 

Coastal  Corp . 14 

Cognos,  Inc . 10 

Comdisco,  Inc . 6 

Commercial  Data  Servers,  Inc . 30 

Compaq  Computer  Corp . 1,42,117 

Computer  Associates 

International,  Inc . 8,48,59,62 

Computer  Forensics,  Inc . 1 

Computer  Sciences  Corp . 67 

ComputerPrep,  Inc . 72 

Concord  Communications,  Inc . 14,54 

Countrywide  Home  Loans,  Inc . 20 

Creative  Networks,  Inc . 8 

Cruise  Technologies,  Inc . 39 

CUC  International,  Inc . 67 

Cyberlab,  Inc . 86 

D.  H.  Brown  and  Associates . 3 

Daimler-Benz  AG . 86 

Dataquest . 30.45.53 

Dayspring  Greeting  Cards . 1,39 

Dell  Computer  Corp . 42 

Digital  Equipment  Corp . 1,3,117 

DSC  Communications  Corp . 14 

Du  Pont  Co . . . 67 

Duke  Power  Co . 53 

Dunlop  Tire  Co . 1 

DWL  Computer  Systems,  Inc . 1 

EarthWeb,  Inc . .. . 76 

Eastman  Kodak  Co . 3,6,86 

Electronic  Data  Systems  Corp . 67 

Electronic  Evidence  Discovery,  Inc . 1 

Emerging  Technologies  Solutions,  Inc.  53 

Enova  Corp . 59 

Fabrik  Communications  Corp . 53 

Fast  Company . 76 

Faxsav,  Inc . 63 

Federal  Express  Corp . 86,92 

First  Chicago/Mercantile  Services  LLC86 
First  Union  National  Bank . 86 


Flagstar  Bank . 86 

Ford  Motor  Co . 115 

Four  n  Corp . 6 

Frontec  AMT,  Inc . 45 

Fruit  ofthe  Loom,  Inc . 86 

FTP  Software,  Inc . 30 

Gartner  Group,  Inc . 1,4,39,45 

Gateway  2000,  Inc . 42 

GE  Medical  Systems . 86 

General  Electric  Co . 67 

Georgia-Pacific  Corp . 12 

Giga  Information  Group . 39.42 

Global  Knowledge  Network,  Inc . 72 

Global  Village  Communications,  Inc.  ..39 

GTE  Data  Services . 3 

GTE  Telecommunications 

Services,  Inc . 67 

Harmonix  Music  Systems . n8 

Harris  Corp . 6 

HBO&Co . 1 

Health  Systems  International,  Inc . 86 

Hewlett-Packard  Co . 1,3,14,42,54,117 

HFS.Inc . 67 

Hitachi  Corp . 1 

Hitachi  Data  Systems  Corp . 3,30 

HREF  Tools  Corp . 63 

Hurwitz  Group,  Inc . 3 

IBM . 3,14,30,42,45,53,62,76,86,117 

Individual  Software,  Inc . 72 

Industri-Matematik 

International,  Inc . 4,45 

Infonetics  Research,  Inc . 6 

Information  Builders,  Inc . 62 

Intel  Corp . 1,30,39,42,86,117 

Intelligent  Solutions,  Inc . 67 

Interliant . 53 

Internal  Revenue  Service . 8 

International  Data  Corp. 

. 1,3,12.39,42,45,48 

International  Network  Services,  Inc.  ...54 

J&H  Marsh  &  McLennan . 8 

JavaSoft . 3,12 

Judd’s,  Inc . 1 

Jupiter  Communications,  Inc . 1 

Kaiser  Foundation  Health  Plan,  Inc . 39 

Kinetic  Information . 20 

Kmart  Corp . . 4 

Lands’  End,  Inc . 115 


LDDS  WorldCom,  Inc . 53 

Liberty  Financial  Co . 12 

Lockheed  Martin  Corp . 53 

Lotus  Development  Corp . 1,12,16,20 

. 45.53.59.83 

Marriott  International,  Inc . 92 

MasterCard  International,  Inc . 59,115 

MCI  Communications  Corp . 53.92,96 

MCI  Systemhouse . 67 

Mellon  Bank  Corp . 67 

Mellon  Global  Cash  Management . 67 

Merck  &  Co . 86 

Mercury  Interactive  Corp . 45 

Merrill  Lynch  &Co . 12,115,117 

Meta  Group,  Inc . 2,30,53,62 

Metasys,  Inc . 45 

Michael  Anthony  Jewelers,  Inc . 12 

Micron  Electronics  Corp . 1 

MicroPatent . n8 


Microsoft  Corp . 1,12,20,24,39,42,45 


•48.53.59.62,76,83,115,117 


Microvision  Development . 63 

Montgomery  Securities,  Inc . 16 

Morgan  Stanley  &  Co . 1 

Motorola,  Inc . 94 

Nash  Finch  Co . 4 

NEC  America,  Inc . 6 

NECX . 59 

Nets,  Inc . 16 


Netscape  Communications  Corp.  1,1248 

. 59.62,115 


NetScout  Systems,  Inc . 54 

New  York  Times  Electronic  Media  Co.  .59 

Niagara  Mohawk  Power  Corp . 86 

Novartis  Pharmaceuticals  AG . 8 

Novell . — . 117 

NuView,  Inc . .. . 14 

Office  Depot,  Inc . 115 

Ogden  Manufacturing  Co . 53 

Ontario  Hydro . 59 

Oracle  Corp . 4,14,2445,67,115 

Pacific  Enterprises . 59 

Pacific  Gas  Transmission  Co . 24 

Packard  Bell-N EC . 1 

PageNet,  Inc . 53 

Pantex  Plant . .. . 67 

Paradyne  Corp . 62 

Paragon  Trade  Brands,  Inc . 4,45 


PC  Service  Source,  Inc . 1 

Pencom  Systems,  Inc . 94 

PeopleSoft,  Inc . 645 

Perot  Systems  Corp . 16 

Pfizer  Pharmaceuticals,  Inc . 39 

Philip  Morris  Co . 59 

Pinnacle  Brands,  Inc . 8 

Pixel  Media . 12 

Platinum  Technology,  Inc . 72 

Plugged,  Inc . 86 

PM  I  Mortgage,  Inc . 53 

PointCast,  Inc . 117 

PolfaTarchomin . . . 8 

PRI  Associates,  Inc . 72 

Price  Waterhouse . 92 

Promark  Technology  East . 39 

Prudential  Co . 39 

R.  J.  Reynolds  Tobacco  Co . 59 

R.  P.  SchererCorp . 53 

R.  R.  Donnelley  &  Sons 

Publishing  Corp . 1 

Ramada  Inn . 67 

Random  House,  Inc . 10 

Real  Time  Integration,  Inc . 63 

Relational  Technology,  Inc . 48 

RightFax,  Inc . 63 

RJR  Nabisco  Holdings  Corp . 59 

Rockwell  Semiconductor,  Inc . 39 

Russell,  Inc. . 20 

SAP  AG . 1,445 

SAP  America,  Inc . 6 

SAS  Institute,  Inc . 67 

Shell  Services  Co . 8 

Silicon  Graphics,  Inc . ...3,86 

SilverStone  Software . 118 

Software  Productivity  Research,  Inc.  6,78 

SpaceWorks,  Inc . ..........59 

Sprint  Corp . 86 

Spyglass,  Inc . .. . 48 

Standard  &  Poor's  Co . 30 

Standard  Chartered  Bank . 86 

STC  PLC . 67 

Stream  International,  Inc . — . 2 

Sun  Microsystems,  Inc. 

. - . 3,8,12,14,45,67,86,115,117 

Sybase,  Inc . 45 

Tandem  Computers,  Inc . . . 86 

Technically  Elite,  Inc . .. . 54 


Technology  Business  Research,  Inc . 1 

TeleChoice,  Inc . ..53 

Texas  Instruments,  Inc . 14,86 

The  Aarell  Co . 86 

The  Baan  Co . 1,45 

The  Chase  Manhattan  Bank  Corp . 67 

The  Clipper  Group,  Inc . . . 3 

The  Gap,  Inc . 45 

The  Horizon  G rou p . 8 

The  Hotel  Industry  Switch  Co . 59 

The  Indus  Group,  Inc . 8 

The  Johns  Hopkins  Medicine 

Center  for  Information  Services . 86 

The  New  York  Times . 59 

The  Peregrine  Fund . . . 86 

The  Scripps  Research  Institute . 86 

The  Sharper  Image  Corp . 59 

The  Yankee  Group . 39.76 

Thomas  &  Betts  Corp . 24 

Ticketmaster  Corp . 59 

Time,  Inc . . 86 

Tornado  Software  Development . 53 

Torso,  Inc . 30 

Toshiba  America 

Information  Systems,  Inc . .. . 1 

Tower  Records . . . .............59 

TSW  International,  Inc . 8 

U.S  Robotics . 67 

United  Behavioral  Services . . . 96 

United  Healthcare  Corp . . . 96 

United  Parcel  Service 

of  America,  Inc . 59-36 

V&SVin&  Spirit  A8 . . . 59 

Verity,  !nc.~ . . . .. . 30 

Vermont  Microsystems,  Inc . 1 

Vinca  Corp.. .  39 

Visa  International,  fnc .  ...........59,115 

Visigemc  *oft**jr-  *nr — . 45 

Vitria  Tech  .nolog).  Iik - - - 8 

Wal-Mart  Steves,  Inc . 4*4Si59.n5 

Wayfarer  Com  mu  plead  on  s,  Inc. . . 30 

Western  Auto  N»'  onwide . . . 8 

William  8*:.«r&Cr»  .  . 67 

Wo**ex . — -  . .  .  86 

Word.*,  im. .  •  — . . . —....86 

Wc-rMs.  ir»c  . 86 

- - —.86 

Zoitvftfe'’-  V  l.t . - - - 1 


ENTERPRISE 


APPLICATIONS 
ON  THE  WEB? 


READY  WHEN 


::r— -v 

Chain-  advanced 

manufacturers  Want 

°  °Pen  up  their 

enterprise  appfcafons 

o  customers  and  sup. 

P"ers-  J.D.  Edwards’ 

JaVa  Wets  put 
0nel/^,d  on  the 
Internet  today. 

Benchmarking 
Partners 

F&bruary  ig97 


YOU  ARE. 


iPF 


\ 


K 


“  ]  D.  Edwards’  vision 
of  ‘Internet  everywhere 
will  make  it  easier  for 
users  to  integrate  their 
companies  and  their 
supply  chains. 

Hurwitz  Group 
February  1997 


PPPP 


COTt' 


deVt*®*8  a  4 

e\e6at* 

<5a'ta 

aovoss 


goW-ff 


a#Wa 


BttW*8 

4e?\o^ 


arch 


Kese 
March 


199? 


While  other  software  suppliers  are  busily  re-writing  their  enterprise  applications  to  get  them  on  the  Web,  our 
One  World  applications  are  there  today.  With  OneWorld,  you  can  integrate  your  supply  chain,  improve  customer 
service,  and  move  information  quickly  and  inexpensively  throughout  your  entire  organization.  Our  Web-enabled 
solutions  include  financial,  manufacturing,  distribution  and  public  sector  applications.  You  can  deploy  them  across  an 


intranet,  an  extranet,  or  the  public  internet.  With  OneWorld,  you  get  to  make  the  choice,  rather  than  letting  your  software 
supplier  make  it  for  you.  (Isn  t  that  what  open  systems  is  all  about?)  If  you're  ready  to  stop  browsing  and  get  down 
to  business,  give  us  a  call  at  1-800-727-5333.  Better  yet,  meet  us  on  the  Web  at  www.jdedwards.com/more/net001.htm 


JDEdwards 

SOFTWARE  FOR 
A  CHANGING  WORLD  " 
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ONLINE  BUSINESS 

Standards  proposed 
to  boost  E-commerce 


By  Mitch  Wagner 


vendors  and  users  are  lay¬ 
ing  out  plans  for  two  technology 
standards  designed  to  automate 
Internet  payment  processing  for 
business-to-business  buying. 

In  one  effort  announced  last 
week,  influential  users  and 
some  key  vendors  announced 
the  availability  of  Version  i.o  of 
the  proposed  Secure  Electronic 
Transaction  (SET)  standard  for 
credit-card  processing  over  the 
Internet. 

SET  is  supported  by  all  the 
major  U.S.  credit-card  compa¬ 
nies  —  including  Visa  Interna¬ 
tional,  Inc.,  Master- 
Card  International, 

Inc.  and  American 
Express  Co.  —  and 
major  electronic 
commerce  vendors 
such  as  Microsoft 
Corp.,  Netscape 
Communications 
Corp.  and  IBM. 

Products  based 
on  preliminary 
SET  versions  are 
available  now. 

Products  based  on 
the  final  version 
are  due  in  Septem¬ 
ber.  User  companies,  including 
Wal-Mart  Stores,  Inc.  and 
Lands’  End,  Inc.,  are  planning 
trials  of  online  credit-card  pro¬ 
cessing  using  SET. 

In  a  separate  but  potentially 
complementary  effort,  Amex, 
Office  Depot,  Inc.  and  Ford  Mo¬ 
tor  Co.  were  among  the  spon¬ 
sors  of  Version  i.o  of  the  Open 
Buying  on  the  Internet  (OBI)  in¬ 
terface.  OBI  will  be  used  in  sys- 


©COMPUTERWORLD 

For  these  and  other  related 
links,  point  your  browser  at 
www.computerworld.com/ 
links/97o6o9setlinks.html 

►Visa’s  SET  Standards  page 
www.visa.com/cgi-bin/ 
vee/sf/standard.html?2+o 

►  MasterCard’s  SET  page 
www.mastercard.com/set/ 


Standards  help 
Internet  confidence 


terns  that  let  companies  order 
non-mission-critical  supplies, 
such  as  office  equipment,  clean¬ 
ing  materials  and  even  tempo¬ 
rary  workers  [CW,  Nov.  ii]. 

The  standard  has  lots  of  polit¬ 
ical  momentum,  given  its  sup¬ 
port  from  large  user  companies 
and  vendors,  such  as  Microsoft 
and  Oracle  Corp. 

JUST  GETTING  STARTED 

But  no  timetable  has  been  given 
for  introducing  products  based 
on  OBI,  and  trials  are  just  get¬ 
ting  under  way. 

Users  outside  the  inner  circle 
involved  in  formulating  these 
standards  are 
somewhat  hopeful 
of  their  potential 
for  streamlining 
Internet  com¬ 
merce. 

“Standard  ap¬ 
proaches  that  peo¬ 
ple  can  write  to 
and  support  can 
only  help  confi¬ 
dence  and  believ- 
ability  for  the 
’net,”  said  Robert 
Womack,  director 
of  technology  at 
Hale  and  Dorr,  a 
Boston  law  firm  that  uses  the 
Internet  to  communicate  with 
its  clients  and  other  business 
partners. 

OBI  was  designed  to  present 
uniform  standards  for  compa¬ 
nies  that  have  networks  of 
supply  relationships.  A  compa¬ 
ny  such  as  Office  Depot  often 
has  multiple  customers  who 
want  to  have  electronic  relation¬ 
ships  for  ordering  office  sup¬ 
plies. 

“What  we  found  in  actually 
implementing  Internet  connec¬ 
tivity  with  several  of  our  custom¬ 
ers  was  that,  without  the  stan¬ 
dard,  everyone  was  going  in 
their  own  different  directions,” 
said  Monica  Luechtefeld,  vice 
president  of  marketing  at  Office 
Depot  in  Delray  Beach,  Fla. 
“Our  customers  were  selecting 
every  proprietary  product  that 
was  emerging.  We  found  it  was 
increasingly  expensive  and  inef¬ 
fective  to  provide  custom  links 
to  our  customers.”  □ 


Netscape  upgrade  faces  skeptical  users 

CONTINUED  FROM  PAGE  1 . . 


FEATURES  OF  NETSCAPE  COMMUNICATOR 


Dynamic  HTML  Lets  developers  write  simple  animation  on 
Web  pages 

Cascading  Lets  developers  create  multiple  pages  using 
style  sheets  a  single  template  to  control  the  look  and 
feel  of  the  pages 

Additional  Enhanced  E-mail,  groupware  and  scheduling 

features 

Availability  Early  this  week 


While  Communicator  has  a 
loyal  cadre  of  IS  managers  eager 
to  throw  it  onto  user  desktops, 
other  information  systems  pro¬ 
fessionals  are  hanging  back.  Re¬ 
luctant  users  say  the  browser 
upgrades  in  Communicator  ar¬ 
en’t  compelling,  the  new  mes¬ 
saging  and  groupware  function¬ 
ality  is  available  from  other 
vendors,  and  many  have  other 
more  important  systems  proj¬ 
ects  under  way. 

Users  also  point  out  that  Net¬ 
scape  Communications  Corp.  is 
facing  a  different  Internet  world 
today  compared  with  last  year, 
when  major  Netscape  browser 
releases  became  standard  al¬ 
most  upon  delivery. 

“We  haven’t  addressed  the 
upgrade  yet,”  said  Ron  Frey,  In¬ 
ternet  business  manager  at 
Lands’  End,  Inc.  in  Dodgeville, 
Wis.  The  company  uses  Net¬ 
scape’s  Navigator  3.0. 

More  pressing  than  browser 
evaluations  for  Lands’  End  is  a 
redesign  of  the  company’s 
World  Wide  Web  site  to  make  it 
easier  to  navigate.  Another  pri¬ 
ority  is  to  deploy  new  manage¬ 
ment  tools  to  make  the  site 
more  easily  updated  and  main¬ 
tained. 

"We  want  to  be  browser- 
neutral,”  Frey  said.  “We  don’t 
want  to  just  take  advantage  of 
the  most-advanced  browsers.” 

Richard  Warren,  vice  presi¬ 
dent  of  IS  at  Judd’s,  Inc.,  said  he 
didn’t  anticipate  a  wave  of  Com¬ 
municator  adoptions,  “because 
it  doesn’t  represent  the  same 
magnitude  of  change  as  other 
round-number  releases  for  Net¬ 
scape.” 

Like  many  companies,  Stras- 
burg,  Va.-based  Judd’s  is  a  Mi¬ 
crosoft  shop  that  has  standard¬ 
ized  on  the  Redmond,  Wash., 
software  giant’s  browsers  and 
servers.  Since  Microsoft  Corp.’s 
Explorer  3.0  introduction  last 
July,  users  have  praised  the 
browser  for  its  stability  and 
speed.  It  is  also  free,  but  Net¬ 
scape  charges  corporations  to 
use  its  browser. 

But  Sherman  Woo,  director  of 
Global  Village  Labs  at  US  West 
Communications,  Inc.  in  Den¬ 
ver,  disagreed.  He  said  Commu¬ 
nicator’s  upgrades  are  signifi¬ 
cant,  particularly  given  the 
enhanced  electronic-mail  func¬ 
tionality  and  improved  Java  per¬ 
formance. 


“It  makes  it  easy  if  all  these 
upgrades  are  in  one  place  on  a 
browser  release,”  Woo  said. 
“We  have  our  own  download 
site  on  an  internal  server,  and 
we  can  effect  the  upgrade  for  all 
of  our  30,000  intranet  users  in 
a  week.” 

Proponents  of  the  new  Net¬ 
scape  offering  note  that  Com¬ 
municator  isn’t  just  a  browser.  It 
is  Netscape’s  first  fully  function¬ 
al  E-mail,  discussion  group, 
scheduling  and  groupware  cli¬ 
ent.  Along  with  a  matched  serv¬ 
er  offering,  Communicator  is 
part  of  Netscape’s  bid  to  com¬ 
pete  with  offerings  from  Micro¬ 
soft  and  Lotus  Development 
Corp. 

Previous  versions  of  the  Net¬ 
scape  browser  made  drastic 
changes  to  the  way  the  Web 
looks,  adding  tables  and  frames 


to  Web  pages.  But  new  features 
on  the  browser  this  week  were 
mostly  designed  to  please  devel¬ 
opers;  they  leave  the  look  of  the 
Web  pretty  much  the  same. 

However,  Communicator 
does  include  tools  designed  to 
appeal  to  IS  managers,  which 
will  make  it  quite  popular,  pre¬ 
dicted  Harry  Fenik,  a  vice  presi¬ 
dent  and  analyst  at  Zona  Re¬ 
search,  Inc.  in  Redwood  City, 
Calif. 

Those  tools  let  IS  managers 
manage  user  settings  on  the 
browser  and  automate  software 
installation. 

“I  think  Communicator  will 
be  a  big  deal.  It’s  the  first  ver¬ 
sion  of  the  browser  that  offers 
the  [information  technology]  de¬ 
partment  a  chance  to  manage 
and  control  the  browser  envi¬ 
ronment,”  Fenik  said.  □ 


Jumping  the  gun 

Like  a  bunch  of  track  and  field  runners  who  can’t  wait  for  the  start¬ 
er’s  gun,  some  users  will  run  to  the  Netscape  Web  site  and  down¬ 
load  the  new  version  of  the  company’s  Web  browser  as  soon  as  it 
is  available  —  without  their  employers’  knowledge  or  approval. 

For  some  user  companies,  that  is  a  violation  of  policy,  because 
they  don’t  plan  to  support  Communicator.  Other  companies  sim¬ 
ply  want  to  test  it  first. 

Either  way,  IS  managers  are  getting  ready,  installing  blocking 
software  to  prevent  such  downloads  and  preparing  for  calls  to  the 
help  desk. 

Robert  Womack,  director  of  technology  at  Hale  and  Dorr,  a  Bos¬ 
ton  law  firm,  said  he  has  an  advantage,  because  his  users  work  on 
Sun  Microsystems,  Inc.  Unix  workstations  instead  of  PCs.  Wo¬ 
mack’s  IS  department  has  configured  the  machines  so  users  can 
download  software,  but  they  can’t  install  it  to  their  desktops.  In¬ 
stead,  users  have  to  leave  the  graphical  user  interface,  fire  up  a 
Unix  command  line  and  install  the  browser  manually.  Arid  if  users 
are  smart  enough  to  do  that,  they  are  smart  enough  to  stay  out  of 
trouble,  Womack  said. 

“If  they  can  do  it  that  way,  they  can  work  in  my  organization  any 
time  and  help  us  with  the  implementation,”  he  said. 

Raj  Agarwala,  a  testing  project  leader  at  Merrill  Lynch  Sc  Co.  in 
Princeton,  N.J.,  said  he  expected  his  IS  depart  .it  to  receive  ad¬ 
vance  copies  of  the  production  version  of  the  browser  late  last 
week  so  they  can  test  it  before  it  is  available  to  the  Internet  rank- 
and-file.  —  Mitch  Wagner 
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IT’S  THE  RELIABLE  BUSINESS 
COMPUTER  WITH  AN 
ADDED  FEATURE. 


THE  NEW  CLIENTPRO"  Xlu.  THE  STABLE 
BUSINESS  COMPUTER  WITH  A  POWER  BOOST. 


Selecting  the  ideal  business  PC  is  no  longer  an  exercise  in 
compromise.  Micron  introduces  the  ClientPro  Xlu  with  Intel’s 
new  Pentium®  II  processor. 


For  the  first  time,  you  can  have  speed, 
performance  and  manageability  -  and  still 
get  stability,  reliability  and  lower  cost  of 
ownership.  The  Xlu,  like  the  entire  ClientPro 
line,  is  simple  to  set  up.  Easy  to  upgrade. 

And  it  arrives  in  neat,  network-ready  packages  which  include 
SMART  drives,  DMI  BIOS  support  and  LANDesk.® 


Pentium 

■processor 


Of  course,  every  ClientPro  comes  with  the  assurance  of  24-hour 
technical  support.  And  our  industry-leading,  5-year/3-year  Micron 
PowerSM  limited  warranty  protects  your  investment.  The  latest 
technology,  stable  design  and  lower  cost  of  ownership.  Yes,  you 
can  have  it  all  with  ClientPro.  Call  today.  Or  visit  our  Web  site. 


CLIENTPRO  Xlu  STANDARD  FEATURES 


512KB  internal  L2  secondary  cache, 

DMI  support 

16X  EIDE  variable  speed  CD-ROM  drive 
3Com  PC1 10/100  ethemet  NIC 
3.5"  floppy  drive 

PCI  64-bit  3D  video,  MPEG,  4MB  EDO  RAM 


_ 

Tool-free  minitower  or  desktop 
Upgradable  wavetable  audio  with  speakers 
Microsoft®  Intellimouse™ ,  104-key  keyboard 
Microsoft  Windows  NT®  Workstation 
Intel  LANDesk  Client  Manager 
5-year/3-year  Micron  Power  limited  warranty 


Intel  233MHz  Pentium  II  processor  (features  MMX™  technology) 

32MB  EDO  RAM 
2.1GB  SMART  EIDE  hard  drive 
17"  Micron  17FGx,  ,26dp  (16.0"  display)  Bus- lease  $90/mo 


CLIENTPRO  Mta  &  Mte  STANDARD  FEATURES 


512KB  pipeline  burst  cache,  flash  BIOS, 

DMI  support 

3Com  3C905  network  adapter 

3.5"  floppy  drive 

Integrated  S3  ViRGE/DX  graphics 
accelerator,  2MB  EDO  RAM 

Integrated  wavetable  sound 

Tool-free  minitower  or  desktop 

Microsoft  Intellimouse,  104-key  keyboard 
Microsoft  Windows®  95 

Intel  LANDesk  Client  Manager 

5-year/3-year  Micron  Power  limited  warranty 

CLIENTPRO  Mta 

Intel  133MHz  Pentium  processor 

16MB  EDO  RAM 

1.6GB  SMART  EIDE  hard  drive 

15"  Micron  15FGx,  ,28dp  (13.7"  display) 

51,499 

Bus.  lease  $45/mo. 

CLIENTPRO  Mte 

Intel  166MHz  Pentium  processor  with  MMX 
16MB  EDO  RAM 

1.6GB  SMART  EIDE  hard  drive 

15"  Micron  15FGx,  ,28dp  (13.7"  display) 

51,599 

Bus.  lease  $54/mo 

CLIENTPRO  Xvi  STANDARD  FEATURES 


256KB  internal  L2  cache,  flash  BIOS, 

DMI  support 
12XEIDE  CD-ROM  drive 
3Com  3C905  network  adapter 
3.5"  floppy  drive 

PCI  64-bit  graphics  accelerator,  2MB  EDO  RAM 


Tool-free  minitower  or  desktop 
Microsoft  Intellimouse,  104-key  keyboard 
Microsoft  Windows  NT  Workstation 
Intel  LANDesk  Client  Manager 
5-year/3-year  Micron  Power  limited  warranty 


Intel  200MHz  Pentium  Pro  processor 

32MB  EDO  RAM 

2.1GB  EIDE  hard  drive 

15"  Micron  15FGx,  ,28dp  (13.7"  display) 


^2,269 

Bus.  lease  $77/mo. 


MICRON 

POWER - 

WARRANTY 

5-year  limited  warranty  on  microprocessor  and  mam  memory 
3-year  limited  parts-only  system  warranty  (1-year  for  TransPort  Vix) 

1-,  2-  or  3-year  optional  on-site  service  agreement  tor  Micron  desktop  and  server  systems 
30  days  of  free  Micron-supplied  software  support  for  Micron  desktop  systems,  3  optional 
network  operating  system  incident  resolutions  included  for  Micron  server  systems 
30-day  money  back  policy 
24-hour  technical  support 

The  foregoing  is  subject  to  and  qualified  by  Micron’s  standard  limited  warranties  and  terms 
and  condibons  of  sale.  Terms  and  conditions  ot  sale  may  vary  for  specific  confmurabons. 
Copies  of  the  limited  warranbes  may  be  obtained  on  our  Weo  site  or  by  calling  Micron 
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Microsoft* 
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CALL  NOW  FOR  DETAILED  PRICING  AND  OPTIONS 
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COMMENTARY 

The  Sun  also  sets 

David  Coursey 


Sun  is  “recoverable,”  to  quote  a  corpo¬ 
rate  troubleshooter  who  wrote  to  me.  But 
not  if  the  company  doesn’t  realize  what  a 
mess  it’s  in. 

Since  the  piece  ran  and  got  picked  up 
by  PointCast,  I’ve  gotten  about  150  pieces 
of  electronic  mail  —  some  pro,  some  con 
and  a  fair  number  from  loonies.  Many 
people  just  don’t  want  to  hear  what  I  have 
to  say.  But  I  think  it  needs  to  be  said,  and 
I  hope  you’ll  agree.  Here’s  the  short  ver¬ 
sion  of  my  argument: 

1.  If  server-side  Java  is  as  open  as 
client-side  Java  —  which  is  what  Sun  is 
supporting  —  the  big  systems  vendors 
lose  big.  Why?  If  a  Java-based  server  ap¬ 
plication  runs  equally  well  on  any  plat¬ 
form  that  supports  Java,  customers  can 
choose  any  hardware  platform  as  their 
application  server. 

2.  If  all  servers  are  equal,  then  Java  will 
force  even  more  commoditization  of 
server  hardware.  Compaq  must  be  sali¬ 


vating  at  the  thought 
that  people  who  pur¬ 
chase  Sun,  HP  or  IBM 
RISC  boxes  today  could 
soon  be  enticed  to 
choose  an  Intel  box  in¬ 
stead.  (Is  there  a  new 
slogan  there?  “Intel  In¬ 
stead”?) 

3.  Choosing  Intel 
probably  means  choos¬ 
ing  Windows  NT  as  the 
underlying  operating  system.  Yes,  I  know 
NT  doesn’t  scale  well,  Microsoft’s  recent 
ballyhooing  notwithstanding.  But  that 
isn’t  an  advantage  Unix  vendors  can 
mine  for  very  long. 

4.  Sure,  there  will  still  be  many  rea¬ 
sons  for  customers  to  “dance  with  the 
one  who  brung  ’em”  and  stay  with  their 
incumbent  systems  vendors.  But  it’s  easy 
to  imagine  that  the  real  growth  in  server 
sales  will  shift  to  the  price/performance 


winner.  And  that’s  a  game  Sun  isn’t  likely 
to  win. 

5.  It’s  painfully  clear  how  well  Apple 
did  after  a  margin  crunch  hit  its 
hardware  business.  And  it’s  very  hard  to 
turn  a  hardware  business  into  a  software 
company. 

6.  All  this  might  be 
OK  if  JavaSoft  became  a 
money  machine  com¬ 
parable  to  the  DOS  or 
Windows  of  old.  But  it 
isn’t.  JavaSoft  has  no 
clue  as  to  how  it  will  ev¬ 
er  make  money. 

7.  Even  that  might  be 
acceptable  if  Sun  could 
write  some  really  hot 
Java  software  that 
everyone  just  has  to 

buy.  But  Sun  at  its  roots  is  a  hardware 
company,  and  if  the  best  JavaSoft  can  do 
is  create  a  virtual  machine  that  everyone 
says  runs  at  half  the  speed  of  Microsoft’s, 
well . . . 

8.  JavaSoft’s  “good  guy”  approach  is 
all  wrong.  Instead  of  waiting  for  its  part¬ 
ners,  JavaSoft  should  run  like  hell  and  de¬ 
fine  Java  as  it  goes  along.  This  is  the  only 
way  JavaSoft  can  possibly  keep  up  with 
Microsoft. 


The  reason  for  this  is  simple:  I  keep 
hearing  that  Microsoft  writes  better  and 
more  useful  code.  Sun  is  still  a  U  nix-geek 
shop,  meaning  it  can  never  get  as 
charged  up  about  a  market  opportunity 
as  Microsoft  does  every  day  before  lunch. 

Sun  doesn’t  have  to  become  the  next 
Apple,  but  it’s  certainly  headed  down  that 
road.  Before  the  Internet  and  Java 
booms.  Sun  was  a  successful  also-ran 
headed  for  real  problems.  None  of  that 
has  changed.  And  Java,  sadly,  could  make 
the  situation  much  worse.  My  bet  is  that 
Sun’s  managers  are  too  full  of  them¬ 
selves  to  see  the  danger  for  what  it  is  and 
steer  around  it. 

All  this  is  especially  sad  because  Sun  is 
a  truly  great  company.  Its  people  are 
smart,  and  the  company  has  carved  out  a 
niche  and  created  (with  Java)  some  for¬ 
ward-thinking  technology.  But  isn’t  that 
the  same  thing  we  said  about  Apple,  Dig¬ 
ital  and  Novell  before  each  suffered  a  big 
fall?  □ 


Coursey  is  a  consultant,  analyst  and  editor/ 
publisher  of  “coursey.com,  ”  an  online  news¬ 
letter  available  at  www.coursey.com  (you 
can  find  the  long  version  of  this  Sun  report 
there).  You  can  E-mail  him  at  david@cour- 
sey.com. 


Seems  I  started  a  little  ruckus  last  week  with  an 
article  in  my  newsletter  stating,  essentially,  that 
if  Sun  doesn’t  wake  up  it  will  find  itself  in  Ap¬ 
ple’s  shoes.  This  doesn’t  have  to  happen. 


IS’s  next  mission:  Eye-popping  apps 

Frank  Hayes 


It’s  time  for  IS  professionals  to  start  looking  for  new 
work.  That’s  certainly  the  way  a  lot  of  users  feel. 
What  is  the  IS  department,  anyway,  but  a  bunch  of 
handymen  and  janitors? 


When  something  breaks,  IS  patches  it. 
When  there’s  a  mess,  IS  takes  out  the 
trash.  When  you  need  something  new,  IS 
gets  it  installed  —  eventually. 

But  what’s  the  real  value  of  having  an 
IS  department?  After  all,  the  company 
just  outsourced  what  the  real  janitors  and 
carpenters  do.  Why  keep  their  informa¬ 
tion  technology  equivalents  on  the  pay¬ 
roll? 

If  that  sounds  like  your  users,  you’ve 
got  a  problem.  Because  no  matter  how 
valuable  your  work  is,  those  users  aren’t 
seeing  it.  And  value  they  don’t  perceive 
does  you  no  good  when  somebody  wants 
to  cut  a  budget  —  and  users  are  pointing 
at  you. 

All  this  came  to  mind  last  week  when  I 
was  a  judge  at  the  Windows  World  Open 
contest  at  Comdex.  Every  year,  corporate 
IS  shops  submit  software  projects  they’ve 
built  that  run  on  Microsoft  Windows. 


More  than  a  dozen 
judges  pick  out  the  best 
ones,  based  on  business 
value  and  quality  of  the 
solutions. 

Those  judges  aren’t 
the  usual  celebrity 
mushrooms  or  industry 
blowhards.  They’ve  got 
years  —  some,  decades 
—  of  in-the-trenches  IS 
experience.  Most  of  them  still  make  their 
living  that  way.  They  know  what  they  like 
and  dislike,  and  they  know  what  works.  (I 
only  got  to  judge  because  Computerworld 
is  a  founding  sponsor  of  the  contest  and 
traditionally  has  a  representative.  In  IS 
experience,  I  was  way  outclassed.) 

We  saw  lots  of  fine  applications,  most 
of  which  are  already  generating  warm 
feelings  in  the  hearts  of  their  users. 

But  the  one  that  got  our  jaws  dropping 


—  and  captured  first  prize  in  the  Core 
Business  Application  category  —  was 
from  Merrill  Lynch.  This  little  beauty 
gives  stockbrokers  radically  improved  ac¬ 
cess  to  news,  research  data  and  lots  of 
other  information  that  brokers  need  to 
help  customers  handle  their  invest¬ 
ments. 

It  rolled  up  legacy 
mainframe  systems, 
proprietary  newswire 
services,  the  Internet 
and  off-the-shelf  PC  ap¬ 
plications  into  an  easy- 
to-use,  simple-to-under- 
stand  tabbed-notebook 
interface.  It  was  slick.  It 
was  sweet.  And  the  value 
was  utterly  unmistak¬ 
able  —  even  the  most  blind,  most  self-ab¬ 
sorbed  user  couldn’t  miss  it. 

In  fact,  it  will  take  Merrill  Lynch  more 
than  a  year  to  roll  out  the  new  hardware 
and  software  to  the  35,000  users  who  will 
eventually  get  it.  As  one  judge  put  it,  “If 
I’m  that  last  guy  in  the  Hoboken  office 
who  has  to  wait  a  year  for  this,  I’m  ready 
to  kill  for  it.” 

Now  that’s  perceived  value. 

And  that’s  the  kind  of  “new  work”  IS 


shops  should  be  looking  for.  Work  that 
will  make  users  want  to  cheer,  not  cringe, 
when  IS  comes  around. 

.  But  don’t  kid  yourself.  That  kind  of 
project  won’t  simply  drop  into  your  lap. 
Users  won’t  drop  by  your  office  with  a 
blank  check  and  a  detailed  proposal  for 
their  dream  application  —  especially  if 
they  haven’t  got  a  very  high  opinion  of 
your  IS  shop  today. 

You’ll  have  to  reach  out  to  users.  Talk 
to  them.  Watch  them  work.  Ask  them 
what  they  need.  Then  design  something 
so  good,  they’ll  beg  you  to  rip  out  the  old 
system  and  put  in  the  new  one.  Build 
your  prototype,  crank  up  your  best  sales 
pitch  and  sell  that  project  for  all  you’re 
worth. 

Users  probably  won’t  buy  it  the  first 
time.  But  keep  watching,  asking,  design¬ 
ing  and  pitching.  Eventually,  you  may 
just  offer  them  their  dream  application 
after  all.  And  even  if  you  don’t,  you’ll 
learn  a  lot  about  your  users  —  and  they’ll 
learn  a  lot  about  the  value  you  can  pro¬ 
vide.  □ 


Hayes  is  Compuu  rv.  -  rid '5  staff  columnist. 
His  Internet  address  is /rani.  Jvayes 

@  cw.com. 
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IllSide  Lines 

Get  it  together,  Larry! _ 

When  CNN  founder  Ted  Turner  took  the  stage  with  Oracle’s  Larry 
Ellison  at  Comdex/Spring  ’97  last  week  to  announce  CNN  Custom 
News,  it  was  a  clash  of  cultures.  Turner,  the  older  and  more  ornery 
Southerner,  bellowed  when  Ellison  produced  day-old  stock  prices 
and  baseball  scores  during  a  demo:  “I  don’t  want  yesterday’s  stocks, 
I  want  today’s!”  Turner  later  assured  the  highly  amused  audience, 
“You  w  illbeabletoget  all  the  news  you  want.” 


ages  from  t 


DIGITAL  HARD  HAT 

Construction  engineers  can  col¬ 
lect  video,  sound  and  data  from 
the  project  site,  using  a  pro¬ 
totype  "digital  hard  hat” 
developed  by  researchers 
at  the  University  of 
Illinois  at  Urbana- 
Champaign.  The 
setup  includes  a 
camcorder,  micro¬ 
phone  and  comput¬ 
er  notepad. 


Patent  watch 

Recently  issued  U.S.  patents 
(number,  inventor / assignee,  date) 

andheld  pen  computer 
that  can  recognize  mathe¬ 
matical  equations  written 
on  the  screen.  The  digital 
processor  parses  the  pen  strokes 
to  recognize  an  equation,  solves 
the  mathematical  problem  and 
displays  the  answer.  (5,627,914, 
Apple  Computer,  May  6) 

An  “electronic  music  sys¬ 
tem  with  which  a  nonmu¬ 
sician  can  produce  melod¬ 
ic,  creative  music  without 
knowledge  of  music  theory  or 
the  ability  to  play  an  instrument 
or  keep  time.”  The  computer 
system  has  background  music 
tracks  and  rhythm  tracks.  It 
prompts  the  user  when  solo 
notes  should  be  played.  Moving 
a  joystick  tells  it  to  sustain  a 
note  or  to  play  a  particular  riff  or 
chord.  (5,627,335,  Harmonix 
Music  Systems,  Cambridge, 
Mass.,  May  6) 

mall  video  display  unit, 
which  can  be  mounted  on  a 
shopping  cart,  that  lists  the 
merchandise  in  each  aisle 


million  in  outsourc¬ 
ing  contracts  for  Kodak's  main¬ 
frame,  PC  and  networking  oper¬ 
ations.  The  deal  moved  700  IS 
staffers  to  contractors,  cut  $1 
billion  in  asset  liabilities  and  gave 
a  big  boost  to  the  IS  outsourcing 
trend.  “It’s  hard  to  believe  that 
any  company  gets  competitive 
advantage  from  the  way  they  run 
their  computer  room,"  she  says. 


of  a  store.  The  unit  guides  the 
shopper  to  selected  items  and 
can  display  marketing  messages 
as  the  shopper  passes  by  the 
merchandise.  (5,630,068,  Leo 
Vela,  Thurman  Sasser  and 
Roger  L.  Martin,  May  13) 


facturer  of  signs,  labels 
and  tapes.  She  rode  in  with  her 
Dodge  Ram  pickup  and  Apple 
PowerBook  to  reenergize  the 
company  and  is  now  pushing  a 
financial-performance  metric 
called  “shareholder  value  en¬ 
hancement.”  Hudson,  now  50, 
has  won  awards  for  breaking  the 
“glass  ceiling”  and  is  the  top  fe¬ 
male  executive  in  Wisconsin. 


More  Big 
Brotherware 

Unlike  the  usual  censor- 
ware,  which  blocks 
naughty  Internet  sites, 
this  package  helps  firms 
write  policies  that  gov¬ 
ern  employee  use  of 
computers.  Com.Policy 
from  SilverStone  Soft¬ 
ware  in  Pittsburgh 
(www.silverstone.net) 
also  tracks  all  computer 
activity  and  makes 
screen  captures  at  ran¬ 
dom  intervals  to  show 
exactly  what  a  user  saw. 
The  screen  shots  are 
compressed  and  stored 
as  a  series  of  thumbnail 
or  full-scale  images.  The 
company  also  has  a 
home  version  for  moni¬ 
toring  the  family  PC. 


Source:  MicroPatent  (www.micropat.com) 


AFTERLIVES 


1990 

Vice  president  and  di¬ 
rector  of  corporate  in¬ 
formation  systems, 
Eastman  Kodak  Co., 
Rochester,  N.Y. 

Hudson,  then  43,  was 
touted  as  one  of  the 
most  influential  CIOs 
after  signing  $250 


Katherine  Hudson 


1997 

President  and  CEO, 

W.  H.  Brady  Co., 
Milwaukee 

Hudson  was  hired  in 
1994  to  bring  an  out¬ 
sider’s  perspective  to 
quiet  W.  H.  Brady  Co., 
a  $360  million  manu- 


Busy  signals,  Bosnia  style _ 

So  you  think  America  Online  users  have  trouble  getting  through? 
University  Teleinformation  Centre  (UTIC),  Bosnia-Hercegovina’s 
lone  Internet  service  provider,  opened  for  business  a  year  ago  and 
still  has  a  grand  total  of  eight  phone  lines.  “We  have  more  than  800 
users  at  this  time,”  said  Haris  Hadzialic,  a  UTIC  administrator.  “It 
means  we  have  more  than  ioo  users  per  one  line.  It  is  some  kind  of 
Guinness  record.” 

Make  sure  yoiTve  got  a  key _ 

Included  among  the  R/3  product  announcements  SAP  has  cooked 
up  for  this  week’s  Sapphire  user  conference  in  Amsterdam  will  be  the 
addition  of  built-in  data  warehousingfunctionality.  Sources  said  SAP 
has  enlisted  support  from  multiple  developers  ofwarehousingtools, 
including  data  extraction  vendor  Evolutionary  Technologies.  Other 
packaged  application  vendors  are  working  on  integrated  warehous¬ 
ing  features,  but  not  everyone  is  impressed.  By  leaning  on  one  sup¬ 
plier  for  both  transaction  processing  and  decision  support,  “you’ve 
got  absolute  vendor  lock-in,”  said  Doug  Lynn,  a  Meta  Group  analyst. 

It  s  enough  to  give  you  indigestion _ 

Among  the  interesting  items  listed  in  Nets,  Inc.’s  bankruptcy  file  are 
$43,000  in  unpaid  public  relations  bills  (for  helping  place  stories 
about  the  company’s  success  almost  up  to  the  day  ofthe  Chapter  n 
announcement)  and  four  months  of  bills  totaling  $6,277.i6from  Re¬ 
becca’s  Cafe,  an  overpriced  eatery  on  Boston’s  Newbury  Street 

Move  over,  boys _ 

While  lots  ofwicked  wit  abounded  at  last  week’s  Third  Annual  Wom¬ 
en  in  Technology  International  conference  in  Santa  Clara,  Calif.,  the 
tongue-in-cheek  award  for  best  giveaway  has  to  goto  Sun.  Women  at 
Sun’s  booth  were  giving  away  free  T-shirts  that  read:  “Women  in 
Technology:  Get  Used  to  It!”  The  shirts  proved  so  popular  that  Sun 
ranoutthefirstday. 

Doing  their  bit  for  marital  harmony _ 

Handling  the  bank  accounts  of  wayward  husbands  proved  to  be  the 
toughest  part  of  building  online  security  at  a  major  New  England 
bank  that  wanted  to  give  its  customers  online  access  to  their  money, 
explained  Corporate  Technologies’  Peter  Galvin  last  week  at  a  Sun 
Users  Group  meeting  in  Boston.  Galvin  said  he  had  to  build  special 
security  in  to  the  transaction  system  so  that  women  checking  their 
accounts  online  wouldn’t  be  able  to  easily  find  accounts  their  hus¬ 
bands  had  set  up  fortheir,  ahem,  other  significant  others.  Talk  about 
a  firewall. 

Celebrity  endorsements _ 

Not  one  to  shy  away  from  overstatement,  IBM  released  a  recent 
press  statement  touting  its  latest  E-mail  server  release  as  being 
“based  on  the  same  powerful  technology  that  gained  fame  as  Deep 
Blue.”  Sure,  the  RS/6000  is  the  core  technology  of  both  —  a  bit  like 
the  way  flour  is  at  the  coreofboth  wedding  cake  and  saltine  crackers. 


In  a  display  of  high-tech  hipness,  the  FCC's  Reed  Hundt  resigna¬ 
tion  press  conference  was  carried  live  on  the  Web  via  RealAudio. 
Less  hip  was  the  FCC's  inability  to  set  up  a  functioning  confer¬ 
ence  call.  “We're  not  sure  exactly  what  went  wrong  with  that,” 
an  FCC  spokesperson  said.  If  you  know  what  went  wrong  with  that, 
or  anything  else,  give  news  editor  Patricia  Keefe  a  call  at  (508)820- 
8183,  or  E-mail  her  at  patricia_keefe@cw.com. 


THE 


NEW 


PENTIUM  PRO 

PROCESSOR 


FAMILY 

NT  CLUSTER-IN-A-BOX 


You  can  configure  a  lot  of  these,  or  you  can  just  plug  this. 


Good  choice! 


Get  the  industry's  first  Microsoft  Windows  NT 
clustering  solution  packaged  in  a  single,  rack- 
mounted  system.  With  Data  General's 
NT  Cluster-in^a-Box™  family  of  products,  your 
company  now  has  an  NT  clustering  solution 
that  will  let  you  run  your  critical  applications 
24x7x365,  in  a  system  that  you  simply  plug  in 
and  turn  on.  Our  NT  Cluster-in-a-Box  includes: 
S'  Two  rackmounted  AViiON®  servers  based  on 
Intel  Pentium®  Pro  processors  B  A  fault- 
tolerant  CLARiiON®  RAID  storage  system 
fl  NTAlerRM  -  the  industry's  only  NT-based 
remote  service  for  early  identification  of  poten¬ 
tial  problems  B  Pre-loaded  Windows  NT  Server 
and  FirstWatch  for  NT  -  failover  software 
from  Veritas  Software  M  Upgradable  to 
Microsoft’s  forthcoming  “Wolfpack”  clustering 
technology.  Now,  NT  Cluster-in-a-Box  is  avail¬ 
able  in  a  family  of  three  rackmount  configura¬ 
tions  to  match  your  applications  processing 
requirements:  the  entry-level  AV  2100R,  mid¬ 
range  AV  3600R,  and  enterprise  AV  6600R.  All 
of  these  components,  plus  service,  support, 
and  integration,  from  one  vendor.  In  one  pack¬ 
age.  The  choice  is  clear.  Unless  you  want  to 
spend  a  lot  of  time  just  plugging  away. 

i  w  Data  General 

www.dg.com  1  -800-DATA  GLN. 


AViiON  and  CLARiiON  are  registered  trademarks.  Cluster-in-a-Box  is  a  trademark,  and  NTAIert  is  a  service  mark  of  Data  General  CprQofg^ 
The  Intel  Inside  logo  and  Pentium  are  registered  trademarks  and  the  Pentium  Processor  logo  and  the  Pentium  Pro  Processor  are  trademarks jjpjpc^lfl 
All  other  brands  or  products  are  the  trademarks  of  their  respective  holders.©  1997  Data  General  Corporation. 


Choosing  the  wrong  remote 
access  products  can  be  a  fatal 
mistake.  Only  Ascend’s  leading 

remote  access  solution  with  inte- 


safe.  Security  is  transparent  to 

users  and  unauthorized  users 


If 'rbu  Didn’t  Buy  Ascend’s 
Remote  Access  Products 
With  Built-in  Firewall 

Security, There  Are  Other  are  completely  restricted' Plus’ 

Steps  Tbu  Could  Take. 


it’s  all  managed  and  configured 


grated  Secure  Access  "  Firewall  can  protect  your  entire  from  one  central  site,  and  compatible  with  most  ISPs.  Call 

company.  And  only  Ascend  can  do  it  right  now.  From  the  now.  The  job  you  save  may  be  your  own.  For  your  free 


corporate  level  to  the  remote  user  to  the  telecom¬ 
muter,  advanced  firewall  security  keeps  every  site 


ASCEND 


copy  of  “Access  Denied:  The  Benefits  of  Inte¬ 
grated  Security”  Call  1-800-632-8347  ext.  245. 


Remote  Wetworking  Solutions  That  Work. " 


MAX  M  Family 

Loading  central  site  WAN  access  switch.* 

Integrates  Analog  modems,  ISDN  BRI 
&  PRI,  SW56  and  Frame  Relay. 

Scalable  from  8  to  672  ports. 

The  only  central  site  solution  with 
integrated  firewall. 


Pipeline'"  Family 

Award-winning  remote  access  solution. 

Integrates  Analog,  ISDN  BRI,  SW56  and  Frame 
Relay  network  services. 

Includes  Ascend’s  Dynamic  IP  addressing  for 
Internet  Access. 


www.ascend.com 


The  only  remote  site  solution  with  integrated  firewall. 


iV96  Ascend  Communications,  Inc.  Ascend,  the  Ascend  logo,  MAX,  Pipeline  and  Secure  Access  are  registered  trademarks  of  Ascend  Communications,  Inc.  *  Based  on  number  of  access  concentrators  sold.  Dell'Oro  Market  Research  Group,  1996 
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IF  WE  COME  ON 


BIT  STRONG,  IT’S 
BECAUSE  WE  NEVER 
FORGET  WHO 

WE’DF  tbi ki lift  in. 


At  Computerworld,  our  editorial 
policy  is  simple. 

If  a  story  is  useful  and  accurate, 
it  runs.  If  it’s  also  blunt  and  a  bit 
pugnacious,  all  the  better.  Our  goal 
is  to  provide  you,  our  reader,  with 
the  truth. 

As  IT  Leaders,  we  know  you’re 
under  siege.  1200  thankless  clients. 
Technology  that  changes  every  18 
months  or  so  and  impacts  all  you’ve 
painstakingly  built.  New  products 
you  need  evaluated  immediately. 


Changes  in  corporate  strategy  that 
could  impact  your  entire  department. 

One  thing  you  can  count  on. 
Computerworld.  In  our  pages  you 
get  solid  reporting,  incisive  industry 
trends,  timely  news,  unflinching  edito¬ 
rials,  unbiased  reporting.  We  know 
you  need  this  information  to  evaluate 
new  products. To  get  a  candid  view 
of  emerging  technologies. To  find  out 
the  inside  story  on  corporate  strate¬ 
gies. To  decide  whether  to  jump  ship 
or  stay  in  your  current  job. To  get 


the  edge  on  your  competition. 

Get  the  kind  of  straightforward, 
impartial  reporting  you  can  count 
on.  Because  we  never  forget  who 
we’re  talking  to. 

Order  today  and  you’ll  receive 
51  information-packed  issues  of 
Computerworld. 

Call  us  at  1-800-343-6474  or 
visit  us  on  the  world  wide  web  at 
www.computerworld.com.To  order 
by  mail,  use  the  postage-paid  sub¬ 
scription  card  bound  into  this  issue. 
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When  Pacific  Northwest  National  Laboratory,  the  National  Institutes  of  Health  and  other  leading  research  centers  tackle  problems  of 
global  proportions,  they  start  with  a  powerful  solution:  the  IBM  RS/6000  SR’  Its  unique  ability  to  perform  large-scale  computer  simulations 
provides  scientists  and  researchers  with  new  ways  to  design  lifesaving  drugs,  locate  oil  reserves,  even  clean  up  the  surroundings  —  in  less 
time  and  with  less  risk  to  the  environment.  And  that  benefits  all  of  us.  For  a  closer  look  at  an  RS/6000’  solution  to  your  complex  science, 
technical  or  business  problems,  stop  by  www.rs6000.ibm.com/solutions  or  call  1  800  IBM -2468,  ext.  FA060. 


t  )00  S°  jto  KSfWOO  are  registered  trademarks  and  Solutions  tor  a  small  panel  is  a  trademark  ol  IBM  Corp  All  other 
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Solutions  for  a  small  planet  ” 


